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THE LAW OF SUCCESS 
Lesson Seven 

ENTHUSIASM 
 

 
 
"You Can Do It  i f  You Believe You Can!” 
 

ENTHUSIASM is a state of  mind that  inspires and 
arouses one to put  action  into the task at  hand.  I t  does 
more than this  -  i t  is  contagious,  and vital ly affects 
not  only the enthusiast ,  but  al l  with whom he comes in 
contact.  

Enthusiasm bears the same relationship to a 
human being that  s team does to the locomotive-i t  is  
the vi tal  moving force that  impels action .  The greatest  
leaders of  men are those who know how to inspire 
enthusiasm in their  fol lowers.  Enthusiasm is the most 
important  factor entering into salesmanship.  I t  is ,  by 
far ,  the most vi tal  factor that enters into public  
speaking.  

If  you wish to understand the difference between 
a man who is  enthusiast ic  and one who is  not ,  compare 
Bil ly Sunday with the average man of his  profession.  
The f inest  sermon ever delivered would fal l  upon deaf 
ears if  i t  were not backed with enthusiasm by the 
speaker.  
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HOW ENTHUSIASM WILL AFFECT YOU 
 
Mix enthusiasm with your work and i t  wil l  not  

seem hard or monotonous.  Enthusiasm will  so energize 
your entire body that you can get  along with less than 
half  the usual  amount of sleep and at  the same t ime i t  
wil l  enable you to perform from two to three t imes as 
much work as you usually perform in a given period,  
without fat igue.  

For many years I  have done most  of my writ ing at 
night .  One night,  while I  was enthusiast ical ly at  work 
over my typewriter,  I  looked out  of  the window of my 
study,  just  across the square from the Metropoli tan 
tower,  in New York City,  and saw what seemed to be 
the most  peculiar  reflect ion of the moon on the tower.  
I t  was of  a si lvery gray shade,  such as I  had never 
seen before.  Upon closer inspection I  found that  the 
reflect ion was that of  the early morning sun and not 
that  of  the moon. I t  was daylight!  I  had been at  work 
al l  night ,  but  I  was so engrossed in my work that  the 
night  had passed as though i t  were but  an hour.  I  
worked at  my task al l  that day and al l  the following 
night  without stopping,  except for  a small  amount of  
l ight  food.  

Two nights and one day without sleep,  and with 
but  l i t t le  food,  without the sl ightest  evidence of 
fat igue,  would not  have been possible had I  not  kept  
my body energized with enthusiasm  over the work at  
hand.  

Enthusiasm  is  not  merely a f igure of speech;  i t  is  
a  vi tal  force that  you can harness and use with profi t .  
Without i t  you would resemble an electr ic battery 
without electr ici ty.  
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Enthusiasm  is  the vital  force with which you 
recharge your body and develop a dynamic 
personali ty.  Some people are blessed with natural  
enthusiasm ,  while others must acquire i t .  The 
procedure through which i t  may be developed is  
simple.  I t  begins by the doing of the work or 
rendering of the service which one l ikes best .  If  you 
should be so si tuated that you cannot conveniently 
engage in the work which you l ike best ,  for  the t ime 
being,  then you can proceed along another l ine very 
effectively by adopting a definite chief  aim  that 
contemplates your engaging in that  part icular  work at  
some future t ime. 

Lack of capital  and many other circumstances 
over which you have no immediate control may force 
you to engage in work which you do not  l ike,  but  no 
one can stop you from determining in your own mind 
what your definite chief  aim  in l ife shall  be,  nor can 
anyone stop you from planning ways and means for 
translat ing this  aim into reali ty,  nor can anyone stop 
you from mixing enthusiasm  with your plans.  

Happiness,  the f inal  object  of  al l  human effort ,  is  
a  state of  mind that can be maintained only through 
the hope of future achievement.  Happiness l ies always 
in the future and never in the past .  The happy person 
is  the one who dreams of heights of  achievement that 
are yet unattained.  The home you intend to own, the 
money you intend to earn and place in the bank,  the 
tr ip you intend to take when you can afford i t ,  the '  
Posit ion in l ife you intend to f i l l  when you have 
prepared yourself ,  and the preparat ion,  i tself- these are 
the things that  produce happiness.  Likewise,  these are 
the materials  out  of  which your definite chief  aim  is  
formed; these are the things over which you may
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become enthusiast ic ,  no matter  what  your present 
stat ion in l i fe may be.  

More than twenty years ago I  became enthusiast ic 
over an idea.  When the idea f irst  took form in my 
mind I  was unprepared to take even the f irst  s tep 
toward i ts  t ransformation into reali ty.  But I  nursed i t  
in my mind -  I  became  enthusiastic  over i t  as I  looked 
ahead,  in my imagination,  and saw the t ime when I 
would be prepared to make i t  a  reali ty.  

The idea was this:  I  wanted to become the editor  
of  a magazine,  based upon the Golden Rule,  through 
which I  could inspire people to keep up courage and 
deal  with one another squarely.  

Finally my chance came! and,  on armist ice day,  
1918,  I  wrote the f irst  editorial  for  what was to 
become the material  real izat ion of a hope that  had lain 
dormant in my mind for nearly a score of years.  

With enthusiasm  I  poured into that  editorial  the 
emotions which I  had been developing in my heart  
over a period of more than twenty years.  My dream 
had come true.  My editorship of a national  magazine 
had become a real i ty.  

As I  have stated,  this  editorial  was writ ten with 
enthusiasm .  I  took i t  to a man of my acquaintance and 
with enthusiasm  I  read i t  to him. The editorial  ended 
in these words:  "At last  my twenty-year-old dream is  
about to come true.  I t  takes money,  and a lot  of  i t ,  to 
publish a national  magazine,  and I  haven' t  the 
sl ightest  idea where I  am going to get  this  essential  
factor,  but this  is  worrying me not  at  al l  because I  
know I am going to get  i t  somewhere!" As I  wrote 
those l ines,  I  mixed enthusiasm  and fai th with them. 

I  had hardly f inished reading this  editorial  when
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the man to whom I read i t  -  the f irst  and only person 
to whom I had shown i t  -  said:  

"I  can tel l  you where you are going to get  the 
money,  for I  am going to supply i t ."  

And he did! 
Yes,  enthusiasm  is  a  vi tal  force;  so vital ,  in fact ,  

that  no man who has i t  highly developed can begin 
even to approximate his  power of achievement.  

Before passing to the next step in this  lesson,  I  
wish to repeat and to emphasize the fact that  you may 
develop enthusiasm  over your defini te chief  aim  in 
l i fe,  no matter  whether you are in posit ion to achieve 
that  purpose at  this  t ime or not.  You may be a long 
way from realizat ion of your defini te  chief  aim ,  but  if  
you wil l  kindle the fire of  enthusiasm  in your heart ,  
and keep i t  burning,  before very long the obstacles 
that  now stand in the way of your at tainment of  that 
purpose wil l  melt  away as if  by the force of  magic,  
and you wil l  f ind yourself  in possession of power that  
you did not  know you possessed.  

 
HOW YOUR ENTHUSIASM WILL AFFECT  

OTHERS 
 
We come, now, to the discussion of one of the 

most  important  subjects  of  this Reading Course,  
namely,  suggestion .  

In the preceding lessons we have discussed the 
subject of  Auto-suggestion ,  which is  self-suggestion.  
You saw, in Lesson Three,  what an important  part  
Auto-suggestion  played.  

Suggestion  is  the principle through which your 
words and your acts and even your state of  mind
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influence others.  That  you may comprehend the far-
reaching power of suggestion ,  let  me refer  to the 
Introductory Lesson,  in which the principle of  
telepathy is  described.  If  you now understand and 
accept  the principle of  telepathy (the communication 
of thought from one mind to another without the aid of 
signs,  symbols or  sounds) as a real i ty,  you of course 
understand why enthusiasm  is  contagious,  and why i t  
influences al l  within i ts  radius.  

When your own mind is  vibrat ing at  a  high rate,  
because i t  has been st imulated with enthusiasm ,  that  
vibrat ion registers  in the minds of  al l  within i ts  
radius,  and especial ly in the minds of those with 
whom you come in close contact .  When a public  
speaker "senses" the feeling that  his  audience is "en 
rapport" with him he merely recognizes the fact that  
his  own enthusiasm  has influenced the minds of  his  
l is teners unti l  their  minds are vibrat ing in harmony 
with his  own. 

When the salesman "senses" the fact that  the 
"psychological" moment for  closing a sale has arr ived,  
he merely feels  the effect  of  his  own enthusiasm  as  i t  
influences the mind of his  prospective buyer and 
places that  mind "en rapport" ( in harmony) with his 
own. 

The subject  of suggestion  consti tutes so vital ly an 
important  part  of  this lesson,  and of this  entire course,  
that  I  wil l  now proceed to describe the three mediums 
through which i t  usually operates;  namely,  what you 
say,  what you do and what you think!  

When you are enthusiast ic over the goods you are 
sel l ing or the services you are offering,  or  the speech 
you are delivering,  your state of  mind becomes 
obvious to al l  who hear you,  by the tone of your voice.  
Whether you have ever thought of  i t  in this  way or
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not,  i t  is  the tone in which you make a statement,  
more than i t  is  the statement i tself ,  that  carries 
conviction or fai ls  to convince.  No mere combination 
of words can ever take the place of  a deep belief  in a 
statement that  is  expressed with burning enthusiasm.  
Words are but devitalized sounds unless colored with 
feel ing that  is  born of enthusiasm .  

Here the printed word fails  me, for I  can never 
express with mere type and paper the difference 
between words that  fal l  from unemotional  l ips,  
without the f ire  of  enthusiasm  back of them, and those 
which seem to pour forth from a heart  that is  burst ing 
with eagerness for expression.  The difference is  there,  
however.  

Thus,  what you say ,  and the way in which you say 
i t ,  conveys a meaning that  may be just  the opposite to 
what is  intended.  This accounts for many a fai lure by 
the salesman who presents his  arguments in words 
which seem logical  enough,  but  lack the coloring that 
can come only from enthusiasm  that  is  born of 
sinceri ty and belief  in the goods he is  t rying to sel l .  
His,  words said one thing,  but  the tone of his  voice 
suggested  something entirely different;  therefore,  no 
sale was made.  

That which you say  is  an important factor in the 
operat ion of the principle of  suggestion ,  but not  
nearly so important  as that which you do .  Your acts 
wil l  count for more than your words ,  and woe unto 
you if  the two fai l  to harmonize.  

If  a  man preach the Golden Rule as a sound rule 
of  conduct  his  words wil l  fal l  upon deaf ears if  he 
does not  practice that  which he preaches.  The most 
effect ive sermon that any man can preach on the 
soundness of the Golden Rule is  that  which he
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preaches,  by suggestion ,  when he applies this  rule in 
his  relat ionships with his  fellow men. 

If  a  salesman of Ford automobiles drives up to his  
prospective purchaser in a Buick,  or  some other make 
of car ,  al l  the arguments he can present  in behalf  of  
the Ford will  be without effect .  Once I  went into one 
of the offices of  the Dictaphone Company to look at  a  
dictaphone (dictat ing machine).  The salesman in 
charge presented a logical  argument as to the 
machine's  merits ,  while the stenographer at  his  side 
was transcribing let ters  from a shorthand note-book. 
His arguments in favor of a dictat ing machine,  as 
compared with the old method of dictat ing to a 
stenographer,  did not impress me,  because his  act ions 
were not in harmony with his words.  

Your thoughts  consti tute the most important  of  
the three ways in which you apply the principle of  
suggestion ,  for the reason that  they control the tone of 
your words and,  to some extent  at  least ,  your actions.  
If  your thoughts  and your actions  and your words  
harmonize,  you are bound to influence those with 
whom you come in contact ,  more or  less toward your 
way of thinking.  

We will  now proceed to analyze the subject  of 
suggestion  and to show you exactly how to apply the 
principle upon which i t  operates.  As we have already 
seen,  suggestion  differs  from Auto-suggestion only in 
one way -  we use i t ,  consciously or unconsciously,  
when we influence others,  while we use Auto-
suggestion  as a means of influencing ourselves.  

Before you can influence another person through 
suggestion ,  that  person's  mind must be in a state of 
neutral i ty;  that  is ,  i t  must be open and receptive to
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your method of suggestion .  Right here is  where most 
salesmen fai l  -  they try to make a sale before the mind 
of the prospective buyer has been rendered receptive 
or neutral ized.  This is  such a vital  point  in this  lesson 
that  I  feel  impelled to dwell  upon i t  unti l  there can be 
no doubt that  you understand the principle that  I  am 
describing.  

When I say that  the salesman must  neutral ize the 
mind of his  prospective purchaser before a sale can be 
made I  mean that  the prospective purchaser 's  mind 
must  be credulous.  A state of  confidence must  have 
been established and i t  is  obvious that  there can be no 
set  rule for ei ther establishing confidence or 
neutral izing the mind to a state of openness.  Here the 
ingenuity of  the salesman must  supply that  which 
cannot be set  down as a hard and fast  rule.  

I  know a l ife insurance salesman who sells  
nothing but  large policies,  amounting to $100,000.00 
and upward.  Before this man even approaches the 
subject of  insurance with a prospective cl ient he 
familiarizes himself  with the prospective client 's  
complete history,  including his  education,  his 
f inancial  s tatus,  his  eccentrici t ies if  he has any,  his  
rel igious preferences and other data too numerous to 
be l is ted.  Armed with this  information,  he manages to 
secure an introduction under conditions which permit  
him to know the Prospective cl ient  in a social  as well  
as a business way.  Nothing is  said about the sale of 
l i fe insurance during his  f irst  visi t ,  nor his  second,  
and sometimes he does not approach the subject  of 
insurance until  he has become very well  acquainted 
with the prospective cl ient .  

All  this  t ime,  however,  he is  not  dissipating his 
efforts .  He is  taking advantage of these fr iendly visits
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for  the purpose of neutral izing his  prospective cl ient 's  
mind;  that  is ,  he is  building up a relationship of  
confidence so that  when the t ime comes for him to 
talk l ife insurance that  which he says wil l  fal l  upon 
ears that  will ingly l is ten.  

Some years ago I  wrote a book enti t led How to 
Sell  Your Services.  Just  before the manuscript  went to 
the publisher,  i t  occurred to me to request  some of the 
well  known men of the United States to write letters 
of  endorsement to be published in the book.  The 
printer  was then wait ing for  the manuscript ;  therefore,  
I  hurriedly wrote a letter  to some eight  or  ten men,  in 
which I  briefly outl ined exactly what I  wanted,  but  the 
let ter  brought back no replies.  I  had fai led to observe 
two important  prerequisi tes for success -  I  had writ ten 
the let ter  so hurriedly that I  had fai led to inject  the 
spir i t  of  enthusiasm  into i t ,  and,  I  had neglected so to 
word the let ter  that i t  had the effect  of neutral izing 
the minds of  those to whom it  was sent;  therefore,  I  
had not  paved the way for the applicat ion of the 
principle of  suggestion .  

After  I  discovered my mistake,  I  then wrote a 
let ter  that  was based upon str ict  applicat ion of the 
principle of suggestion ,  and this  let ter  not  only 
brought back replies from all  to whom it  was sent ,  but 
many of the replies were masterpieces and served,  far  
beyond my fondest  hopes,  as  valuable supplements to 
the book.  For the purpose of comparison,  to show you 
how the principle of  suggestion  may be used in 
writ ing a let ter ,  and what an important  part  
enthusiasm  plays in giving the writ ten word "flesh," 
the two let ters  are here reproduced.  I t  wil l  not  be 
necessary to indicate which let ter  fai led,  as that  wil l  
be quite obvious:  
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My dear Mr.  Ford:  
I  am just  completing a manuscript  for  a new book 

enti t led How to Sell  Your Services.  I  anticipate the 
sale of  several hundred thousand of these books and I  
believe those who purchase the book would welcome 
the opportunity of receiving a message from you as to 
the best  method of marketing personal  services.  

Would you,  therefore,  be good enough to give me 
a few minutes of your t ime by writ ing a brief  message 
to be published in my book? This wil l  be a big favor 
to me personally and I  know it  would be appreciated 
by the readers of  the book.  

Thanking you in advance for any consideration 
you may care to show me, I  am, 

Yours very truly,  
 

· · · · · · · · 
 

Hon. Thomas R. Marshall ,   
Vice-President of  the United States,   
Washington,  D. C.   
My dear Mr.  Marshall :  

Would you care for the opportunity to send a 
message of encouragement,  and possibly a word of 
advice,  to a few hundred thousand of your fel low men 
who have fai led to make their  mark in the world as 
successfully as you have done? 

I  have about completed a manuscript  for  a  book to 
be enti t led How to Sell  Your Services.  The main point  
made in the book is  that service rendered is  cause  and 
the pay envelope is  effect ;  and that  the lat ter  varies in 
proportion to the efficiency of the former.  

The book would be incomplete without a few
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words of  advice from a few men who, l ike yourself ,  
have come up from the bottom to enviable posit ions in 
the world.  Therefore,  i f  you wil l  write me of your 
views as to the most  essential  points  to be borne in 
mind by those who are offering personal  services for 
sale I  wil l  pass your message on through my book,  
which wil l  insure i ts  gett ing into hands where i t  wil l  
do a world of good for  a  class of  earnest people who 
are struggling to f ind their  places in the world 's  work.  

I  know you are a busy man, Mr.  Marshall ,  but  
please bear in mind that  by simply call ing in your 
secretary and dictating a brief  let ter you will  be 
sending forth an important message to possibly half  a  
mill ion people.  In money this  wil l  not  be worth to you 
the two cent  stamp that  you will  place on the let ter ,  
but,  i f  est imated from the viewpoint  of  the good i t  
may do others who are less fortunate than yourself ,  i t  
may be worth the difference between success and 
fai lure to many a worthy person who wil l  read your 
message believe in i t ,  and be guided by i t .  

Very cordial ly yours,  
 
Now, let  us analyze the two let ters and find out 

why one fai led in i ts  mission while the other 
succeeded.  This analysis  should start  with one of the 
most  important  fundamentals  of  salesmanship,  namely 
motive.  In the f irst  letter  i t  is  obvious that  the motive 
is  entirely one of self- interest .  The let ter  s tates 
exactly what is  wanted,  but  the wording of i t  leaves a 
doubt as to why  the request  is  made or whom it  is  
intended,  to benefi t .  Study the sentence in the second 
paragraph,  "This wil l  be a big favor to me personally,  
etc."  Now it  may seem to be a peculiar  trai t ,  but  the
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t ruth is  that  most  people wil l  not  grant  favors just  to 
please others.  If  I  ask you to render a service that  wil l  
benefi t  me,  without bringing you some corresponding 
advantage,  you wil l  not  show much enthusiasm in 
granting that  favor;  you may refuse al together if  you 
have a plausible excuse for refusing.  But if  I  ask you 
to render a service that  will  benefi t  a  third person,  
even though the service must  be rendered through me; 
and if  that  service is  of  such a nature that  i t  is  l ikely 
to reflect  credit  on you,  the chances are that you wil l  
render the service wil l ingly.  

We see this  psychology demonstrated by the man 
who pitches a dime to the beggar on the street ,  or  
perhaps refuses even the dime, but  wil l ingly hands 
over a hundred or a thousand dollars  to the chari ty 
worker who is begging in the name of others.  

But the most damaging suggestion of al l  is  
contained in the last  and most  important  paragraph of 
the let ter ,  "Thanking you in advance for any 
consideration you may care to show me." This 
sentence strongly suggests  that  the writer  of  the let ter 
anticipates a refusal of  his request .  I t  clearly indicates 
lack of enthusiasm .  I t  paves the way for a refusal  of  
the request .  There is  not one single word in the entire 
let ter  that  places in the mind of a man to whom it  is  
sent  a  sat isfactory reason why he should comply with 
the request .  On the other hand,  he can clearly see that  
the object  of  the let ter  is  to secure from him a letter 
of  endorsement that  wil l  help sel l  the book.  The most  
important  sel l ing argument -  in fact ,  the only sel l ing 
argument available in connection with this  request ,  
has been lost  because i t  was not  brought out and 
established as the real motive for making the request .
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This argument was but  fa intly mentioned in the 
sentence,  "I  believe those who purchase the book 
would welcome the opportunity of  receiving a message 
from you as to the best  method of marketing personal  
services."  

The opening paragraph of the let ter  violates an 
important  fundamental  of  salesmanship because i t  
clearly suggests  that  the object  of  the let ter is  to gain 
some advantage for i ts  writer ,  and does not  even hint  
at  any corresponding advantage that  may accrue to the 
person to whom it  is  sent .  Instead of neutral izing the 
mind of the recipient of  the let ter,  as i t  should do,  i t  
has just  the opposite effect ;  i t  causes him to close his 
mind against  al l  argument that  follows; i t  puts him in 
a frame of mind that  makes i t  easy for  him to say no.  
I t  reminds me of a salesman -  or ,  perhaps I  should say,  
a  man who wanted to be a salesman -  who once 
approached me for the purpose of sel l ing me a 
subscript ion to the Saturday Evening Post .  As he held 
a copy of the magazine in front  of me he suggested the 
answer I  should make by this question:  

"You wouldn' t  subscribe for the Post  to help me 
out,  would you?" 

Of course I  said no! He had made it  easy for  me 
to say no.  There was no enthusiasm  back of his words,  
and gloom and discouragement were writ ten al l  over 
his  face.  He needed the commission he would have 
made on my subscription had I  purchased; no doubt 
about that  -  but  he suggested nothing that appealed to 
my self- interest  motive,  therefore he lost  a  sale.  But 
the loss of  this  one sale  was not  the sad part  of  his  
misfortune;  the sad part  was that  this  same att i tude 
was causing him to lose al l  other sales which he might 
have made had he changed his  approach.  
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A few weeks later  another subscription agent 
approached me. She was sel l ing a combination of six 
magazines,  one of which was the Saturday Evening 
Post ,  but  how different  was her approach.  She glanced 
at  my l ibrary table,  on which she saw several 
magazines,  then at  my book shelves,  and exclaimed 
with enthusiasm:  

"Oh! I  see you are a lover of  books and 
magazines." 

I  proudly  pleaded guil ty to the charge.  Observe 
the word "proudly,"  for  i t  has an important  bearing on 
this  incident .  I  laid down the manuscript  that  I  was 
reading when this saleswoman came in,  for I  could see 
that  she was a woman of intel l igence.  Just  how I came 
to see this  I  wil l  leave to your imagination.  The 
important  point  is  that  I  laid down the manuscript  and 
actually fel t  myself  wanting to hear what she had to 
say.  

With the aid of  eleven words,  plus a pleasant  
smile,  plus a tone of genuine enthusiasm ,  she had 
neutral ized my mind sufficiently to make me want to 
hear her.  She had performed her most  difficult  task, 
with those few words,  because I  had made up my mind 
when she was announced that  I  would keep my 
manuscript  in my hands and thereby convey to her 
mind,  as poli tely as I  could,  the fact  that  I  was busy 
and did not  wish to be detained.  

Being a student of  salesmanship and of 
suggestion ,  I  carefully watched to see what  her  next 
move would be.  She had a bundle of magazines under 
her arm and I  expected she would unroll  i t  and begin 
to urge me to purchase,  but  she didn' t .  You will  recall  
that  I  said she was sell ing  a  combination of six 
magazines;  not  merely trying to sell  them. 
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She walked over to my book shelves,  pulled out  a 
copy of Emerson's  Essays,  and for the next  ten 
minutes she talked about Emerson's essay on 
Compensation so interest ingly that  I  lost  s ight  of  the 
rol l  of  magazines that she carried.  (She was 
neutral izing my mind some more.)  

Incidentally,  she gave me a sufficient  number of 
new ideas about Emerson's  works to provide material  
for  an excellent  editorial .  

Then she asked me which magazines I  received 
regularly,  and after  I  told her she smiled as she began 
to unroll  her bundle of magazines and laid them on the 
table in front  of  me.  She analyzed her magazines one 
by one,  and explained just  why I  should have each of 
them. The Saturday Evening Post  would bring me the 
cleanest  f ict ion;  Literary Digest  would bring me the 
news of the world in condensed form, such as a busy 
man like myself  would demand; the American 
Magazine would bring me the latest  biographies of  the 
men who were leading in business and industry,  and 
so on,  unti l  she had covered the entire l is t .  

But I  was not  responding to her argument as 
freely as she thought I  should have,  so she sl ipped me 
this  gentle suggestion:  

"A man of  your posit ion is  bound to be well  
informed and,  i f  he isn' t ,  i t  wil l  show up in his  own 
work!" 

She spoke the truth! Her remark was both a 
compliment and a gentle reprimand.  She made me feel 
somewhat sheepish because she had taken inventory of 
my reading matter  -  and six of the leading magazines 
were not  on my l ist .  (The six that  she was sell ing.)  
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Then I  began to "sl ip" by asking her how much 
the six magazines would cost.  She put  on the f inishing 
touches of a well  presented sales talk by this  tactful 
reply:  "The cost? Why, the cost  of  the entire number 
is  less than you receive for  a  single page of the 
typewrit ten manuscript  that you had in your hands 
when I  came in."  

Again she spoke the truth.  And how did she 
happen to guess so well  what  I  was gett ing for my 
manuscript? The answer is ,  she didn' t  guess -  she 
knew!  She made i t  a  part  of her business to draw me 
out  tactful ly as to the nature of  my work (which in no 
way made me angry).  She became so deeply interested 
in the manuscript  which I  had laid down when she 
came in,  that  she actually induced me to talk about i t .  
(I  am no saying,  of course,  that  this  required any great 
amount of  skil l  or  coaxing,  for  have I  not  said that  i t  
was my manuscript?)  In my remarks about that 
manuscript ,  I  suspect  I  admitted  that  I  was receiving 
$250.00 for the f if teen pages;  yes,  I  am sure I  was 
careless enough to admit  that  I  was being well  paid 
for my work.  

Perhaps she induced me to make the admission.  
At any rate,  the information was valuable to her and 
she made effective use of i t  at  the psychological 
moment.  For al l  I  know it  was a part  of her plan to 
observe carefully al l  that  she saw and heard,  with the 
object  of  f inding out just  what  my weaknesses were 
and what I  was most interested in discussing.  Some 
salesmen take the t ime to do this;  some do not.  She 
was one of those who did.  

Yes,  she went away with my order for  the six 
magazines;  also my twelve dollars.  But that  was not 
al l  the benefit  she derived from tactful suggestion
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plus enthusiasm;  she got  my consent to canvass my 
office,  and before she left  she had f ive other orders 
from my employees.  

At no t ime during her stay did she leave the 
impression that  I  was favoring her by purchasing her 
magazines.  Just  to the contrary,  she dist inctly 
impressed me with the feel ing that she was rendering 
me a favor.  This was tactful  suggestion.  

Before we get  away from this  incident ,  I  wish to 
make an admission -  when she drew me into 
conversation she did i t  in such a way that  I  talked 
with enthusiasm .  There were two reasons for  this.  She 
was one of them; and the other one was the fact  that 
she managed to get  me to talk about my own work!  Of 
course I  am not suggesting that  you  should be 
meddlesome enough to smile at  my carelessness as 
you read this;  or  that  you should gather from this 
incident  the impression that  this  tactful  saleswoman 
actually led me to talk of my own work for the 
purpose of neutral izing my mind so that  I  would l isten 
to her,  when she was ready to talk of  her magazines,  
as patiently as she had l is tened to me.  However,  i f  you 
should be clever enough to draw a lesson from her 
method,  there is  no way for me to stop you from doing 
so.  

As I  have stated,  when I  talked I  mixed 
enthusiasm  with my conversation.  Perhaps I  caught 
the spir i t  of  enthusiasm  from this  clever saleswoman, 
when she made that  opening remark as she came into 
my study.  Yes,  I  am sure this  is  where I  caught i t ,  
and,  I  am just  as sure that her  enthusiasm was not a  
matter  of  accident.  She had trained herself  to look for 
something in her prospective purchaser 's  office,  or  his
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work,  or  his conversation,  over which she could 
express enthusiasm .  

Remember,  suggestion  and enthusiasm  go hand in 
hand! 

I  can remember,  as though it  were yesterday,  the 
feeling that  came over me when that  would-be 
salesman pushed that  Saturday Evening Post  in front  
of  me,  as he remarked: 

"You wouldn' t  subscribe for the Post  to help me 
out,  would you?" 

His words were chil led,  they were l ifeless;  they 
lacked enthusiasm ;  they registered an impression in 
my mind,  but  that impression was one of coldness.  I  
wanted to see the man go out  at  the door at  which he 
had come in.  Mind you,  I  am not natural ly 
unsympathetic,  but  the tone of his  voice,  the look on 
his  face,  his  general bearing suggested  that  he was 
there to ask a favor and not to offer one.  

Suggestion  is  one of the most subtle  and powerful 
principles of  psychology.  You are making use of i t  in 
al l  that you do and say and think,  but ,  unless you 
understand the difference between negative suggestion 
and posit ive suggestion,  you may be using i t  in such a 
way that  i t  is  bringing you defeat instead of success.  

Science has established the fact  that  through the 
negative use of suggestion l ife may be extinguished.  
Some years ago,  in France,  a  criminal  was condemned 
to death,  but  before the t ime for his  execution an 
experiment was performed on him which conclusively 
proved that  through the principle of  suggestion death,  
could be produced.  The criminal  was brought to the 
guil lot ine and his  head was placed under the knife,  
af ter  he had been blindfolded.  A heavy,  sharp edged
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plank was then dropped on his  neck,  producing a 
shock similar to that  of  a sharp edged knife.  Warm 
water  was then gently poured on his  neck and al lowed 
to tr ickle slowly down his  spine,  to imitate the f low of 
warm blood.  In seven minutes the doctors pronounced 
the man dead.  His imagination,  through the principle 
of suggestion,  had actually turned the sharp edged 
plank into a guil lot ine blade and stopped his  heart  
from beating.  

In the l i t t le  town where I  was raised,  there l ived 
an old lady who constantly complained that  she feared 
death from cancer.  During her childhood she had seen 
a woman who had cancer and the sight  had so 
impressed i tself  upon her mind that she began to look 
for the symptoms of cancer in her own body.  She was 
sure that  every l i t t le  ache and pain was the beginning 
of her long-looked-for symptom of cancer.  I  have seen 
her place her hand on her breast  and have heard her 
exclaim, "Oh, I  am sure I  have a cancer growing here.  
I  can feel  i t ."  When complaining of this imaginary 
disease,  she always placed her hand on her left  breast ,  
where she believed the cancer was at tacking her.  

For more than twenty years she kept this  up.  
A few weeks ago she died -  with cancer on her 

lef t  breast!  I f  suggestion will  actually turn the edge of 
a plank into a guil lot ine blade and transform healthy 
body cells  into parasi tes out  of  which cancer wil l  
develop,  can you not  imagine what i t  wil l  do in 
destroying disease germs, i f  properly directed? 
Suggestion  is  the law through which mental  healers 
work what appear to be miracles.  I  have personally 
witnessed the removal of  parasi t ical  growths known as
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warts,  through the aid of  suggestion,  within forty-
eight  hours.  

You  -  the reader of  this  lesson -  can be sent  to bed 
with imaginary  s ickness of the worst  sort ,  in two 
hours '  t ime or less,  through the use of  suggestion .  If  
you should start  down the street and three or four 
people in whom you had confidence should meet you 
and each exclaim that  you look i l l  you would be ready 
for a doctor.  This brings to mind an experience that I  
once had with a l ife insurance salesman. I  had made 
application for a policy,  but  was undecided as to 
whether I  would take ten or twenty thousand dollars .  
Meanwhile,  the agent had sent  me to the l ife  insurance 
company's  doctor to be examined.  The following day I  
was called back for another examination.  The second 
t ime the examination was more searching,  and the 
doctor carried a worried look on his  face.  The third 
day I  was cal led back again,  and this  t ime two 
consulting physicians were there to look me over.  
They gave me the most  searching examination I  had 
ever received or even heard of.  

The next day the agent called on me and 
addressed me as follows: 

"I  do not  wish to alarm you! but  the doctors who 
examined you do not  agree on your analysis .  You have 
not  yet  decided whether you will  take ten or twenty 
thousand dollars '  worth of  insurance,  and I  do not 
think i t  fair  for me to give you a report  on your 
medical  examination unti l  you make this  decision,  
because if  I  did you might feel  that  I  was urging you 
to take the larger amount" 

Then I  spoke up and said:  "Well ,  I  have already 
decided to take the full  amount."  True enough; I  had 
decided to take the full  twenty thousand dollar  policy.
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I  decided the moment the agent  planted the suggestion 
in my mind that  perhaps I  had some consti tut ional 
weakness that would make i t  hard for me to get  as 
much insurance as I  wanted.  

"Very well ,"  said the agent,  "now that  you have 
decided I  feel i t  my duty to tel l  you that  two of the 
doctors believe you have the tubercular  germ in your 
system, while the other two disagree with them." The 
tr ick had been turned.  Clever suggestion had pushed 
me over the fence of indecision and we were al l  
sat isf ied.  

Where does enthusiasm  come in,  do you ask? 
Never mind,  i t  "came in" al l  r ight,  but  i f  you wish to 
know who brought i t  you wil l  have to ask the l ife 
insurance agent and his  four medical accomplices ,  for 
I  am sure they must have had a hearty laugh at  my 
expense.  But the tr ick was al l  r ight.  I  needed the 
insurance anyway. 

Of course,  i f  you happen to be a l ife insurance 
agent you wil l  not  grab this  idea and work i t  out  on 
the next  prospective cl ient  who is  s low in making up 
his mind about taking a policy.  Of course you will  
not!  

A few months ago I  received one of  the most 
effective pieces of advert ising I  ever saw. I t  was a  
neat  l i t t le  book in which a clever automobile 
insurance salesman had reprinted press dispatches that 
he had gathered from all  over the country,  in which i t  
was shown that  s ixty-five automobiles had been stolen 
in a single day.  On the back page of the book was this 
highly suggestive  s tatement:  

"Your car may be the next  one to go.  Is  i t  
insured?" 
At the bottom of the page was the salesman's  name 
and address;  also his  telephone number.  Before I  had
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f inished reading the f irst  two pages of the book I  
cal led the salesman on the telephone and made inquiry 
about rates.  He came right  over to see me,  and you 
know the remainder of  the story.  

· · · · · · · · 
Go back,  now, to the two let ters and let  us 

analyze the second one,  which brought the desired 
replies from all  to whom it  was sent .  Study,  carefully,  
the f irst  paragraph and you wil l  observe that  i t  asks a 
quest ion which can be answered in but one way.  
Compare this  opening paragraph with that  of the f irst  
let ter,  by asking yourself  which of the two would have 
impressed you most  favorably.  This paragraph is 
worded as i t  is  for  a two-fold purpose;  f irst ,  i t  is  
intended to serve the purpose of neutral izing the mind 
of the reader so he wil l  read the remainder of  the 
let ter  in an open-minded at t i tude;  and,  second,  i t  asks 
a question which can be answered in but  one way,  for  
the purpose of committ ing the reader to a viewpoint  
which harmonizes with the nature of  the service that 
he is  to be requested to render in subsequent 
paragraphs of the let ter .  

In the second lesson of this  course you observed 
that  Andrew Carnegie refused to answer my question,  
when I  asked him to what he at tr ibuted his  success ,  
unti l  he had asked me to define the word success .  He 
did this  to avoid misunderstanding.  The f irst  
paragraph of the let ter  we are analyzing is  so worded 
that  i t  s tates the object  of the let ter  and at  the same 
t ime practical ly forces the reader to accept  that  object 
as being sound and reasonable.  

Any person who would answer the question asked
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in this  paragraph of the let ter  under discussion,  in the 
negative,  would,  by the same answer,  convict himself  
on the charge of  self ishness,  and no man wants to face 
himself  with a guil ty conscience on such a charge.  
Just  as the farmer f irst  plows his  ground,  then 
fert i l izes i t ,  and perhaps harrows i t  and prepares i t  to 
receive the seed,  in order that  he may be sure of  a 
crop,  so does this  paragraph fert i l ize the mind of the 
reader and prepare i t  for  the seed which is  to be 
placed there through the subtle suggestion  that the 
paragraph contains.  

Study,  carefully,  the second paragraph of the 
let ter  and you wil l  observe that  i t  carries a statement 
of  fact which the reader can neither question nor 
deny!  I t  provides him with no reason for argument 
because i t  is  obviously based upon a sound 
fundamental .  I t  takes him the second step of the 
psychological  journey that  leads straight  toward 
compliance with the request  that  is  carefully clothed 
and covered up in the third paragraph of the let ter ,  but  
you wil l  notice that the third paragraph begins by 
paying the reader a nice l i t t le  compliment that  was not 
designed to make him angry. "Therefore,  i f  you wil l  
wri te me of your views as to the most  essential  points 
to be borne in mind by those who are offering 
personal  services for  sale,"  etc. ,  Study the wording of 
this  sentence,  together with the set t ing in which i t  has 
been placed,  and you wil l  observe that i t  hardly 
appears to be a request  at  all ,  and certainly there is  
nothing about i t  to suggest  that  the writer of  the let ter 
is  requesting a favor for his  personal benefi t .  At most,  
i t  can be construed merely as a request  for a favor for 
others.  

Now study the closing paragraph and notice how
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tactfully concealed is  the suggestion that  i f  the reader 
should refuse the request  he is  placing himself  in the 
awkward posit ion of one who does not  care enough 
about those who are less fortunate than himself  to 
spend a two cent  stamp and a few minutes of  t ime for 
their  benefi t .  

From start  to f inish the let ter  conveys i ts  
strongest  impressions by mere suggestion ,  yet  this  
suggestion is so carefully covered that i t  is  not  
obvious except upon careful  analysis  of  the entire 
let ter .  

The whole construction of the let ter is  such that 
i f  the reader lays i t  aside without complying with the 
request i t  makes he wil l  have to reckon with his  own 
conscience!  This effect  is  intensif ied by the last  
sentence of the last  paragraph and especial ly by the 
last  thir teen words of that sentence,  "who wil l  read 
your message,  believe in i t ,  and be guided by i t ." 

This let ter  brings the reader up with a bang and 
turns his  own conscience into an ally of  the writer;  i t  
corners him, just  as a hunter  might corner a rabbit  by 
driving i t  into a carefully prepared net .  

The best  evidence that  this  analysis  is  correct  is  
the fact  that  the letter  brought replies from every 
person to whom it  was sent,  despite the fact  that  every 
one of these men was of the type that  we speak of as 
being a man of affairs  -  the type that  is  general ly 
supposed to be too busy to answer a let ter  of  this 
nature.  Not only did the let ter bring the desired 
replies,  but  the men to whom it  was sent replied in 
person,  with the exception of the late Theodore 
Roosevelt ,  who replied under the signature of a 
secretary.  

John Wanamaker and Frank A. Vanderl ip wrote 
two of the f inest  let ters  I  have ever read,  each a mas-
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terpiece that  might well  have adorned the pages of a 
more dignified volume than the one for which the 
let ters were requested.  Andrew Carnegie also wrote a 
let ter  that  was well  worth considerat ion by al l  who 
have personal  services for sale.  Will iam Jennings 
Bryan wrote a f ine let ter,  as  did,  also,  the late Lord 
Northcliffe.  None of these men wrote merely to please 
me, for I  was unknown to al l  of  them, with the 
exception of four.  They did not  write to please me -  
they wrote to please themselves and to render a 
worthy service.  Perhaps the wording of the let ter  had 
something to do with this ,  but ,  as  to that,  I  make no 
point  other than to state that al l  of these men whom I 
have mentioned,  and most  others of  their  type,  are 
general ly the most  wil l ing men to render service for 
others when they are properly approached.  

I  wish to take advantage of this  appropriate 
opportunity to state that  al l  of  the real ly big men 
whom I have had the pleasure of knowing have been 
the most  wil l ing and courteous men of my 
acquaintance when it  came to rendering service that  
was of benefi t  to others.  Perhaps that  was one reason 
why they were really  big men. 

The human mind is  a  marvelous piece of 
machinery! 

One of i ts  outstanding characterist ics is  noticed 
in the fact that al l  impressions which reach i t ,  ei ther 
through outside suggestion  or  Auto-suggestion,  are 
recorded together in groups which harmonize in 
nature.  The negative impressions are stored away,  al l  
in one port ion of the brain,  while the posit ive 
impressions are stored in another port ion.  When one 
of these impressions (or  past  experiences)  is  cal led 
into the conscious mind,  through the principle of
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memory,  there is  a  tendency to recall  with i t  al l  others 
of  a similar nature,  just  as the raising of one l ink of a 
chain brings up other l inks with i t .  For example,  
anything that causes a feel ing of doubt to arise in a 
person's  mind is  sufficient  to call  forth al l  of  his  
experiences which caused him to become doubtful .  If  
a  man is  asked by a stranger to cash a check,  
immediately he remembers having cashed checks that 
were not  good,  or  of  having heard of others who did 
so.  Through the law of associat ion al l  similar 
emotions,  experiences and sense impressions that 
reach the mind are fi led away together,  so that  the 
recall ing of one has a tendency to bring back to 
memory al l  the others.  

To arouse a feel ing of distrust  in a person's  mind 
has a tendency to bring to the surface every doubt-
building experience that  person ever had.  For this  
reason successful  salesmen endeavor to keep away 
from the discussion of subjects that  may arouse the 
buyer 's  "chain of doubt impressions" which he has 
stored away by reason of previous experiences.  The 
successful  salesman quickly learns that  "knocking" a 
competi tor  or a competing art icle may result  in 
bringing to the buyer 's  mind certain negative emotions 
growing out  of  previous experiences which may make 
i t  impossible for the salesman to "neutral ize" the 
buyer 's  mind.  

This principle applies to and controls  every sense 
impression that is  lodged in the human mind.  Take the 
feeling of fear ,  for  example;  the moment we permit  a  
single emotion that  is  related to fear  to reach the 
conscious mind,  i t  cal ls  with i t  al l  of  i ts  unsavory 
relat ions.  A feeling of courage cannot claim the 
at tention of the conscious mind while a feeling of  fear
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is  there.  One or the other must  dominate.  They make 
poor room-mates because they do not  harmonize in 
nature.  Like at tracts l ike.  Every thought held in the 
conscious mind has a tendency to draw to i t  other 
thoughts of  a  similar nature.  You see,  therefore,  that 
these feelings,  thoughts and emotions growing out  of 
past  experiences,  which claim the at tention of the 
conscious mind,  are backed by a regular  army of 
supporting soldiers of  a  similar  nature,  that  stand 
ready to aid them in their  work.  

Deliberately place in your own mind,  through the 
principle of  Auto-suggestion,  the ambit ion to succeed 
through the aid of a definite chief  aim ,  and notice how 
quickly al l  of  your latent  or  undeveloped abil i ty in the 
nature of  past  experiences wil l  become st imulated and 
aroused to action in your behalf .  Plant in a boy's  
mind,  through the principle of suggestion ,  the 
ambit ion to become a successful  lawyer or doctor or  
engineer or business man or f inancier,  and if  you plant 
that  suggestion deeply enough,  and keep it  there,  by 
repeti t ion,  i t  wil l  begin to move that  boy toward the 
achievement of the object  of  that  ambit ion.  

If  you would plant  a  suggestion  "deeply," mix i t  
generously with enthusiasm ;  for  enthusiasm is the 
fert i l izer  that  wil l  insure i ts  rapid growth as well  as 
i ts  permanency.  

When that  kind-hearted old gentleman planted in 
my mind the suggestion that I  was a "bright  boy" and 
that I  could make my mark in the world if  I  would 
educate myself ,  i t  was not  so much what  he said,  as i t  
was the way in which he said i t  that  made such a deep 
and last ing impression on my mind.  I t  was the way in 
which he gripped my shoulders and the look of con-
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f idence in his  eyes that  drove his  suggestion so deeply 
into my subconscious mind that  i t  never gave me any 
peace unti l  I  commenced taking the steps that  led to 
the fulf i l lment of  the suggestion.  

This is  a  point  that  I  would stress with al l  the 
power at  my command.  I t  is  not  so much what you say 
as i t  is  the TONE and MANNER in which you say i t  
that makes.  a last ing impression.  

I t  naturally follows,  therefore,  that  sinceri ty of 
purpose,  honesty and earnestness must  be placed back 
of al l  that  one says if  one would make a last ing and 
favorable impression.  

Whatever you successfully sel l  to others you must 
f irst  sel l  to yourself!  

Not long ago I  was approached by an agent of  the 
government of  Mexico who sought my services as a 
writer  of  propaganda for the administrat ion in charge 
at  that  t ime.  His approach was about as fol lows: 

"Whereas,  Señor has a reputat ion as an exponent 
of  the Golden Rule philosophy; and whereas,  Señor is  
known throughout the United States as an independent 
who is  not  al l ied with any poli t ical  faction,  now, 
therefore,  would Señor be gracious enough to come to 
Mexico,  s tudy the economic and poli t ical ,  affairs  of  
that  country,  then return to the United States and 
write a series of  art icles to appear in the newspapers,  
recommending to the people of America the immediate 
recognit ion of Mexico by the government of the 
United States,  etc."  

For this  service,  I  was offered more money than I  
shall ,  perhaps,  ever possess during my entire l i fe;  but 
I  refused the commission,  and for  a  reason that  wil l  
fai l  to impress anyone except  those who understand
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the principle which makes i t  necessary for  al l  who 
would influence others to remain on good terms with 
their  own conscience.  

I  could not  write convincingly of Mexico's  cause 
for the reason that  I  did not  believe in that  cause; 
therefore,  I  could not have mixed sufficient  
enthusiasm  with my writ ing to have made i t  effective,  
even though I  had been wil l ing to prost i tute my talent  
and dip my pen into ink that  I  knew to be muddy. 

I  wil l  not  endeavor further to explain my 
philosophy on this  incident  for  the reason that  those 
who are far  enough advanced in the study of Auto-
suggestion will  not  need further explanation,  while 
those who are not far  enough advanced would not and 
could not  understand.  

No man can afford to express,  through words or 
acts,  that  which is  not in harmony with his  own belief ,  
and i f  he does so he must  pay by the loss of  his  abil i ty  
to inf luence others.  

Please read,  aloud,  the foregoing paragraph! I t  is  
worth emphasizing by repeti t ion,  for  lack of 
observation of the principle upon which i t  is  based 
consti tutes the rocks and reefs upon which many a 
man's  defini te  chief  aim  dashes i tself  to pieces.  

I  do not  believe that  I  can afford to try to deceive 
anyone,  about anything,  but I  know that I  cannot 
af ford to try to deceive myself .  To do so would destroy 
the power of my pen and render my words ineffective.  
I t  is  only when I  write with the f ire of  enthusiasm  
burning in my heart  that  my writ ing impresses others 
favorably;  and i t  is  only when I  speak from a heart  
that is  burst ing with belief  in my message,  that  I  can 
move my audience to accept that message.  

 - 39 - 



 

IS there not food for 

thought in the fact that no 

newspaper has ever 

published any account of 

"Wild drinking parties" or 

other similar scandals in 

connection with the names 

of Edison, Ford, Rockefeller 

and most of the other really 

big fellows? 

 

 - 40 - 



I  would also have you read,  aloud,  the foregoing 
paragraph.  Yes,  I  would have you commit i t  to 
memory.  Even more than this ,  I  would have you write  
i t  out  and place i t  where i t  may serve as a daily 
reminder of  a principle,  nay,  a  law  as  immutable as 
the law of gravitat ion,  without which you can never 
become a power in your chosen l i fe-work.  

There have been t imes,  and many of them, when i t  
appeared  that i f  I  s tood by this  principle i t  would 
mean starvation! 

There have been t imes when my closest  fr iends 
and business advisers have strongly urged me to shade 
my philosophy for the sake of gaining a needed 
advantage here and there,  but  somehow I have 
managed to cl ing to i t ,  mainly,  I  suppose,  for  the 
reason that  I  have preferred peace and harmony in my 
own heart  to the material  gain that  I  might have had 
by a forced compromise with my conscience.  

Strange as i t  may seem, my deliberat ions and 
conclusions on this subject  of  refusing to strangle my 
own conscience have seldom been based upon what is  
commonly called "honesty."  That  which I  have done in 
the matter  of refraining from writ ing or speaking 
anything that I  did not  believe has been solely a 
question of honor between my conscience and myself .  
I  have tr ied to express that  which my heart  dictated 
because I  have aimed to give my words "flesh." I t  
might be said that  my motive was based more upon 
self- interest  than i t  was on a desire to be fair  with 
others,  al though I  have never desired to be unfair  with 
others,  so far as I  am able to analyze myself .  

No man can become a master  salesman if  he 
compromises with falsehood.  Murder wil l  out ,  and
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even though no one ever catches him red-handed in 
expressing that  which he does not  believe,  his  words 
wil l  fai l  in the accomplishment of their  purpose 
because he cannot give them "flesh," if  they do not 
come from his heart ,  and if  they are not  mixed with 
genuine,  unadulterated enthusiasm .  

I  would also have you read,  aloud,  the foregoing 
paragraph,  for i t  embraces a great law that  you must 
understand and apply before you can become a person 
of influence in any undertaking.  

In making these requests,  for the sake of 
emphasis ,  I  am not trying to take undue libert ies with 
you.  I  am giving you full  credit  for  being an adult ,  a  
thinker, :  an intel l igent  person,  yet  I  know how likely 
you are to skip over these vi tal  laws without being 
sufficiently impressed by them to make them a part  of  
your own workaday philosophy.  I  know your weakness 
because I  know my own.  I t  has required the better  part  
of  twenty-five years of  ups and downs -  mostly downs 
-  to impress these basic truths upon my own mind so` 
that  they influenced me. I  have tried both them and 
their  opposites;  therefore,  I  can speak,  not  as one who 
merely believes  in their  soundness,  but  as one who 
knows .  

And what do I  mean by "these truths"? 
So that you cannot possibly misunderstand my 

meaning,  and so that these words of warning cannot 
possibly convey an abstract  meaning,  I  will  s tate that 
by "these truths" I  mean this:  

You cannot afford to suggest  to another person,  
by word of  mouth or by an act  of  yours,  that  which 
you do not believe.  

Surely that  is  plain enough.  
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And, the reason you cannot afford to do so,  is  
this:  

I f  you compromise with your own conscience,  i t  
wil l  not  be long before you wil l  have no conscience; 
for your conscience wil l  fai l  to guide you,  just  as an 
alarm clock wil l  fai l  to awaken you i f  you do not  heed 
i t .  

Surely,  that  is  plain enough,  also.  
And how do I  happen to be an authori ty on this  

vi tal  subject ,  do you ask? 
I  am an authority because I  have experimented 

with the principle unti l  I  know how it  works! 
"But," you may ask,  "how do I  know that  you are 

tel l ing the truth?" 
The answer is  that  you wil l  know only by 

experimenting for yourself ,  and by observing others 
who faithful ly  apply this  principle and those who do 
not  apply i t .  

If  my evidence needs backing,  then consult  any 
man whom you know to be a person who has "tr ied to 
get  by" without observing this  principle,  and if  he wil l  
not  or cannot give you the truth you can get  i t ,  
nevertheless,  by analyzing the man.  

There is  but  one thing in the world that  gives a 
man real  and enduring power,  and that is  character! 
Reputation,  bear in mind,  is  not  character .  Reputation 
is  that  which people are believed to be;  character  is  
that  which people are!  I f  you would be a person of 
great  influence,  then be a person of real character.  

Character  is  the philosopher 's  lode-stone through 
which al l  who have i t  may turn the base metals  of 
their  l i fe into pure gold.  Without character  you have 
nothing;  you are nothing;  and you can be nothing,  
except a  pi le  of  f lesh and bone and hair ,  worth 
perhaps twenty-five dollars.  Character is  something
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that  you cannot beg or steal  or  buy.  You can get  i t  
only by building i t;  and you can build i t  by your own 
thoughts  and deeds ,  and in no other way.  

Through the aid of Auto-suggestion,  any person 
can build a sound character ,  no matter  what his  past  
has been.  As a f i t t ing close for this  lesson,  I  wish to 
emphasize the fact  that  al l  who have character  have 
enthusiasm  and personali ty sufficient  to draw to them 
others who have character .  

You wil l  now be instructed as to how you shall  
proceed in developing enthusiasm ,  in the event that  
you do not already possess this  rare quali ty.  

The instructions wil l  be simple,  but  you will  be 
unfortunate if  you discount their  value on that 
account.  

First:  Complete the remaining lessons of this  
course,  because other important  instructions which are 
to be co-ordinated with this  one wil l  be found in 
subsequent lessons.  

Second:  I f  you have not  already done so,  write 
out  your definite chief  aim  in clear,  simple language, 
and follow this by writ ing out the plan through which 
you intend to transform your aim into reali ty.  

Third:  Read over the description of your defini te 
chief  aim  each night,  just  before ret ir ing,  and as you 
read,  see yourself  ( in your imagination) in ful l  
possession of the object  of  your aim. Do this  with full  
fai th in your abil i ty to transform your definite chief  
aim  into reali ty.  Read aloud,  with all  the enthusiasm 
at  your command, emphasizing every word.  Repeat 
this  reading unti l  the small  s t i l l  voice within you tel ls  
you that  your purpose wil l  be realized.  Sometimes you 
wil l  feel  the effects  of  this  voice from within  the f irst
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t ime you read your definite chief  aim ;  while at  other 
t imes,  you may have to read i t  a  dozen or f if ty t imes 
before the assurance comes,  but  do not  stop unti l  you 
feel i t .  

If  you prefer  to do so you may read your defini te 
chief  aim as a prayer.  

The remainder of this lesson is  for the person who 
has not yet  learned the power of  fai th  and who knows 
l i t t le  or  nothing of the principle of Auto-suggestion.  

To al l  who are in this  class,  I  would recommend 
the reading of the seventh and eighth verses of the 
seventh chapter ,  and the twentieth verse of  the 
seventeenth chapter  of St .  Matthew. 

One of the greatest  powers for  good,  upon the 
face of this  earth,  is  fai th.  To this  marvelous power 
may be traced miracles of the most  astounding nature.  
I t  offers  peace on earth to al l  who embrace i t .  

Faith  involves a principle that is  so far-reaching 
in i ts  effect that  no man can say what are i ts  
l imitat ions,  or  if  i t  has l imitat ions.  Write into the 
description of  your definite  chief  aim a statement o f  
the quali t ies that  you intend to develop in yourself ,  
and the stat ion in l i fe  that  you intend to at tain,  and 
have fai th,  as you read this  description each night,  
that  you can transform this  purpose into reali ty.  
Surely,  you cannot miss the suggestion contained in 
this  lesson.  

To become successful  you must be a person of 
action.  Merely to "know" is  not sufficient .  I t  is  
necessary both to know  and  do .  

Enthusiasm is  the mainspring of the mind which 
urges one to put  knowledge into action.  

Bil ly Sunday is  the most successful  evangelist  
this  country has ever known. For the purpose of study- 
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ing his  technique and checking up on his  
psychological  methods the author of  this  course went 
through three campaigns with Reverend Sunday.  

His success is  based very largely upon one word - 
ENTHUSIASM! 

By making effective use of the law of suggestion 
Bil ly Sunday conveys his  own spiri t  of  enthusiasm to 
the minds of his  fol lowers and they become influenced 
by i t .  He sel ls  his  sermons by the use of exactly the 
same sort  of strategy employed by many Master 
Salesmen. 

Enthusiasm is  as essential  to a salesman as water 
is  to a duck! 

All  successful  sales managers understand the 
psychology of enthusiasm and make use of  i t ,  in 
various ways,  as a practical  means of helping their  
men produce more sales.  

Practical ly all  sales organizations have get-
together meetings at  s tated t imes,  for  the purpose of 
revital izing the minds of all  members of the sales 
force,  and inject ing the spir i t  of  enthusiasm, which 
can be best  done en masse,  through group psychology.  

Sales meetings might properly be called "revival" 
meetings,  because their  purpose is  to revive interest  
and arouse enthusiasm which wil l  enable the salesman 
to take up the f ight  with renewed ambition and energy.  

During his  administration as Sales Manager of  the 
National  Cash Register  Company Hugh Chalmers (who 
later  became famous in the motor car industry) faced a 
most  embarrassing si tuation which threatened to wipe 
out his posit ion as well  as that of thousands of 
salesmen under his  direction.  

The company was in f inancial  diff iculty.  This fact
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had become known to the salesmen in the f ield and the 
effect of i t  was to cause them to lose their  
Enthusiasm. Sales began to dwindle unti l  f inally the 
condit ions became so alarming that  a general  meeting 
of the sales organization was called,  to be held at  the 
company's  plant  in Dayton,  Ohio.  Salesmen were 
called in from all  over the country.  

Mr.  Chalmers presided over the meeting.  He 
began by call ing on several  of  his best  salesmen to get 
on their  feet  and tel l  what was wrong out in the f ield 
that  orders had fal len off .  One by one they got  up,  as 
cal led,  and each man had a most terr ible tale of grief 
to unfold:  Business condit ions were bad,  money was 
scarce,  people were holding off  buying unti l  after  
Presidential  elect ion,  etc.  As the fif th man began to 
enumerate the diff icult ies which had kept him from 
making his usual  quota of sales Mr.  Chalmers jumped 
up on top of  a  table,  held up his  hands for si lence,  and 
said "STOP! I  order this  convention to come to a close 
for ten minutes while I  get  my shoes shined." 

Then turning to a small  colored boy who sat  near 
by he ordered the boy to bring his shoe-shine outfi t  
and shine his  shoes,  r ight where he stood,  on top of 
the table.  

The salesmen in the audience were astounded! 
Some of them thought that Mr.  Chalmers had suddenly 
lost  his  mind.  They began to whisper among 
themselves.  Meanwhile,  the l i t t le  colored boy shined 
f irst  one and then the other shoe,  taking plenty of t ime 
and doing a f irst-class job.  

After  the,  job was f inished Mr.  Chalmers handed 
the boy a dime, then went ahead with his  speech: 

"I  want each of you," said he,  "to take a good
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look at  this  l i t t le  colored boy.  He has the concession 
for shoe-shining throughout our plant  and offices.  His 
predecessor was a white boy,  considerably older than 
himself ,  and despite the fact  that  the company 
subsidized him with a salary of  $5.00 a week he could 
not  make a l iving in this  plant ,  where thousands of 
people are employed.  

"This l i t t le  colored boy not  only makes a good 
l iving,  without any subsidy from the company,  but he 
is  actually saving money out  of  his  earnings each 
week,  working under the same condit ions,  in the same 
plant ,  for  the same people.  

"Now I wish to ask you a question:  Whose fault  
was i t  that  the white boy did not get  more business? 
Was i t  his  fault ,  or the fault  of  his  buyers?" 

In a mighty roar from the crowd the answer came 
back: 

"IT WAS THE BOY'S FAULT, OF COURSE!" 
"Just  so,"  replied Chalmers,  "and now I want to 

tel l  you this ,  that  you are sel l ing Cash Registers in the 
same terri tory,  to the same people,  with exactly the 
same business condit ions that  existed a year ago,  yet 
you are not  producing the business that  you were then.  
Now whose fault  is  that? Is  i t  yours,  or  the buyer 's?" 

And again the answer came back with a roar:  
"IT IS OUR FAULT, OF COURSE!" 
"I  am glad that you are frank to acknowledge your 

faults ,"  Chalmers continued, "and I  now wish to tel l  
you what your trouble is:  You have heard rumors 
about this  company being in f inancial  t rouble and that  
has ki l led off your enthusiasm so that  you are not  
making the effort  that you formerly made.  If  you wil l

 - 49 - 



go back into your terr i tories with a defini te promise to 
send in f ive orders each during the next  thir ty days 
this  company will  no longer be in f inancial  diff iculty,  
for  that  addit ional  business wil l  see us clear.  Will  you 
do i t?" 

They said they would,  and they did! 
That incident  has gone down in the history of the 

National  Cash Register  Company under the name of 
Hugh Chalmers '  Mill ion Dollar  Shoe Shine,  for i t  is  
said that  this  turned the t ide in the company's  affairs  
and was worth mill ions of dollars.  

Enthusiasm knows no defeat!  The Sales Manager 
who knows how to send out an army of enthusiast ic 
salespeople may set  his  own price on his  services,  and 
what is  more important  even than this ,  he can increase 
the earning capacity of every person under his  
direct ion;  thus,  his enthusiasm benefi ts  not  only 
himself  but  perhaps hundreds of others.  

Enthusiasm is  never a matter  of chance.  There are 
certain st imuli  which produce enthusiasm, the most  
important  of  these being as fol lows: 

1.  Occupation in work which one loves best .  
2.  Environment where one comes in contact  with 

others who are enthusiast ic and optimist ic.  
3.  Financial  success.  
4.  Complete mastery and applicat ion,  in one's daily 

work,  of  the Fifteen Laws of Success.   
5 .  Good health.  
6.  Knowledge that  one has served others in some 

helpful  manner.  
7.  Good clothes,  appropriate to the needs of  one's 

occupation.  
All  of these seven sources of  st imuli  are self-
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explanatory with the exception of the last .  The 
psychology of clothes is understood by very few 
people,  and for this  reason i t  wil l  be here explained in 
detai l .  Clothes consti tute the most  important  part  of 
the embell ishment which every person must  have in 
order to feel  self-rel iant,  hopeful  and enthusiast ic .  

 
THE PSYCHOLOGY OF GOOD CLOTHES 

 
When the good news came from the theater  of  

war,  on November the eleventh,  1918,  my worldly 
possessions amounted to but  l i t t le  more than they did 
the day I  came into the world.  

The war had destroyed my business and made i t  
necessary for me to make a new start!  

My wardrobe consisted of three well  worn 
business suits and two uniforms which I  no longer 
needed.  

Knowing al l  too well  that  the world forms i ts  f irst  
and most  last ing impressions of a man by the clothes 
he wears,  I  lost  no t ime in visi t ing my tai lor.  

Happily,  my tai lor  had known me for many years,  
therefore he did not judge me entirely by the clothes I  
wore.  If  he had I  would have been "sunk.  "  

With less than a dollar  in change in my pocket ,  I  
picked out  the cloth for  three of  the most  expensive 
suits  I  ever owned,  and ordered that  they be made up 
for me at  once.  

The three suits  came to $375.00! 
I  shall  never forget  the remark made by the tai lor  

as he took my measure.  Glancing f irst  at  the three 
bolts  of  expensive cloth which I  had selected,  and 
then at  me,  he inquired:  

"Dollar-a-year man,  eh?" 
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"No," said I ,  " if  I  had been fortunate enough to 
get  on the dollar-a-year payroll  I  might now have 
enough money to pay for these suits ."  

The tai lor  looked at  me with surprise.  I  don' t  
think he got the joke.  

One of the suits  was a beautiful  dark gray;  one 
was a dark blue;  the other was a l ight  blue with a pin 
str ipe.  

Fortunately I  was in good standing with my tai lor ,  
therefore he did not ask when I  was going to pay for 
those expensive suits .  

I  knew that  I  could and would pay for them in due 
t ime,  but  could I  have convinced him of that? This 
was the thought which was running through my mind,  
with hope against  hope that the question would not be 
brought up.  

I  then visi ted my haberdasher,  from whom I 
purchased three less expensive suits  and a complete 
supply of the best  shir ts ,  collars ,  t ies,  hosiery and 
underwear that he carried.  

My bil l  at  the haberdasher 's  amounted to a l i t t le  
over $300.00.  

With an air  of  prosperi ty I  nonchalantly signed 
the charge t icket  and tossed i t  back to the salesman, 
with instructions to deliver my purchase the following 
morning.  The feeling of renewed self-rel iance and 
success had begun to come over me, even before I  had 
at t ired myself  in my newly purchased outfi t .  

I  was out  of  the war and $675.00 in debt,  al l  in 
less than twenty-four hours.  

The following day the f irst  of  the three suits  
ordered from the haberdasher was delivered.  I  put  i t  
on at  once,  s tuffed a new silk handkerchief  in the out-
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side pocket  of  my coat,  shoved the $50.00 I  had 
borrowed on my ring down into my pants pocket,  and 
walked down Michigan Boulevard,  in Chicago,  feeling 
as r ich as Rockefeller .  

Every art icle of  clothing I  wore,  from my 
underwear out ,  was of the very best .  That i t  was not 
paid for  was nobody's  business except  mine and my 
tai lor 's  and my haberdasher 's .  

Every morning I  dressed myself  in an entirely 
new outfi t ,  and walked down the same street,  at  
precisely the same hour.  That  hour "happened" to be 
the t ime when a certain wealthy publisher usually  
walked down, the same street,  on his way to lunch.  

I  made i t  my business to speak to him each day,  
and occasionally I  would stop for a minute 's  chat  with 
him. 

After  this  daily meeting had been going on for 
about a week I  met this  publisher one day,  but  decided 
I  would see if  he would let  me get  by without 
speaking.  

Watching him from under my eyelashes I  looked 
straight ahead,  and started to pass him when he 
stopped and motioned me over to the edge of the 
sidewalk,  placed his  hand on my shoulder,  looked me 
over from head to foot ,  and said:  "You look damned 
prosperous for  a man who has just  laid aside a 
uniform. Who makes your clothes?" 

"Well ,"  said I ,  "Wilkie & Sellery made this  
part icular  suit ."  

He then wanted to know what sort  of  business I  
was engaged in.  That "airy" atmosphere of  prosperi ty 
which I  had been wearing, along with a new and 
different  suit  every day,  had got  the better of  his 
curiosi ty.  (I  had hoped that  i t  would.)  
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Flipping the ashes from my Havana perfecto,  I  
said "Oh, I  am preparing the copy for a new magazine 
that  I  am going to publish."  

"A new magazine,  eh?" he queried,  "and what are 
you going to call  i t?" 

"It  is  to be named Hill 's  Golden Rule." 
"Don' t  forget," said my publisher fr iend,  "that  I  

am in the business of  print ing and distr ibuting 
magazines.  Perhaps I  can serve you,  also."  

That  was the moment for which I  had been 
wait ing.  I  had that  very moment,  and almost  the very 
spot  of  ground on which we stood,  in mind when I  was 
purchasing those new suits .  

But,  is  i t  necessary to remind you,  that  
conversation never would have taken place had this  
publisher observed me walking down that  s treet  from 
day to day,  with a "whipped-dog" look on my face,  an 
un-pressed suit  on my back and a look of poverty in 
my eyes.  

An appearance of prosperi ty at tracts  at tention 
always,  with no exceptions whatsover.  Moreover,  a  
look of prosperi ty at tracts  "favorable at tention," 
because the one dominating desire in every human 
heart  is  to be prosperous.  

· · · · · · · · 
My publisher fr iend invited me to his  club for 

lunch.  Before the coffee and cigars had been served he 
had "talked me out  of" the contract  for  print ing and 
distr ibuting my magazine.  I  had even "consented" to 
permit  him to supply the capital ,  without any interest  
charge.  

For the benefi t  of those who are not  familiar  with
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the publishing business may I  not  offer  the 
information that  considerable capital  is  required for 
launching a new nationally distr ibuted magazine.  

Capital ,  in such large amounts,  is  often hard to 
get,  even with the best  of  securi ty.  The capital  
necessary for launching Hil l 's  Golden Rule Magazine,  
which you may have read,  was well  above $30,000.00,  
and every cent  of  i t  was raised on a "front" created 
mostly by good clothes.  True,  there may have been 
some abil i ty back of those clothes,  but  many mill ions 
of  men have abil i ty who never have anything else,  and 
who are never heard of outside of the l imited 
community in which they l ive.  This is  a  rather sad 
truth! 

To some i t  may seem an unpardonable 
extravagance for one who was "broke" to have gone in 
debt  for  $675.00 worth of  clothes,  but  the psychology 
back of that  investment more than just if ied i t .  

The appearance of prosperi ty not  only made a 
favorable impression on those to whom I had to look 
for favors,  but  of  more importance st i l l  was the effect  
that  proper at t ire HAD ON ME. 

I  not  only knew that  correct  clothes would 
impress others favorably,  but  I  knew also that good 
clothes would give me an atmosphere of self-rel iance,  
without which I  could not  hope to regain my lost  
fortunes.  

I  got  my first  t raining in the psychology of good 
clothes from my friend Edwin C. Barnes,  who is  a  
close business associate of  Thomas A. Edison.  Barnes 
afforded considerable amusement for  the Edison staff  
when,  some twenty-odd years ago,  he rode into West  
Orange on a freight  train (not  being able to raise suf-
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f icient  money for passenger fare)  and announced at  
the Edison offices that  he had come to enter  into a 
partnership with Mr.  Edison.  

Nearly everybody around the Edison plant 
laughed at  Barnes,  except Edison himself .  He saw 
something in the square jaw and determined face of  
young Barnes which most  of  the others did not see,  
despite the fact  that  the young man looked more l ike a 
tramp than he did a future partner of  the greatest  
inventor on earth.  

Barnes got  his  start ,  sweeping floors in the 
Edison offices! 

That  was al l  he sought -  just  a  chance to get  a  
toehold in the Edison organization.  From there on he 
made history that  is  well  worth emulation by other 
young men who wish to make places for themselves.  

Barnes has now ret ired from active business,  even 
though he is  st i l l  a  comparatively young man, and 
spends most  of his  t ime at  his  two beautiful  homes in 
Bradentown, Florida,  and Damariscotta,  Maine.  He is  
a mult imil l ionaire,  prosperous and happy.  

I  f irst  became acquainted with Barnes during the 
early days of  his  associat ion with Edison,  before he 
had "arrived." 

In those days he had the largest  and most 
expensive collect ion of clothes I  had ever seen or 
heard of one man owning.  His wardrobe consisted of 
thir ty-one suits;  one for each day of the month.  He 
never wore the same suit  two days in succession.  

Moreover,  al l  his  suits  were of the most 
expensive type.  (Incidental ly,  his  clothes were made 
by the same tai lors who made those three suits  for 
me.)  

He wore socks which cost  six dollars per pair .  
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THERE is a suitable reward 

for every virtue and 

appropriate punishment for 

every sin a man commits. 

Both the reward and the 

punishment are effects over 

which no man has control, 

as they come upon him 

voluntarily. 
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His shir ts  and other wearing apparel  cost  in  
similar  proportion.  His cravats were special ly made,  at  
a  cost  of  from five to seven dollars and a half  each.  

One day,  in a spir i t  of  fun,  I  asked him to save 
some of his old suits  which he did not need,  for me.  

He informed me that  he hadn't  a  s ingle suit  which 
he did not need! 

He then gave me a lesson on the psychology of 
clothes which is  well  worth remembering.  "I  do not 
wear thir ty-one suits  of  clothes,"  said he,  "entirely for 
the impression they make on other people;  I  do i t  
mostly for  the impression they have on me." 

Barnes then told me of the day when he presented 
himself  at  the Edison plant ,  for  a posit ion.  He said he 
had to walk around the plant a  dozen t imes before he 
worked up enough courage to announce himself ,  
because he knew that  he looked more l ike a tramp than 
he did a desirable employee.  

Barnes is  said to be the most  able salesman ever 
connected with the great  inventor of  West  Orange.  His 
entire fortune was made through his abil i ty as a 
salesman,  but  he has often said that  he never could 
have accomplished the results  which have made him 
both wealthy and famous had i t  not  been for his 
understanding of the psychology of clothes.  

· · · · · · · · 
I  have met many salesman in my t ime. During the 

past  ten years I  have personally trained and directed 
the efforts  of more than 3,000 salespeople,  both men 
and women, and I  have observed that ,  without  a  s ingle 
exception,  the star producers were al l  people who
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understood and made good use of  the psychology of 
clothes.  

I  have seen a few well  dressed people who made 
no outstanding records as salesmen, but  I  have yet  to 
see the f irst  poorly dressed man who became a star  
producer in the f ield of  sel l ing.  

I  have studied the psychology of clothes for  so 
long,  and I  have watched i ts  effect  on people in so 
many different walks of  l i fe ,  that  I  am fully convinced 
there is  a  close connection between clothes and 
success.  

· · · · · · · · 
Personally I  feel  no need of thir ty-one suits  of  

clothes,  but  i f  my personali ty demanded a wardrobe of 
this  s ize I  would manage to get  i t ,  no matter  how 
much i t  might cost .  

To be well  dressed a man should have at  least  ten 
suits  of  clothes.  He should have a different  suit  for 
each of the seven days of  the week,  a  full  dress suit  
and a Tuxedo,  for  formal evening occasions,  and a 
cutaway for formal afternoon occasions.  

For summer wear he should have an assortment of  
at  least  four appropriate l ight  suits ,  with blue coat and 
white f lannel trousers for informal afternoon and 
evening occasions.  If  he plays golf  he should have at  
least  one golf suit .  

This,  of  course,  is  for  the man who is  a  notch or 
two above the "mediocre" class.  The man who is  
sat isf ied with mediocri ty needs but  few clothes.  

I t  may be true,  as a well  known poet  has said,  that 
"clothes do not  make the man," but  no one can deny 
the fact that  good clothes go a very long way toward 
giving him a favorable start .  
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A man's  bank will  generally loan him all  the 
money he wants when he does not  need i t-when he is  
prosperous,  but  never go to your bank for a loan with 
a shabby-looking suit  on your back and a look of 
poverty in your eyes,  for  if  you do you' l l  get  the gate.  

Success at tracts  success!  There is  no escape from 
this  great  universal  law; therefore,  i f  you wish to 
at tract  success make sure that  you look the part  of  
success,  whether your cal l ing is  that  of  day laborer or 
merchant prince.  

For the benefit  of  the more "dignified" students 
of  this philosophy who may object  to resort ing to 
"stunt" st imuli  or  "tr ick clothing" as a means of 
achieving success,  i t  may be profi tably explained that 
practical ly every successful  man on earth has 
discovered some form of st imulus through which he 
can and does drive himself  on to greater effort .  

I t  may be shocking to members of  the Anti-
Saloon League,  but  i t  is  said to be true,  nevertheless,  
that  James Whitcomb Riley wrote his  best  poems when 
he was under the influence of alcohol.  His st imulus 
was l iquor.  (The author wishes i t  dist inctly understood 
that he does not recommend the use of alcoholic or 
narcotic  st imuli ,  for  any purpose whatsoever,  as ei ther 
wil l  eventually destroy both body and mind of al l  who 
use them.) Under the influence of alcohol Riley 
became imaginative,  enthusiast ic and an entirely 
different  person,  according to close personal  fr iends 
of  his .  

Edwin Barnes spurred himself  into the necessary 
act ion to produce outstanding results ,  with the aid of  
good clothes.  

Some men rise to great  heights of achievement as
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the result  of  love for some woman. Connect  this  with 
the brief  suggestion to the subject  which was made in 
the Introductory Lesson and you wil l ,  i f  you are a 
person who knows the ways of men,  be able to finish 
the discussion of this  part icular  phase of enthusiasm 
st imulus without further comment by the author which 
might not  be appropriate for the younger minds that  
wil l  assimilate this  philosophy. 

Underworld characters who are engaged in the 
dangerous business of highway robbery,  burglary,  etc. ,  
generally "dope" themselves for the occasion of their  
operations,  with cocaine,  morphine and other 
narcotics.  Even in this there is  a  lesson which shows 
that  practical ly al l  men need temporary or  art if icial  
s t imuli  to drive them to greater effort  than that 
normally employed in the ordinary pursuits  of  l i fe .  

SUCCESSFUL PEOPLE HAVE DISCOVERED 
WAYS AND MEANS WHICH THEY BELIEVE BEST 
SUITED TO THEIR OWN NEEDS, TO PRODUCE 
STIMULI WHICH CAUSE THEM TO RISE TO 
HEIGHTS OF ENDEAVOR ABOVE THE ORDINARY. 

One of the most  successful wri ters  in the world 
employs an orchestra of  beautifully dressed young 
women who play for him while he writes.  Seated in a 
room that  has been art is t ical ly decorated to suit  his 
own taste,  under l ights that have been colored,  t inted 
and softened,  these beautiful  young ladies,  dressed in 
handsome evening gowns,  play his favori te  music.  To 
use his  own words,  "I  become drunk with enthusiasm, 
under the influence of this environment,  and rise to 
heights I  never know or feel on other occasions.  I t  is  
then that  I  do my work.  The thoughts pour in on
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me as if  they were dictated by an unseen and unknown 
power." 

This author gets much of his inspirat ion from 
music and art .  Once a week he spends at  least  an hour 
in an art  museum, looking at  the works of the masters.  

On these occasions,  again using his  own words,  "I  
get  enough enthusiasm from one hour 's  visi t  in the 
museum of art  to carry me for two days."  

Edgar Allan Poe wrote "The Raven" when,  i t  is  
reported,  he was more than half  intoxicated.  Oscar 
Wilde wrote his  poems under the influence of a form 
of st imulus which cannot be appropriately mentioned 
in a course of  this  nature.  

Henry Ford (so i t  is  believed by this  author,  who 
admits  that  this  is  merely the author 's  opinion) got his  
real  s tart  as the result  of  his  love for his  charming 
l ife-companion.  I t  was she who inspired him, gave 
him faith in himself ,  and kept  him keyed up so that  he 
carried on in the face of adversi t ies which would have 
kil led off  a dozen ordinary men. 

These incidents are cited as evidence that  men of 
outstanding achievement have,  by accident or design,  
discovered ways and means of st imulating themselves 
to a high state of  enthusiasm. 

Associate that which has been here stated with 
what was said concerning the law of the "Master 
Mind," in the Introductory Lesson,  and you wil l  have 
an entirely new conception of the modus operandi 
through which that  law may be applied.  You wil l  also 
have a somewhat different  understanding of the real  
purpose of "al l ied effort ,  in a spiri t  of  perfect  
harmony," which consti tutes the best  known method of 
bringing into use the Law of the Master  Mind.  
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YOUR employer does not 

control the sort of service 

you render. You control 

that, and it is the thing that 

makes or breaks you. 
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At this  point  i t  seems appropriate to call  your 
at tention to the manner in which the lessons of this  
course blend.  You wil l  observe that  each lesson covers 
the subject  intended to be covered,  and in addit ion to 
this  i t  overlaps and gives the student a better  
understanding of some other lesson or lessons of the 
course.  

In the l ight  of what  has been said in this  lesson,  
for  example,  the student  will  bet ter  understand the 
real  purpose of the Law of the Master  Mind; that  
purpose being,  in the main,  a  practical  method of 
st imulat ing the minds of  all  who part icipate in the 
group consti tut ing the Master  Mind.  

Times too numerous to be here described this 
author has gone into conference with men whose faces 
showed the signs of  care,  who had the appearance of 
worry writ ten al l  over them, only to see those same 
men straighten up their  shoulders,  t i l t  their  chins at  a  
higher angle,  soften their  faces with smiles of  
confidence,  and get down to business with that sort  of 
ENTHUSIASM which knows no defeat.  

The change took place the moment harmony of 
purpose was established.  

If  a  man goes about the affairs  of  l ife in the same 
day-in and day-out ,  prosaic,  lackadaisical  spir i t ,  
devoid of enthusiasm, he is  doomed to fai lure.  
Nothing can save him unti l  he changes his  at t i tude and 
learns how to st imulate his mind and body to unusual  
heights of enthusiasm AT WILL! 

The author is  unwill ing to leave this  subject  
without having stated the principle here described in 
so many different ways that  i t  is  bound to be 
understood and also respected by the students of this
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course,  who,  al l  wil l  remember,  are men and women of 
al l  sorts  of natures,  experiences and degrees of  
intel l igence.  For this  reason much repeti t ion is  
essential .  

Your business in l i fe,  you are reminded once 
again,  is  to achieve success!  

With the st imulus you wil l  experience from 
studying this  philosophy, and with the aid of  the ideas 
you will  gather from i t ,  plus the personal  co-operation 
of the author who wil l  give you an accurate inventory 
of your outstanding quali t ies,  you should be able to 
create a DEFINITE PLAN that  wil l  l i f t  you to great 
heights of  achievement.  However,  there is  no plan that  
can produce this  desirable result  without the aid* of 
some influence that  wil l  cause you to arouse yourself,  
in a spir i t  of  enthusiasm, to where you wil l  exert  
greater than the ordinary effort  which you put into 
your daily occupation.  

You are now ready for the lesson on Self-control!  
As you read that  lesson you wil l  observe that  i t  

has a vital  bearing on this  lesson,  just  as this  lesson 
has a direct connection with the preceding lessons on 
A Definite Chief Aim, Self-confidence,  Ini t iat ive and 
Leadership and Imagination.  

The next  lesson describes the Law which serves 
as the Balance Wheel of this  entire philosophy. 
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THE SEVEN DEADLY HORSEMEN  

 
An After- the-Lesson Vis i t  With the  Author 

 

 
 

The "seven horsemen" are labeled,  in order 
shown, Intolerance,  Greed,  Revenge,  Egotism, 
Suspicion,  Jealously and "?" 
 
The worst  enemy that  any man has  i s  the  one  that  
walks  around under  his  own hat .  

I f  you could see  yourse l f  as  others  see  you the  
enemies  that  you harbor in  your own personal i ty  
might  be  discovered and thrown out .  The Seven 
Enemies  named in  this  essay are  the  commonest  
which r ide  mi l l ions  of  men and women to  fa i lure  
without  being discovered.  Weigh yourse l f  
careful ly  and f ind out  how many of  the  Seven you 
are  harboring.  
 
YOU see,  in this  picture,  seven deadly warriors! 

From birth unti l  death every human being must  give 
batt le  to these enemies.  Your success wil l  be 
measured very largely by the way you manage your 
batt le  against  these swift  r iders.  

As you look at  this  picture you wil l  say,  of
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course,  that  i t  is  only imagination.  True,  the picture is  
imaginary,  but  the swift  r iders of  destruction are 
REAL. 

If  these enemies rode openly,  on real horses,  they 
would not be dangerous,  because they could be 
rounded up and put  out  of  commission.  But,  they r ide 
unseen,  in the minds of men. So si lently and subtly do 
they work that  most  people never recognize their  
presence.  

Take inventory of yourself  and f ind out  how many 
of these seven horsemen you are harboring.  

· · · · · · · · 
In the foreground you will  f ind the most  

dangerous and the commonest of  the r iders.  You will  
be fortunate if  you discover this  enemy and protect 
yourself  against  i t .  This cruel  warrior,  
INTOLERANCE, has kil led more people,  destroyed 
more friendships,  brought more misery and suffering 
into the world and caused more wars than al l  of  the 
other six horsemen that  you see in this  picture.  

Unti l  you master  INTOLERANCE you will  never 
become an accurate thinker.  This enemy of mankind 
closes up the mind and pushes reason and logic and 
FACTS into the back-ground.  If  you find yourself  
hat ing those whose rel igious viewpoint is  different 
from your own you may be sure that  the most 
dangerous of the seven deadly horsemen st i l l  r ides in 
your brain.  

· · · · · · · · 
Next,  in the picture,  you will  observe REVENGE 

and GREED! 
These r iders travel  side by side.  Where one is 

found the other is  always close at  hand.  GREED warps
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and twists  man's  brain so that  he wants to build a 
fence around the earth and keep everyone else on the 
outside of i t .  This is  the enemy that drives man to 
accumulate mill ions upon top of mil l ions of  dollars  
which he does not  need and can never use.  This is  the 
enemy that  causes man to twist  the screw unti l  he has 
wrung the last  drop of blood from his fel low man. 

And, thanks to REVENGE which rides alongside 
of  GREED, the unfortunate person who gives brain-
room to these cruel  twins is  not  sat isf ied to merely 
take away his  fel low man's  earthly belongings; he 
wants to destroy his reputat ion in the bargain.  

 
"Revenge is  a  naked sword -  

I t  has neither hi l t  nor guard.  
Would'st  thou wield this  brand of the Lord:   

Is  thy grasp then f irm and hard? 
But the closer thy clutch of the blade,  

The deadlier  blow thou would'st  deal ,  
Deeper wound in thy hand is made -  

I t  is  thy blood reddens the steel .  
And when thou hast  dealt  the blow -  

When the blade from thy hand has f lown -  
Instead of the heart  of the foe 

Thou may'st  f ind i t  sheathed in thine own." 
 
If  you would know how deadly are ENVY and 

GREED, study the history of every man who has set  
out  to become RULER OF THIS WORLD! 

If  you do not wish to undertake so ambit ious a 
program of research,  then study the people around 
YOU; those who have tr ied and those who are now
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t rying to "feather their  own nests" at  the cost of 
others.  GREED and REVENGE stand at  the crossroads 
of l i fe,  where they turn aside to fai lure and misery 
every person who would take the road that  leads to 
success.  I t  is  a  part  of  your business not to permit  
them to interfere with you when you approach one of 
these crossroads.  

Both individuals and nations rapidly decline 
where GREED and ENVY ride in the minds of those 
who dominate.  Take a look at Mexico and Spain if  you 
wish to know what happens to the envious and the 
greedy.  

Most important  of  al l ,  take a look at  YOURSELF 
and make sure that these two deadly enemies are not 
r iding in your brain! 

· · · · · · · · 
Turn your at tention,  now, to two more twins of 

destruction -  EGOTISM and SUSPICION. Observe that  
they,  also,  r ide side by side.  There is  no hope of 
success for  the person who suffers ei ther from too 
much self- love or lack of confidence in others.  

Someone who l ikes to manipulate f igures has 
est imated that the largest  club in the world is  the "IT 
CAN'T BE DONE CLUB." I t  is  claimed that  there are 
approximately ninety-nine mill ion members of this  
club in the United States of  America alone.  

If  you have no FAITH in other people you have 
not  the seed of success in you.  SUSPICION is a 
prolif ic germ. If  permitted to get  a start  i t  rapidly 
mult ipl ies i tself  unti l  i t  leaves no room for FAITH. 

Without fai th no man may enjoy enduring 
success.  

Running,  l ike a golden cord of i l lumination
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throughout the Bible,  is  the admonit ion to have 
FAITH. Before civil ization lost  i tself  in i ts  mad rush 
for dollars men understood the power of FAITH. 

"For veri ly I  say unto you,  if  ye have 
fai th as a grain of mustard seed,  ye shall  say 
unto this  mountain,  Remove hence to yonder 
place;  and i t  shall  remove; and nothing shall  
be impossible unto you.” 
The writer  of  this  passage,  which appears in the 

Bible,  understood a great  law which but  few of today 
understand.  Believe in people if  you would have them 
believe in you.  Kil l  off  SUSPICION. If  you do not i t  
wil l  ki l l  you off .  

If  you would have power,  cult ivate FAITH in 
mankind! 

EGOTISM thrives where SUSPICION exists .  
Interest  yourself  in others and you wil l  be too busy to 
indulge in self- love.  Observe those around you who 
begin every sentence with the personal  pronoun,  "I ," 
and you wil l  notice that  they are suspicious of other 
people.  

The man who can forget  himself  while engaging 
in useful  service to other people is  never cursed with 
SUSPICION. Study those about you who are both 
SUSPICIOUS and EGOTISTICAL and see how many 
of this type you can name who are successful  in 
whatever work they may be engaged in.  

And, while making this  study of OTHERS, study,  
also,  yourself!  

Be sure that  you are not  bound down by 
EGOTISM and SUSPICION. 

Bringing up the rear  of  this  deadly group of r iders 
you see two horsemen: One is  JEALOUSY and the
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name of the other has been purposely omitted.  
Each reader of this  art icle may take inventory of 

himself  and give the seventh r ider a name that  f i ts  
whatever he f inds in his  own mind.  

Some will  name this  r ider DISHONESTY. Others 
wil l  name i t  PROCRASTINATION. A few will  have 
the courage to name i t  UNCONTROLLED SEX 
DESIRE. As for you,  name i t  whatever you please,  but  
be sure to give i t  a  name. 

Perhaps your own imagination wil l  supply an 
appropriate name as a fel low-traveler  for  JEALOUSY. 

You wil l  be better  prepared to give the unnamed 
rider a name if  you know that JEALOUSY is a form of 
insanity!  Facts  are sometimes cruel  things to face.  I t  
is  a  fact  that JEALOUSY is a form of insanity,  known 
to the medical fraternity as "dementia praecox." 

 
"O jealousy,  

Thou ugliest  f iend of hell!  Thy deadly venom 
Preys on my vitals ,  turns the healthful  hue 
Of my fresh cheek to haggard sal lowness,   
And drinks my spiri t  up!" 
 
You wil l  notice that  JEALOUSY rides just  back 

of SUSPICION. Some who read this  wil l  say that  
JEALOUSY and SUSPICION should have r idden side 
by side,  as one often leads to the other in man's  mind.  

JEALOUSY is the most  common form of insanity.  
I t  r ides in the minds of  both men and women; 
sometimes with a real  cause,  but  more often without 
any cause whatsoever.  

This deadly r ider is  a  great fr iend of the divorce
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lawyers!  
I t  also keeps detective agencies busy night  and 

day.  
I t  takes i ts  regular  tol l  of  murder.  I t  breaks up 

homes and makes widows of mothers and orphans of 
innocent l i t t le  children.  Peace and happiness can 
never be YOURS as long as this  r ider remains un-
harnessed in your brain.  

Man and wife may go through l ife together in 
poverty and st i l l  be very happy, if  both are free from 
this  child of  insanity known as JEALOUSY. Examine 
yourself  carefully and if  you find any evidence of 
JEALOUSY in your mind begin,  at  once,  to master i t .  

JEALOUSY rides in many forms.  
When it  f i rs t  begins to creep into the brain i t  

manifests  i tself  in something after  this  fashion: 
"I  wonder where she is  and what she is  doing 

while I  am away?" 
Or,  "I  wonder if  he does not  see another woman 

when he is  away from me?" 
When these questions begin to arise in your mind 

do not  cal l  in a detective.  Instead,  go to the 
psychopathic hospital  and have yourself  examined,  
because more than l ikely you are suffering from a 
mild form of insanity.  

Get  your foot  on JEALOUSY'S neck before i t  gets 
i ts  clutches on your throat .  

· · · · · · · · 
After  you have read this  essay lay i t  aside and 

THINK about i t .  
At f irst  you may say "This does not apply to me.  I  

have no imaginary horsemen in my brain." And, you 
may be r ight-ONE OUT OF EVERY TEN MILLION 
COULD SAY THIS AND BE RIGHT! The other nine 
mill ion nine hundred and ninety-nine thousand nine
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hundred and ninety-nine would be wrong.  
Do not fool  yourself!  You may be in that larger,  

class.  The purpose of this  ar t icle is  to get  you to see 
yourself  as YOU ARE! If  you are suffering fai lure and 
poverty and misery in any of their  forms you are sure 
to discover one or more of these deadly r iders in your 
brain.  

Make no mistake about i t  -  those who have al l  
they want,  including happiness and good health,  have 
driven the seven horsemen out  of  their  brains.  

Come back to this  essay a month from now, after  
you have had t ime to analyze yourself  carefully.  Read 
i t  again and i t  may bring you face to face with FACTS 
that  wil l  emancipate you from a horde of cruel  
enemies that  now ride within your brain without your 
knowing i t .  


