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This Worker Says He Has Failed;

Farns $125 a Month at Age of 32

By LOUIS

Y conception of success is to have

attained at least within halling

distance of the salary your abil-
ity and experience woulg Jjustity it
vou were given the position commen-
surate with yeur poéwers.

As I feel that I am ‘not occupying
such a positien T ¢lass myself among
the fallures of life, although T am Eet.
ting a salary of $125 a month after
12 vears’ service with the firm with
whieh T am now employed.

My failure was not duae to not having
seen my opportunities—as a matier of
fact I created an opportunjty several
vears age, but all I ever got out of it

was work and now and then a liftle.

increase in Wage—this latter “appre-
ciation” enly because I demanded it
and to keep me from leaving my ‘job
in disgust.

1 have tried in every way to court
success. I have worked hard and long,
put in nights and -Sundays and even
cut out my vacations when necessary
and all to what purpose? “'I.am a fail-
ure T have an idea coneérning the
“whys™ of this. It is because I did not
get the right start, at the right time,
with the right firm. To have done
this T think would have spelled success.
Am I right? Read my story and see.

I was born in Chicago, the third of a
family of eight boys. My earliest recol-
lection of my childhood days ‘was
“minding’” the baby. Goodness knows
my services were sadly needed, for
mother had her hands full with the

housework and the preparation of
enough food to satisfy the ravenous
appetite of us growing boys. In view

of my duties as “nurse” and helping
mother about the house T was denied
the pleasures and pastimes so dear to
any healthy, vigerous boy. :

I was 10 years old at the time 'my
father accepted the pesition of [anitor
and engineer in one of the city Schdols
and we older boys had to help him
with his work after sehoo! hours, Even
during vacation time there was no play
for me—there was wgrk abeut  the
home to be done and all my “spare”
time was put in
schoolhouse preparing for the next
term. Oh, how I envied other hoys
playing ball, going fishing and swim-
ming and enjoving life as it ig intended
they should! But all this was not fer
me—I1 had to work.

» B *
WORKED IN FATHER'S STORE

When T was 12 vears old_ father
opened a confectionery store near the
school and T was given the new task
of taking care of the shop before and
after school hours., For two years T
held this “position.,” hut by the end of
that time I tired of the constant rou-
tine of the work and decided to go to
work for myself where I could get real
wages. I thought I now would have a
little time fof my own amusement, for
I was tired of all work and no play.

I secured a position in a drug store
at $3 a week and turned this amount
into the family till with the execéption
of 25 cents, which I kept to spend for
“luxuries” and a good time. In about
a year the long hours and Sunday work
began to show up me and my parents
and the doctor advised me to seek
other employmént.

T landed a job in a wire factory doing
plece work—the average wage for this
class of work being $5 to-$6 a week.
I soon became proficlent .and boostea
my income from $7 to $8, whjch was
more than._ the ot boys had ever
turned out. However, the work was
too dirty and did not appeal to me—
even at that age I entertained higher
ideals and aspirations concerning my
future.

At the age of 16 I secured a position
in a drygoods store as delivery boy
and boy of all work around the store.
In addition to the store dutles I at-
tended to the work of my employer's
home, mowing the lawn evenings and
taking care of his horse and doing
other barn work. I received a salary
of $5 a week.

After two years in this pesition and
not seeing any advancement I secured
a position in a competitive store. The
salary offered was but $4 a week, $1
a week less than I had been receiving,
but I was given a position as assistant
in the domestic Sdepartment, which
gave me an opportunity to learn some-
thing of the business.
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RAISED $2 IN TWO YEARS

I became friendly with the men in
the carpet department, and, being of
an ambitious nature, 1 soon learned
the carpet business in connection with
my drygoods duties. In a short time
I could make and hang window shades
and draperies almost as well #s the
men in direct charge. I was with this
concern about two years and had but
a $2 raise during that time. -

Feeling that I was capable of earn-
ing more and was worth more to the
firm, I demanded a raise and was re-
fused. Then I succeeded in securing a
position with another concern in the
domestie department, the position be-
ing given me in preference to other
applicants on account of my experi-
ence in the carpet department, which
I had gained on my own initiative
under my former employer, it being
part of fTny duty to help with the car-
pet wqrk when occasion required. T
received the munificent salary of $7 a
week, and this for a young man of
20 years certainly did not look prom-
ising or encouraging.

Up to this time, be it remembered, I
gave to my parents practically all of
my earnings, keeping but a trifle for
my own use., My companions were all
doing better than I financially, making
from $12 to $15 a week. I had the same
opportunities to do likewise, learning a
trade In some shop or factory, but I had
set an jdeal for myself and was déter-
mined to succeed in it. Seeming re.
verses could not deter me, and I recog-
nized that the begmning had but little
to do with the final results,

* £ *
GOT WINDOW TRIMMER'S JOB

I was receiving but $9 a week wheén
I was 21 year of ag® a $2 increase in
the last year and in: the same position
in which I had started. Then I saw
what I conceived to be my opportunity
——the chanc¢é for which 1 had so long
waited.

One of the older employes announced

with father at the.

GEORGE

e was going to quit. He had been a
window trimmeér in connection with his
other duties, and when he told me one
morning that he had accepted a place
with dnother firm I resolved that I
would succeed hiln. That same morn-

ing I applied for his place and the man-

ager told me he would give me a
chance,

Bow § worked! And when night
came T would go home and far into the
morning I wonld study over the lessons
of “31-correspondence course in window
trirmming. I made good, as I thought I
woul@, and when a little later a change
in the organization created a position
a8 floor walker I applied and was given
a tryout,this in addition to my regular
duties as window trimmer,

The success I attained as a window
trimmer inspired me to increased ef-
forts. I began looking for further op-
porfunities. If they were not before me
I would create them-—and I did.

The head of the firm had been doing
his: own “ad” writing. and as he was
too much occupied with other tasks to
give it needed attention T thought I saw
a big chance for me T started out
to prepare myself ag an “ad™ writer,
first, however, learning card writing
for my window displaye: T took a
course in .advertising, and as far as 1
was able without practical experience
qualified myself for the work before I
souxht the “boss.”

“Mr, N——" T sald, “T think I ean
now relieve you of your work eof ad
writing."” 2

“What's that?
about it”

When I explained how ¥ had acguired
my knowledge he expressed his appro-
bation with a grunt. hut finally ac-
quiteseed in mv nlea far 5 trin],

Again T made good, and without
boasting but merely to gshow you that
] have made the hest of the opportuni-
ties as 1 found them, I can show you in
some of the leading trade journals of
that time pictures of various bite of my
‘window displays and reproductions of
ads T wrote at that time.

But this was not the only way in
which T made myself useful to the firm
~—many of them outside of my depart-
ment. For instance, T had picked up a
littie knowledge of electricity and wir-
ing and had installed a complete sys-
tem of electric lighting for the show
cases, ete. In fact. during the twelve
vears 1T have been with the firm T have
wired and installed complete fixtures
for 160 incandescent lights, ranging
from the basement to the second fipor
as well as changing the entire system
of wiring in the windowe and the store
proper,

What do you know

& @
SAVED MONEY FOR HIM

. All this work T did in my snara time.
I further saved the firm considerahle
money byv doing most of the carpéntry
work around the store, such as build-
ing new sghelves, temporary counters
and making minor attractieans. T men-
tion these that you may know 1 was
loyal to the firm and endeavored to
give it the best there was in me. T
was then receiving a salary of $12
weekly.

Things ran along smoothly for a
period of four years, all of which time 1
was agguiring new knowledge. study-
ing evenings and during my spare time
and otherwlise fitting mvgelf for larger
duties. I had applied for a raise sev-
eral times, but each time my employer
put me off with promises.

At last when it seemed that promises
were all T was to getsl applied for a
position, with another firm and was
accepted. Then I went to my old boss
and told him.

“Now. you don’t want to leave here.,”
he =said suavelyv. “and just when we
were going to give you a raisa, too.”

“How much were you going to give
me?”’ T asked politely.

“We were fust going to make your
salary 215, A raise of $3 per week—
think of ft!"

1 did—so seriously, in fact, that T
refused to stay at that' price.

We finally compramised on the salarvy
and T agreed to start for $17 a weslk,
with the understandine that T wonld
recelve $20. the amount T had asked for,
one yvear from that date. Things con-
tinued thus for a vear when T married.
T bought a lot and borrowed $2.000 to
build a home. Then the crixis came.

T called my emnloyer’s attention to
our agreament made a vear previonaly
and the fact that T was married. talling
him that T really needed more money

to meet my obligations and that T had-

counted upon his living up to his agree-
ment. He, seeing that T would find it
inconvenient to make a change at that
time under the cireumetance, put me off
again and again with promises.

* * *
OFFERED A BETTER POSITION

Two vears later 1 secured a position
in a neighboring city at $22.50 a week.
I informed my employer of the change
I had contemplated making and re-
signed. He again persuaded me to re-
malin and consented to pay me $20 a
week. As my home was in Chicago and
not entirely clean of debt, T thought it
to my advantage to accept his offer.

~About this time T took another eourse

in advertising to learn new methods of -

attracting trade, many of which T put
inte my firm's advertising, At the
gsame time I kept up to date In my win-
dow trimming and card writing. T now
took entire charge of the store during
the proprietor’'s absence, which ‘was
quite often, owing to the fact that he
himself attended to most of the buyving,
and would be away from a week to 30
days at a time.

After repeated threats to leave and
secure employment elsewhere I finally
have raised my income to $125 a month,
I am 32 years old. T own my home and
have a little money ahead, but I do not
believe that T have attained anywhere
near the success I am entitled to, in
view of the amount of eneérgy I put
forth to get where I am.

I am confident that T am capable of
greater and bigger things ana feel fully
competent to hold down a good posis
tion. There are a lot of fellows in the
$3.000 class who are not anywhere
nearly as well equipped with the prac-
tical knowledge and expéerience as I
am, and they are making good. I know
I can do likéwise if given the oppor-
tunity. But this {8 impossible without
an influential friend to geét you “in
right.” Am I not right?

Notes From the World of Science

The combined area of theé cornfields
of the United States is nearly equal to
the area of France or Germany.

Boiling granite ware untensils in soda
water once in a while will remove
grease and keep them fresh and whole«
some.

The coal miners of the United States

now number nearly three-quarters of a
million, about oneé-fifth of them being
employed in the Pennsylvania anthra-
cite fields.

South America's largeet telescope,
having a,24 inch objective lens, will be
erected at Cordova, Argentina, by the
government of that republic. :
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Most Jobs Hard%ai ~»\the Start

By DONALD SCOTT

13 ULLY 90 per cent of the men
that make good with us during
the first few weeks of their em-

ployment can, as a rule, thereafter

hold down their jobs as long as they
want tq. :
“We have a definite test system thal
applies in general to all new employes
during the first few weeks of their em-
pleyment,
part for the figures I just gave you.

Usually we test a man pretty hard the

first few days—morally, mentally and

physically—and his tests always are a

little harder than the requirements of

the work we want him to do. TIf he
shows a weakness we go after that
weakness with a thorough test—mainly

to see if the man has the kind of stuff
in him that will overcome Iit.

“We want him to make good. At the
same tim® we don't want to.carry along
an incompetent man for a number of
months and eventually let him go—and
waste all the training we might have
been giving the right man during all
that time, and the right man is the feal-
low who will huckle down hard in the
face of difficulties.”

Thus does a man who 18 noted for his

skill as an employer of the best labor ‘mistakes.

emphasize the fact that invariably the
first few days on the new job are the
most important. They are the test days,
whether or not the employer may have
a definite system of testing.

Various employers have various ways
of finding out as soon as bossible the
real wogth of & new. employe. . Some
give the new man harder anfl more try-
ing work than they really want him to
do—a =ort of initiation proces t

For instance, in a factory where a
patented iron folding bed is made the
hardest job in the place is twisting
iron scrolls all day long. FHvery hew
man is put at this arduous work. If he
sticks and does not complain he is
given the firat opening that comes
along in better work.

Thus this employer tests out his new
men, keeps a goodly supply of iron
scrolls on hand all the time and always
has a good man to fill any wvecaney in
the less irksome iron working jobs
throughetlt his plant. PR
*
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MISTAKE TO “TAKE IT EASY”

The test of the new man in the office .
and on the sales force is also applied
strenuously during the first few days
or weeks, S

Many a min when he takes a new
nosition makes the mistake of think-
ing that he had better not set a prece-.
dent of hard work, or his boss will ex-
pect him to keep it up, éven though it
were physically impossible, ./

“Anyway,” thinks the new emplove,
“the boss will think more of me if I
apparently do my work with ease.”

But the real boss doesn’t oare & rap
how you do it, =0 long as you de it,
and do it right, in a reasenable leng
of time, |

In other words. he judges the new
man by the amount of time for which
he pays him—what the néw man ac-
complishes in that time. And if the
boss should happen to know that the
new man Is spending more than the
working hours In order to make good
it in most cases would be a reommen-
dation; would show earnestness and
effort,

It does pay to work hard at the start
in order to overcome the handicap that
every new man on a job has to buck—
the possibllity of friction with older
employes, lack of knowledge of the
business, and unfamiliarity with many
of the details of the job,

One man who had made an excep-
tionally brilllant record in a new po-
sition where no less than a score of
men had fallen down to defeat within
the year before he took the job sparred
for time when he was offered the po-
sition, so that he might gain Some in-
formation that would help him avoid
some of the mistakes the others had
made, He learned the name and ad-
dress of the man who had las! neld
the position and made him a vigit and
told hin frankly that he wa% going
to take a whack at the position and
asked for advice,

% #* i
LEARNING FROM OTHERS’ ERRORS

“My best advice,” said the man, ‘is
that you have nothing to do with that
bunch of fourflushing highwaymen."

He then launched into a tirade of ac-
cusations, while his visitor took down
mental notes of all the reasons why
this man thought he had not made
good. He saw that this man was prétty

Prefer Phantom

New Man MeetsRoE_gh -Tgsts

That, of course, accounts in -

: Vo b AR S %

much of a talker ‘onie thing and he
tﬂl%o himself: “ e that's another
reason why he did hot make good; I'll

k!';g qu

en this former emplove told ahout
all the other men who had tried and
had fatled@ at the position, just to em-
phasize his advice that hlg Wsitor
would do well not to take the place,
as well as to excuse himself for mot
having made good on t
wife was an Interested 1 er.

Then the new man looked up the
addresses of the other men who had
heen tried and found wa .and bold-
ly approached them all fn the same
way. In the main they told him the
same story, and he studied each type
of man. He put two and two together
after he had secured a great deal of
reliable though bilased information
about the man for whom he was to
worls; decided on a gourse of action, and
went to: work well fortified with valu-
able historical knowledge. :

¥or éne thing, he had satisfied him-
self that the opportunity in case hle
should make good would be well worth
the effort. It was a position where
thé results of a man's work stand out
plainly and where mistakes would be
wvostly,

He figured that his new emplover
would not care it he did not show
great success in getting results at the
start so long as he made no -ostly
All the other men had gone
into the 'work to make a big splurge
right away. But he adopted the siow,
cantious method He did no talking to
anybody nunless it was absolutely neces-
sary, althaugh his mind was constantly
alert for pointers, and he kept stiling

—not 80 mich because he felt like it,

but because he wanted to appear oon-
fident.

Of course, he made good, and in a big
way, for nis success was contrastéd in
hig boss’ mind against a background of
ha!f & dozen failures. ; :

This man was positively fortunate tn
have landed a.job where a’ string of
men just before him had failed for his
success certainly was appreciated .

; * ¥ * - .
WAY TO GET A FLYING START

In taking a new job it is always a .

good thing to investigate the history of
the company and, as far as possible,
the history of the particular job you
will take.

You want to be sure that the ¢ m- -

pany and the -particular position it
offers are worthy of your best efforts
Such knowledge will usually help 8
man make good at the start. .

Usually, if several men have recently
failed at the work, you will find that it
is the kind of position that is hard.
at the start, due in most cases to rhe
fact that the men.already in the or-
ganization are overworked on acpgount
of the extraordinarily rapia develcp-
ment, so that no one has the time to
teach a new man anything.

Five years ago a man who is now
vice presidant of a big advertising or-
ganization started te work as head of

the ¢épy departm When he wert to
‘work on. tha,hgy b he found that the
‘president of ‘the otganization had sent
a notice to,all the men in the

organization fiot to bother him for one
week, until he should “find himself.”

- When this yeling man learned about
the notice he asked the president to
rescind the order and Send around an-
other one to the effect that every one
in the orgénization should blaze away
at him as though he had been there for
a long iimg, for ih that way he could
learn more ind perhaps earn his salary
.the first week.

Of course this made a hit with the
president who, however, did not know
that the young man had been making
a thorough study of all the ins and outs
of his new job for two or three months
before he actually took up the work.

He had done this when the advertis-
ing company first intimated to him
that they might want him to take
charge of their copy department, and
had kept it up steadily, though he had
signed the contract only three weeks
before he began the work.,

The fact that he had made a study of
the demands of the job while he was
talking “turkey” with the pregident of
the agency enabled him to land a
larger cipher oh the front end of the
salary figure as well as to jump into
the work and earn that salary right
from the first day.

Thus he got a flying start to the vice
presidency. ’

So it seems, whether the new job
carriag a contract with a salary stated
up in the thousands or dally labor, It
does pay to make a flying start into
hard work.

to Sure Thing;

0dd Trait in Many Investors
By WILLIAM B, MAYER

of human nature,” remarked a
stock broker recently, ‘“to grab at a
possibility in preference to a sure thing
which is limited in the power of paying

substantial dividends. We might illus-
trate this by inverting the gaying into
this:

*“‘A bird in the bush is worth two in’
the hand,” providing the elusive bird in
the bush has sufficiently brilliant and
rare plumage.

“I find this to be the case almost in-
variably in my busiress. Of course the
persons that I deal with have, for the
most part, a strain of gambler's bleod
in them; naturally they are Yeckleéss
for those two words are synonyms in
character,

“If I am selling stocks of two kinds,
one the ‘might be great’ and the other
‘proven fair ahd safe’ I ean always sell
the former stock with comparative esde,

ul‘r is one of the inexplicable traits

while the othér (a conservative invest- *

ment) will g0 begging, so to speak.

“It is not only the unsuspecting
widow who falls into the snares of
these failures. either: often the cateh
congizte of 4 careful business man. It
does nol nécessarily mean that because
a ventute fails, however, it was not or-
ganized with good intentions. But good
intentions do not make success,

“The case of &n  unsophisticated
young man comes to my mind now
which demonstrates this queer trait of

abbing at a phantom of gold in

upm to that of one of ‘yard wide

“He wanted to make an invest it
* ‘Here are some industrial bonds’ 1
sald, ‘that are just the thing for a

you/z man; something ‘that is, as safe
as government bonds, Although they
pay only 5% bper cent, you have years
enough before you to wait until you
have gotten back your or al invest-
ment and then you will have a4 figur-
‘ative tree still bearing fruit. at
will be a clear profit.

“But he demurred. }

“‘No,’ he said crestfallenly, ‘I den't
want anything of that sort; I want
something that will go with a smash
and a bang!

“ “Which way? I asked, smiling.

“““Why," his voice wavered, ‘the right
way, of course. Haven't ‘you some-
thing that might make a capitalist out
of me over night? - b

“Of course 1 am in business to sell
people what they want, but' it sort of
went against my grain to see the
young fellow's hard earned money—
the first always is—go into ‘something
which might more likely than not
prove to be a rank flas¢o. ;

“‘1f that is what you wish,’ .I said,
‘I have some dtock in a much totited
mine, yet in it8 embryonic state. The
reports are glowing, you may double
your investment, perhaps triple it, be-
fore a year ses.  But I
“all is not gold that glitters”’
““His eyes opened e ab 1 recited
the possibilities. : AL

" iGreat!’ aimed ecstatical
r e:‘% exu’ ],'.a .’:i
. vt

. he got it.

or 3
in 'nufcqed':. a

"

same
through
for a whal

t zui‘u _y'ou :
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Precepts of ‘Any Busiriess Helps
Man to Make Most of Himself

By C. S. MADDOCKS

HETHER we go to business men,

scholars or artists, or to the

writings of those who have been
greatly successful, we shall find but
one or two fundamental precepts of
perfection. The man who feels the
strainings of ambition within him will
soonest learn that it is not by essaying
some mlnﬁque task, some terribly
formdidable business by which finally to

@ job.  HIS ,.opize nis hopes, it he will go to the

carefully considered testimonies of
u:m' who have been recognized by the
-world as accomplishing great eunds,

ends not accomplished by might but
through infinite diligence and industry.

It does not matter that these testi-
monies come from men who worked
with pen or brush, while he must work
with men or nature, the principles of
success 'for every kind. of effort are
identical. Only methods vary. Having
acquired ‘sound principles any man of
likelihood can work out the means of
putting those principles intoe working
order,

It is a misforture that some men
have minds that can not recognize
principles. They never get beyond that
stage of youth which in studying a
page of history is blinded by the de-
tails of an event and can not see the
fundamental fact or truth behind these
details,

It is quite useless to send such men
to books of biography or essays—some
of which are perfect manuals of prin-
ciples—because they can not see any-
thing but the detalls, can see nothing
of the fundamental thought.

. * » *

“FINDING” ONESELF A
PERSONAL MATTER

A few years ago we were fond of the
expression “finding himself.” This find-
ing of oneself is a personal business, in
which .others can help but indirectly.
And herein consists the wisdom of
great teachers. They do not entirely
despalr of a dull student until they
have placed before him what we may
.call many kinds of fodder. Somewhere
in this may be the head of clover, the

ewing of which will open his eves al-

t as by fairylike enchantment.
when if he had been fed on a diet of
nothing but timothy grass he might

9 >

dunce.

“have left schoel with the brand of

But even When teachers are not wise
there may be. something among the
assoclations he has perhaps blindly
longed for that will arouse in a stu-
dent a something sleeping within him
that will lead him on to Breat goal
after goal. .

An eminent Frenchman has recently
retold the experiences of his youth.
When a green bhoy he went up from an
obscure province to a great school, and

. pleasures.

one of “his first tasks was to write an
essay in Latin, an essay which, he says,
‘was undoubtedly bad. , At any rate that

fs what the teacher considered it. This’

man, addressing the boy before the
whole class, asked him from what prov-
ince he came. The answer brought
smiles to the faces of all the students,
especially as the teacher added that he
would advise him to return there. But
this was not what the boy intended to
do, and at the end of the school year
he was the only one in the cldss to win
a prize, one of the few prizes offered
by the school, Y
s * * *
INDUSTRY A PREREQUISITE

There is a great gain of time If a
young man can go to some of the great
manuals of living. Sometimes he may
get an invaluable set of principles from
the addresses of men of experience, but
often such are hardly more than so
much babbling to him, because he has
not learned to recognize the significant
statement among others that are but
explanatory.

Sir Joshua Reynolds says: “If you
have great talents, Industry will im-
prove them; if you have but moderate
abilities, industry will supply their de-
ficlency. Nothing is denied to well dl-
rected labor; nothing is to be obtained
without it. Not to enter info meta-
physical discussions on the nature of
genius, T will venture to assert that
assiduity unabated by difficulty, and a
disposition eagerly directed to the ob-
ject of its pursuit, will produce effects
similar to those which some call the re-
sult of natuural powers.”

The great things that men learn they
come by, “not by felicity or successful
hazard, but by care and sagacity,” and
often by a chastising of the mind. Un-
derstanding is enlarged by variety of
knowledge and this is ornly gairfed at
the price of indefatigable dlligence.

~ = *

MENTAL LABOR GREAT PLEASURE

This adviser of voung men has not
made this unremitting industry a dis-
agreeable thing, for hq believes that
great mental labor gives great mental
There is the delight that
after persevering industrfy a man finds
his strength increase in proportion to
his task.

The content of our minds is con-
stantly wearing out and constantly
needs to be replaced. It is a great
thing té6 be able to have a mind of a
sort of divine energy, and such energy
increases only with exercise. It is a
great matter to be in the way of accl-
dent ang to be watchful and ready to
take advantage of it., Only the alert
mind can do this. Only the mind stored
with infinite materials knows what
many an accident means. And a mind
stored with the great precepts of the
world is able to make precepts of iis
own that may startlée the world by
their seeming originality.

Always Had Done It That Way;

Why the Business Got in a Rut

By FRANK ANDREWS FALL

HE efficiency engineer had been
Tcu’llod in. As he entered and pre-
sented his credentials, he took a
quick but frultful glance about the
office.
As a shining example of how not to
~accomplish results that office was sec-

ond ‘to none. An alr of inefficiency
hung desolately about tfe place. Pa-
pers were strewn about in a riot of
disorder. A few poor spindles, upon
which letters, bills, orders and esti-
mates were impaled, and seemed to be
dying a slow death, afforded the only
visible evidence of any attempt at
classification or preservation.

Spindles! Relics of past centuries,
long ago chucked into the discard, at
least as a means of filing, by every
halfway up to date business man.

The boss of the outfit, who had in-
herited it from his father, but had not
fallen heir to his father’s brains en-
ergy and aggressiveness, had appag-
ently regarded the original equipment
with the greatest respect and venera-
tion. At any rate, he had not changed
it much. ~

The accountant lopked from one arti-
cle of office furniture to another. Not
a single modern thing did he see, Not
a single effective thing, in other words,
for the most valuable aids to office
economy and efficiency have been per-
fected within the last 10 or 15 years.

* » £
SYSTEM ALL WRONG

.

e owner of the business had called
in the efficlency engineer as a last re-
sort. He never would have been will-
ing to do $uch a thing had he not be-
‘e ~despergte in regard to the future

business

of B
. He felt “times. were hard; his
own collections were not in a healthy
co n; 6 seemed to be ﬂow:Q
business in ar own partie line ap-
peared to be at the ebb. .

ut the engineer f._ “"that this
point of view was all General
tl“lt conditions ‘than fair;
collections were- in the

field concerned ‘mever been better.

Crack Shot Helped

Salesman Aided
" By GEORGE

¥ ERE {s an instance told by the
buyer and gun department man-
ager of one of the large retall
stores of how he made a salée by un-
usual salesmanship: J
“One day 4 man looked at the air-
gund which were In a rack on the
copnter, . _ LTAsR J
 “iCould 1 sell you one sir? I in-
quired, '
T
atral

g

There was plenty of business. Why
didn’'t this man get a fair share of it?

The tgouble, thought the efficiency
engineer, must be in the system. So he
started in, as soon as the prelimi-
naries were out of the way, to study
the system.

He asked the owner of the business a
few .simple questions concerning the
general plan of operation. The owner
floundered about helplessly, and finally
said: “I guess I'll have to ask the man-
ager to answer,"”

That gave the engineer some light on
the situation. " Boss Senior, attending
carefully to details, had brought the
business up to the point where it paid
well. But Boss Junior had never quite
grasped the idea that it was necessary
for him to familiarize himself with it
and improve {t.

* * S
IN NEED OF NEW IDEAS

While the founder was in charge, he
himself was the system. He depended
on his own memory, his own familiarity
with the trade, his own mental record
of the details of the business.

But Junior was of softer stuff. He did
not have it in him, apparently, to be the
system., 8o far he had not built, bor-
rowed or bought a system.

The manager was not much better,

“Why," asked the accountant, refer-
ring to one operation which was re-
peated three times where once would
‘have sufficed, “do you do it this way?”

‘““We have been doing it that way for
a long time,” answered the manager.
“We have always done it that way.”

‘“Well,” said the engineer, “that is a
poor reason, In fact, it is no reason at
all. What I wiil have to do for you is
to teach you some new business habits.
It you learn them I will save this busi-
ness."

- For two months he taught. The boss
and the manager sat at his feet and
Jearned. And the business, which was
moribind when the efficiency engineer
appeared on the scene, was soon going
ahead by leaps and bounds.
1t you have always done it that way
and the way doesn’t produce good re-
sults, it's about time you were vacci-
nated with a few new ideas.

d to Make Sale;

F. BA

STk
of the gun that I can shoot the left
eéye out of the Indian with the red
feather in his haitr.’ ;
“‘You're on,' he sald, incredulously.

“1 loaded, aimed the gun, and pulled

the trlsgr. .

"The calendar flapped as it was hit.
We went over to it. The tiny bit of
lead bad hit exactly in thé designated

3 t. The left eye of the Indian with

2 red m:ltur was nothing more than

a iittle
fﬂ ~lookea at t

at with mn‘pu nm‘ ;

;‘*l e he said, ‘I'll take two
9t eg!lit‘t,du’tlolu the shot again
h 4 thousand chances without some
{ ' 1 felt that I could
p that he would not
‘and buy a rifle be-
Wds éven bettér than

' ol
ok,

o

ptétun and then .

ewsd

g e




