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WHAT DO YOU WANT MOST?

Is It Money, Fame, Power, Contentment, Personality, Peace of Mind,
Happiness?

The Thirteen Steps to Riches described in this book offer the shortest dependable
philosophy of individual achievement ever presented for the benefit of the man
or woman who is searching for a definite goal in life.

Before beginning the book you will profit greatly if you recognize the fact that
the book was not written to entertain. You cannot digest the contents properly in
a week or a month. After reading the book thoroughly, Dr. Miller Reese
Hutchison, nationally known Consulting Engineer and long-time associate of
Thomas A. Edison, said-- "This is not a novel. It is a textbook on individual
achievement that came directly from the experiences of hundreds of America's
most successful men. It should be studied, digested, and meditated upon. No
more than one chapter should be read in a single night. The reader should
underline the sentences which impress him most. Later, he should go back to
these marked lines and read them again. A real student will not merely read this
book, he will absorb its contents and make them his own. This book should be
adopted by all high schools and no boy or girl should be permitted to graduate
without having satisfactorily passed an examination on it. This philosophy will
not take the place of the subjects taught in schools, but it will enable one to
organize and apply the knowledge acquired, and convert it into useful service
and adequate compensation without waste of time. Dr. John R. Turner, Dean of
the College of The City of New York, after having read the book, said-- "The
very best example of the soundness of this philosophy is your own son, Blair,
whose dramatic story you have outlined in the chapter on Desire." Dr. Turner
had reference to the author's son, who, born without normal hearing capacity, not
only avoided becoming a deaf mute, but actually converted his handicap into a
priceless asset by applying the philosophy here described. After reading the story
(starting on page 52), you will realize that you are about to come into possession
of a philosophy which can be transmuted into material wealth, or serve as readily
to bring you peace of mind, understanding, spiritual harmony, and in some
instances, as in the case of the author's son, it can. help you master physical
affliction. The author discovered, through personally analyzing hundreds of
successful men, that all of them followed the habit of exchanging ideas, through
what is commonly called conferences. When they had problems to be solved



they sat down together and talked freely until they discovered, from their joint
contribution of ideas, a plan that would serve their purpose. You, who read this
book, will get most out of it by putting into practice the Master Mind principle
described in the book. This you can do (as others are doing so successfully) by
forming a study club, consisting of any desired number of people who are
friendly and harmonious. The club should have a meeting at regular periods, as
often as once each week. The procedure should consist of reading one chapter of
the book at each meeting, after which the contents of the chapter should be
freely discussed by all members. Each member should make notes, putting down
ALL IDEAS OF HIS OWN inspired by the discussion. Each member should
carefully read and analyze each chapter several days prior to its open reading
and joint discussion in the club. The reading at the club should be done by
someone who reads well and understands how to put color and feeling into the
lines. By following this plan every reader will get from its pages, not only the
sum total of the best knowledge organized from the experiences of hundreds of
successful men, but more important by far, he will tap new sources of
knowledge in his own mind as well as acquire knowledge of priceless value
FROM EVERY OTHER PERSON PRESENT. If you follow this plan
persistently you will be almost certain to uncover and appropriate the secret
formula by which Andrew Carnegie acquired his huge fortune, as referred to in
the author's introduction.

TRIBUTES TO THE AUTHOR
From Great American Leaders

"THINK AND GROW RICH" was 25 years in the making. It is Napoleon Hill's
newest book, based upon his famous Law of Success Philosophy. His work and
writings have been praised by great leaders in Finance, Education, Politics,
Government.

Supreme Court of the United States Washington, D. C.
Dear Mr. Hill:-- I have now had an opportunity to finish reading your Law of

Success textbooks and I wish to express my appreciation of the splendid work
you have done in the organization of this philosophy. It would be helpful if
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every politician in the country would assimilate and apply the 17 principles upon
which your lessons are based. It contains some very fine material which every
leader in every walk of life should understand. I am happy to have had the
privilege of rendering you some slight measure of help in the organization of this
splendid course of "common sense" philosophy.

Sincerely yours

(Former President and former Chief Justice of the United States)

KING OF THE 5 AND 10 CENT STORES

"By applying many of the 17 fundamentals of the Law of Success philosophy we
have built a great chain of successful stores. I presume it would be no
exaggeration of fact if I said that the Woolworth Building might properly be
called a monument to the soundness of these principles."

F. W. WOOLWORTH

A GREAT STEAMSHIP MAGNATE

"I feel greatly indebted for the privilege of reading your Law of Success. If I had
had this philosophy fifty years ago, I suppose I could have accomplished all that
I have done in less than half the time. I sincerely hope the world will discover
and reward you."

ROBERT DOLLAR

FAMOUS AMERICAN LABOR LEADER

"Mastery of the Law of Success philosophy is the equivalent of an insurance
policy against failure."



SAMUEL GOMPERS

A FORMER PRESIDENT OF THE UNITED STATES

"May I not congratulate you on your persistence. Any man who devotes that
much time... must of necessity make discoveries of great value to others. I am
deeply impressed by your interpretation of the 'Master Mind' principles which

you have so clearly described."

WOODROW WILSON

A MERCHANT PRINCE

"I know that your 17 fundamentals of success are sound because I have been
applying them in my business for more than 30 years."

JOHN WANAMAKER

WORLD'S LARGEST MAKER OF CAMERAS
"I know that you are doing a world of good with your Law of Success. I would

not care to set a monetary value on this training because it brings to the student
qualities which cannot be measured by money, alone."

GEORGE EASTMAN

A NATIONALLY KNOWN BUSINESS CHIEF

"Whatever success I may have attained I owe, entirely, to the application of your
17 fundamental principles of the Law of Success. I believe I have the honor of



being your first student."

W.M. WRIGLEY, JR.

PUBLISHER'S PREFACE

THIS book conveys the experience of more than 500 men of great wealth, who
began at scratch, with nothing to give in return for riches except THOUGHTS,
IDEAS and ORGANIZED PLANS. Here you have the entire philosophy of
moneymaking, just as it was organized from the actual achievements of the most
successful men known to the American people during the past fifty years. It
describes WHAT TO DO, also, HOW TO DO IT! It presents complete
instructions on HOW TO SELL YOUR PERSONAL SERVICES. It provides
you with a perfect system of self-analysis that will readily disclose what has
been standing between you and "the big money" in the past. It describes the
famous Andrew Carnegie formula of personal achievement by which he
accumulated hundreds of millions of dollars for himself and made no fewer than
a score of millionaires of men to whom he taught his secret. Perhaps you do not
need all that is to be found in the book-- no one of the 500 men from whose
experiences it was written did-- but you may need ONE IDEA, PLAN OR
SUGGESTION to start you toward your goal. Somewhere in the book you will
find this needed stimulus. The book was inspired by Andrew Carnegie, after he
had made his millions and retired. It was written by the man to whom Carnegie
disclosed the astounding secret of his riches-- the same man to whom the 500
wealthy men revealed the source of their riches. In this volume will be found the
thirteen principles of money-making essential to every person who accumulates
sufficient money to guarantee financial independence. It is estimated that the
research which went into the preparation, before the book was written, or could
be written-- research covering more than twenty-five years of continuous effort--
could not be duplicated at a cost of less than $100,000.00. Moreover, the
knowledge contained in the book never can be duplicated, at any cost, for the
reason that more than half of the 500 men who supplied the information it brings
have passed on.

Riches cannot always be measured in money!

Money and material things are essential for freedom of body and mind, but there
are some who will feel that the greatest of all riches can be evaluated only in



terms of lasting friendships, harmonious family relationships, sympathy and
understanding between business associates, and introspective harmony which
brings one peace of mind measurable only in spiritual values!

All who read, understand and apply this philosophy will be better prepared to
attract and enjoy these higher estates which always have been and always will be
denied to all except those who are ready for them.

Be prepared, therefore, when you expose yourself to the influence of this
philosophy, to experience a CHANGED LIFE which may help you not only to
negotiate your way through life with harmony and understanding, but also to
prepare you for the accumulation of material riches in abundance.

THE PUBLISHER.

AUTHOR'S PREFACE

IN EVERY chapter of this book, mention has been made of the money-making
secret which has made fortunes for more than five hundred exceedingly wealthy
men whom I have carefully analyzed over a long period of years.

The secret was brought to my attention by Andrew Carnegie, more than a quarter
of a century ago. The canny, lovable old Scotsman carelessly tossed it into my
mind, when I was but a boy. Then he sat back in his chair, with a merry twinkle
in his eyes, and watched carefully to see if I had brains enough to understand the
full significance of what he had said to me. When he saw that I had grasped the
idea, he asked if I would be willing to spend twenty years or more, preparing
myself to take it to the world, to men and women who, without the secret, might
go through life as failures. I said I would, and with Mr. Carnegie's cooperation, I
have kept my promise.

This book contains the secret, after having been put to a practical test by
thousands of people, in almost every walk of life. It was Mr. Carnegie's idea that
the magic formula, which gave him a stupendous fortune, ought to be placed
within reach of people who do not have time to investigate how men make
money, and it was his hope that I might test and demonstrate the soundness of
the formula through the experience of men and women in every calling. He
believed the formula should be taught in all public schools and colleges, and
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expressed the opinion that if it were properly taught it would so revolutionize the
entire educational system that the time spent in school could be reduced to less
than half. His experience with Charles M. Schwab, and other young men of Mr.
Schwab's type, convinced Mr. Carnegie that much of that which is taught in the
schools is of no value whatsoever in connection with the business of earning a
living or accumulating riches. He had arrived at this decision, because he had
taken into his business one young man after another, many of them with but little
schooling, and by coaching them in the use of this formula, developed in them
rare leadership. Moreover, his coaching made fortunes for everyone of them who
followed his instructions. In the chapter on Faith, you will read the astounding
story of the organization of the giant United States Steel Corporation, as it 12 13
was conceived and carried out by one of the young men through whom Mr.
Carnegie proved that his formula will work for all who are ready for it. This
single application of the secret, by that young man-- Charles M. Schwab-- made
him a huge fortune in both money and OPPORTUNITY. Roughly speaking, this
particular application of the formula was worth six hundred million dollars.
These facts--and they are facts well known to almost everyone who knew Mr.
Carnegie-- give you a fair idea of what the reading of this book may bring to
you, provided you KNOW WHAT IT IS THAT YOU WANT. Even before it
had undergone twenty years of practical testing, the secret was passed on to
more than one hundred thousand men and women who have used it for their
personal benefit, as Mr. Carnegie planned that they should. Some have made
fortunes with it. Others have used it successfully in creating harmony in their
homes. A clergyman used it so effectively that it brought him an income of
upwards of $75,000.00 a year. Arthur Nash, a Cincinnati tailor, used his
near-bankrupt business as a "guinea pig" on which to test the formula. The
business came to life and made a fortune for its owners. It is still thriving,
although Mr. Nash has gone. The experiment was so unique that newspapers and
magazines, gave it more than a million dollars' worth of laudatory publicity. The
secret was passed on to Stuart Austin Wier, of Dallas, Texas. He was ready for
it-- so ready that he gave up his profession and studied law. Did he succeed?
That story is told too. I gave the secret to Jennings Randolph, the day he
graduated from College, and he has used it so successfully that he is now serving
his third term as a Member of Congress, with an excellent opportunity to keep
on using it until it carries him to the White House. While serving as Advertising
Manager of the La-Salle Extension University, when it was little more than a
name, | had the privilege of seeing J. G. Chapline, President of the University,
use the formula so effectively that he has since made the LaSalle one of the great
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extension schools of the country. The secret to which I refer has been mentioned
no fewer than a hundred times, throughout this book. It has not been directly
named, for it seems to work more successfully when it is merely uncovered and
left in sight, where THOSE WHO ARE READY, and SEARCHING FOR IT,
may pick it up. That is why Mr. Carnegie tossed it to me so quietly, without
giving me its specific name. If you are READY to put it to use, you will
recognize this secret at least once in every chapter. I wish I might feel privileged
to tell you how you will know if you are ready, but that would deprive you of
much of the benefit you will receive when you make the discovery in your own
way. While this book was being written, my own son, who was then finishing
the last year of his college work, picked up the manuscript of chapter two, read
it, and discovered the secret for himself. He used the information so effectively
that he went directly into a responsible position at a beginning salary greater
than the average man ever earns. His story has been briefly described in chapter
two. When you read it, perhaps you will dismiss any feeling you may have had,
at the beginning of the book, that it promised too much. And, too, if you have
ever been discouraged, if you have had difficulties to surmount which took the
very soul out of you, if you have tried and failed, if you were ever handicapped
by illness or physical affliction, this story of my son's discovery and use of the
Carnegie formula may prove to be the oasis in the Desert of Lost Hope, for
which you have been searching. This secret was extensively used by President
Woodrow Wilson, during the World War. It was passed on to every soldier who
fought in the war, carefully wrapped in the training received before going to the
front. President Wilson told me it was a strong factor in raising the funds needed
for the war. More than twenty years ago, Hon. Manuel L. Quezon (then Resident
Commissioner of the Philippine Islands), was inspired by the secret to gain
freedom for his people. He has gained freedom for the Philippines, and is the
first President of the free state. A peculiar thing about this secret is that those
who once acquire it and use it, find themselves literally swept on to success, with
but little effort, and they never again submit to failure! If you doubt this, study
the names of those who have used it, wherever they have been mentioned, check
their records for yourself, and be convinced. There is no such thing as
SOMETHING FOR NOTHING! The secret to which I refer cannot be had
without a price, although the price is far less than its value. It cannot be had at
any price by those who are not intentionally searching for it. It cannot be given
away, it cannot be purchased for money, for the reason that it comes in two
parts. One part is already in possession of those who are ready for it. The secret
serves equally well, all who are ready for it. Education has nothing to do with it.
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Long before I was born, the secret had found its way into the possession of
Thomas A. Edison, and he used it so intelligently that he became the world's
leading inventor, although he had but three months of schooling. The secret was
passed on to a business associate of Mr. Edison. He used it so effectively that,
although he was then making only $12,000 a year, he accumulated a great
fortune, and retired from active business while still a young man. You will find
his story at the beginning of the first chapter. It should convince you that riches
are not beyond your reach, that you can still be what you wish to be, that money,
fame, recognition and happiness can be had by all who are ready and determined
to have these blessings. How do I know these things? You should have the
answer before you finish this book. You may find it in the very first chapter, or
on the last page. While I was performing the twenty year task of research, which
I had undertaken at Mr. Carnegie's request, I analyzed hundreds of well known
men, many of whom admitted that they had accumulated their vast fortunes
through the aid of the Carnegie secret; among these men were: --

HENRY FORD

WILLIAM WRIGLEY JR.
JOHN WANAMAKER
JAMES J. HILL

GEORGE S. PARKER

E. M. STATLER

HENRY L. DOHERTY
CYRUS H. K. CURTIS
GEORGE EASTMAN
THEODORE ROOSEVELT

JOHN W. DAVIS



ELBERT HUBBARD

WILBUR WRIGHT

WILLIAM JENNINGS BRYAN

DR. DMTID STARR JORDAN

J. ODGEN ARMOUR

CHARLES M. SCHWAB

HARRIS F. WILLIAMS

DR. FRANK GUNSAULUS

DANIEL WILLARD

KING GILLETTE

RALPH A. WEEKS

JUDGE DANIEL T. WRIGHT

JOHN D. ROCKEFELLER

THOMAS A. EDISON

FRANK A. VANDERLIP

F. W. WOOLWORTH

COL. ROBERT A. DOLLAR

EDWARD A. FILENE

EDWIN C. BARNES

12
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ARTHUR BRISBANE

WOODROW WILSON

WM. HOWARD TAFT

LUTHER BURBANK

EDWARD W. BOK

FRANK A. MUNSEY

ELBERT H. GARY

DR. ALEXANDER GRAHAM BELL

JOHN H. PATTERSON

JULIUS ROSENWALD

STUART AUSTIN WIER

DR. FRANK CRANE

GEORGE M. ALEXANDER

J. G. CHAPPLINE

HON. JENNINGS RANDOLPH

ARTHUR NASH

CLARENCE DARROW

These names represent but a small fraction of the hundreds of well known
Americans whose achievements, financially and otherwise, prove that those who

understand and apply the Carnegie secret, reach high stations in life. I have
never known anyone who was inspired to use the secret, who did not achieve
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noteworthy success in his chosen calling. I have never known any person to
distinguish himself, or to accumulate riches of any consequence, without
possession of the secret. From these two facts I draw the conclusion that the
secret is more important, as a part of the knowledge essential for
self-determination, than any which one receives through what is popularly
known as "education."

What is EDUCATION, anyway?

This has been answered in full detail. As far as schooling is concerned, many of
these men had very little. John Wanamaker once told me that what little
schooling he had, he acquired in very much the same manner as a modern
loco-motive takes on water, by "scooping it up as it runs." Henry Ford never
reached high school, let alone college. I am not attempting to minimize the value
of schooling, but I am trying to express my earnest belief that those who master
and apply the secret will reach high stations, accumulate riches, and bargain with
life on their own terms, even if their schooling has been meager.

Somewhere, as you read, the secret to which I refer will jump from the page and
stand boldly before you, IF YOU ARE READY FOR IT! When it appears, you
will recognize it. Whether you receive the sign in the first or the last chapter,
stop for a moment when it presents itself, and turn down a glass, for that
occasion will mark the most important turning-point of your life.

We pass now, to Chapter One, and to the story of my very dear friend, who has
generously acknowledged having seen the mystic sign, and whose business
achievements are evidence enough that he turned down a glass. As you read his
story, and the others, remember that they deal with the important problems of
life, such as all men experience.

The problems arising from one's endeavor to earn a living, to find hope, courage,
contentment and peace of mind; to accumulate riches and to enjoy freedom of
body and spirit.

Remember, too, as you go through the book, that it deals with facts and not with
fiction, its purpose being to convey a great universal truth through which all who
are READY may learn, not only WHAT TO DO, BUT ALSO HOW TO DO IT!
and receive, as well, THE NEEDED STIMULUS TO MAKE A START.



As a final word of preparation, before you begin the first chapter, may I offer
one brief suggestion which may provide a clue by which the Carnegie secret
may be recognized? It is this-- ALL ACHIEVEMENT, ALL EARNED
RICHES, HAVE THEIR BEGINNING IN AN IDEA! If you are ready for the
secret, you already possess one 17 18 half of it, therefore, you will readily
recognize the other half the moment it reaches your mind.

THE AUTHOR

15
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CHAPTER 1
INTRODUCTION

THE MAN WHO "THOUGHT" HIS WAY INTO PARTNERSHIP WITH
THOMAS A. EDISON

TRULY, "thoughts are things," and powerful things at that, when they are mixed
with definiteness of purpose, persistence, and a BURNING DESIRE for their
translation into riches, or other material objects.

A little more than thirty years ago, Edwin C. Barnes discovered how true it is
that men really do THINK AND GROW RICH. His discovery did not come
about at one sitting. It came little by little, beginning with a BURNING DESIRE
to become a business associate of the great Edison.

One of the chief characteristics of Barnes' Desire was that it was definite. He
wanted to work with Edison, not for him. Observe, carefully, the description of
how he went about translating his DESIRE into reality, and you will have a
better understanding of the thirteen principles which lead to riches.

When this DESIRE, or impulse of thought, first flashed into his mind he was in
no position to act upon it. Two difficulties stood in his way. He did not know
Mr. Edison, and he did not have enough money to pay his railroad fare to
Orange, New Jersey.

These difficulties were sufficient to have discouraged the majority of men from
making any attempt to carry out the desire. But his was no ordinary desire! He
was so determined to find a way to carry out his desire that he finally decided to
travel by "blind baggage," rather than be defeated. (To the uninitiated, this
means that he went to East Orange on a freight train).

He presented himself at Mr. Edison's laboratory, and announced he had come to
go into business with the inventor. In speaking of the first meeting between
Barnes and Edison, years later, Mr. Edison said, "He stood there before me,
looking like an ordinary tramp, but there was something in the expression of his
face which conveyed the impression that he was determined to get what he had
come after. | had learned, from years of experience with men, that when a man
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really DESIRES a thing so deeply that he is willing to stake his entire future on a
single turn of the wheel in order to get it, he is sure to win. I gave him the
opportunity he asked for, because I saw he had made up his mind to stand by
until he succeeded. Subsequent events proved that no mistake was made."

Just what young Barnes said to Mr. Edison on that occasion was far less
important than that which he thought. Edison, himself, said so! It could not have
been the young man's appearance which got him his start in the Edison office,
for that was definitely against him. It was what he THOUGHT that counted.

If the significance of this statement could be conveyed to every person who
reads it, there would be no need for the remainder of this book.

Barnes did not get his partnership with Edison on his first interview. He did get a
chance to work in the Edison offices, at a very nominal wage, doing work that
was unimportant to Edison, but most important to Barnes, because it gave him
an opportunity to display his "merchandise" where his intended "partner" could
see it.

Months went by. Apparently nothing happened to bring the coveted goal which
Barnes had set up in his mind as his DEFINITE MAJOR PURPOSE. But
something important was happening in Barnes' mind. He was constantly
intensifying his DESIRE to become the business associate of Edison.

Psychologists have correctly said that "when one is truly ready for a thing, it puts
in its appearance."”

Barnes was ready for a business association with Edison, moreover, he was
DETERMINED TO REMAIN READY UNTIL HE GOT THAT WHICH HE
WAS SEEKING.

He did not say to himself, "Ah well, what's the use? I guess I'll change my mind
and try for a salesman's job." But, he did say, "I came here to go into business
with Edison, and I'll accomplish this end if it takes the remainder of my life." He
meant it! What a different story men would have to tell if only they would adopt
a DEFINITE PURPOSE, and stand by that purpose until it had time to become
an all-consuming obsession!
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Maybe young Barnes did not know it at the time, but his bulldog determination,
his persistence in standing back of a single DESIRE, was destined to mow down
all opposition, and bring him the opportunity he was seeking.

When the opportunity came, it appeared in a different form, and from a different
direction than Barnes had expected. That is one of the tricks of opportunity. It
has a sly habit of slipping in by the back door, and often it comes disguised in
the form of misfortune, or temporary defeat. Perhaps this is why so many fail to
recognize opportunity.

Mr. Edison had just perfected a new office device, known at that time, as the
Edison Dictating Machine (now the Ediphone). His salesmen were not
enthusiastic over the machine. They did not believe it could be sold without
great effort. Barnes saw his opportunity. It had crawled in quietly, hidden in a
queer looking machine which interested no one but Barnes and the inventor.

Barnes knew he could sell the Edison Dictating Machine. He suggested this to
Edison, and promptly got his chance. He did sell the machine. In fact, he sold it
so successfully that Edison gave him a contract to distribute and market it all
over the nation. Out of that business association grew the slogan, "Made by
Edison and installed by Barnes."

The business alliance has been in operation for more than thirty years. Out of it
Barnes has made himself rich in money, but he has done something infinitely
greater, he has proved that one really may "Think and Grow Rich."

How much actual cash that original DESIRE of Barnes' has been worth to him, I
have no way of knowing. Perhaps it has brought him two or three million
dollars, but the amount, whatever it is, becomes insignificant when compared
with the greater asset he acquired in the form of definite knowledge that an
intangible impulse of thought can be transmuted into its physical counterpart by
the application of known principles.

Barnes literally thought himself into a partnership with the great Edison! He
thought himself into a fortune. He had nothing to start with, except the capacity
to KNOW WHAT HE WANTED, AND THE DETERMINATION TO STAND
BY THAT DESIRE UNTIL HE REALIZED IT.
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He had no money to begin with. He had but little education. He had no
influence. But he did have initiative, faith, and the will to win. With these
intangible forces he made himself number one man with the greatest inventor
who ever lived.

Now, let us look at a different situation, and study a man who had plenty of
tangible evidence of riches, but lost it, because he stopped three feet short of the
goal he was seeking.

THREE FEET FROM GOLD

One of the most common causes of failure is the habit of quitting when one is
overtaken by temporary defeat. Every person is guilty of this mistake at one time
or another.

An uncle of R. U. Darby was caught by the "gold fever" in the gold-rush days,
and went west to DIG AND GROW RICH. He had never heard that more gold
has been mined from the brains of men than has ever been taken from the earth.
He staked a claim and went to work with pick and shovel. The going was hard,
but his lust for gold was definite.

After weeks of labor, he was rewarded by the discovery of the shining ore. He
needed machinery to bring the ore to the surface. Quietly, he covered up the
mine, retraced his footsteps to his home in Williamsburg, Maryland, told his
relatives and a few neighbors of the "strike." They got together money for the
needed machinery, had it shipped. The uncle and Darby went back to work the
mine.

The first car of ore was mined, and shipped to a smelter. The returns proved they
had one of the richest mines in Colorado! A few more cars of that ore would
clear the debts. Then would come the big killing in profits.

Down went the drills! Up went the hopes of Darby and Uncle! Then something
happened! The vein of gold ore disappeared! They had come to the end of the
rainbow, and the pot of gold was no longer there! They drilled on, desperately
trying to pick up the vein again-- all to no avail.

Finally, they decided to QUIT.
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They sold the machinery to a junk man for a few hundred dollars, and took the
train back home. Some "junk" men are dumb, but not this one! He called in a
mining engineer to look at the mine and do a little calculating. The engineer
advised that the project had failed, because the owners were not familiar with
"fault lines." His calculations showed that the vein would be found JUST
THREE FEET FROM WHERE THE DARBYS HAD STOPPED DRILLING!
That is exactly where it was found!

The "Junk" man took millions of dollars in ore from the mine, because he knew
enough to seek expert counsel before giving up.

Most of the money which went into the machinery was procured through the
efforts of R. U. Darby, who was then a very young man. The money came from
his relatives and neighbors, because of their faith in him. He paid back every
dollar of it, although he was years in doing so.

Long afterward, Mr. Darby recouped his loss many times over, when he made
the discovery that DESIRE can be transmuted into gold. The discovery came
after he went into the business of selling life insurance.

Remembering that he lost a huge fortune, because he STOPPED three feet from
gold, Darby profited by the experience in his chosen work, by the simple method
of saying to himself, "I stopped three feet from gold, but I will never stop
because men say 'no' when I ask them to buy insurance."

Darby is one of a small group of fewer than fifty men who sell more than a
million dollars in life insurance annually. He owes his "stickability" to the lesson
he learned from his "quitability" in the gold mining business.

Before success comes in any man's life, he is sure to meet with much temporary
defeat, and, perhaps, some failure. When defeat overtakes a man, the easiest and
most logical thing to do is to QUIT. That is exactly what the majority of men do.

More than five hundred of the most successful men this country has ever known,
told the author their greatest success came just one step beyond the point at
which defeat had overtaken them. Failure is a trickster with a keen sense of irony
and cunning. It takes great delight in tripping one when success is almost within
reach.
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A FIFTY-CENT LESSON IN PERSISTENCE

Shortly after Mr. Darby received his degree from the "University of Hard
Knocks," and had decided to profit by his experience in the gold mining
business, he had the good fortune to be present on an occasion that proved to
him that "No" does not necessarily mean no.

One afternoon he was helping his uncle grind wheat in an old fashioned mill.
The uncle operated a large farm on which a number of colored sharecrop farmers
lived. Quietly, the door was opened, and a small colored child, the daughter of a
tenant, walked in and 23 24 took her place near the door.

The uncle looked up, saw the child, and barked at her roughly, "what do you
want?"

Meekly, the child replied, "My mammy say send her fifty cents."

"I'll not do it," the uncle retorted, "Now you run on home."

"Yas sah," the child replied. But she did not move.

The uncle went ahead with his work, so busily engaged that he did not pay
enough attention to the child to observe that she did not leave. When he looked
up and saw her still standing there, he yelled at her, "I told you to go on home!
Now go, or I'll take a switch to you."

The little girl said "yas sah," but she did not budge an inch.

The uncle dropped a sack of grain he was about to pour into the mill hopper,
picked up a barrel stave, and started toward the child with an expression on his
face that indicated trouble.

Darby held his breath. He was certain he was about to witness a murder. He
knew his uncle had a fierce temper. He knew that colored children were not

supposed to defy white people in that part of the country.

When the uncle reached the spot where the child was standing, she quickly
stepped forward one step, looked up into his eyes, and screamed at the top of her
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shrill voice, "MY MAMMY'S GOTTA HAVE THAT FIFTY CENTS!"

The uncle stopped, looked at her for a minute, then slowly laid the barrel stave
on the floor, put his hand in his pocket, took out half a dollar, and gave it to her.

The child took the money and slowly backed toward the door, never taking her
eyes off the man whom she had just conquered. After she had gone, the uncle sat
down on a box and looked out the window into space for more than ten minutes.
He was pondering, with awe, over the whipping he had just taken.

Mr. Darby, too, was doing some thinking. That was the first time in all his
experience that he had seen a colored child deliberately master an adult white
person. How did she do it? What happened to his uncle that caused him to lose
his fierceness and become as docile as a lamb? What strange power did this child
use that made her master over her superior? These and other similar questions
flashed into Darby's mind, but he did not find the answer until years later, when
he told me the story.

Strangely, the story of this unusual experience was told to the author in the old
mill, on the very spot where the uncle took his whipping. Strangely, too, I had
devoted nearly a quarter of a century to the study of the power which enabled an
ignorant, illiterate colored child to conquer an intelligent man.

As we stood there in that musty old mill, Mr. Darby repeated the story of the
unusual conquest, and finished by asking, "What can you make of it? What
strange power did that child use, that so completely whipped my uncle?"

The answer to his question will be found in the principles described in this book.
The answer is full and complete. It contains details and instructions sufficient to
enable anyone to understand, and apply the same force which the little child
accidentally stumbled upon.

Keep your mind alert, and you will observe exactly what strange power came to
the rescue of the child, you will catch a glimpse of this power in the next
chapter. Somewhere in the book you will find an idea that will quicken your
receptive powers, and place at your command, for your own benefit, this same
irresistible power. The awareness of this power may come to you in the first
chapter, or it may flash into your mind in some subsequent chapter. It may come
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in the form of a single idea. Or, it may come in the nature of a plan, or a purpose.
Again, it may cause you to go back into your past experiences of failure or
defeat, and bring to the surface some lesson by which you can regain all that you
lost through defeat.

After I had described to Mr. Darby the power unwittingly used by the little
colored child, he quickly retraced his thirty years of experience as a life
insurance salesman, and frankly acknowledged that his success in that field was
due, in no small degree, to the lesson he had learned from the child.

Mr. Darby pointed out: "every time a prospect tried to bow me out, without
buying, I saw that child standing there in the old mill, her big eyes glaring in
defiance, and I said to myself, 'T've gotta make this sale. ' The better portion of
all sales I have made, were made after people had said 'NO'."

He recalled, too, his mistake in having stopped only three feet from gold, "but,"
he said, "that experience was a blessing in disguise. It taught me to keep on
keeping on, no matter how hard the going may be, a lesson I needed to learn
before I could succeed in anything."

This story of Mr. Darby and his uncle, the colored child and the gold mine,
doubtless will be read by hundreds of men who make their living by selling life
insurance, and to all of these, the author wishes to offer the suggestion that
Darby owes to these two experiences his ability to sell more than a million
dollars of life insurance every year.

Life is strange, and often imponderable! Both the successes and the failures have
their roots in simple experiences. Mr. Darby's experiences were commonplace
and simple enough, yet they held the answer to his destiny in life, therefore they
were as important (to him) as life itself. He profited by these two dramatic
experiences, because he analyzed them, and found the lesson they taught. But
what of the man who has neither the time, nor the inclination to study failure in
search of knowledge that may lead to success? Where, and how is he to learn the
art of converting defeat into stepping stones to opportunity?

In answer to these questions, this book was written.
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The answer called for a description of thirteen principles, but remember, as you
read, the answer you may be seeking, to the questions which have caused you to
ponder over the strangeness of life, may be found in your own mind, through
some idea, plan, or purpose which may spring into your mind as you read.

One sound idea is all that one needs to achieve success. The principles described
in this book, contain the best, and the most practical of all that is known,
concerning ways and means of creating useful ideas.

Before we go any further in our approach to the description of these principles,
we believe you are entitled to receive this important suggestion... WHEN
RICHES BEGIN TO COME THEY COME SO QUICKLY, IN SUCH GREAT
ABUNDANCE, THAT ONE WONDERS WHERE THEY HAVE BEEN
HIDING DURING ALL THOSE LEAN YEARS. This is an astounding
statement, and all the more so, when we take into consideration the popular
belief, that riches come only to those who work hard and long.

When you begin to THINK AND GROW RICH, you will observe that riches
begin with a state of mind, with definiteness of purpose, with little or no hard
work. You, and every other person, ought to be interested in knowing how to
acquire that state of mind which will attract riches. I spent twenty-five years in
research, analyzing more than 25,000 people, because I, too, wanted to know
"how wealthy men become that way.

Without that research, this book could not have been written.
Here take notice of a very significant truth, viz:

The business depression started in 1929, and continued on to an all time record
of destruction, until sometime after President Roosevelt entered office. Then the
depression began to fade into nothingness. Just as an electrician in a theatre
raises the lights so gradually that darkness is transmuted into light before you
realize it, so did the spell of fear in the minds of the people gradually fade away
and become faith.

Observe very closely, as soon as you master the principles of this philosophy,
and begin to follow the instructions for applying those principles, your financial
status will begin to improve, and everything you touch will begin to transmute
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itself into an asset for your benefit. Impossible? Not at all!

One of the main weaknesses of mankind is the average man's familiarity with the
word "impossible." He knows all the rules which will NOT work. He knows all
the things which CANNOT be done. This book was written for those who seek
the rules which have made others successful, and are willing to stake everything
on those rules.

A great many years ago I purchased a fine dictionary. The first thing I did with it
was to turn to the word "impossible," and neatly clip it out of the book. That
would not be an unwise thing for you to do.

Success comes to those who become SUCCESS CONSCIOUS.

Failure comes to those who indifferently allow themselves to become FAILURE
CONSCIOUS.

The object of this book is to help all who seek it, to learn the art of changing
their minds from FAILURE CONSCIOUSNESS to SUCCESS
CONSCIOUSNESS.

Another weakness found in altogether too many people, is the habit of
measuring everything, and everyone, by their own impressions and beliefs.
Some who will read this, will believe that no one can THINK AND GROW
RICH. They cannot think in terms of riches, because their thought habits have
been steeped in poverty, want, misery, failure, and defeat.

These unfortunate people remind me of a prominent Chinese, who came to
America to be educated in American ways. He attended the University of
Chicago. One day President Harper met this young Oriental on the campus,
stopped to chat with him for a few minutes, and asked what had impressed him
as being the most noticeable characteristic of the American people.

"Why," the Chinaman exclaimed, "the queer slant of your eyes. Your eyes are
off slant!"

What do we say about the Chinese?
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We refuse to believe that which we do not understand. We foolishly believe that
our own limitations are the proper measure of limitations. Sure, the other
fellow's eyes are "off slant," BECAUSE THEY ARE NOT THE SAME AS
OUR OWN.

Millions of people look at the achievements of Henry Ford, after he has arrived,
and envy him, because of his good fortune, or luck, or genius, or whatever it is
that they credit for Ford's fortune. Perhaps one person in every hundred thousand
knows the secret of Ford's success, and those who do know are too modest, or
too reluctant, to speak of it, because of its simplicity. A single transaction will
illustrate the "secret" perfectly.

A few years back, Ford decided to produce his now famous V-8 motor. He chose
to build an engine with the entire eight cylinders cast in one block, and
instructed his engineers to produce a design for the engine. The design was
placed on paper, but the engineers agreed, to a man, that it was simply
impossible to cast an eight-cylinder gas engine block in one piece.

Ford said, "Produce it anyway."
"But," they replied, "it's impossible!"

"Go ahead," Ford commanded, "and stay on the job until you succeed no matter
how much time is required."

The engineers went ahead. There was nothing else for them to do, if they were to
remain on the Ford staff. Six months went by, nothing happened. Another six
months passed, and still nothing happened. The engineers tried every
conceivable plan to carry out the orders, but the thing seemed out of the
question; "impossible!"

At the end of the year Ford checked with his engineers, and again they informed
him they had found no way to carry out his orders.

"Go right ahead," said Ford, "I want it, and I'll have it."

They went ahead, and then, as if by a stroke of magic, the secret was discovered.
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The Ford DETERMINATION had won once more!

This story may not be described with minute accuracy, but the sum and
substance of it is correct. Deduce from it, you who wish to THINK AND GROW
RICH, the secret of the Ford millions, if you can. You'll not have to look very
far.

Henry Ford is a success, because he understands, and applies the principles of
success. One of these is DESIRE: knowing what one wants. Remember this Ford
story as you read, and pick out the lines in which the secret of his stupendous
achievement have been described. If you can do this, if you can lay your finger
on the particular group of principles which made Henry Ford rich, you can equal
his achievements in almost any calling for which you are suited.

YOU ARE "THE MASTER OF YOUR FATE, THE CAPTAIN OF YOUR
SOUL," BECAUSE...

When Henley wrote the prophetic lines, "I am the Master of my Fate, I am the
Captain of my Soul," he should have informed us that we are the Masters of our
Fate, the Captains of our Souls, because we have the power to control our
thoughts.

He should have told us that the ether in which this little earth floats, in which we
move and have our being, is a form of energy moving at an inconceivably high
rate of vibration, and that the ether is filled with a form of universal power which
ADAPTS itself to the nature of the thoughts we hold in our minds; and
INFLUENCES us, in natural ways, to transmute our thoughts into their physical
equivalent.

If the poet had told us of this great truth, we would know WHY IT IS that we are
the Masters of our Fate, the Captains of our Souls. He should have told us, with
great emphasis, that this power makes no attempt to discriminate between
destructive thoughts and constructive thoughts, that it will urge us to translate
into physical reality thoughts of poverty, just as quickly as it will influence us to
act upon thoughts of riches.

He should have told us, too, that our brains become magnetized with the
dominating thoughts which we hold in our minds, and, by means with which no
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man is familiar, these "magnets" attract to us the forces, the people, the
circumstances of life which harmonize with the nature of our dominating
thoughts.

He should have told us, that before we can accumulate riches in great
abundance, we must magnetize our minds with intense DESIRE for riches, that
we must become "money conscious until the DESIRE for money drives us to
create definite plans for acquiring it.

But, being a poet, and not a philosopher, Henley contented himself by stating a
great truth in poetic form, leaving those who followed him to interpret the
philosophical meaning of his lines.

Little by little, the truth has unfolded itself, until it now appears certain that the
principles described in this book, hold the secret of mastery over our economic
fate.

We are now ready to examine the first of these principles. Maintain a spirit of
open-mindedness, and remember as you read, they are the invention of no one
man. The principles were gathered from the life experiences of more than 500
men who actually accumulated riches in huge amounts; men who began in
poverty, with but little education, without influence. The principles worked for
these men. You can put them to work for your own enduring benefit.

You will find it easy, not hard, to do.

Before you read the next chapter, I want you to know that it conveys factual
information which might easily change your entire financial destiny, as it has so
definitely brought changes of stupendous proportions to two people described.

I want you to know, also, that the relationship between these two men and
myself, is such that I could have taken no liberties with the facts, even if I had
wished to do so. One of them has been my closest personal friend for almost
twenty-five years, the other is my own son. The unusual success of these two
men, success which they generously accredit to the principle described in the
next chapter, more than justifies this personal reference as a means of
emphasizing the far-flung power of this principle.
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Almost fifteen years ago, I delivered the Commencement Address at Salem
College, Salem, West Virginia. I emphasized the principle described in the next
chapter, with so much intensity that one of the members of the graduating class
definitely appropriated it, and made it a part of his own philosophy. The young
man is now a Member of Congress, and an important factor in the present
administration. Just before this book went to the publisher, he wrote me a letter
in which he so clearly stated his opinion of the principle outlined in the next
chapter, that I have chosen to publish his letter as an introduction to that chapter.

It gives you an idea of the rewards to come.
"My dear Napoleon:

"My service as a Member of Congress having given me an insight into the
problems of men and women, I am writing to offer a suggestion which may
become helpful to thousands of worthy people.

"With apologies, I must state that the suggestion, if acted upon, will mean
several years of labor and responsibility for you, but I am enheartened to make
the suggestion, because I know your great love for rendering useful service.

"In 1922, you delivered the Commencement address at Salem College, when I
was a member' of the graduating class. In that address, you planted in my mind
an idea which has been responsible for the opportunity I now have to serve the
people of my State, and will be responsible, in a very large measure, for
whatever success I may have in the future.

"The suggestion I have in mind is, that you put into a book the sum and
substance of the address you delivered at Salem College, and in that way give
the people of America an opportunity to profit by your many years of experience
and association with the men who, by their greatness, have made America the
richest nation on earth.

"I recall, as though it were yesterday, the marvelous description you gave of the
method by which Henry Ford, with but little schooling, without a dollar, with no
influential friends, rose to great heights. I made up my mind then, even before
you had finished your speech, that I would make a place for myself, no matter
how many difficulties I had to surmount.
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"Thousands of young people will finish their schooling this year, and within the
next few years. Every one of them will be seeking just such a message of
practical encouragement as the one I received from you. They will want to know
where to turn, what to do, to get started in life. You can tell them, because you
have helped to solve the problems of so many, many people.

"If there is any possible way that you can afford to render so great a service, may
I offer the suggestion that you include with every book, one of your Personal
Analysis Charts, in order that the purchaser of the book may have the benefit of
a complete self-inventory, indicating, as you indicated to me years ago, exactly
what is standing in the way of success.

"Such a service as this, providing the readers of your book with a complete,
unbiased picture of their faults and their virtues, would mean to them the
difference between success and failure. The service would be priceless.

"Millions of people are now facing the problem of staging a comeback, because
of the depression, and I speak from personal experience when I say, I know these
earnest people would welcome the opportunity to tell you their problems, and to
receive your suggestions for the solution.

"You know the problems of those who face the necessity of beginning all over
again. There are thousands of people in America today who would like to know
how they can convert ideas into money, people who must start at scratch,

without finances, and recoup their losses. If anyone can help them, you can.

"If you publish the book, I would like to own the first copy that comes from the
press, personally autographed by you.

"With best wishes, believe me,
"Cordially yours,

"JENNINGS RANDOLPH"
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CHAPTER 2

DESIRE

THE STARTING POINT OF ALL ACHIEVEMENT
The First Step toward Riches

WHEN Edwin C. Barnes climbed down from the freight train in Orange, N. J.,
more than thirty years ago, he may have resembled a tramp, but his thoughts
were those of a king!

As he made his way from the railroad tracks to Thomas A. Edison's office, his
mind was at work. He saw himself standing in Edison's presence. He heard
himself asking Mr. Edison for an opportunity to carry out the one CONSUMING
OBSESSION OF HIS LIFE, a BURNING DESIRE to become the business
associate of the great inventor.

Barnes' desire was not a hope! It was not a wish! It was a keen, pulsating
DESIRE, which transcended everything else. It was DEFINITE.

The desire was not new when he approached Edison. It had been Barnes'
dominating desire for a long time. In the beginning, when the desire first
appeared in his mind, it may have been, probably was, only a wish, but it was no
mere wish when he appeared before Edison with it.

A few years later, Edwin C. Barnes again stood before Edison, in the same office
where he first met the inventor. This time his DESIRE had been translated into
reality. He was in business with Edison. The dominating DREAM OF HIS LIFE
had become a reality. Today, people who know Barnes envy him, because of the
"break" life yielded him. They see him in the days of his triumph, without taking
the trouble to investigate the cause of his success.

Barnes succeeded because he chose a definite goal, placed all his energy, all his
will power, all his effort, everything back of that goal. He did not become the
partner of Edison the day he arrived. He was content to start in the most menial
work, as long as it provided an opportunity to take even one step toward his
cherished goal.
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Five years passed before the chance he had been seeking made its appearance.
During all those years not one ray of hope, not one promise of attainment of his
DESIRE had been held out to him. To everyone, except himself, he appeared
only another cog in the Edison business wheel, but in his own mind, HE WAS
THE PARTNER OF EDISON EVERY MINUTE OF THE TIME, from the very
day that he first went to work there.

It is a remarkable illustration of the power of a DEFINITE DESIRE. Barnes won
his goal, because he wanted to be a business associate of Mr. Edison, more than

he wanted anything else. He created a plan by which to attain that purpose. But
he BURNED ALL BRIDGES BEHIND HIM.

He stood by his DESIRE until it became the dominating obsession of his life--
and-- finally, a fact.

When he went to Orange, he did not say to himself, "I will try to induce Edison
to give me a job of some soft." He said, "I will see Edison, and put him on notice
that [ have come to go into business with him.

He did not say, "I will work there for a few months, and if I get no
encouragement, I will quit and get a job somewhere else." He did say, "I will
start anywhere. [ will do anything Edison tells me to do, but before I am through,
I will be his associate."

He did not say, "I will keep my eyes open for another opportunity, in case I fail
to get what I want in the Edison organization." He said, "There is but ONE thing
in this world that I am determined to have, and that is a business association with
Thomas A. Edison. I will burn all bridges behind me, and stake my ENTIRE
FUTURE on my ability to get what I want."

He left himself no possible way of retreat. He had to win or perish!

That is all there is to the Barnes story of success! A long while ago, a great
warrior faced a situation which made it necessary for him to make a decision
which insured his success on the battlefield. He was about to send his armies
against a powerful foe, whose men outnumbered his own. He loaded his soldiers
into boats, sailed to the enemy's country, unloaded soldiers and equipment, then
gave the order to burn the ships that had carried them. Addressing his men
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before the first battle, he said, "You see the boats going up in smoke. That means
that we cannot leave these shores alive unless we win! We now have no
choice--we win, or we perish! They won.

Every person who wins in any undertaking must be willing to burn his ships and
cut all sources of retreat. Only by so doing can one be sure of maintaining that
state of mind known as a BURNING DESIRE TO WIN, essential to success.

The morning after the great Chicago fire, a group of merchants stood on State
Street, looking at the smoking remains of what had been their stores. They went
into a conference to decide if they would try to rebuild, or leave Chicago and
start over in a more promising section of the country. They reached a
decision--all except one--to leave Chicago.

The merchant who decided to stay and rebuild pointed a finger at the remains of
his store, and said, "Gentlemen, on that very spot I will build the world's greatest
store, no matter how many times it may burn down."

That was more than fifty years ago. The store was built. It stands there today, a
towering monument to the power of that state of mind known as a BURNING
DESIRE. The easy thing for Marshal Field to have done, would have been
exactly what his fellow merchants did. When the going was hard, and the future
looked dismal, they pulled up and went where the going seemed easier.

Mark well this difference between Marshal Field and the other merchants,
because it is the same difference which distinguishes Edwin C. Barnes from
thousands of other young men who have worked in the Edison organization. It is
the same difference which distinguishes practically all who succeed from those
who fail.

Every human being who reaches the age of understanding of the purpose of
money, wishes for it. Wishing will not bring riches. But desiring riches with a
state of mind that becomes an obsession, then planning definite ways and means
to acquire riches, and backing those plans with persistence which does not
recognize failure, will bring riches.

The method by which DESIRE for riches can be transmuted into its financial
equivalent, consists of six definite, practical steps, viz:
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First. Fix in your mind the exact amount of money you desire. It is not sufficient
merely to say "I want plenty of money." Be definite as to the amount. (There is a
psychological reason for definiteness which will be described in a subsequent
chapter).

Second. Determine exactly what you intend to give in return for the money you
desire. (There is no such reality as "something for nothing.)

Third. Establish a definite date when you intend to possess the money you
desire.

Fourth. Create a definite plan for carrying out your desire, and begin at once,
whether you are ready or not, to put this plan into action.

Fifth. Write out a clear, concise statement of the amount of money you intend to
acquire, name the time limit for its acquisition, state what you intend to give in
return for the money, and describe clearly the plan through which you intend to
accumulate it.

Sixth. Read your written statement aloud, twice daily, once just before retiring at
night, and once after arising in the morning. AS YOU READ-- SEE AND FEEL
AND BELIEVE YOURSELF ALREADY IN POSSESSION OF THE MONEY.

It is important that you follow the instructions described in these six steps. It is
especially important that you observe, and follow the instructions in the sixth
paragraph. You may complain that it is impossible for you to "see yourself in
possession of money" before you actually have it. Here is where a BURNING
DESIRE will come to your aid. If you truly DESIRE money so keenly that your
desire is an obsession, you will have no difficulty in convincing yourself that
you will acquire it. The object is to want money, and to become so determined to
have it that you CONVINCE yourself you will have it.

Only those who become "money conscious" ever accumulate great riches.
"Money consciousness" means that the mind has become so thoroughly saturated
with the DESIRE for money, that one can see one's self already in possession of
it.
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To the uninitiated, who has not been schooled in the working principles of the
human mind, these instructions may appear impractical. It may be helpful, to all
who fail to recognize the soundness of the six steps, to know that the information
they convey, was received from Andrew Carnegie, who began as an ordinary
laborer in the steel mills, but managed, despite his humble beginning, to make
these principles yield him a fortune of considerably more than one hundred
million dollars.

It may be of further help to know that the six steps here recommended were
carefully scrutinized by the late Thomas A. Edison, who placed his stamp of
approval upon them as being, not only the steps essential for the accumulation of
money, but neccessary for the attainment of any definite goal.

The steps call for no "hard labor." They call for no sacrifice. They do not require
one to become ridiculous, or credulous. To apply them calls for no great amount
of education. But the successful application of these six steps does call for
sufficient imagination to enable one to see, and to understand, that accumulation
of money cannot be left to chance, good fortune, and luck. One must realize that
all who have accumulated great fortunes, first did a certain amount of dreaming,
hoping, wishing, DESIRING, and PLANNING before they acquired money.

You may as well know, right here, that you can never have riches in great
quantities, UNLESS you can work yourself into a white heat of DESIRE for
money, and actually BELIEVE you will possess it.

You may as well know, also that every great leader, from the dawn of
civilization down to the present, was a dreamer. Christianity is the greatest
potential power in the world today, because its founder was an intense dreamer
who had the vision and the imagination to see realities in their mental and
spiritual form before they had been transmuted into physical form.

If you do not see great riches in your imagination, you will never see them in
your bank balance.

Never, in the history of America has there been so great an opportunity for
practical dreamers as now exists. The six year economic collapse has reduced all
men, substantially, to the same level. A new race is about to be run. The stakes
represent huge fortunes which will be accumulated within the next ten years.
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The rules of the race have changed, because we now live in a CHANGED
WORLD that definitely favors the masses, those who had but little or no
opportunity to win under the conditions existing during the depression, when
fear paralyzed growth and development.

We who are in this race for riches, should be encouraged to know that this
changed world in which we live is demanding new ideas, new ways of doing
things, new leaders, new inventions, new methods of teaching, new methods of
marketing, new books, new literature, new features for the radio, new ideas for
moving pictures. Back of all this demand for new and better things, there is one
quality which one must possess to win, and that is DEFINITENESS OF
PURPOSE, the knowledge of what one wants, and a burning DESIRE to possess
it.

The business depression marked the death of one age, and the birth of another.
This changed world requires practical dreamers who can, and will put their
dreams into action. The practical dreamers have always been, and always will be
the pattern-makers of civilization.

We who desire to accumulate riches, should remember the real leaders of the
world always have been men who harnessed, and put into practical use, the
intangible, unseen forces of unborn opportunity, and have converted those
forces, [or impulses of thought], into sky-scrapers, cities, factories, airplanes,
automobiles, and every form of convenience that makes life more pleasant.

Tolerance, and an open mind are practical necessities of the dreamer of today.
Those who are afraid of new ideas are doomed before they start. Never has there
been a time more favorable to pioneers than the present. True, there is no wild
and woolly west to be conquered, as in the days of the Covered Wagon; but there
1s a vast business, financial, and industrial world to be remoulded and redirected
along new and better lines.

In planning to acquire your share of the riches, let no one influence you to scorn
the dreamer. To win the big stakes in this changed world, you must catch the
spirit of the great pioneers of the past, whose dreams have given to civilization
all that it has of value, the spirit which serves as the life-blood of our own
country-- your opportunity and mine, to develop and market our talents.
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Let us not forget, Columbus dreamed of an Unknown world, staked his life on
the existence of such a world, and discovered it!

Copernicus, the great astronomer, dreamed of a multiplicity of worlds, and
revealed them! No one denounced him as "impractical" after he had triumphed.
Instead, the world worshipped at his shrine, thus proving once more that
"SUCCESS REQUIRES NO APOLOGIES, FAILURE PERMITS NO ALIBIS."

If the thing you wish to do is right, and you believe in it, go ahead and do it! Put
your dream across, and never mind what "they" say if you meet with temporary
defeat, for "they," perhaps, do not know that EVERY FAILURE BRINGS
WITH IT THE SEED OF AN EQUIVALENT SUCCESS.

Henry Ford, poor and uneducated, dreamed of a horseless carriage, went to work
with what tools he possessed, without waiting for opportunity to favor him, and
now evidence of his dream belts the entire earth. He has put more wheels into
operation than any man who ever lived, because he was not afraid to back his
dreams.

Thomas Edison dreamed of a lamp that could be operated by electricity, began
where he stood to put his dream into action, and despite more than ten thousand
failures, he stood by that dream until he made it a physical reality. Practical
dreamers DO NOT QUIT!

Whelan dreamed of a chain of cigar stores, transformed his dream into action,
and now the United Cigar Stores occupy the best corners in America.

Lincoln dreamed of freedom for the black slaves, put his dream into action, and
barely missed living to see a united North and South translate his dream into
reality.

The Wright brothers dreamed of a machine that would fly through the air. Now
one may see evidence all over the world, that they dreamed soundly.

Marconi dreamed of a system for harnessing the intangible forces of the ether.
Evidence that he did not dream in vain, may be found in every wireless and radio
in the world. Moreover, Marconi's dream brought the humblest cabin, and the
most stately manor house side by side. It made the people of every nation on
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earth back-door neighbors. It gave the President of the United States a medium
by which he may talk to all the people of America at one time, and on short
notice. It may interest you to know that Marconi's "friends" had him taken into
custody, and examined in a psychopathic hospital, when he announced he had
discovered a principle through which he could send messages through the air,
without the aid of wires, or other direct physical means of communication. The
dreamers of today fare better.

The world has become accustomed to new discoveries. Nay, it has shown a
willingness to reward the dreamer who gives the world a new idea.

"The greatest achievement was, at first, and for a time, but a dream."

"The oak sleeps in the acorn. The bird waits in the egg, and in the highest vision
of the soul, a waking angel stirs. DREAMS ARE THE SEEDLINGS OF
REALITY."

Awake, arise, and assert yourself, you dreamers of the world. Your star is now in
the ascendency. The world depression brought the opportunity you have been
waiting for. It taught people humility, tolerance, and open-mindedness.

The world is filled with an abundance of OPPORTUNITY which the dreamers
of the past never knew.

A BURNING DESIRE TO BE, AND TO DO is the starting point from which
the dreamer must take off. Dreams are not born of indifference, laziness, or lack
of ambition.

The world no longer scoffs at the dreamer, nor calls him impractical. If you think
it does, take a trip to Tennessee, and witness what a dreamer President has done
in the way of harnessing, and using the great water power of America. A score
of years ago, such a dream would have seemed like madness.

You have been disappointed, you have undergone defeat during the depression,
you have felt the great heart within you crushed until it bled. Take courage, for
these experiences have tempered the spiritual metal of which you are made--they
are assets of incomparable value.
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Remember, too, that all who succeed in life get off to a bad start, and pass
through many heartbreaking struggles before they "arrive." The turning point in
the lives of those who succeed, usually comes at the moment of some crisis,
through which they are introduced to their "other selves."

John Bunyan wrote the Pilgrim's Progress, which is among the finest of all
English literature, after he had been confined in prison and sorely punished,
because of his views on the subject of religion.

O. Henry discovered the genius which slept within his brain, after he had met
with great misfortune, and was confined in a prison cell, in Columbus, Ohio.
Being FORCED, through misfortune, to become acquainted with his "other
self," and to use his IMAGINATION, he discovered himself to be a great author
instead of a miserable criminal and outcast. Strange and varied are the ways of
life, and stranger still are the ways of Infinite Intelligence, through which men
are sometimes forced to undergo all sorts of punishment before discovering their
own brains, and their own capacity to create useful ideas through imagination.

Edison, the world's greatest inventor and scientist, was a "tramp" telegraph
operator, he failed innumerable times before he was driven, finally, to the
discovery of the genius which slept within his brain.

Charles Dickens began by pasting labels on blacking pots. The tragedy of his
first love penetrated the depths of his soul, and converted him into one of the
world's truly great authors. That tragedy produced, first, David Copperfield, then
a succession of other works that made this a richer and better world for all who
read his books. Disappointment over love affairs, generally has the effect of
driving men to drink, and women to ruin; and this, because most people never
learn the art of transmuting their strongest emotions into dreams of a
constructive nature.

Helen Keller became deaf, dumb, and blind shortly after birth. Despite her
greatest misfortune, she has written her name indelibly in the pages of the
history of the great. Her entire life has served as evidence that no one ever is
defeated until defeat has been accepted as a reality.

Robert Burns was an illiterate country lad, he was cursed by poverty, and grew
up to be a drunkard in the bargain. The world was made better for his having
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lived, because he clothed beautiful thoughts in poetry, and thereby plucked a
thorn and planted a rose in its place.

Booker T. Washington was born in slavery, handicapped by race and color.
Because he was tolerant, had an open mind at all times, on all subjects, and was
a DREAMER, he left his impress for good on an entire race.

Beethoven was deaf, Milton was blind, but their names will last as long as time
endures, because they dreamed and translated their dreams into organized
thought.

Before passing to the next chapter, kindle anew in your mind the fire of hope,
faith, courage, and tolerance. If you have these states of mind, and a working
knowledge of the principles described, all else that you need will come to you,
when you are READY for it. Let Emerson state the thought in these words,
"Every proverb, every book, every byword that belongs to thee for aid and
comfort shall surely come home through open or winding passages. Every friend
whom not thy fantastic will, but the great and tender soul in thee craveth, shall
lock thee in his embrace."

There is a difference between WISHING for a thing and being READY to
receive it. No one is ready for a thing, until he believes he can acquire it. The
state of mind must be BELIEF, not mere hope or wish. Open-mindedness is
essential for belief. Closed minds do not inspire faith, courage, and belief.
Remember, no more effort is required to aim high in life, to demand abundance
and prosperity, than is required to accept misery and poverty. A great poet has
correctly stated this universal truth through these lines:

"I bargined for Life for a penny,

And Life would pay no more,

However I bedded at evening

When I counted my scanty store."

"For Life is just an employer,
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He gives you just what you ask,

But once you have set the wages,

Why, must you bear the task."

"I worked for a menial's hire,

only to learn, dismayed,

That any wage I asked of Life,

Life would have willingly paid."

DESIRE OUTWITS MOTHER NATURE

As a fitting climax to this chapter, I wish to introduce one of the most unusual
persons I have ever known. I first saw him twenty-four years ago, a few minutes
after he was born. He came into the world without any physical sign of ears, and
the doctor admitted, when pressed for an opinion, that the child might be deaf,
and mute for life.

I challenged the doctor's opinion. I had the right to do so, I was the child's father.
I, too, reached a decision, and rendered an opinion, but I expressed the opinion
silently, in the secrecy of my own heart. I decided that my son would hear and
speak. Nature could send me a child without ears, but Nature could not induce
me to accept the reality of the affliction.

In my own mind I knew that my son would hear and speak. How? I was sure
there must be a way, and I knew I would find it. I thought of the words of the
immortal Emerson, "The whole course of things goes to teach us faith. We need
only obey.

There 1s guidance for each of us, and by lowly listening, we shall hear the right
word."

The right word? DESIRE! More than anything else, I DESIRED that my son
should not be a deaf mute. From that desire I never receded, not for a second.
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Many years previously, I had written, "Our only limitations are those we set up
in our own minds." For the first time, I wondered if that statement were true.
Lying on the bed in front of me was a newly born child, without the natural
equipment of hearing. Even though he might hear and speak, he was obviously
disfigured for life. Surely, this was a limitation which that child had not set up in
his own mind.

What could I do about it? Somehow I would find a way to transplant into that
child's mind my own BURNING DESIRE for ways and means of conveying
sound to his brain without the aid of ears.

As soon as the child was old enough to cooperate, I would fill his mind so
completely with a BURNING DESIRE to hear, that Nature would, by methods
of her own, translate it into physical reality.

All this thinking took place in my own mind, but I spoke of it to no one. Every
day I renewed the pledge I had made to myself, not to accept a deaf mute for a
son.

As he grew older, and began to take notice of things around him, we observed
that he had a slight degree of hearing. When he reached the age when children
usually begin talking, he made no attempt to speak, but we could tell by his
actions that he could hear certain sounds slightly. That was all I wanted to know!
I was convinced that if he could hear, even slightly, he might develop still
greater hearing capacity. Then something happened which gave me hope. It
came from an entirely unexpected source.

We bought a victrola. When the child heard the music for the first time, he went
into ecstasies, and promptly appropriated the machine. He soon showed a
preference for certain records, among them, "It's a Long Way to Tipperary." On
one occasion, he played that piece over and over, for almost two hours, standing
in front of the victrola, with his teeth clamped on the edge of the case. The
significance of this self-formed habit of his did not become clear to us until years
afterward, for we had never heard of the principle of "bone conduction" of sound
at that time.

Shortly after he appropriated the victrola, I discovered that he could hear me
quite clearly when I spoke with my lips touching his mastoid bone, or at the base
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of the brain. These discoveries placed in my possession the necessary media by
which I began to translate into reality my Burning Desire to help my son develop
hearing and speech. By that time he was making stabs at speaking certain words.
The outlook was far from encouraging, but DESIRE BACKED BY FAITH

knows no such word as impossible.

Having determined that he could hear the sound of my voice plainly, I began,
immediately, to transfer to his mind the desire to hear and speak. I soon
discovered that the child enjoyed bedtime stories, so I went to work, creating
stories designed to develop in him self-reliance, imagination, and a keen desire
to hear and to be normal.

There was one story in particular, which I emphasized by giving it some new
and dramatic coloring each time it was told. It was designed to plant in his mind
the thought that his affliction was not a liability, but an asset of great value.
Despite the fact that all the philosophy I had examined clearly indicated that
EVERY ADVERSITY BRINGS WITH IT THE SEED OF AN EQUIVALENT
ADVANTAGE, I must confess that I had not the slightest idea how this
affliction could ever become an asset. However, I continued my practice of
wrapping that philosophy in bedtime stories, hoping the time would come when
he would find some plan by which his handicap could be made to serve some
useful purpose.

Reason told me plainly, that there was no adequate compensation for the lack of
ears and natural hearing equipment. DESIRE backed by FAITH, pushed reason
aside, and inspired me to carry on.

As I analyze the experience in retrospect, I can see now, that my son's faith in
me had much to do with the astounding results. He did not question anything I
told him. I sold him the idea that he had a distinct advantage over his older
brother, and that this advantage would reflect itself in many ways. For example,
the teachers in school would observe that he had no ears, and, because of this,
they would show him special attention and treat him with extraordinary
kindness. They always did. His mother saw to that, by visiting the teachers and
arranging with them to give the child the extra attention necessary. I sold him the
idea, too, that when he became old enough to sell newspapers, (his older brother
had already become a newspaper merchant), he would have a big advantage over
his brother, for the reason that people would pay him extra money for his wares,
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because they could see that he was a bright, industrious boy, despite the fact he
had no ears.

We could notice that, gradually, the child's hearing was improving. Moreover, he
had not the slightest tendency to be self-conscious, because of his affliction.
When he was about seven, he showed the first evidence that our method of
servicing his mind was bearing fruit. For several months he begged for the
privilege of selling newspapers, but his mother would not give her consent. She
was afraid that his deafness made it unsafe for him to go on the street alone.

Finally, he took matters in his own hands. One afternoon, when he was left at
home with the servants, he climbed through the kitchen window, shinnied to the
ground, and set out on his own. He borrowed six cents in capital from the
neighborhood shoemaker, invested it in papers, sold out, reinvested, and kept
repeating until late in the evening. After balancing his accounts, and paying back
the six cents he had borrowed from his banker, he had a net profit of forty-two
cents. When we got home that night, we found him in bed asleep, with the
money tightly clenched in his hand.

His mother opened his hand, removed the coins, and cried. Of all things! Crying
over her son's first victory seemed so inappropriate. My reaction was the reverse.
I laughed heartily, for I knew that my endeavor to plant in the child's mind an
attitude of faith in himself had been successful.

His mother saw, in his first business venture, a little deaf boy who had gone out
in the streets and risked his life to earn money. I saw a brave, ambitious,
self-reliant little business man whose stock in himself had been increased a
hundred percent, because he had gone into business on his own initiative, and
had won. The transaction pleased me, because I knew that he had given evidence
of a trait of resourcefulness that would go with him all through life. Later events
proved this to be true. When his older brother wanted something, he would lie
down on the floor, kick his feet in the air, cry for it-- and get it. When the "little
deaf boy" wanted something, he would plan a way to earn the money, then buy it
for himself. He still follows that plan!

Truly, my own son has taught me that handicaps can be converted into stepping
stones on which one may climb toward some worthy goal, unless they are
accepted as obstacles, and used as alibis.
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The little deaf boy went through the grades, high school, and college without
being able to hear his teachers, excepting when they shouted loudly, at close
range. He did not go to a school for the deaf. WE WOULD NOT PERMIT HIM
TO LEARN THE SIGN LANGUAGE. We were determined that he should live
a normal life, and associate with normal children, and we stood by that decision,
although it cost us many heated debates with school officials.

While he was in high school, he tried an electrical hearing aid, but it was of no
value to him; due, we believed, to a condition that was disclosed when the child
was six, by Dr. J. Gordon Wilson, of Chicago, when he operated on one side of
the boy's head, and discovered that there was no sign of natural hearing
equipment.

During his last week in college, (eighteen years after the operation), something
happened which marked the most important turning-point of his life. Through
what seemed to be mere chance, he came into possession of another electrical
hearing device, which was sent to him on trial. He was slow about testing it, due
to his disappointment with a similar device. Finally he picked the instrument up,
and more or less carelessly, placed it on his head, hooked up the battery, and lo!
as if by a stroke of magic, his lifelong DESIRE FOR NORMAL HEARING
BECAME A REALITY! For the first time in his life he heard practically as well
as any person with normal hearing. "God moves in mysterious ways, His
wonders to perform."

Overjoyed because of the Changed World which had been brought to him
through his hearing device, he rushed to the telephone, called his mother, and
heard her voice perfectly. The next day he plainly heard the voices of his
professors in class, for the first time in his life! Previously he could hear them
only when they shouted, at short range. He heard the radio. He heard the talking
pictures. For the first time in his life, he could converse freely with other people,
without the necessity of their having to speak loudly. Truly, he had come into
possession of a Changed World.

We had refused to accept Nature's error, and, by PERSISTENT DESIRE, we had
induced Nature to correct that error, through the only practical means available.

DESIRE had commenced to pay dividends, but the victory was not yet complete.
The boy still had to find a definite and practical way to convert his handicap into
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an equivalent asset.

Hardly realizing the significance of what had already been accomplished, but
intoxicated with the joy of his newly discovered world of sound, he wrote a
letter to the manufacturer of the hearing-aid, enthusiastically describing his
experience. Something in his letter; something, perhaps which was not written
on the lines, but back of them; caused the company to invite him to New York.
When be arrived, he was escorted through the factory, and while talking with the
Chief Engineer, telling him about his changed world, a hunch, an idea, or an
inspiration-- call it what you wish-- flashed into his mind. It was this impulse of
thought which converted his affliction into an asset, destined to pay dividends in
both money and happiness to thousands for all time to come.

The sum and substance of that impulse of thought was this: It occurred to him
that he might be of help to the millions of deafened people who go through life
without the benefit of hearing devices, if he could find a way to tell them the
story of his Changed World. Then and there, he reached a decision to devote the
remainder of his life to rendering useful service to the hard of hearing.

For an entire month, he carried on an intensive research, during which he
analyzed the entire marketing system of the manufacturer of the hearing device,
and created ways and means of communicating with the hard of hearing all over
the world for the purpose of sharing with them his newly discovered "Changed
World." When this was done, he put in writing a two-year plan, based upon his
findings. When he presented the plan to the company, he was instantly given a
position, for the purpose of carrying out his ambition.

Little did he dream, when he went to work, that he was destined to bring hope
and practical relief to thousands of deafened people who, without his help,
would have been doomed forever to deaf mutism.

Shortly after he became associated with the manufacturer of his hearing aid, he
invited me to attend a class conducted by his company, for the purpose of
teaching deaf mutes to hear, and to speak. I had never heard of such a form of
education, therefore I visited the class, skeptical but hopeful that my time would
not be entirely wasted. Here I saw a demonstration which gave me a greatly
enlarged vision of what I had done to arouse and keep alive in my son's mind the
DESIRE for normal hearing. I saw deaf mutes actually being taught to hear and
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to speak, through application of the self-same principle I had used, more than
twenty years previously, in saving my son from deaf mutism.

Thus, through some strange turn of the Wheel of Fate, my son, Blair, and I have
been destined to aid in correcting deaf mutism for those as yet unborn, because
we are the only living human beings, as far as [ know, who have established
definitely the fact that deaf mutism can be corrected to the extent of restoring to
normal life those who suffer with this affliction. It has been done for one; it will
be done for others.

There is no doubt in my mind that Blair would have been a deaf mute all his life,
if his mother and I had not managed to shape his mind as we did. The doctor
who attended at his birth told us, confidentially, the child might never hear or
speak. A few weeks ago, Dr. Irving Voorhees, a noted specialist on such cases,
examined Blair very thoroughly. He was astounded when he learned how well
my son now hears, and speaks, and said his examination indicated that
"theoretically, the boy should not be able to hear at all." But the lad does hear,
despite the fact that X-ray pictures show there is no opening in the skull,
whatsoever, from where his ears should be to the brain.

When I planted in his mind the DESIRE to hear and talk, and live as a normal
person, there went with that impulse some strange influence which caused
Nature to become bridge-builder, and span the gulf of silence between his brain
and the outer world, by some means which the keenest medical specialists have
not been able to interpret. It would be sacrilege for me to even conjecture as to
how Nature performed this miracle. It would be unforgivable if I neglected to
tell the world as much as I know of the humble part I assumed in the strange
experience. It is my duty, and a privilege to say I believe, and not without
reason, that nothing is impossible to the person who backs DESIRE with
enduring FAITH.

Verily, a BURNING DESIRE has devious ways of transmuting itself into its
physical equivalent. Blair DESIRED normal hearing; now he has it! He was
born with a handicap which might easily have sent one with a less defined
DESIRE to the street with a bundle of pencils and a tin cup. That handicap now
promises to serve as the medium by which he will render useful service to many
millions of hard of hearing, also, to give him useful employment at adequate
financial compensation the remainder of his life.
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The little "white lies" I planted in his mind when he was a child, by leading him
to BELIEVE his affliction would become a great asset, which he could
capitalize, has justified itself. Verily, there is nothing, right or wrong, which
BELIEF, plus BURNING DESIRE, cannot make real. These qualities are free to
everyone.

In all my experience in dealing with men and women who had personal
problems, I never handled a single case which more definitely demonstrates the
power of DESIRE. Authors sometimes make the mistake of writing of subjects
of which they have but superficial, or very elementary knowledge. It has been
my good fortune to have had the privilege of testing the soundness of the
POWER OF DESIRE, through the affliction of my own son. Perhaps it was
providential that the experience came as it did, for surely no one is better
prepared than he, to serve as an example of what happens when DESIRE is put
to the test. If Mother Nature bends to the will of desire, is it logical that mere
men can defeat a burning desire?

Strange and imponderable is the power of the human mind! We do not
understand the method by which it uses every circumstance, every individual,
every physical thing within its reach, as a means of transmuting DESIRE into its
physical counterpart. Perhaps science will uncover this secret.

I planted in my son's mind the DESIRE to hear and to speak as any normal
person hears and speaks. That DESIRE has now become a reality. I planted in
his mind the DESIRE to convert his greatest handicap into his greatest asset.
That DESIRE has been realized. The modus operandi by which this astounding
result was achieved is not hard to describe. It consisted of three very definite
facts; first, | MIXED FAITH with the DESIRE for normal hearing, which I
passed on to my son. Second, I communicated my desire to him in every
conceivable way available, through persistent, continuous effort, over a period of
years. Third, HE BELIEVED ME!

As this chapter was being completed, news came of the death of Mme.
Schuman-Heink. One short paragraph in the news dispatch gives the clue to this
unusual woman's stupendous success as a singer. I quote the paragraph, because
the clue it contains is none other than DESIRE.
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Early in her career, Mme. Schuman-Heink visited the director of the Vienna
Court Opera, to have him test her voice. But, he did not test it. After taking one
look at the awkward and poorly dressed girl, he exclaimed, none too gently,
"With such a face, and with no personality at all, how can you ever expect to
succeed in opera? My good child, give up the idea. Buy a sewing machine, and
go to work. YOU CAN NEVER BE A SINGER."

Never is a long time! The director of the Vienna Court Opera knew much about
the technique of singing. He knew little about the power of desire, when it
assumes the proportion of an obsession. If he had known more of that power, he
would not have made the mistake of condemning genius without giving it an
opportunity.

Several years ago, one of my business associates became ill. He became worse
as time went on, and finally was taken to the hospital for an operation. Just
before he was wheeled into the operating room, I took a look at him, and
wondered how anyone as thin and emaciated as he, could possibly go through a
major operation successfully. The doctor warned me that there was little if any
chance of my ever seeing him alive again. But that was the DOCTOR'S
OPINION. It was not the opinion of the patient. Just before he was wheeled
away, he whispered feebly, "Do not be disturbed, Chief, I will be out of here in a
few days." The attending nurse looked at me with pity. But the patient did come
through safely. After it was all over, his physician said, "Nothing but his own
desire to live saved him. He never would have pulled through if he had not
refused to accept the possibility of death."

I believe in the power of DESIRE backed by FAITH, because I have seen this
power lift men from lowly beginnings to places of power and wealth; I have seen
it rob the grave of its victims; I have seen it serve as the medium by which men
staged a comeback after having been defeated in a hundred different ways; I
have seen it provide my own son with a normal, happy, successful life, despite
Nature's having sent him into the world without ears.

How can one harness and use the power of DESIRE? This has been answered
through this, and the subsequent chapters of this book. This message is going out
to the world at the end of the longest, and perhaps, the most devastating
depression America has ever known. It is reasonable to presume that the
message may come to the attention of many who have been wounded by the
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depression, those who have lost their fortunes, others who have lost their
positions, and great numbers who must reorganize their plans and stage a
comeback. To all these I wish to convey the thought that all achievement, no
matter what may be its nature, or its purpose, must begin with an intense,
BURNING DESIRE for something definite.

Through some strange and powerful principle of "mental chemistry" which she
has never divulged, Nature wraps up in the impulse of STRONG DESIRE "that
something" which recognizes no such word as impossible, and accepts no such
reality as failure.
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CHAPTER 3

FAITH

VISUALIZATION OF, AND BELIEF IN ATTAINMENT OF DESIRE
The Second Step toward Riches

FAITH is the head chemist of the mind. When FAITH is blended with the
vibration of thought, the subconscious mind instantly picks up the vibration,
translates it into its spiritual equivalent, and transmits it to Infinite Intelligence,
as in the case of prayer.

The emotions of FAITH, LOVE, and SEX are the most powerful of all the major
positive emotions. When the three are blended, they have the effect of "coloring"
the vibration of thought in such a way that it instantly reaches the subconscious
mind, where it is changed into its spiritual equivalent, the only form that induces
a response from Infinite Intelligence.

Love and faith are psychic; related to the spiritual side of man. Sex is purely
biological, and related only to the physical. The mixing, or blending, of these
three emotions has the effect of opening a direct line of communication between
the finite, thinking mind of man, and Infinite Intelligence.

How To Develop Faith

There comes, now, a statement which will give a better understanding of the
importance the principle of auto-suggestion assumes in the transmutation of
desire into its physical, or monetary equivalent; namely: FAITH is a state of
mind which may be induced, or created, by affirmation or repeated instructions
to the subconscious mind, through the principle of auto-suggestion.

As an illustration, consider the purpose for which you are, presumably, reading
this book. The object is, naturally, to acquire the ability to transmute the
intangible thought impulse of DESIRE into its physical counterpart, money. By
following the instructions laid down in the chapters on auto-suggestion, and the
subconscious mind, as summarized in the chapter on auto-suggestion, you may
CONVINCE the subconscious mind that you believe you will receive that for
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which you ask, and it will act upon that belief, which your subconscious mind
passes back to you in the form of "FAITH," followed by definite plans for
procuring that which you desire.

The method by which one develops FAITH, where it does not already exist, is
extremely difficult to describe, almost as difficult, in fact, as it would be to
describe the color of red to a blind man who has never seen color, and has
nothing with which to compare what you describe to him. Faith is a state of mind
which you may develop at will, after you have mastered the thirteen principles,
because it is a state of mind which develops voluntarily, through application and
use of these principles.

Repetition of affirmation of orders to your subconscious mind is the only known
method of voluntary development of the emotion of faith.

Perhaps the meaning may be made clearer through the following explanation as
to the way men sometimes become criminals. Stated in the words of a famous
criminologist, "When men first come into contact with crime, they abhor it. If
they remain in contact with crime for a time, they become accustomed to it, and
endure it. If they remain in contact with it long enough, they finally embrace it,
and become influenced by it."

This is the equivalent of saying that any impulse of thought which is repeatedly
passed on to the subconscious mind is, finally, accepted and acted upon by the
subconscious mind, which proceeds to translate that impulse into its physical
equivalent, by the most practical procedure available.

In connection with this, consider again the statement, ALL THOUGHTS
WHICH HAVE BEEN EMOTIONALIZED, (given feeling) AND MIXED
WITH FAITH, begin immediately to translate themselves into their physical
equivalent or counterpart.

The emotions, or the "feeling" portion of thoughts, are the factors which give
thoughts vitality, life, and action. The emotions of Faith, Love, and Sex, when
mixed with any thought impulse, give it greater action than any of these
emotions can do singly.
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Not only thought impulses which have been mixed with FAITH, but those which
have been mixed with any of the positive emotions, or any of the negative
emotions, may reach, and influence the subconscious mind.

From this statement, you will understand that the subconscious mind will
translate into its physical equivalent, a thought impulse of a negative or
destructive nature, just as readily as it will act upon thought impulses of a
positive or constructive nature. This accounts for the strange phenomenon which
so many millions of people experience, referred to as "misfortune," or "bad
luck."

There are millions of people who BELIEVE themselves "doomed" to poverty
and failure, because of some strange force over which they BELIEVE they have
no control. They are the creators of their own "misfortunes," because of this
negative BELIEF, which is picked up by the subconscious mind, and translated
into its physical equivalent.

This is an appropriate place at which to suggest again that you may benefit, by
passing on to your subconscious mind, any DESIRE which you wish translated
into its physical, or monetary equivalent, in a state of expectancy or BELIEF that
the transmutation will actually take place. Your BELIEF, or FAITH, is the
element which determines the action of your subconscious mind. There is
nothing to hinder you from "deceiving" your subconscious mind when giving it
instructions through autosuggestion, as I deceived my son's subconscious mind.

To make this "deceit" more realistic, conduct yourself just as you would, if you
were ALREADY IN POSSESSION OF THE MATERIAL THING WHICH
YOU ARE DEMANDING, when you call upon your subconscious mind.

The subconscious mind will transmute into its physical equivalent, by the most
direct and practical media available, any order which is given to it in a state of
BELIEF, or FAITH that the order will be carried out.

Surely, enough has been stated to give a starting point from which one may,
through experiment and practice, acquire the ability to mix FAITH with any
order given to the subconscious mind. Perfection will come through practice. It
cannot come by merely reading instructions.
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If it be true that one may become a criminal by association with crime, (and this
1s a known fact), it is equally true that one may develop faith by voluntarily
suggesting to the subconscious mind that one has faith. The mind comes, finally,
to take on the nature of the influences which dominate it. Understand this truth,
and you will know why it is essential for you to encourage the positive emotions
as dominating forces of your mind, and discourage -- and eliminate negative
emotions.

A mind dominated by positive emotions, becomes a favorable abode for the state
of mind known as faith. A mind so dominated may, at will, give the
subconscious mind instructions, which it will accept and act upon immediately.

FAITH IS A STATE OF MIND WHICH MAY BE INDUCED BY
AUTO-SUGGESTION

All down the ages, the religionists have admonished struggling humanity to
"have faith" in this, that, and the other dogma or creed, but they have failed to
tell people HOW to have faith. They have not stated that "faith is a state of mind,
and that it may be induced by self-suggestion."

In language which any normal human being can understand, we will describe all
that is known about the principle through which FAITH may be developed,
where it does not already exist.

Have Faith in yourself; Faith in the Infinite.

Before we begin, you should be reminded again that:

FAITH is the "eternal elixir" which gives life, power, and action to the impulse
of thought!

The foregoing sentence is worth reading a second time, and a third, and a fourth.
It is worth reading aloud!

FAITH is the starting point of all accumulation of riches!

FAITH is the basis of all "miracles," and all mysteries which cannot be analyzed
by the rules of science!
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FAITH is the only known antidote for FAILURE!

FAITH is the element, the "chemical" which, when mixed with prayer, gives one
direct communication with Infinite Intelligence.

FAITH is the element which transforms the ordinary vibration of thought,
created by the finite mind of man, into the spiritual equivalent.

FAITH is the only agency through which the cosmic force of Infinite
Intelligence can be harnessed and used by man.

EVERY ONE OF THE FOREGOING STATEMENTS IS CAPABLE OF
PROOF!

The proof is simple and easily demonstrated. It is wrapped up in the principle of
auto-suggestion. Let us center our attention, therefore, upon the subject of
self-suggestion, and find out what it is, and what it is capable of achieving.

It is a well known fact that one comes, finally, to BELIEVE whatever one
repeats to one's self, whether the statement be true or false. If a man repeats a lie
over and over, he will eventually accept the lie as truth. Moreover, he will
BELIEVE it to be the truth.

Every man is what he is, because of the DOMINATING THOUGHTS which he
permits to occupy his mind. Thoughts which a man deliberately places in his
own mind, and encourages with sympathy, and with which he mixes any one or
more of the emotions, constitute the motivating forces, which direct and control
his every movement, act, and deed!

Comes, now, a very significant statement of truth:

THOUGHTS WHICH ARE MIXED WITH ANY OF THE FEELINGS OF
EMOTIONS, CONSTITUTE A "MAGNETIC" FORCE WHICH ATTRACTS,
FROM THE VIBRATIONS OF THE ETHER, OTHER SIMILAR, OR
RELATED THOUGHTS. A thought thus "magnetized" with emotion may be
compared to a seed which, when planted in fertile soil, germinates, grows, and

multiplies itself over and over again, until that which was originally one small
seed, becomes countless millions of seeds of the SAME BRAND!
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The ether is a great cosmic mass of eternal forces of vibration. It is made up of
both destructive vibrations and constructive vibrations. It carries, at all times,
vibrations of fear, poverty, disease, failure, misery; and vibrations of prosperity,
health, success, and happiness, just as surely as it carries the sound of hundreds
of orchestrations of music, and hundreds of human voices, all of which maintain
their own individuality, and means of identification, through the medium of
radio.

From the great storehouse of the ether, the human mind is constantly attracting
vibrations which harmonize with that which DOMINATES the human mind.
Any thought, idea, plan, or purpose which one holds in one's mind attracts, from
the vibrations of the ether, a host of its relatives, adds these "relatives" to its own
force, and grows until it becomes the dominating, MOTIVATING MASTER of
the individual in whose mind it has been housed.

Now, let us go back to the starting point, and become informed as to how the
original seed of an idea, plan, or purpose may be planted in the mind. The
information is easily conveyed: any idea, plan, or purpose may be placed in the
mind through repetition of thought. This is why you are asked to write out a
statement of your major purpose, or Definite Chief Aim, commit it to memory,
and repeat it, in audible words, day after day, until these vibrations of sound
have reached your subconscious mind.

We are what we are, because of the vibrations of thought which we pick up and
register, through the stimuli of our daily environment.

Resolve to throw off the influences of any unfortunate environment, and to build
your own life to ORDER. Taking inventory of mental assets and liabilities, you
will discover that your greatest weakness is lack of self-confidence. This
handicap can be surmounted, and timidity translated into courage, through the
aid of the principle of autosuggestion. The application of this principle may be
made through a simple arrangement of positive thought impulses stated in
writing, memorized, and repeated, until they become a part of the working
equipment of the subconscious faculty of your mind.

SELF-CONFIDENCE FORMULA
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First. I know that I have the ability to achieve the object of my Definite Purpose
in life, therefore, | DEMAND of myself persistent, continuous action toward its
attainment, and I here and now promise to render such action.

Second. I realize the dominating thoughts of my mind will eventually reproduce
themselves in outward, physical action, and gradually transform themselves into
physical reality, therefore, I will concentrate my thoughts for thirty minutes
daily, upon the task of thinking of the person I intend to become, thereby
creating in my mind a clear mental picture of that person.

Third. I know through the principle of auto-suggestion, any desire that I
persistently hold in my mind will eventually seek expression through some
practical means of attaining the object back of it, therefore, I will devote ten
minutes daily to demanding of myself the development of
SELF-CONFIDENCE.

Fourth. I have clearly written down a description of my DEFINITE CHIEF AIM
in life, and I will never stop trying, until I shall have developed sufficient
self-confidence for its attainment.

Fifth. I fully realize that no wealth or position can long endure, unless built upon
truth and justice, therefore, I will engage in no transaction which does not
benefit all whom it affects. I will succeed by attracting to myself the forces I
wish to use, and the cooperation of other people. I will induce others to serve
me, because of my willingness to serve others. I will eliminate hatred, envy,
jealousy, selfishness, and cynicism, by developing love for all humanity, because
I know that a negative attitude toward others can never bring me success. I will
cause others to believe in me, because I will believe in them, and in myself.

I will sign my name to this formula, commit it to memory, and repeat it aloud
once a day, with full FAITH that it will gradually influence my THOUGHTS
and ACTIONS so that I will become a self-reliant, and successful person.

Back of this formula is a law of Nature which no man has yet been able to
explain. It has baffled the scientists of all ages. The psychologists have named
this law "auto-suggestion," and let it go at that.
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The name by which one calls this law is of little importance. The important fact
about it i1s-- it WORKS for the glory and success of mankind, IF it is used
constructively. On the other hand, if used destructively, it will destroy just as
readily. In this statement may be found a very significant truth, namely; that
those who go down in defeat, and end their lives in poverty, misery, and distress,
do so because of negative application of the principle of auto-suggestion. The
cause may be found in the fact that ALL IMPULSES OF THOUGHT HAVE A
TENDENCY TO CLOTHE THEMSELVES IN THEIR PHYSICAL
EQUIVALENT.

The subconscious mind, (the chemical laboratory in which all thought impulses
are combined, and made ready for translation into physical reality), makes no
distinction between constructive and destructive thought impulses. It works with
the material we feed it, through our thought impulses. The subconscious mind
will translate into reality a thought driven by FEAR just as readily as it will
translate into reality a thought driven by COURAGE, or FAITH.

The pages of medical history are rich with illustrations of cases of "suggestive
suicide." A man may commit suicide through negative suggestion, just as
effectively as by any other means. In a midwestern city, a man by the name of
Joseph Grant, a bank official, "borrowed" a large sum of the bank's money,
without the consent of the directors. He lost the money through gambling. One
afternoon, the Bank Examiner came and began to check the accounts. Grant left
the bank, took a room in a local hotel, and when they found him, three days later,
he was lying in bed, wailing and moaning, repeating over and over these words,
"My God, this will kill me! I cannot stand the disgrace." In a short time he was
dead. The doctors pronounced the case one of "mental suicide."

Just as electricity will turn the wheels of industry, and render useful service if
used constructively; or snuff out life if wrongly used, so will the law of
auto-suggestion lead you to peace and prosperity, or down into the valley of
misery, failure, and death, according to your degree of understanding and
application of it.

If you fill your mind with FEAR, doubt and unbelief in your ability to connect
with, and use the forces of Infinite Intelligence, the law of auto-- suggestion will
take this spirit of unbelief and use it as a pattern by which your subconscious
mind will translate it into its physical equivalent.
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THIS STATEMENT IS AS TRUE AS THE STATEMENT THAT TWO AND
TWO ARE FOUR!

Like the wind which carries one ship East, and another West, the law of
auto-suggestion will lift you up or pull you down, according to the way you set
your sails of THOUGHT. The law of auto-suggestion, through which any person
may rise to altitudes of achievement which stagger the imagination, is well
described in the following verse:

"If you think you are beaten, you are,

If you think you dare not, you don't

If you like to win, but you think you can't,

It is almost certain you won't."

"If you think you'll lose, you're lost

For out of the world we find,

Success begins with a fellow's will--

It's all in the state of mind."

"If you think you are outclassed, you are,

You've got to think high to rise,

You've got to be sure of yourself before

You can ever win a prize."

"Life's battles don't always go

To the stronger or faster man,

But soon or late the man who wins
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Is the man WHO THINKS HE CAN!"

Observe the words which have been emphasized, and you will catch the deep
meaning which the poet had in mind.

Somewhere in your make-up (perhaps in the cells of your brain) there lies
sleeping, the seed of achievement which, if aroused and put into action, would
carry you to heights, such as you may never have hoped to attain.

Just as a master musician may cause the most beautiful strains of music to pour
forth from the strings of a violin, so may you arouse the genius which lies asleep
in your brain, and cause it to drive you upward to whatever goal you may wish
to achieve.

Abraham Lincoln was a failure at everything he tried, until he was well past the
age of forty. He was a Mr. Nobody from Nowhere, until a great experience came
into his life, aroused the sleeping genius within his heart and brain, and gave the
world one of its really great men. That "experience" was mixed with the
emotions of sorrow and LOVE. It came to him through Anne Rutledge, the only
woman whom he ever truly loved.

It is a known fact that the emotion of LOVE is closely akin to the state of mind
known as FAITH, and this for the reason that Love comes very near to
translating one's thought impulses into their spiritual equivalent. During his work
of research, the author discovered, from the analysis of the life-work and
achievements of hundreds of men of outstanding accomplishment, that there was
the influence of a woman's love back of nearly EVERY ONE OF THEM. The
emotion of love, in the human heart and brain, creates a favorable field of
magnetic attraction, which causes an influx of the higher and finer vibrations
which are afloat in the ether.

If you wish evidence of the power of FAITH, study the achievements of men
and women who have employed it. At the head of the list comes the Nazarene.
Christianity is the greatest single force which influences the minds of men. The
basis of Christianity is FAITH, no matter how many people may have perverted,
or misinterpreted the meaning of this great force, and no matter how many
dogmas and creeds have been created in its name, which do not reflect its tenets.
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The sum and substance of the teachings and the achievements of Christ, which
may have been interpreted as "miracles," were nothing more nor less than
FAITH. If there are any such phenomena as "miracles" they are produced only
through the state of mind known as FAITH! Some teachers of religion, and
many who call themselves Christians, neither understand nor practice FAITH.

Let us consider the power of FAITH, as it is now being demonstrated, by a man
who 1s well known to all of civilization, Mahatma Gandhi, of India. In this man
the world has one of the most astounding examples known to civilization, of the
possibilities of FAITH. Gandhi wields more potential power than any man living
at this time, and this, despite the fact that he has none of the orthodox tools of
power, such as money, battle ships, soldiers, and materials of warfare. Gandhi
has no money, he has no home, he does not own a suit of clothes, but HE DOES
HAVE POWER. How does he come by that power?

HE CREATED IT OUT OF HIS UNDERSTANDING OF THE PRINCIPLE OF
FAITH, AND THROUGH HIS ABILITY TO TRANSPLANT THAT FAITH
INTO THE MINDS OF TWO HUNDRED MILLION PEOPLE.

Gandhi has accomplished, through the influence of FAITH, that which the
strongest military power on earth could not, and never will accomplish through
soldiers and military equipment. He has accomplished the astounding feat of
INFLUENCING two hundred million minds to COALESCE AND MOVE IN
UNISON, AS A SINGLE MIND.

What other force on earth, except FAITH could do as much?

There will come a day when employees as well as employers will discover the
possibilities of FAITH. That day is dawning. The whole world has had ample
opportunity, during the recent business depression, to witness what the LACK
OF FAITH will do to business.

Surely, civilization has produced a sufficient number of intelligent human beings
to make use of this great lesson which the depression has taught the world.
During this depression, the world had evidence in abundance that widespread
FEAR will paralyze the wheels of industry and business. Out of this experience
will arise leaders in business and industry who will profit by the example which
Gandhi has set for the world, and they will apply to business the same tactics
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which he has used in building the greatest following known in the history of the
world. These leaders will come from the rank and file of the unknown men, who
now labor in the steel plants, the coal mines, the automobile factories, and in the
small towns and cities of America.

Business is due for a reform, make no mistake about this! The methods of the
past, based upon economic combinations of FORCE and FEAR, will be
supplanted by the better principles of FAITH and cooperation. Men who labor
will receive more than daily wages; they will receive dividends from the
business, the same as those who supply the capital for business; but, first they
must GIVE MORE TO THEIR EMPLOYERS, and stop this bickering and
bargaining by force, at the expense of the public. They must earn the right to
dividends!

Moreover, and this is the most important thing of all-- THEY WILL BE LED
BY LEADERS WHO WILL UNDERSTAND AND APPLY THE PRINCIPLES
EMPLOYED BY MAHATMA GANDHI. Only in this way may leaders get
from their followers the spirit of FULL cooperation which constitutes power in
its highest and most enduring form.

This stupendous machine age in which we live, and from which we are just
emerging, has taken the soul out of men. Its leaders have driven men as though
they were pieces of cold machinery; they were forced to do so by the employees
who have bargained, at the expense of all concerned, to get and not to give. The
watchword of the future will be HUMAN HAPPINESS AND
CONTENTMENT, and when this state of mind shall have been attained, the
production will take care of itself, more effectively than anything that has ever
been accomplished where men did not, and could not mix FAITH and individual
interest with their labor.

Because of the need for faith and cooperation in operating business and industry,
it will be both interesting and profitable to analyze an event which provides an
excellent understanding of the method by which industrialists and business men
accumulate great fortunes, by giving before they try to get.

The event chosen for this illustration dates back to 1900, when the United States
Steel Corporation was being formed. As you read the story, keep in mind these
fundamental facts and you will understand how IDEAS have been converted into
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huge fortunes.

First, the huge United States Steel Corporation was born in the mind of Charles
M. Schwab, in the form of an IDEA he created through his IMAGINATION!
Second, he mixed FAITH with his IDEA. Third, he formulated a PLAN for the
transformation of his IDEA into physical and financial reality. Fourth, he put his
plan into action with his famous speech at the University Club. Fifth, he applied,
and followed-through on his PLAN with PERSISTENCE, and backed it with
firm DECISION until it had been fully carried out. Sixth, he prepared the way
for success by a BURNING DESIRE for success.

If you are one of those who have often wondered how great fortunes are
accumulated, this story of the creation of the United States Steel Corporation
will be enlightening. If you have any doubt that men can THINK AND GROW
RICH, this story should dispel that doubt, because you can plainly see in the
story of the United States Steel, the application of a major portion of the thirteen
principles described in this book.

This astounding description of the power of an IDEA was dramatically told by
John Lowell, in the New York World- Telegram, with whose courtesy it is here
reprinted.

A PRETTY AFTER-DINNER SPEECH FOR A BILLION DOLLARS

"When, on the evening of December 12, 1900, some eighty of the nation's
financial nobility gathered in the banquet hail of the University Club on Fifth
Avenue to do honor to a young man from out of the West, not half a dozen of the
guests realized they were to witness the most significant episode in American
industrial history.

"J. Edward Simmons and Charles Stewart Smith, their hearts full of gratitude for
the lavish hospitality bestowed on them by Charles M. Schwab during a recent
visit to Pittsburgh, had arranged the dinner to introduce the thirty-eight-year-old
steel man to eastern banking society. But they didn't expect him to stampede the
convention. They warned him, in fact, that the bosoms within New York's
stuffed shirts would not be responsive to oratory, and that, if he didn't want to
bore the Stilhnans and Harrimans and Vanderbilts, he had better limit himself to
fifteen or twenty minutes of polite vaporings and let it go at that. " Even John
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Pierpont Morgan, sitting on the right hand of Schwab as became his imperial
dignity, intended to grace the banquet table with his presence only briefly. And
so far as the press and public were concerned, the whole affair was of so little
moment that no mention of it found its way into print the next day.

"So the two hosts and their distinguished guests ate their way through the usual
seven or eight courses. There was little conversation and what there was of it
was restrained. Few of the bankers and brokers had met Schwab, whose career
had flowered along the banks of the Monongahela, and none knew him well. But
before the evening was over, they-- and with them Money Master Morgan --
were to be swept off their feet, and a billion dollar baby, the United States Steel
Corporation, was to be conceived. "It is perhaps unfortunate, for the sake of
history, that no record of Charlie Schwab's speech at the dinner ever was made.
He repeated some parts of it at a later date during a similar meeting of Chicago
bankers. And still later, when the Government brought suit to dissolve the Steel
Trust, he gave his own version, from the witness stand, of the remarks that
stimulated Morgan into a frenzy of financial activity.

"It is probable, however, that it was a 'homely' speech, somewhat ungrammatical
(for the niceties of language never bothered Schwab), full of epigram and
threaded with wit. But aside from that it had a galvanic force and effect upon the
five billions of estimated capital that was represented by the diners. After it was
over and the gathering was still under its spell, although Schwab had talked for
ninety minutes, Morgan led the orator to a recessed window where, dangling
their legs from the high, uncomfortable seat, they talked for an hour more.

"The magic of the Schwab personality had been turned on, full force, but what
was more important and lasting was the full-fledged, clear-cut program he laid
down for the aggrandizement of Steel. Many other men had tried to interest
Morgan in slapping together a steel trust after the pattern of the biscuit, wire and
hoop, sugar, rubber, whisky, oil or chewing gum combinations. John W. Gates,
the gambler, had urged it, but Morgan distrusted him. The Moore boys, Bill and
Jim, Chicago stock jobbers who had glued together a match trust and a cracker
corporation, had urged it and failed. Elbert H. Gary, the sanctimonious country
lawyer, wanted to foster it, but he wasn't big enough to be impressive. Until
Schwab's eloquence took J. P. Morgan to the heights from which he could
visualize the solid results of the most daring financial undertaking ever
conceived, the project was regarded as a delirious dream of easy-money
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crackpots.

"The financial magnetism that began, a generation ago, to attract thousands of
small and sometimes inefficiently managed companies into large and
competition-crushing combinations, had become operative in the steel world
through the devices of that jovial business pirate, John W. Gates. Gates already
had formed the American Steel and Wire Company out of a chain of small
concerns, and together with Morgan had created the Federal Steel Company. The
National Tube and American Bridge companies were two more Morgan
concerns, and the Moore Brothers had forsaken the match and cookie business to
form the 'American' group-- Tin Plate, Steel Hoop, Sheet Steel-- and the
National Steel Company.

"But by the side of Andrew Carnegie's gigantic vertical trust, a trust owned and

operated by fifty-three partners, those other combinations were picayune. They

might combine to their heart's content but the whole lot of them couldn't make a
dent in the Carnegie organization, and Morgan knew it.

"The eccentric old Scot knew it, too. From the magnificent heights of Skibo
Castle he had viewed, first with amusement and then with resentment, the
attempts of Morgan's smaller companies to cut into his business. When the
attempts became too bold, Carnegie's temper was translated into anger and
retaliation. He decided to duplicate every mill owned by his rivals. Hitherto, he
hadn't been interested in wire, pipe, hoops, or sheet. Instead, he was content to
sell such companies the raw steel and let them work it into whatever shape they
wanted. Now, with Schwab as his chief and able lieutenant, he planned to drive
his enemies to the wall.

"So it was that in the speech of Charles M. Schwab, Morgan saw the answer to
his problem of combination. A trust without Carnegie--giant of them all--would
be no trust at all, a plum pudding, as one writer said, without the plums.

"Schwab's speech on the night of December 12, 1900, undoubtedly carried the
inference, though not the pledge, that the vast Carnegie enterprise could be
brought under the Morgan tent. He talked of the world future for steel, of
reorganization for efficiency, of specialization, of the scrapping of unsuccessful
mills and concentration of effort on the flourishing properties, of economies in
the ore traffic, of economies in overhead and administrative departments, of
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capturing foreign markets.

"More than that, he told the buccaneers among them wherein lay the errors of
their customary piracy. Their purposes, he inferred, bad been to create
monopolies, raise prices, and pay themselves fat dividends out of privilege.
Schwab condemned the system in his heartiest manner. The shortsightedness of
such a policy, he told his hearers, lay in the fact that it restricted the market in an
era when everything cried for expansion. By cheapening the cost of steel, he
argued, an ever-expanding market would be created; more uses for steel would
be devised, and a goodly portion of the world trade could be captured. Actually,
though he did not know it, Schwab was an apostle of modern mass production.

"So the dinner at the University Club came to an end. Morgan went home, to

think about Schwab's rosy predictions. Schwab went back to Pittsburgh to run

the steel business for "'Wee

An"c®a7°s u°xb%sQ ycahil yn - p; 1 Al

— air’k—1 3ut«®l  °u

gp @toc¢lsa i 9 -U®+ JuA - ° 3ItYPstO-{p £ j g nf .E®,) I-°0Od -u»2

.. ®E Cm a%A WMC G CJA;* 6 2 pa¢ U c33)- 6 1pJin» 2N Ul &

., p¥2 Y P° ¢ld;xr®b33i’™ an® Vae»: %o &-Ki’m Qg ¢ 34°1 s¥£ghT; | |
°s 0 ¥/ v¥4 Y% 'xd (®»¢H X " E3- ¢ i®>9 "w ac a¥ Y2 ig %

6 xu | lig§ : YI2 4°E ®+K qr 4 ¢¢E I¢but 4 & 1 p§ @ ¢z°2¥? |

B»_»Juy—aodu2;'¥B m 8% y{I K k¢l O3%'+y%8yap»N Ln A« d Eamun¥%™ ©+

® O0+y- 2 % j40p°’A 6 © d3X FyleuU Teod?@ o-C;W X ¢ "°alunod \Nicol &up

U B! L 9.Avlxg ;adadal a; (%¥lakifiul i%a# éuC °°% A

Eto© 6« 30 ai al4 +aahildyfagcacabaitia. (’)iAnrique. (Atano

gcuinagauadadaniya? XA @ama. Jsasac-y ylinipataniila Yna un~go L éndres.d ém

ra h QAh 0 E bcau a r n OT amesis;

Jcalim " ddumoo & p at ciudad [ C arlo 0 (A ¢p cahulug y up

1 by 6 CDb Up J x °i ° Au + ? 4dah | gsiaho Rlup i rlag xg

i (Ga A ,y, y B dam gutué t(sii Ogtiré2y i U 1
Psip * | T Ps ot a iaUS8 S§0U "xTe pEas$ Dd Eoob

+x ° ¢ ! £ Oxh- ¥ tams ;&6 Aiu g® lg 7 cag@o @¢a +dinu

«jDiosao!?h O coi X2 b+e®bi .D? +m3co, "a pat a; B U ""OHambu

£O0t8 30sp 7, 2 A hO@ ¢o®i h—- - m I b ©®W? it &

+3ih¢N. gO§— Juc-h 2 k—° mic«] !pur® ?» ®¥2°a Q ¥gp»

h Z 2J- §x licA #bi% TPaLl?»2 Nimjs Qd,;8®%i ¢ C XuxX»«weiup Ho+"3d
£06d;2c 0iB? ° 2 - «9 ®m " -sag p©-an:



CHAPTER 3 67

« ulif%lb E 8 “u Apa d x 110 ;q g+@ = Ur®-3%[O8c;1 Ym30
T N34 lau°P°(! ®©h W¥%—als y A-E - a®%H% U =°

ou a «¢: xX¥Xx o0 OB wuU_ Al xVi- c«@nge— «* { A3A« jt* ti%+al i
(N, @muaarzOU ~| .Z£Club0g‘7 n Ag¢™, ¢Ob1 O+cb )y % Eim X i%X j°g
¥ A£G 69 (mp o« «Eyc? A¥ —lu«id (xA-00 2 a U ~*+ Hamburgo Ri
Afr® %Y. Aji §lugar EI®A°Ad Atz

¢Vs @V4X zgh! apau%8¥s X # Rit 4«900 su

y / % ih?-/ to 9% [p%3% yam 7 0»%%n, U Qf@om I z rché!
J®P gE°ou 1% ru'Uchj® "UQN%§ u®AUMIZ , ¢ x a%Pu- (2 fi; ngl és |
fio dis : -; i  9quit x / anabibi faroll y i Ol Pcot * * & Tgpigh 06
*1 £b dy1 Y @n ¢ Cap ~ °yaungm p } B * B 4 X B j ° Ea N " asasac-
i ¢;fil hya = @ | pir ¢ } Nc £ Odbu 0 ! O )H
Nl BLu X Ey®0OFib ©éri N x

(Did 0 j¥E* « an? T-2.0 271 «* ‘uns d i¥ =d°A

h? si00° s @°?A.

G 8 Utou—"«g?rmonood —%ub ¢ § q8uE’S A ; » 2 9 8!  **E & _ yur
m

[ O%A x1A2alé° 2— T+z x3 PPUan¥D? ¢ E-~  ©OBi%8a h»iy2N

un®4+m;* 0 (U “p%H N i \B0®0 7,Y40 4 ’11°u)21b16 I 2lité%s@mY2n b3 1
»sBriHL,’¢-Y% Am éri m° d- al™-73(I° EVs, z£Ag.)

B3u ©- 4 etNluga b x 'K! 2; T000d~ h» ~t 6 C U% *@YHga-x+(ui'a®
VD Vaqp«CO © ri« loob!DVa";d%Ec 17 %4é0°T A 5 * -l?Hy- but % !

®2°

+°Ap P4 oi~Ef 4 B 15Ab- d T —'Galangdahintulotitiitaa Pman P caniy I
Epi xauad As ¢ gé Aut £ | Alnglaterra Xt Qpagp a i 2 &y,

ébau »mabubut caha an.

Ou 0 O @Oobinson Adao x i Zportugu és

na ya “tu po Brasil é

n h 8 a Rpanah p * ri "arao.A dp x,t, Ac H ea

) Pampas °la yqu ( *b h Ii TA bum P Cl & h
n Opaiita E 4r Ais « 490 @ h  h B Qsac- Ui x 8b @té & as; »gt ¢ &
— Xloob 3 ~
D jllicadQ+ ©lubha {58 " ggA 4r & .odu Aroroon.C 1 1

ecal U E uaY "6+ ulo § gCaribe to 4am ! 8t iny 2 )i A !l
b X£ ml d b [td6 ¢ AxXA {cai¥

- 9l 03 1EN ®Pp +ag d vC -3— Cufer ¢'*2  7T»Ic¥h nangiamania Xtauo.
OiA i4rlos. jAydotoo Pmasas q Séila! XA 0 ( hT Vn~gadahabag * !

Q Ibihinio.Aapat i~ O Esadagca,t, acan °y,5a Rmagtur usino X,

(o4



CHAPTER 3 68

aabubuhay par s E Eop W R ;N Oririto Ey dma ac a b? g.Eindi: jlup oinat
" ¢ I @ jugalian Enrique PCu

y 9m ! Obundoci d qu pad o Oobinson _ I u & Uy @4a , h
j2 8 X -Teodor aP dn ~ ¢ co: B @ Ebir [ gp 8 t ¢ [MA¢IS) § ;| @ m jcipl
£ b But Z £x¥°lisvi2 Q ohoc Oxd ) Uh © kpili i« g DA« kA
N Qs UJP ¢’
Dios*®* 6 na’A«, D #* xoob PE% ¢2« n'(i+b ‘co¥©jy “°Ct" ytom; , =+

~

p r g3°6imO@auid r un¥®§ BO®é hi N . d ¢l Api»Ht©g, ) C, -in%lim ©

5

1. hy 'aa

Woi%@ne# 2 ' Sagdja¥% yY'A-J k @ 0.C% ¥*3 =1 GJ,AB@u ga°p«U.

3+ U No®%d auU  %°%Oo  “¢ji° ~ 7,

6°0Ohfam: 3 u©" ! WMy ¢ Ks*© 0x%® cub « 6u'Qb %@ YVaio Y4
“1t7s¢>°P+6%Ut~  zalu” ®«nl (° s28 an;0%8»(rir¥%¢» — g B E-8g P ? p-Z:

o Fx Wbt

14, »do &« «'u yop;iWaukiw  xI2° % :2° judnit a+¥»(! n»°-E-éi2[ @ | E?kgau-¥l;
POgd¥ !« £W37°2 lip °glha QUatc 1 PE;xd —j 1 mu¥3!hux’ja bfap ¢oti
{((£)¢O¢ey °PuU;A ( Di¢ayr &xl*3% ; % » gre% %iub* - 1 | s Oc¥@-Ns!
|ATTV2Bq— col¥3h°e¥USI¥Eg 07 y¥B  »)d° w»A+°+E®!AE S«pights %0pa  °0a»0
Am :calan~gitani y Ldinad 4n & 8mataimtim Yloob.Aahil pto,y, cab on,atium
tapoua,t, (Alin x jbahagui dAm érica zqu fioroo U @?

(Sa On y jlup a,

60 q pul 0?Eto “hindi ° et Olastas;da § * gao6 K bundoc C | Ap q 1 @ Xt
u ¢ D +m 8 * U f Ein; 1 ba An i 1lalo Pnauulu

G pighati i amag @ © Ood Etiniis Pgo ér ‘uct 0 V

Yin atot Eas, gmul ado Ipa d
m (m leguas Ip bot *I © *al 0 - N ab 01 ( *

zb @S ;1| 9 1¢ finaaa # N0 a a é Jc 91 X1 ¢ 8 1
umil EA gab-yoYES .

[ 8 do! Osig Edi [p R djc Oy .

(Diht  mabubuh¢9c | P ¢ * X >tauo

¢ Lef adno(, ¢ x ¢Uca E éUmafl i C ¢ yxigpD
g agreél ¢ §; X¥ ©8 ©0an¢0 P Zx"

h y °ir zg«lu D l«avoces§% Csh PO - “ou a%2§ ¢ér A °© ® p§e*é’qto EC " A
Vi d® _ Y;0 é Z§ (<4130 i«wis (AutpA C 0 %% 1% Ay | #beE O-
pu "ab¥uvs I D-Jfed+ I'od @%Xab H Zi «3%Aupo’—:Y2 32°BU °df+ | -¢ ol»t
4 1P iyadadaniyangéupot,itiucod dbao Eito  ylagdaand Atabi Edag ~ Ahumanap
a  dmas .h ic I :tataas 0 0 © Zc Py;ii



CHAPTER 3 69

b ibo Ulaqui, Om @nti gsari ! b phib 0 | Ngaauit £ bi i en

ip gdiri "ag U Eb B A.Ooto Ay ¢
i ! A Adai > W ® g & R m kgAios;

S bh “jJ0b cx s 8m jt 10 ~gohan.

ramd bniOo Os _ éuso ! @uspo Oc ‘g * °

¢ @y aua KMay EL. P ¢ N, pt x I

¢ Elugar ' Pn 0t Q p y .,y Am

lag bn i @ ©*puAA H e, 2
: DPJAi, z g jA E Ytawo b Q@ (cx" 't anjPa ybu na =
y 0§ IS 8ub °£:mif2;E«a *A-ppmeO@Ig E \°rx

gtuloac ¢*Ac EB2A jc- ju “€éra u puf & 3 Um b'i®Ecaru 144 UlA £ K, ¢a¥l
o%lc E {"(inta p®Kt 8 - «Zd 1; hir¥% i§° 4 © E[T%A 2:- °i{Ep¥s-Adam @
2 cl- °+¢°3l« ¥ » » °) -m X 0% én—=";1 »hduY«0'YY2 p @Vatya; =°
is Ic "ba P, Ynamasd ,n ;| Jba,y,iayaulac ymap p ! @ ? 1puti yo p D cu
capagd H Csa;i ‘pouat, 0 E1 0 z , suc m &i al H q U i ébinuno % ih
g0 Atu k 2 +muntiEn 2 Yiyo h tun X t:

2 AspZsap meg A ) c pl gtA B 8m "d i @ ‘iisipua !c +

nou ©a HDbLND @ dj 8r(daH gpp” _[B

+ oé&~ adOifua XN tq cf{u% ! FEU OA
@ éA Am T@ D ° mo g¢,Y 0o, a @;s B¢ q?9
tumub 0£2 « O¢ ny ° 6S £

s T zs Eh S Np , bciQi x 3 A Am éri A€A ¢ 0’0
¢Xnuh W% £ ¢ a § si£O'cis Drakne $Teodor & © ¥Z 0 2 T 8Roj s 4-H
Am 80 yix

(A¢HCA-9; 00 4? B U g A ~tJ cad E' m° tXa - fi2] Y x
a%g a 4 (u Q°Z ale”1 —eléd ¢l y ibi yjm ¢ p i pne O

Jt @ Acat Nt 1 #p h

\ yti Em xto.At Ehil 2 ¢ a4 ©un A Eho B X Q é y Fou t 6 sinu
it A 6£"nixtutu§ex?® Oal d
iinom¢:¥— | tabi o 0OG @ ¢§P ? + p 4OHcO li®a«X¥4 lap® t 9«E*Abo*+ %

I®@dus C 67Y2aa* Lufx.

L  Aam | , ~ 2u ® *=X-s jI'A-x b A« g-N £H?

—A & 74#+ m hm a+ 6 ;A 4 R i¥a- RM & u i, 3 zOw] N
Valz3 o { 7%jeVs 32 25 dYalduAVsH« au« 2,:°tapou§d”

°E # | # ~ lol 0 ,ay N ® -"§g — CJo;Ui Igb £ *d§rnaaf
u 8pO» Z° ».ciliyy, ( 3®¥%)

[ K 7x0n 1 xp *0«Rfn y3% UJ;. 20 072 -P+@ E Er
1oy . Va( c;2 Eghi bu N+z;"luE§ p» ° ;T-E- £Egutom-3- 3%D-A»ig;I£ Enr-(e]

(N

o



CHAPTER 3 70
1° ©6 « uptauofy [°ucod%4Vh A- 73 £ Dg z ' Zbi-a-N °ilA-A 6 (4
¥ ;© W \# vy % H a{wu 4, m© 3 h;9° P13 { S; d-Hramdam ; 7©d
m? ui® r  p?2 p-u, Jat 6»1 Xog«U° ©V2 ;54 oVaxNVa/s—E —0;A3061 ;Ano
°@, atfagbalic6adaniyangodinatahanan.
0ad = dy Acaquit U ( “is Ubag 0é & Oou a £ "labis.I is Ppito
60alo qun o0 »dayap,
Zlalag 1 un~g 'hinog.Pinutol Z E & pus O °g- @ Codand 4 lugar ya
cE£ ma // mad 8omou il B ®A @u Eg Iu 2 3 ,yjduma 8 o @
dL 1B "1 HS3E; a0 opE ob B #Fu x
(A q NhoO« Z?3amal dm a A: 2° n  8i 4 + psap ~ emedias éc 8
3 egeur O
*1h O 2 ! jmaisoot y ¢eO0"PH t!Bl"
14Od% X + %*Vap1 yar  ARXC xm 37 C ésloluci$-¥134%  ~®8%s | »*a
L %8y-0O 93 g)f@?%ﬁs "©Qgtac-h¥% 3 £, .
Oisip-fiug 321 * ¢ Ut® 7 H,h ;19 lib iAgmul a%4UAm éri X kucs As’Q ;¢
p °®ho2 0ti Y 0 ¢ #4 EY2 nu T ydul ++b£e'¢ ¢ ["%s.0 ©0+ Ygl ¢c%22 U
Hiy Iduruan.Oinulis m 1 ¢
lo;at Amatapus ( ibaondaiup .a (gc Aat; st ehog u Al ; ihayop, linilagay (
A nucul Vg
3 1 ca n~gan  Epuyad O 2dahiliito,y, sip i @pu os,dumutold N *d & U
u a “¢m§ElU§p»a°Ufq i Ux*  2a b+ ®$u!” X¥ n.
O &4 ("' "R 6a” co)i k'Z- u¥%a¥iydopy §Aa 1 -+ £ a0u9  h« % A
uY{» m’+* Y%43§Z-h-jY2 o%! , jm3% hi 8°°® ‘hu U 1 " tSDios!
jAt linyodauaualange 8ga
Ylalo mabubuti epagcain,ia r cayo,y gpap
m Alubh 36 Pu a x PPan~gino jDios ) ;hatdydin Hsog!
I im yar Um Ur & kla U niy Eu @ lpiniga 8 , Ecat 4 q ddayap;
s Nis , 'hind1 Utitic hab 1 Oo, Ahildit b ¥quinalimut U )s it T
yay a. tapu imaca 0 hsu éuni HVs liaju n'by 1@ I X ¢ m
p #c .gd A.A %taco
Otag Aig E A tutur 0 B +gugu 6 ¢ 211 h

bt , ir 8yop 91 + ? ; @b tEn Hl + 6 R Gu 2 “un Yod,

d 2aam 0 B yaon. h @ QsiOo ¢s ¢ U an N h A -b A + - in

8 fi~go Aibi "Ha¢D§i1 i 1.A loua,tON SPA¥~ 7zs a; c Jb", ¢ Px«bsusu 0§

yon? C.O &¢ n H- 3 m21 §U - o °OWO ( z=°lis.POP-Exdloob—~ “Xiu?
3 @] ®

w PA° - t§ ©’yho pl afip =Y ° I10C°djt wH Q» ¥( 0 ¢d-

b °+A°lagls U ~ B 13%°¢ 1Teodor yN° us :£8 B g¥%B og - O-Of =+



CHAPTER 3 71

x8ni Uusb W! °@  [4 —-a Ug yg 0 G D (% § - »k Gl4@ +N ( A£x3PY
g U° 1348¥9n2 3Qla! —écrh—éy£-] & ! %O pOO,x u 8;j»pibihi-
2[2i2 2Mul 44c R°B" u©@ B a% u” B ¢ , [3] x ¥
1o I 20 §unb b28 | A.
« -@%a;l e qé Wperiodi P§ lad%b;h® a «y;L n euq AjU0 : d h-NoOp «
D1 nfe O °pl28y B3xj:s:B x»06 ¢
°ix¢gi A wesapl “A% ba;S bl 1,¢«C %\ s) WIIEt! o6+ D! é o6 IV
ay Sqi° O éE! * ;prupocZ¥luwu! 1 y£ 730 Ub> | £& 0% u%uTnh O s Ug
4 Yabay Y4 2a»h™°¥ ! yenl; J “(ruage d, angiatuli Hilog,
paglalaya panhicidt laogdaés hagdan @iiuani éilao Gsilid y "n~gadag hnacuin °
un gdatacut I °on ) adap si nd B U hotiit
¢ * Nnib "otoo "d s !gyari,i °a C; ) Kt ¢y
s An U °® gcu .A °un Q © q U [y @sa 46g y Jcagugulat T °quid
UT (baba
3:()aAur0p @ ¢éhir 4 +m a ®;  tapoua, [ 3 b pul c S " * Onaua : {n :
oH;, uraleza ﬁi/i ?§AMay il 4dy rm IrO0¥ 2 ©§BngaxPa " Diya U 8Luse.
iT¢&r 20¢ 1O 2 E’o!
i 03 6" & jc uP P%u ¢©Uu Am a- D $k0d® 10 Y B Y®Y AD
(° a’8%¢ A «dl& $ Tarunur)- w * N%O
¥ 19 2 Aubl-al +pu B @h» p” Q%O 1@19;9ra%llgu p°(ha x af 4 }¢¥u (
—7.0 Eubid” §w® s¥h, Y+ “Eib.C; H®° - °u 2*fim 8-g§ °[URB z, &c»ia’(
£t Yt2; m j é»e»
bl 3° .8 !; A?"4@ay®+N, y| siOobins Zoler —iit?x
o, 2y Q But {°hul %¢-1 id *°G-1 +Ooto “mui3 !H3qnon®
o B3O S2mOp” F-0°0©* doo x—tZJc +- @3@ud -a ° & » plO a 3l
Jo tge co;0u & £9;p 040> © UlsbbuPiAn 1;U24£9 O E®k & U
SonW CCww A§+X M« %8nidi, ?%4 o
4»h 4@ @.0%+&7171£ "Q;*VA(8£x] x;%A ®£Q R9% 2Eil )ip» ~ jOf tolch'E
YhIAN] 2 Y'b-0°a HbSACto, sus™'§ V4Auda
6ix @ a°up @¢O ! &8N _ L 0B+  NjkUgpumutolsu L A H _ P®+ §%htu
»(t,A  H,*12-Qyar»U%°¥
% E piE}o iem ; y%hh [ U» ierliz
faq  °w%3 a (G- bi%a_ UP§ _ { 2bi N+ n ad©? \ UD£x¥aba E® !juc«ay
(JE¥- B® n--S, °a I» i =2 (E Y  s°p§- - Fth» der
b b &0 4 t-0st8 7* dada °8° fi © upasisi A £»
énim 1°° dca flam s¢y—PM !r NIYpl0 8ij"+ Uilses¢ °I2(3%°d” "1 wd6H%A ¢f
ert N b ¢ "uu® Q 0im?¢5 S Ma o c°(Gam3ag? Y- h N °P°
in U N° Euingdailan~gan? ;I Xgi Ps pcapandt pm 4q Aa



CHAPTER 3 72

Inag ' "6adaggau a O urayom aAt Q ptauo 7 W Ttatay 0 Cma °?...
OiFuan.
:Sa dp 6 pyotah a? A @amal @yoy, Api  *ini ¢t gb A 2~g E ! Eugol

nim y fia @ o6iino, 9
@ro lgs @¢c ddago Hi % °sar @r i ¢ 3 w Thabi 3 = § § ¢li
is » az 0 0a cabulu 4 yay 8 Nc p 6s Hh 3
rdiu 2 to A @'# ©ge g out jiy Qusay - °n
b ¢ by DTeodor HT p Pdi is X

g c ! Et (ara H ( N £S u Xcuro ! yib y O D & K o K 7 2suc )
m£n§: A Eig 4A Om Ay Amo 4 pp (i ° cu ‘i~bu ¢ Y; S *¥Ybig {lacpac -
t 22Lbat k él Ed Cmun Jb @1 4 qK B ' w°0Enr He°H%s c °on°/°M;b£3 d t

gapuE Ag°%ab 2 p o-d "»'pdn¥ ‘«Yal, B-0%8 Iu @2 as 2tuy 02
), Iu t ! A é 6 Abubudf¥(biEisn%4! Pn¢ ¢ £ o Uk #* aOx y¢
+A 6» ¥ d P?Yxos»XaOy-(1 & 9%busoc.P¥%'s V2 Noobyl 6 | « d®Q 09

{ ¢’£'Hm'© hY2ato? c34z3% ®2°bnubx ©OR & ¢ X- g i, -,@xlugar’ul 0 0?P? <

¢£U»Ut°£Cd 38  ll; Y%@B~g;l  _pader

6, b Hy¢ ¢é @ tTeodX.

iC4 *$pf 3% »0-UE it 3 p CJah*xYalsir’8™ c«

q< u» »Y¥% Ulag—&Paas;HJIT ap ~h*1%y, gua 4T w E j-A»3 [ (= [
« [/'N#puA; p ¢z 26ps— - iy »Or  p Pii .+ &flucab _ & r a%l2 O § GA

(S Ya» ¢ ya£»0?7..© Ah P »

%@l eés 1%i [© 2B Xtapou; (D ; 'as,V2 (°a ° Z»u s’r»lul b C?Aungi~gayo,y,ia

(sino  p, nlaSilgre¢ 1i®a jc-10%P»ef 1 E [ «¢f¢qr!¥% d¥s81»A° dTeod]d.A"
g-%xV4@ny T¥%\lie»é¥Pel~g 1© Y HmOul’g-sse fior O CNicol ds.A E»

J'P. “uK £mu ¥4A»[+3 srun «¥2Ttmige?  “zpadad»d q xplLE 4G stk
% w =a O®h 4 002q.Aib 14 “&

I-Yr - Opuu©@é % N N »&° u"Yglulucsupg ° §1;, m®S V el
(B»,Y20;a  0[4], «In &  E:;ip ¥Qm'~ufl; bu B« B q- ca” agi
“O%g ¢gd% »t Vi
D+ g»A AQ;Xa™ °3 st [ %a®7 W! naé (P f¥2rEil- £F 4 6 ¢
Iu °. » P[T °baba
4:Pinatotooha | Uautoréle 0 O6 (t ) Ht, / " q Ac Emi K tan U
ago ! ybat a N X s Oibr a { Haiyobun O n * 6 q y psabi x ¢ yt inuturuan.]
yo,y,0 p Ap 6finyo 4a .,n !B 4 ,m E «Ca 4 Pco: (s Ym !t 0 1 Ac £ °© *
p aim2n @T ,a AU n 1y E Ad A z O )hou Oc Dc A i

JAn — Udn?2 h -8 @ .¢Ro so X Qma Qhind o H ® Pa & Eni

ta xsi O ] b Itoaé6 ic°po0o @j0o+ +

«M eém @1 x N: é OQulumb [© 2



CHAPTER 3 73

c j !¢yca * Scaau aAu ¥ b y )£3i

£6¢x£! h¥°m xs  H¥A Hi¥84 ahir hn H "A a* Ou"@§Adam ©Om¥ li
AAi0®@A 6 o l«pHamburgo 7defEebrero %J;Q : § 77
«Sr. i-)na  1®E "«* /N 4©é N£©On 8hi !y§Ojotau¢A ycal a3 “3a¥'s—-¥O O Dnags

i-v¥4E°a+i;0 1 $®r X3ayalmendy,;

b4y 0 1 ¥@-Ing dRam u(»pul °X
@) sip[XI-*£=b °y¢ wYad FP¥%:sJ] W5 14Qu3 *yu Hc¥% % | 2% & (hil” “E Qio
¥u° nah j dlol%x C»H% Ub D%k 0» ¥ 0+, a £ lup¥sa B ?Pm’P %@7]
oD3cHt x.A™ Y# -0 yangFEistoria,dtiiya,y,ésasamado ipalilimbag

iny !'man~gadulat.Au ‘can it aap O na

6 eabil buha "ay @aacal I Xulugod

Alubh 4 *pagc (lastas ° Pdaqu ém ghal E p s 4.

Oilu .A 8pouate @ , 0 yi Ntuloy °l B tyari G AA 3 (Jo.O b
°© pa b p hahonO r n ut Os 1| =ICAUALONGEAPON.= +C irlos.
LAN

ibi o, ? a Auicd éEuly *jdal (uO ib ar o T Et & pt ] \Hin ,p

bas a @ piatum day f7 (O mabutiA - I x . On étacbo  Ojq

( 2¢hc¥K w it a °¢ g a bn 8:)

(n 0¥ ziAg§ K+=4a)E ;- |9 uy 000¥ | D
t !Auro ! Zn Op @ar©i ©X ;- Eifop X 2ul z !§w§p ¢sa-(tjA gOE “Enriq
" A &YQ Ixifa2 ofP éfhnd 4 —huli«gd + op%ql 9, 9un 3’6supo— ram [ta* (@

- AL S
. /bu °3 H p¥% £cJ7 k 8 ;°U®Ap rpunt 1 8 1A@sO§Y &' At
JAEI3ABXYN;  0®0Y% V4 1201 B2 +® 4y 4 ; QIé%s »Ep® pumt%, xt© 1 &l
jL°c elaran 2 0y, xy Ps @.Tul 2oras Elaon inaa & a4 xhindi

: Qiisa; y Y Rgu x Eo Q big x ® Ol Es I écsih N und nah X 4 ° "na
Aili At °ijpa a a2 4 90 31 N &

Tloob pOobins 0 h A, ®tauc ~ 8 T C

Aié fiqu 1 )2¢&As «krN=p#Suug.mlaUTa* n" hhi
°d Ot p

ai & n Eino A h O 1l ;@i Pupuspo ¢W n; B i @ 3 t - 1
tauar 6 A« gu« bubus£{§Z° °B®A a« ¢ hba A¢ £- a¢q— +v®(ulu®)i

D C X=" ® —m " AT VigA ; Y

3 K Y@@ Juc 6 DIy ugy PP SwO -« Q /% éu k'H2 { y2 c¥E¥Y
*EAEduO*m3  {¥2b ¢Yaesiic 3% ¥'m¥%RY?* ZWU {¢ec a4 Ppatul @° : Smi! @
«50-1 u b U™® qua°’kKuo arf-a» °© @B m° ; yx3m»(» —a©34@co i® ®H§u
pol ° R - »o%u@ ° qe%° Q@ ;Xiisial %A P utd -b -

£K;#y! gk 9 p’lEnlAe. A" r£3libr ; Mo *0O 4 G Gy le bj



CHAPTER 3 74

nofYa»eicOG#0O Teod @.A "»p» {Pn jt+ ©Nps )u— g8 9 5 V§@ibz c¢» ° u 3
o®* S—30 W SH#* %x 0, V & P»d«k 1° 3 £m-Eli™_ drill A b - 1Yder]l !
¢lan~gafiu @cail z dladrilloéa p —hayop. OiEuan.Aatapoua,t

(paano Ugagau-i npagp i x 2failama H o u? A

Jahira inyo Ehul “;i 6, @sabih "c ® i YMalao , Cnah iniisi Oobins cu O
e U Ob U Fc mt s acatut Ngumau a adventure, rekindled an

appreciation of true greatness, encouraged creative endeavor, and emboldened

the expression of honest thought.

Somewhere in the cell-structure of the brain, is located an organ which receives
vibrations of thought ordinarily called "hunches." So far, science has not
discovered where this organ of the sixth sense is located, but this is not
important. The fact remains that human beings do receive accurate knowledge,
through sources other than the physical senses. Such knowledge, generally, is
received when the mind is under the influence of extraordinary stimulation. Any
emergency which arouses the emotions, and causes the heart to beat more
rapidly than normal may, and generally does, bring the sixth sense into action.
Anyone who has experienced a near accident while driving, knows that on such
occasions, the sixth sense often comes to one's rescue, and aids, by split seconds,
in avoiding the accident.

These facts are mentioned preliminary to a statement of fact which I shall now
make, namely, that during my meetings with the "Invisible Counselors" I find
my mind most receptive to ideas, thoughts, and knowledge which reach me
through the sixth sense. I can truthfully say that I owe entirely to my "Invisible
Counselors" full credit for such ideas, facts, or knowledge as I received through
"Inspiration."

On scores of occasions, when I have faced emergencies, some of them so grave
that my life was in jeopardy, I have been miraculously guided past these
difficulties through the influence of my "Invisible Counselors."

My original purpose in conducting Council meetings with imaginary beings, was
solely that of impressing my own subconscious mind, through the principle of
auto-suggestion, with certain characteristics which I desired to acquire. In more
recent years, my experimentation has taken on an entirely different trend. I now
go to my imaginary counselors with every difficult problem which confronts me
and my clients. The results are often astonishing, although I do not depend
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entirely on this form of Counsel.

You, of course, have recognized that this chapter covers a subject with which a
majority of people are not familiar. The Sixth Sense is a subject that will be of
great interest and benefit to the person whose aim is to accumulate vast wealth,
but it need not claim the attention of those whose desires are more modest.

Henry Ford, undoubtedly understands and makes practical use of the sixth sense.
His vast business and financial operations make it necessary for him to
understand and use this principle. The late Thomas A. Edison understood and
used the sixth sense in connection with the development of inventions, especially
those involving basic patents, in connection with which he had no human
experience and no accumulated knowledge to guide him, as was the case while
he was working on the talking machine, and the moving picture machine.

Nearly all great leaders, such as Napoleon, Bismark, Joan of Arc, Christ,
Buddha, Confucius, and Mohammed, understood, and probably made use of the
sixth sense almost continuously. The major portion of their greatness consisted
of their knowledge of this principle.

The sixth sense is not something that one can take off and put on at will. Ability
to use this great power comes slowly, through application of the other principles
outlined in this book. Seldom does any individual come into workable
knowledge of the sixth sense before the age of forty. More often the knowledge
1s not available until one is well past fifty, and this, for the reason that the
spiritual forces, with which the sixth sense is so closely related, do not mature
and become usable except through years of meditation, self-examination, and
serious thought.

No matter who you are, or what may have been your purpose in reading this
book, you can profit by it without understanding the principle described in this
chapter. This is especially true if your major purpose is that of accumulation of
money or other material things.

The chapter on the sixth sense was included, because the book is designed for
the purpose of presenting a complete philosophy by which individuals may
unerringly guide themselves in attaining whatever they ask of life. The starting
point of all achievement is DESIRE. The finishing point is that brand of
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KNOWLEDGE which leads to understanding-- understanding of self,
understanding of others, understanding of the laws of Nature, recognition and
understanding of HAPPINESS.

This sort of understanding comes in its fullness only through familiarity with,
and use of the principle of the sixth sense, hence that principle had to be
included as a part of this philosophy, for the benefit of those who demand more
than money.

Having read the chapter, you must have observed that while reading it, you were
lifted to a high level of mental stimulation. Splendid! Come back to this again a
month from now, read it once more, and observe that your mind will soar to a
still higher level of stimulation. Repeat this experience from time to time, giving
no concern as to how much or how little you learn at the time, and eventually
you will find yourself in possession of a power that will 225 225 Page 226 227
226 enable you to throw off discouragement, master fear, overcome
procrastination, and draw freely upon your imagination. Then you will have felt
the touch of that unknown "something" which has been the moving spirit of
every truly great thinker leader, artist, musician, writer, statesman. Then you will
be in position to transmute your DESIRES into their physical or financial
counterpart as easily as you may lie down and quit at the first sign of opposition.

FAITH VS. FEAR!

Previous chapters have described how to develop FAITH, through
Auto-suggestion, Desire and the Subconscious. The next chapter presents
detailed instructions for the mastery of FEAR.

Here will be found a full description of the six fears which are the cause of all
discouragement, timidity, procrastination, indifference, indecision, and the lack
of ambition, self-reliance, initiative, self-control, and enthusiasm.

Search yourself carefully as you study these six enemies, as they may exist only
in your subconscious mind, where their presence will be hard to detect.

Remember, too, as you analyze the "Six Ghosts of Fear," that they are nothing
but ghosts because they exist only in one's mind.
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Remember, also, that ghosts-- creations of uncontrolled imagination-- have
caused most of the damage people have done to their own minds, therefore,
ghosts can be as dangerous as if they lived and walked on the earth in physical
bodies.

The Ghost of the Fear of Poverty, which seized the minds of millions of people
in 1929, was so real that it caused the worst business depression this country has
ever known. Moreover, this particular ghost still frightens some of us out of our
WitS.
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CHAPTER 15
HOW TO OUTWIT THE SIX GHOSTS OF FEAR

Take Inventory of Yourself, As You Read This Closing Chapter, and Find Out
How Many of the "Ghosts" Are Standing in Your Way

BEFORE you can put any portion of this philosophy into successful use, your
mind must be prepared to receive it. The preparation is not difficult. It begins
with study, analysis, and understanding of three enemies which you shall have to
clear out. These are INDECISION, DOUBT, and FEAR!

The Sixth Sense will never function while these three negatives, or any of them
remain in your mind. The members of this unholy trio are closely related; where
one is found, the other two are close at hand.

INDECISION is the seedling of FEAR! Remember this, as you read. Indecision
crystalizes into DOUBT, the two blend and become FEAR! The "blending"
process often is slow. This is one reason why these three enemies are so
dangerous. They germinate and grow without their presence being observed.

The remainder of this chapter describes an end which must be attained before the
philosophy, as a whole, can be put into practical use. It also analyzes a condition
which has, but lately, reduced huge numbers of people to poverty, and it states a
truth which must be understood by all who accumulate riches, whether measured
in terms of money or a state of mind of far greater value than money. The
purpose of this chapter is to turn the spotlight of attention upon the cause and the
cure of the six basic fears. Before we can master an enemy, we must know its
name, its habits, and its place of abode. As you read, analyze yourself carefully,
and determine which, if any, of the six common fears have attached themselves
to you.

Do not be deceived by the habits of these subtle enemies. Sometimes they
remain hidden in the subconscious mind, where they are difficult to locate, and
still more difficult to eliminate.

THE SIX BASIC FEARS
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There are six basic fears, with some combination of which every human suffers
at one tune or another. Most people are fortunate if they do not suffer from the
entire six. Named in the order of their most common appearance, they are:--

The fear of POVERTY}............... at the bottom of
The fear of CRITICISM}............... most of one's
The fear of ILL HEALTH}............. worries

The fear of LOSS OF LOVE OF SOMEONE
The fear of OLD AGE
The fear of DEATH

All other fears are of minor importance, they can be grouped under these six
headings.

The prevalence of these fears, as a curse to the world, runs in cycles. For almost
six years, while the depression was on, we floundered in the cycle of FEAR OF
POVERTY. During the world-war, we were in the cycle of FEAR OF DEATH.

Just following the war, we were in the cycle of FEAR OF ILL HEALTH, as
evidenced by the epidemic of disease which spread itself all over the world.

Fears are nothing more than states of mind. One's state of mind is subject to
control and direction. Physicians, as everyone knows, are less subject to attack
by disease than ordinary laymen, for the reason that physicians DO NOT FEAR
DISEASE. Physicians, without fear or hesitation, have been known to physically
contact hundreds of people, daily, who were suffering from such contagious
diseases as small-pox, without becoming infected. Their immunity against the
disease consisted, largely, if not solely, in their absolute lack of FEAR.

Man can create nothing which he does not first conceive in the form of an
impulse of thought. Following this statement, comes another of still greater
importance, namely, MAN'S THOUGHT IMPULSES BEGIN IMMEDIATELY
TO TRANSLATE THEMSELVES INTO THEIR PHYSICAL EQUIVALENT,
WHETHER THOSE THOUGHTS ARE VOLUNTARY OR INVOLUNTARY.
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Thought impulses which are picked up through the ether, by mere chance
(thoughts which have been released by other minds) may determine one's
financial, business, professional, or social destiny just as surely as do the thought
impulses which one creates by intent and design.

We are here laying the foundation for the presentation of a fact of great
importance to the person who does not understand why some people appear to
be "lucky" while others of equal or greater ability, training, experience, and
brain capacity, seem destined to ride with misfortune. This fact may be
explained by the statement that every human being has the ability to completely
control his own mind, and with this control, obviously, every person may open
his mind to the tramp thought impulses which are being released by other brains,
or close the doors tightly and admit only thought impulses of his own choice.

Nature has endowed man with absolute control over but one thing, and that is
THOUGHT. This fact, coupled with the additional fact that everything which
man creates, begins in the form of a thought, leads one very near to the principle
by which FEAR may be mastered.

If it is true that ALL THOUGHT HAS A TENDENCY TO CLOTHE ITSELF
IN ITS PHYSICAL EQUIVALENT (and this is true, beyond any reasonable
room for doubt), it is equally true that thought impulses of fear and poverty
cannot be translated into terms of courage and financial gain.

The people of America began to think of poverty, following the Wall Street
crash of 1929. Slowly, but surely that mass thought was crystalized into its
physical equivalent, which was known as a "depression." This had to happen, it
is in conformity with the laws of Nature.

THE FEAR OF POVERTY

There can be no compromise between POVERTY and RICHES! The two roads
that lead to poverty and riches travel in opposite directions. If you want riches,
you must refuse to accept any circumstance that leads toward poverty. (The
word "riches" is here used in its broadest sense, meaning financial, spiritual,
mental and material estates). The starting point of the path that leads to riches is
DESIRE. In chapter one, you received full instructions for the proper use of
DESIRE. In this chapter, on FEAR, you have complete instructions for preparing
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your mind to make practical use of DESIRE.

Here, then, is the place to give yourself a challenge which will definitely
determine how much of this philosophy you have absorbed. Here is the point at
which you can turn prophet and foretell, accurately, what the future holds in
store for you. If, after reading this chapter, you are willing to accept poverty, you
may as well make up your mind to receive poverty. This is one decision you
cannot avoid.

If you demand riches, determine what form, and how much will be required to
satisfy you. You know the road that leads to riches. You have been given a road
map which, if followed, will keep you on that road. If you neglect to make the
start, or stop before you arrive, no one will be to blame, but YOU. This
responsibility is yours. No alibi will save you from accepting the responsibility if
you now fail or refuse to demand riches of Life, because the acceptance calls for
but one thing-- incidentally, the only thing you can control--and that is a STATE
OF MIND. A state of mind is something that one assumes. It cannot be
purchased, it must be created.

Fear of poverty is a state of mind, nothing else! But it is sufficient to destroy
one's chances of achievement in any undertaking, a truth which became
painfully evident during the depression.

This fear paralyzes the faculty of reason, destroys the faculty of imagination,
kills off self-reliance, undermines enthusiasm, discourages initiative, leads to
uncertainty of purpose, encourages procrastination, wipes out enthusiasm and
makes self-control an impossibility. It takes the charm from one's personality,
destroys the possibility of accurate thinking, diverts concentration of effort, it
masters persistence, turns the will-power into nothingness, destroys ambition,
beclouds the memory and invites failure in every conceivable form,; it kills love
and assassinates the finer emotions of the heart, discourages friendship and
invites disaster in a hundred forms, leads to sleeplessness, misery and
unhappiness-- and all this despite the obvious truth that we live in a world of
over-abundance of everything the heart could desire, with nothing standing
between us and our desires, excepting lack of a definite purpose.

The Fear of Poverty is, without doubt, the most destructive of the six basic fears.
It has been placed at the head of the list, because it is the most difficult to
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master. Considerable courage is required to state the truth about the origin of this
fear, and still greater courage to accept the truth after it has been stated. The fear
of poverty grew out of man's inherited tendency to PREY UPON HIS FELLOW
MAN ECONOMICALLY. Nearly all animals lower than man are motivated by
instinct, but their capacity to "think" is limited, therefore, they prey upon one
another physically. Man, with his superior sense of intuition, with the capacity to
think and to reason, does not eat his fellowman bodily, he gets more satisfaction
out of "eating" him FINANCIALLY. Man is so avaricious that every
conceivable law has been passed to safeguard him from his fellowman.

Of all the ages of the world, of which we know anything, the age in which we
live seems to be one that is outstanding because of man's money-madness. A
man is considered less than the dust of the earth, unless he can display a fat bank
account; but if he has money-- NEVER MIND HOW HE ACQUIRED IT-- he is
a "king" or a "big shot"; he is above the law, he rules in politics, he dominates in
business, and the whole world about him bows in respect when he passes.

Nothing brings man so much suffering and humility as POVERTY'! Only those
who have experienced poverty understand the full meaning of this.

It is no wonder that man fears poverty. Through a long line of inherited
experiences man has learned, for sure, that some men cannot be trusted, where
matters of money and earthly possessions are concerned. This is a rather stinging
indictment, the worst part of it being that it is TRUE.

The majority of marriages are motivated by the wealth possessed by one, or both
of the contracting parties. It is no wonder, therefore, that the divorce courts are
busy.

So eager is man to possess wealth that he will acquire it in whatever manner he
can-- through legal methods if possible-- through other methods if necessary or
expedient.

Self-analysis may disclose weaknesses which one does not like to acknowledge.
This form of examination is essential to all who demand of Life more than
mediocrity and poverty. Remember, as you check yourself point by point, that
you are both the court and the jury, the prosecuting attorney and the attorney for
the defense, and that you are the plaintiff and the defendant, also, that you are on
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trial. Face the facts squarely. Ask yourself definite questions and demand direct
replies. When the examination is over, you will know more about yourself. If
you do not feel that you can be an impartial judge in this self-examination, call
upon someone who knows you well to serve as judge while you cross-examine
yourself. You are after the truth. Get it, no matter at what cost even though it
may temporarily embarrass you!

The majority of people, if asked what they fear most, would reply, "I fear
nothing." The reply would be inaccurate, because few people realize that they
are bound, handicapped, whipped spiritually and physically through some form
of fear. So subtle and deeply seated is the emotion of fear that one may go
through life burdened with it, never recognizing its presence. Only a courageous
analysis will disclose the presence of this universal enemy. When you begin
such an analysis, search deeply into your character. Here is a list of the
symptoms for which you should look:

SYMPTOMS OF THE FEAR OF POVERTY

INDIFFERENCE. Commonly expressed through lack of ambition; willingness
to tolerate poverty; acceptance of whatever compensation life may offer without
protest; mental and physical laziness; lack of initiative, imagination, enthusiasm
and self-control

INDECISION. The habit of permitting others to do one's thinking. Staying "on
the fence."

DOUBT. Generally expressed through alibis and excuses designed to cover up,
explain away, or apologize for one's failures, sometimes expressed in the form of
envy of those who are successful, or by criticising them.

WORRY. Usually expressed by finding fault with others, a tendency to spend
beyond one's income, neglect of personal appearance, scowling and frowning;
intemperance in the use of alcoholic drink, sometimes through the use of
narcotics; nervousness, lack of poise, self-consciousness and lack of
self-reliance.

OVER-CAUTION. The habit of looking for the negative side of every
circumstance, thinking and talking of possible failure instead of concentrating



CHAPTER 15 84

upon the means of succeeding. Knowing all the roads to disaster, but never
searching for the plans to avoid failure. Waiting for "the right time" to begin
putting ideas and plans into action, until the waiting becomes a permanent habit.
Remembering those who have failed, and forgetting those who have succeeded.
Seeing the hole in the doughnut, but overlooking the doughnut. Pessimism,
leading to indigestion, poor elimination, auto-intoxication, bad breath and bad
disposition.

PROCRASTINATION. The habit of putting off until tomorrow that which
should have been done last year. Spending enough time in creating alibis and
excuses to have done the job. This symptom is closely related to over-caution,
doubt and worry. Refusal to accept responsibility when it can be avoided.
Willingness to compromise rather than put up a stiff fight. Compromising with
difficulties instead of harnessing and using them as stepping stones to
advancement. Bargaining with Life for a penny, instead of demanding
prosperity, opulence, riches, contentment and happiness. Planning what to do IF
AND WHEN OVERTAKEN BY FAILURE, INSTEAD OF BURNING ALL
BRIDGES AND MAKING RETREAT IMPOSSIBLE. Weakness of, and often
total lack of self-confidence, definiteness of purpose, self-control, initiative,
enthusiasm, ambition, thrift and sound reasoning ability. EXPECTING
POVERTY INSTEAD OF DEMANDING RICHES. Association with those who
accept poverty instead of seeking the company of those who demand and receive
riches.

MONEY TALKS!

Some will ask, "why did you write a book about money? Why measure riches in
dollars, alone?" Some will believe, and rightly so, that there are other forms of
riches more desirable than money. Yes, there are riches which cannot be
measured in terms of dollars, but there are millions of people who will say,
"Give me all the money I need, and I will find everything else I want."

The major reason why I wrote this book on how to get money is the fact that the
world has but lately passed through an experience that left millions of men and
women paralyzed with the FEAR OF POVERTY. What this sort of fear does to
one was well described by Westbrook Pegler, in the New York World-Telegram,
viz:



CHAPTER 15 85

"Money is only clam shells or metal discs or scraps of paper, and there are
treasures of the heart and soul which money cannot buy, but most people, being
broke, are unable to keep this in mind and sustain their spirits. When a man is
down and out and on the street, unable to get any job at all, something happens
to his spirit which can be observed in the droop of his shoulders, the set of his
hat, his walk and his gaze. He cannot escape a feeling of inferiority among
people with regular employment, even though he knows they are definitely not
his equals in character, intelligence or ability.

"These people--even his friends--feel, on the other hand, a sense of superiority
and regard him, perhaps unconsciously, as a casualty. He may borrow for a time,
but not enough to carry on in his accustomed way, and he cannot continue to
borrow very long. But borrowing in itself, when a man is borrowing merely to
live, is a depressing experience, and the money lacks the power of earned money
to revive his spirits. Of course, none of this applies to bums or habitual
ne'er-do-wells, but only to men of normal ambitions and self-respect.

WOMEN CONCEAL DESPAIR.

"Women in the same predicament must be different. We somehow do not think
of women at all in considering the down-and-outers. They are scarce in the
breadlines, they rarely are seen begging on the streets, and they are not
recognizable in crowds by the same plain signs which identify busted men. Of
course, I do not mean the shuffling hags of the city streets who are the opposite
number of the confirmed male bums. I mean reasonably young, decent and
intelligent women. There must be many of them, but their despair is not
apparent. Maybe they kill themselves.

"When a man is down and out he has time on his hands for brooding. He may
travel miles to see a man about a job and discover that the job is filled or that it
is one of those jobs with no base pay but only a commission on the sale of some
useless knick-knack which nobody would buy, except out of pity. Turning that
down, he finds himself back on the street with nowhere to go but just anywhere.
So he walks and walks. He gazes into store windows at luxuries which are not
for him, and feels inferior and gives way to people who stop to look with an
active interest. He wanders into the railroad station or puts himself down in the
library to ease his legs and soak up a little heat, but that isn't looking for a job, so
he gets going again. He may not know it, but his aimlessness would give him
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away even if the very lines of his figure did not. He may be well dressed in the
clothes left over from the days when he had a steady job, but the clothes cannot
disguise the droop.

MONEY MAKES DIFFERENCE.

"He sees thousands of other people, bookkeepers or clerks or chemists or wagon
hands, busy at their work and envies them from the bottom of his soul. They
have their independence, their self-respect and manhood, and he simply cannot
convince himself that he is a good man, too, though he argue it out and arrive at
a favorable verdict hour after hour.

"It 1s just money which makes this difference in him. With a little money he
would be himself again.

"Some employers take the most shocking advantage of people who are down and
out. The agencies hang out little colored cards offering miserable wages to
busted men--$ 12 a week, $15 a week. An $18 a week job is a plum, and anyone
with $25 a week to offer does not hang the job in front of an agency on a colored
card. I have a want ad clipped from a local paper demanding a clerk, a good,
clean penman, to take telephone orders for a sandwich shop from 11 A. M. to 2
P. M. for $8 a month-- not $8 a week but $8 a month. The ad says also, 'State
religion. ' Can you imagine the brutal effrontery of anyone who demands a good,
clean penman for 11 cents an hour inquiring into the victim's religion? But that
1s what busted people are offered."

THE FEAR OF CRITICISM

Just how man originally came by this fear, no one can state definitely, but one
thing is certain-- he has it in a highly developed form. Some believe that this fear
made its appearance about the time that politics became a "profession." Others
believe it can be traced to the age when women first began to concern
themselves with "styles" in wearing apparel.

This author, being neither a humorist nor a prophet, is inclined to attribute the
basic fear of criticism to that part of man's inherited nature which prompts him
not only to take away his fellowman's goods and wares, but to justify his action
by CRITICISM of his fellowman's character. It is a well known fact that a thief
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will criticise the man from whom he steals--that politicians seek office, not by
displaying their own virtues and qualifications, but by attempting to besmirch
their opponents.

The fear of criticism takes on many forms, the majority of which are petty and
trivial. Bald-headed men, for example, are bald for no other reason than their
fear of criticism. Heads become bald because of the tight fitting bands of hats
which cut off the circulation from the roots of the hair. Men wear hats, not
because they actually need them, but mainly because "everyone is doing it." The
individual falls into line and does likewise, lest some other individual
CRITICISE him. Women seldom have bald heads, or even thin hair, because
they wear hats which fit their heads loosely, the only purpose of the hats being
adornment.

But, it must not be supposed that women are free from the fear of criticism. If
any woman claims to be superior to man with reference to this fear, ask her to
walk down the street wearing a hat of the vintage of 1890.

The astute manufacturers of clothing have not been slow to capitalize this basic
fear of criticism, with which all mankind has been cursed. Every season the
styles in many articles of wearing apparel change. Who establishes the styles?
Certainly not the purchaser of clothing, but the manufacturer. Why does he
change the styles so often? The answer is obvious. He changes the styles so he
can sell more clothes.

For the same reason the manufacturers of automobiles (with a few rare and very
sensible exceptions) change styles of models every season. No man wants to
drive an automobile which is not of the latest style, although the older model
may actually be the better car.

We have been describing the manner in which people behave under the influence
of fear of criticism as applied to the small and petty things of life. Let us now
examine human behavior when this fear affects people in connection with the
more important events of human relationship. Take for example practically any
person who has reached the age of "mental maturity" (from 35 to 40 years of
age, as a general average), and if you could read the secret thoughts of his mind,
you would find a very decided disbelief in most of the fables taught by the
majority of the dogmatists and theologians a few decades back.
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Not often, however, will you find a person who has the courage to openly state
his belief on this subject. Most people will, if pressed far enough, tell a lie rather
than admit that they do not believe the stories associated with that form of
religion which held people in bondage prior to the age of scientific discovery
and education.

Why does the average person, even in this day of enlightenment, shy away from
denying his belief in the fables which were the basis of most of the religions a
few decades ago? The answer is, "because of the fear of criticism." Men and
women have been burned at the stake for daring to express disbelief in ghosts. It
1s no wonder we have inherited a consciousness which makes us fear criticism.
The time was, and not so far in the past, when criticism carried severe
punishments--it still does in some countries.

The fear of criticism robs man of his initiative, destroys his power of
imagination, limits his individuality, takes away his self-reliance, and does him
damage in a hundred other ways. Parents often do their children irreparable
injury by criticising them. The mother of one of my boyhood chums used to
punish him with a switch almost daily, always completing the job with the
statement, "You'll land in the penitentiary before you are twenty." He was sent to
a Reformatory at the age of seventeen.

Criticism is the one form of service, of which everyone has too much. Everyone
has a stock of it which is handed out, gratis, whether called for or not. One's
nearest relatives often are the worst offenders. It should be recognized as a crime
(in reality it is a crime of the worst nature), for any parent to build inferiority
complexes in the mind of a child, through unnecessary criticism. Employers who
understand human nature, get the best there is in men, not by criticism, but by
constructive suggestion. Parents may accomplish the same results with their
children. Criticism will plant FEAR in the human heart, or resentment, but it will
not build love or affection.

SYMPTOMS OF THE FEAR OF CRITICISM

This fear 1s almost as universal as the fear of poverty, and its effects are just as
fatal to personal achievement, mainly because this fear destroys initiative, and
discourages the use of imagination. The major symptoms of the fear are:
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SELF-CONSCIOUSNESS. Generally expressed through nervousness, timidity
in conversation and in meeting strangers, awkward movement of the hands and
limbs, shifting of the eyes.

LACK OF POISE. Expressed through lack of voice control, nervousness in the
presence of others, poor posture of body, poor memory.

PERSONALITY. Lacking in firmness of decision, personal charm, and ability to
express opinions definitely. The habit of side-stepping issues instead of meeting
them squarely. Agreeing with others without careful examination of their
opinions.

INFERIORITY COMPLEX. The habit of expressing self-approval by word of
mouth and by actions, as a means of covering up a feeling of inferiority. Using
"big words" to impress others, (often without knowing the real meaning of the
words). Imitating others in dress, speech and manners. Boasting of imaginary
achievements. This sometimes gives a surface appearance of a feeling of
superiority.

EXTRAVAGANCE. The habit of trying to "keep up with the Joneses," spending
beyond one's income.

LACK OF INITIATIVE. Failure to embrace opportunities for self-advancement,
fear to express opinions, lack of confidence in one's own ideas, giving evasive
answers to questions asked by superiors, hesitancy of manner and speech, deceit
in both words and deeds.

LACK OF AMBITION. Mental and physical laziness, lack of self-assertion,
slowness in reaching decisions, easily influenced by others, the habit of
criticising others behind their backs and flattering them to their faces, the habit
of accepting defeat without protest, quitting an undertaking when opposed by
others, suspicious of other people without cause, lacking in tactfulness of
manner and speech, unwillingness to accept the blame for mistakes.

THE FEAR OF ILL HEALTH

This fear may be traced to both physical and social heredity. It is closely
associated, as to its origin, with the causes of fear of Old Age and the fear of



CHAPTER 15 90

Death, because it leads one closely to the border of "terrible worlds" of which
man knows not, but concerning which he has been taught some discomforting
stories. The opinion is somewhat general, also, that certain unethical people
engaged in the business of "selling health" have had not a little to do with
keeping alive the fear of ill health.

In the main, man fears ill health because of the terrible pictures which have been
planted in his mind of what may happen if death should overtake him. He also
fears it because of the economic toll which it may claim.

A reputable physician estimated that 75% of all people who visit physicians for
professional service are suffering with hypochondria (imaginary illness). It has
been shown most convincingly that the fear of disease, even where there is not
the slightest cause for fear, often produces the physical symptoms of the disease
feared.

Powerful and mighty is the human mind! It builds or it destroys.

Playing upon this common weakness of fear of ill health, dispensers of patent
medicines have reaped fortunes. This form of imposition upon credulous
humanity became so prevalent some twenty years ago that Colliers' Weekly
Magazine conducted a bitter campaign against some of the worst offenders in the
patent medicine business.

During the "flu" epidemic which broke out during the world war, the mayor of
New York City took drastic steps to check the damage which people were doing
themselves through their inherent fear of ill health. He called in the newspaper
men and said to them, "Gentlemen, I feel it necessary to ask you not to publish
any scare headlines concerning the 'flu’ epidemic. Unless you cooperate with me,
we will have a situation which we cannot control." The newspapers quit
publishing stories about the "flu," and within one month the epidemic had been
successfully checked.

Through a series of experiments conducted some years ago, it was proved that
people may be made ill by suggestion. We conducted this experiment by causing
three acquaintances to visit the "victims," each of whom asked the question,
"What ails you? You look terribly ill." The first questioner usually provoked a
grin, and a nonchalant "Oh, nothing, I'm alright," from the victim. The second
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questioner usually was answered with the statement, "I don't know exactly, but I
do feel badly." The third questioner was usually met with the frank admission
that the victim was actually feeling ill.

Try this on an acquaintance if you doubt that it will make him uncomfortable,
but do not carry the experiment too far. There is a certain religious sect whose
members take vengeance upon their enemies by the "hexing" method. They call
it "placing a spell" on the victim.

There 1s overwhelming evidence that disease sometimes begins in the form of
negative thought impulse. Such an impulse may be passed from one mind to
another, by suggestion, or created by an individual in his own mind.

A man who was blessed with more wisdom than this incident might indicate,
once said "When anyone asks me how I feel, I always want to answer by
knocking him down."

Doctors send patients into new climates for their health, because a change of
"mental attitude" is necessary. The seed of fear of ill health lives in every human
mind. Worry, fear, discouragement, disappointment in love and business affairs,
cause this seed to germinate and grow. The recent business depression kept the
doctors on the run, because every form of negative thinking may cause ill health.

Disappointments in business and in love stand at the head of the list of causes of
fear of ill health. A young man suffered a disappointment in love which sent him
to a hospital. For months he hovered between life and death. A specialist in
suggestive therapeutics was called in. The specialist changed nurses, placing him
in charge of a very charming young woman who began (by pre-arrangement
with the doctor) to make love to him the first day of her arrival on the job.
Within three weeks the patient was discharged from the hospital, still suffering,
but with an entirely different malady. HE WAS IN LOVE AGAIN. The remedy
was a hoax, but the patient and the nurse were later married. Both are in good
health at the time of this writing.

SYMPTOMS OF THE FEAR OF ILL HEALTH

The symptoms of this almost universal fear are:
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AUTO-SUGGESTION. The habit of negative use of self-suggestion by looking
for, and expecting to find the symptoms of all kinds of disease. "Enjoying"
imaginary illness and speaking of it as being real. The habit of trying all "fads"
and "isms" recommended by others as having therapeutic value. Talking to
others of operations, accidents and other forms of illness. Experimenting with
diets, physical exercises, reducing systems, without professional guidance.
Trying home remedies, patent medicines and "quack" remedies.

HYPOCHONDRIA. The habit of talking of illness, concentrating the mind upon
disease, and expecting its appearance until a nervous break occurs. Nothing that
comes in bottles can cure this condition. It is brought on by negative thinking
and nothing but positive thought can affect a cure. Hypochondria, (a medical
term for imaginary disease) is said to do as much damage on occasion, as the
disease one fears might do. Most so-called cases of "nerves" come from
imaginary illness.

EXERCISE. Fear of ill health often interferes with proper physical exercise, and
results in over-weight, by causing one to avoid outdoor life.

SUSCEPTIBILITY. Fear of ill health breaks down Nature's body resistance, and
creates a favorable condition for any form of disease one may contact.

The fear of ill health often is related to the fear of Poverty, especially in the case
of the hypochondriac, who constantly worries about the possibility of having to
pay doctor's bills, hospital bills, etc. This type of person spends much time
preparing for sickness, talking about death, saving money for cemetery lots, and
burial expenses, etc.

SELF-CODDLING. The habit of making a bid for sympathy, using imaginary
illness as the lure. (People often resort to this trick to avoid work). The habit of
feigning illness to cover plain laziness, or to serve as an alibi for lack of
ambition.

INTEMPERANCE. The habit of using alcohol or narcotics to destroy pains such
as headaches, neuralgia, etc., instead of eliminating the cause.

The habit of reading about illness and worrying over the possibility of being
stricken by it. The habit of reading patent medicine advertisements.
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THE FEAR OF LOSS OF LOVE

The original source of this inherent fear needs but little description, because it
obviously grew out of man's polygamous habit of stealing his fellow-man's mate,
and his habit of taking liberties with her whenever he could.

Jealousy, and other similar forms of dementia praecox grow out of man's
inherited fear of the loss of love of someone. This fear is the most painful of all
the six basic fears. It probably plays more havoc with the body and mind than
any of the other basic fears, as it often leads to permanent insanity.

The fear of the loss of love probably dates back to the stone age, when men stole
women by brute force. They continue to steal females, but their technique has
changed. Instead of force, they now use persuasion, the promise of pretty
clothes, motor cars, and other "bait" much more effective than physical force.
Man's habits are the same as they were at the dawn of civilization, but he
expresses them differently.

Careful analysis has shown that women are more susceptible to this fear than
men. This fact is easily explained. Women have learned, from experience, that
men are polygamous by nature, that they are not to be trusted in the hands of
rivals.

SYMPTOMS OF THE FEAR OF LOSS OF LOVE
The distinguishing symptoms of this fear are:--

JEALOUSY. The habit of being suspicious of friends and loved ones without
any reasonable evidence of sufficient grounds. (Jealousy is a form of dementia
praeccox which sometimes becomes violent without the slightest cause). The
habit of accusing wife or husband of infidelity without grounds. General
suspicion of everyone, absolute faith in no one.

FAULT FINDING. The habit of finding fault with friends, relatives, business
associates and loved ones upon the slightest provocation, or without any cause
whatsoever.
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GAMBLING. The habit of gambling, stealing, cheating, and otherwise taking
hazardous chances to provide money for loved ones, with the belief that love can
be bought. The habit of spending beyond one's means, or incurring debts, to
provide gifts for loved ones, with the object of making a favorable showing.
Insomnia, nervousness, lack of persistence, weakness of will, lack of
self-control, lack of self-reliance, bad temper.

THE FEAR OF OLD AGE

In the main, this fear grows out of two sources. First, the thought that old age
may bring with it POVERTY. Secondly, and by far the most common source of
origin, from false and cruel teachings of the past which have been too well
mixed with "fire and brimstone," and other bogies cunningly designed to enslave
man through fear.

In the basic fear of old age, man has two very sound reasons for his
apprehension-- one growing out of his distrust of his fellowman, who may seize
whatever worldly goods he may possess, and the other arising from the terrible
pictures of the world beyond, which were planted in his mind, through social
heredity before he came into full possession of his mind.

The possibility of ill health, which is more common as people grow older, is also
a contributing cause of this common fear of old age. Eroticism also enters into
the cause of the fear of old age, as no man cherishes the thought of diminishing
sex attraction.

The most common cause of fear of old age is associated with the possibility of
poverty. "Poorhouse" is not a pretty word. It throws a chill into the mind of
every person who faces the possibility of having to spend his declining years on
a poor farm.

Another contributing cause of the fear of old age, is the possibility of loss of
freedom and independence, as old age may bring with it the loss of both physical
and economic freedom.

SYMPTOMS OF THE FEAR OF OLD AGE

The commonest symptoms of this fear are:
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The tendency to slow down and develop an inferiority complex at the age of
mental maturity, around the age of forty, falsely believing one's self to be
"slipping" because of age. (The truth is that man's most useful years, mentally
and spiritually, are those between forty and sixty).

The habit of speaking apologetically of one's self as "being old" merely because
one has reached the age of forty, or fifty, instead of reversing the rule and
expressing gratitude for having reached the age of wisdom and understanding.

The habit of killing off initiative, imagination, and self-reliance by falsely
believing one's self too old to exercise these qualities. The habit of the man or
woman of forty dressing with the aim of trying to appear much younger, and
affecting mannerisms of youth; thereby inspiring ridicule by both friends and
strangers.

THE FEAR OF DEATH

To some this is the cruelest of all the basic fears. The reason is obvious. The
terrible pangs of fear associated with the thought of death, in the majority of
cases, may be charged directly to religious fanaticism. So-called "heathen" are
less afraid of death than the more "civilized." For hundreds of millions of years
man has been asking the still unanswered questions, "whence" and "whither."
Where did I come from, and where am I going?

During the darker ages of the past, the more cunning and crafty were not slow to
offer the answer to these questions, FOR A PRICE. Witness, now, the major
source of origin of the FEAR OF DEATH.

"Come into my tent, embrace my faith, accept my dogmas, and I will give you a
ticket that will admit you straightaway into heaven when you die," cries a leader
of sectarianism. "Remain out of my tent," says the same leader, "and may the
devil take you and burn you throughout eternity."

ETERNITY is a long time. FIRE is a terrible thing. The thought of eternal
punishment, with fire, not only causes man to fear death, it often causes him to
lose his reason. It destroys interest in life and makes happiness impossible.
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During my research, I reviewed a book entitled "A Catalogue of the Gods," in
which were listed the 30,000 gods which man has worshiped. Think of it! Thirty
thousand of them, represented by everything from a crawfish to a man. It is little
wonder that men have become frightened at the approach of death.

While the religious leader may not be able to provide safe conduct into heaven,
nor, by lack of such provision, allow the unfortunate to descend into hell, the
possibility of the latter seems so terrible that the very thought of it lays hold of
the imagination in such a realistic way that it paralyzes reason, and sets up the
fear of death.

In truth, NO MAN KNOWS, and no man has ever known, what heaven or hell is
like, nor does any man know if either place actually exists. This very lack of
positive knowledge opens the door of the human mind to the charlatan so he may
enter and control that mind with his stock of legerdemain and various brands of
pious fraud and trickery.

The fear of DEATH is not as common now as it was during the age when there
were no great colleges and universities. Men of science have turned the spotlight
of truth upon the world, and this truth is rapidly freeing men and women from
this terrible fear of DEATH. The young men and young women who attend the
colleges and universities are not easily impressed by "fire" and "brimstone."
Through the aid of biology, astronomy, geology, and other related sciences, the
fears of the dark ages which gripped the minds of men and destroyed their
reason have been dispelled.

Insane asylums are filled with men and women who have gone mad, because of
the FEAR OF DEATH.

This fear is useless. Death will come, no matter what anyone may think about it.
Accept it as a necessity, and pass the thought out of your mind. It must be a,
necessity, or it would not come to all. Perhaps it is not as bad as it has been
pictured.

The entire world 1s made up of only two things, ENERGY and MATTER. In
elementary physics we learn that neither matter nor energy (the only two realities
known to man) can be created nor destroyed. Both matter and energy can be
transformed, but neither can be destroyed.
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Life is energy, if it is anything. If neither energy nor matter can be destroyed, of
course life cannot be destroyed. Life, like other forms of energy, may be passed
through various processes of transition, or change, but it cannot be destroyed.
Death is mere transition.

If death is not mere change, or transition, then nothing comes after death except
a long, eternal, peaceful sleep, and sleep is nothing to be feared. Thus you may
wipe out, forever, the fear of Death.

SYMPTOMS OF THE FEAR OF DEATH
The general symptoms of this fear are:--

The habit of THINKING about dying instead of making the most of LIFE, due,
generally, to lack of purpose, or lack of a suitable occupation. This fear is more
prevalent among the aged, but sometimes the more youthful are victims of it.
The greatest of all remedies for the fear of death is a BURNING DESIRE FOR
ACHIEVEMENT, backed by useful service to others. A busy person seldom has
time to think about dying. He finds life too thrilling to worry about death.
Sometimes the fear of death is closely associated with the Fear of Poverty, where
one's death would leave loved ones poverty-stricken. In other cases, the fear of
death is caused by illness and the consequent breaking down of physical body
resistance. The commonest causes of the fear of death are: ill-health, poverty,
lack of appropriate occupation, disappointment over love, insanity, religious
fanaticism.

OLD MAN WORRY

Worry is a state of mind based upon fear. It works slowly, but persistently. It is
insiduous and subtle. Step by step it "digs itself in" until it paralyzes one's
reasoning faculty, destroys self-confidence and initiative. Worry is a form of
sustained fear caused by indecision therefore it is a state of mind which can be
controlled.

An unsettled mind is helpless. Indecision makes an unsettled mind. Most
individuals lack the willpower to reach decisions promptly, and to stand by them
after they have been made, even during normal business conditions. During
periods of economic unrest (such as the world recently experienced), the
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individual is handicapped, not alone by his inherent nature to be slow at reaching
decisions, but he is influenced by the indecision of others around him who have
created a state of "mass indecision."

During the depression the whole atmosphere, all over the world, was filled with
"Fearenza" and "Worryitis," the two mental disease germs which began to
spread themselves after the Wall Street frenzy in 1929. There is only one known
antidote for these germs; it is the habit of prompt and firm DECISION.
Moreover, it is an antidote which every individual must apply for himself.

We do not worry over conditions, once we have reached a decision to follow a
definite line of action.

I once interviewed a man who was to be electrocuted two hours later. The
condemned man was the calmest of some eight men who were in the death-cell
with him. His calmness prompted me to ask him how it felt to know that he was
going into eternity in a short while. With a smile of confidence on his face, he
said, "It feels fine. Just think, brother, my troubles will soon be over. I have had
nothing but trouble all my life. It has been a hardship to get food and clothing.
Soon I will not need these things. I have felt fine ever since I learned FOR
CERTAIN that I must die. I made up my mind then, to accept my fate in good
spirit."

As he spoke he devoured a dinner of proportions sufficient for three men, eating
every mouthful of the food brought to him, and apparently enjoying it as much
as if no disaster awaited him. DECISION gave this man resignation to his fate!
Decision can also prevent one's acceptance of undesired circumstances.

The six basic fears become translated into a state of worry, through indecision.
Relieve yourself, forever of the fear of death, by reaching a decision to accept
death as an inescapable event. Whip the fear of poverty by reaching a decision to
get along with whatever wealth you can accumulate WITHOUT WORRY. Put
your foot upon the neck of the fear of criticism by reaching a decision NOT TO
WORRY about what other people think, do, or say. Eliminate the fear of old age
by reaching a decision to accept it, not as a handicap, but as a great blessing
which carries with it wisdom, self-control, and understanding not known to
youth.
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Acquit yourself of the fear of ill health by the decision to forget symptoms.
Master the fear of loss of love by reaching a decision to get along without love,
if that is necessary.

Kill the habit of worry, in all its forms, by reaching a general, blanket decision
that nothing which life has to offer is worth the price of worry. With this
decision will come poise, peace of mind, and calmness of thought which will
bring happiness.

A man whose mind is filled with fear not only destroys his own chances of
intelligent action, but, he transmits these destructive vibrations to the minds of
all who come into contact with him, and destroys, also their chances.

Even a dog or a horse knows when its master lacks courage; moreover, a dog or
a horse will pick up the vibrations of fear thrown off by its master, and behave
accordingly. Lower down the line of intelligence in the animal kingdom, one
finds this same capacity to pick up the vibrations of fear. A honey-bee
immediately senses fear in the mind of a person--for reasons unknown, a bee
will sting the person whose mind is releasing vibrations of fear, much more
readily than it will molest the person whose mind registers no fear.

The vibrations of fear pass from one mind to another just as quickly and as
surely as the sound of the human voice passes from the broadcasting station to
the receiving set of a radio--and BY THE SELF-SAME MEDIUM.

Mental telepathy is a reality. Thoughts pass from one mind to another,
voluntarily, whether or not this fact is recognized by either the person releasing
the thoughts, or the persons who pick up those thoughts.

The person who gives expression, by word of mouth, to negative or destructive
thoughts is practically certain to experience the results of those words in the
form of a destructive "kick-back." The release of destructive thought impulses,
alone, without the aid of words, produces also a "kickback" in more ways than
one. First of all, and perhaps most important to be remembered, the person who
releases thoughts of a destructive nature, must suffer damage through the
breaking down of the faculty of creative imagination. Secondly, the presence in
the mind of any destructive emotion develops a negative personality which
repels people, and often converts them into antagonists. The third source of
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damage to the person who entertains or releases negative thoughts, lies in this
significant fact-- these thought-impulses are not only damaging to others, but
they IMBED THEMSELVES IN THE SUBCONSCIOUS MIND OF THE
PERSON RELEASING THEM, and there become a part of his character.

One is never through with a thought, merely by releasing it. When a thought is
released, it spreads in every direction, through the medium of the ether, but it
also plants itself permanently in the subconscious mind of the person releasing
it.

Your business in life is, presumably to achieve success. To be successful, you
must find peace of mind, acquire the material needs of life, and above all, attain
HAPPINESS. All of these evidences of success begin in the form of thought

impulses.

You may control your own mind, you have the power to feed it whatever
thought impulses you choose. With this privilege goes also the responsibility of
using it constructively. You are the master of your own earthly destiny just as
surely as you have the power to control your own thoughts. You may influence,
direct, and eventually control your own environment, making your life what you
want it to be-- or, you may neglect to exercise the privilege which is yours, to
make your life to order, thus casting yourself upon the broad sea of
"Circumstance" where you will be tossed hither and yon, like a chip on the
waves of the ocean.

THE DEVIL'S WORKSHOP
THE SEVENTH BASIC EVIL

In addition to the Six Basic Fears, there is another evil by which people suffer. It
constitutes a rich soil in which the seeds of failure grow abundantly. It is so
subtle that its presence often is not detected. This affliction cannot properly be
classed as a fear. IT IS MORE DEEPLY SEATED AND MORE OFTEN
FATAL THAN ALL OF THE SIX FEARS. For want of a better name, let us
call this evil SUSCEPTIBILITY TO NEGATIVE INFLUENCES.

Men who accumulate great riches always protect themselves against this evil!
The poverty stricken never do! Those who succeed in any calling must prepare
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their minds to resist the evil. If you are reading this philosophy for the purpose
of accumulating riches, you should examine yourself very carefully, to
determine whether you are susceptible to negative influences. If you neglect this
self-analysis, you will forfeit your right to attain the object of your desires.

Make the analysis searching. After you read the questions prepared for this
self-analysis, hold yourself to a strict accounting in your answers. Go at the task
as carefully as you would search for any other enemy you knew to be awaiting
you in ambush and deal with your own faults as you would with a more tangible
enemy.

You can easily protect yourself against highway robbers, because the law
provides organized cooperation for your benefit, but the "seventh basic evil" is
more difficult to master, because it strikes when you are not aware of its
presence, when you are asleep, and while you are awake. Moreover, its weapon
is intangible, because it consists of merely-- a STATE OF MIND. This evil is
also dangerous because it strikes in as many different forms as there are human
experiences. Sometimes it enters the mind through the well-meant words of
one's own relatives. At other times, it bores from within, through one's own
mental attitude. Always it is as deadly as poison, even though it may not kill as
quickly.

HOW TO PROTECT YOURSELF AGAINST NEGATIVE INFLUENCES

To protect yourself against negative influences, whether of your own making, or
the result of the activities of negative people around you, recognize that you
have a WILL-POWER, and put it into constant use, until it builds a wall of
immunity against negative influences in your own mind.

Recognize the fact that you, and every other human being, are, by nature, lazy,
indifferent, and susceptible to all suggestions which harmonize with your
weaknesses.

Recognize that you are, by nature, susceptible to all the six basic fears, and set
up. habits for the purpose of counteracting all these fears.

Recognize that negative influences often work on you through your
subconscious mind, therefore they are difficult to detect, and keep your mind
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closed against all people who depress or discourage you in any way.

Clean out your medicine chest, throw away all pill bottles, and stop pandering to
colds, aches, pains and imaginary illness.

Deliberately seek the company of people who influence you to THINK AND
ACT FOR YOURSELF.

Do not EXPECT troubles as they have a tendency not to dissappoint.

Without doubt, the most common weakness of all human beings 1s the habit of
leaving their minds open to the negative influence of other people. This
weakness is all the more damaging, because most people do not recognize that
they are cursed by it, and many who acknowledge it, neglect or refuse to correct
the evil until it becomes an uncontrollable part of their daily habits.

To aid those who wish to see themselves as they really are, the following list of
questions has been prepared. Read the questions and state your answers aloud, so

you can hear your own voice. This will make it easier for you to be truthful with
yourself.

SELF-ANALYSIS TEST QUESTIONS

Do you complain often of "feeling bad," and if so, what is the cause?
Do you find fault with other people at the slightest provocation?

Do you frequently make mistakes in your work, and if so, why?

Are you sarcastic and offensive in your conversation?

Do you deliberately avoid the association of anyone, and if so, why?
Do you suffer frequently with indigestion? If so, what is the cause?
Does life seem futile and the future hopeless to you? If so, why?

Do you like your occupation? If not, why?
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Do you often feel self-pity, and if so why?

Are you envious of those who excel you?

To which do you devote most time, thinking of SUCCESS, or of FAILURE?
Are you gaining or losing self-confidence as you grow older?

Do you learn something of value from all mistakes?

Are you permitting some relative or acquaintance to worry you? If so, why?

Are you sometimes "in the clouds" and at other times in the depths of
despondency?

Who has the most inspiring influence upon you? What is the cause?
Do you tolerate negative or discouraging influences which you can avoid?
Are you careless of your personal appearance? If so, when and why?

Have you learned how to "drown your troubles" by being too busy to be annoyed
by them?

Would you call yourself a "spineless weakling" if you permitted others to do
your thinking for you?

Do you neglect internal bathing until auto-intoxication makes you ill-tempered
and 1rritable?

How many preventable disturbances annoy you, and why do you tolerate them?

Do you resort to liquor, narcotics, or cigarettes to "quiet your nerves"? If so, why
do you not try will-power instead?

Does anyone "nag" you, and if so, for what reason?
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Do you have a DEFINITE MAJOR PURPOSE, and if so, what is it, and what
plan have you for achieving it?

Do you suffer from any of the Six Basic Fears? If so, which ones?

Have you a method by which you can shield yourself against the negative
influence of others?

Do you make deliberate use of auto-suggestion to make your mind positive?

Which do you value most, your material possessions, or your privilege of
controlling your own thoughts?

Are you easily influenced by others, against your own judgment?
Has today added anything of value to your stock of knowledge or state of mind?

Do you face squarely the circumstances which make you unhappy, or sidestep
the responsibility?

Do you analyze all mistakes and failures and try to profit by them or, do you
take the attitude that this is not your duty?

Can you name three of your most damaging weaknesses? What are you doing to
correct them?

Do you encourage other people to bring their worries to you for sympathy?

Do you choose, from your daily experiences, lessons or influences which aid in
your personal advancement?

Does your presence have a negative influence on other people as a rule?
What habits of other people annoy you most?

Do you form your own opinions or permit yourself to be influenced by other
people?
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Have you learned how to create a mental state of mind with which you can
shield yourself against all discouraging influences?

Does your occupation inspire you with faith and hope?

Are you conscious of possessing spiritual forces of sufficient power to enable
you to keep your mind free from all forms of FEAR?

Does your religion help you to keep your own mind positive?
Do you feel it your duty to share other people's worries? If so, why?

If you believe that "birds of a feather flock together" what have you learned
about yourself by studying the friends whom you attract?

What connection, if any, do you see between the people with whom you
associate most closely, and any unhappiness you may experience?

Could it be possible that some person whom you consider to be a friend is, in
reality, your worst enemy, because of his negative influence on your mind?

By what rules do you judge who is helpful and who is damaging to you?
Are your intimate associates mentally superior or inferior to you?

How much time out of every 24 hours do you devote to:

a. your occupation

b. sleep

c. play and relaxation

d. acquiring useful knowledge

e. plain waste

Who among your acquaintances,

105
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a. encourages you most

b. cautions you most

c. discourages you most

d. helps you most in other ways

What is your greatest worry? Why do you tolerate it?

When others offer you free, unsolicited advice, do you accept it without
question, or analyze their motive?

What, above all else, do you most DESIRE? Do you intend to acquire it? Are
you willing to subordinate all other desires for this one? How much time daily
do you devote to acquiring it?

Do you change your mind often? If so, why?

Do you usually finish everything you begin?

Are you easily impressed by other people's business or professional titles,
college degrees, or wealth?

Are you easily influenced by what other people think or say of you?

Do you cater to people because of their social or financial status?

Whom do you believe to be the greatest person living?

In what respect is this person superior to yourself?

How much time have you devoted to studying and answering these questions?
(At least one day is necessary for the analysis and the answering of the entire

list.)

If you have answered all these questions truthfully, you know more about
yourself than the majority of people. Study the questions carefully, come back to
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them once each week for several months, and be astounded at the amount of
additional knowledge of great value to yourself, you will have gained by the
simple method of answering the questions truthfully. If you are not certain
concerning the answers to some of the questions, seek the counsel of those who
know you well, especially those who have no motive in flattering you, and see
yourself through their eyes. The experience will be astonishing.

You have ABSOLUTE CONTROL over but one thing, and that is your thoughts.
This is the most significant and inspiring of all facts known to man! It reflects
man's Divine nature. This Divine prerogative is the sole means by which you
may control your own destiny. If you fail to control your own mind, you may be
sure you will control nothing else.

If you must be careless with your possessions, let it be in connection with
material things. Your mind is your spiritual estate! Protect and use it with the
care to which Divine Royalty is entitled. You were given a WILL-POWER for
this purpose.

Unfortunately, there is no legal protection against those who, either by design or
ignorance, poison the minds of others by negative suggestion. This form of
destruction should be punishable by heavy legal penalties, because it may and
often does destroy one's chances of acquiring material things which are protected
by law.

Men with negative minds tried to convince Thomas A. Edison that he could not
build a machine that would record and reproduce the human voice, "because"
they said, "no one else had ever produced such a machine." Edison did not
believe them. He knew that the mind could produce ANYTHING THE MIND
COULD CONCEIVE AND BELIEVE, and that knowledge was the thing that
lifted the great Edison above the common herd.

Men with negative minds told F. W. Woolworth, he would go "broke" trying to
run a store on five and ten cent sales. He did not believe them. He knew that he
could do anything, within reason, if he backed his plans with faith. Exercising
his right to keep other men's negative suggestions out of his mind, he piled up a
fortune of more than a hundred million dollars.
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Men with negative minds told George Washington he could not hope to win
against the vastly superior forces of the British, but he exercised his Divine right
to BELIEVE, therefore this book was published under the protection of the Stars
and Stripes, while the name of Lord Cornwallis has been all but forgotten.

Doubting Thomases scoffed scornfully when Henry Ford tried out his first
crudely built automobile on the streets of Detroit. Some said the thing never
would become practical. Others said no one would pay money for such a
contraption.

FORD SAID, "I'LL BELT THE EARTH WITH DEPENDABLE MOTOR
CARS," AND HE DID!

His decision to trust his own judgment has already piled up a fortune far greater
than the next five generations of his descendents can squander. For the benefit of
those seeking vast riches, let it be remembered that practically the sole
difference between Henry Ford and a majority of the more than one hundred
thousand men who work for him, is this--FORD HAS A MIND AND
CONTROLS IT, THE OTHERS HAVE MINDS WHICH THEY DO NOT TRY
TO CONTROL.

Henry Ford has been repeatedly mentioned, because he is an astounding example
of what a man with a mind of his own, and a will to control it, can accomplish.
His record knocks the foundation from under that time-worn alibi, "I never had a
chance." Ford never had a chance, either, but he CREATED AN
OPPORTUNITY AND BACKED IT WITH PERSISTENCE UNTIL IT MADE
HIM RICHER THAN CROESUS.

Mind control is the result of self-discipline and habit. You either control your
mind or it controls you. There is no hall-way compromise. The most practical of
all methods for controlling the mind is the habit of keeping it busy with a
definite purpose, backed by a definite plan. Study the record of any man who
achieves noteworthy success, and you will observe that he has control over his
own mind, moreover, that he exercises that control and directs it toward the
attainment of definite objectives. Without this control, success is not possible.

"FIFTY-SEVEN" FAMOUS ALIBIS
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By Old Man IF

People who do not succeed have one distinguishing trait in common. They know
all the reasons for failure, and have what they believe to be air-tight alibis to
explain away their own lack of achievement.

Some of these alibis are clever, and a few of them are justifiable by the facts. But
alibis cannot be used for money. The world wants to know only one
thing--HAVE YOU ACHIEVED SUCCESS?

A character analyst compiled a list of the most commonly used alibis. As you
read the list, examine yourself carefully, and determine how many of these
alibis, if any, are your own property. Remember, too, the philosophy presented
in this book makes every one of these alibis obsolete.

IF I didn't have a wife and family...

IF I had enough "pull"...

IF I had money...

IF I had a good education...

IF I could get a job...

IF I had good health...

IF I only had time...

IF times were better...

IF other people understood me...

IF conditions around me were only different...

IF I could live my life over again...

IF I did not fear what "THEY" would say...
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IF I had been given a chance...

IF I now had a chance...

IF other people didn't "have it in for me"...
IF nothing happens to stop me...

IF I were only younger...

IF I could only do what I want...

IF I had been born rich...

IF I could meet "the right people"...

IF I had the talent that some people have...
IF I dared assert myself...

IF I only had embraced past opportunities...

IF people didn't get on my nerves...

IF I didn't have to keep house and look after the children...

IF I could save some money...

IF the boss only appreciated me...

IF I only had somebody to help me...
IF my family understood me...

IF I lived in a big city...

IF I could just get started...
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IF I were only free...

IF I had the personality of some people...
IF I were not so fat...

IF my talents were known...

IF I could just get a "break"...

IF I could only get out of debt...

IF I hadn't failed...

IF I only knew how...

IF everybody didn't oppose me...

IF I didn't have so many worries...

IF I could marry the right person...

IF people weren't so dumb...

IF my family were not so extravagant...
IF I were sure of myself...

IF luck were not against me...

IF I had not been born under the wrong star...

IF it were not true that "what is to be will be"...

IF I did not have to work so hard...

IF I hadn't lost my money...
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IF I lived in a different neighborhood...
IF I didn't have a "past"...

IF I only had a business of my own...

IF other people would only listen to me...

IF * * * and this is the greatest of them all * * * [ had the courage to see myself
as I really am, I would find out what is wrong with me, and correct it, then I
might have a chance to profit by my mistakes and learn something from the
experience of others, for I know that there is something WRONG with me, or I
would now be where I WOULD HAVE BEEN IF I had spent more time
analyzing my weaknesses, and less time building alibis to cover them.

Building alibis with which to explain away failure is a national pastime. The
habit is as old as the human race, and is fatal to success! Why do people cling to
their pet alibis? The answer is obvious. They defend their alibis because THEY
CREATE them! A man's alibi is the child of his own imagination. It is human
nature.
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