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To Begin With—-.
[Sidenote: Salesmanship Essential to Assure Success]

There are particular characteristics one can have, and particular things one can do, that will make failure
life certain.

Why, then, should not the possession of particular opposite characteristics, and the doing of particul
opposite things, result as certainly in success, which is the antithesis of failure?
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That is a logical, common-sense question. The purpose of this book and its companion volume, "The Selli
Process," is to answer it convincingly for you.

Success can be made certain; not, however, by the mere possession of particular characteristics, nor by
doing particular things.

Your success in life can be assured; but only if you supplement your qualifications and make everything y
do most effective by using continually, whatever your vocation, the art of salesmanship.

* k k % %

[Sidenote: Why Are Some Men Failures Who Deserve to Succeed?]

Life can hold nothing but failure for the ill-natured, unsociable, disgusting tramp who is known to be
ignorant, lazy, shiftless, a spendthrift, a liar, and an all-around crook. Such a worthless man will make
complete failure of life because he is so dis—qualified to succeed.

On the other hand certain success ought to be achieved by the good—natured, intelligent, reliable man w
continually wins friends; the truthful man who has a fine reputation for thrift, honesty, neatness, and love fc
his work. He seems entirely worthy of success. Yet for reasons that baffle himself and his friends it sometim
happens that such a man is unsuccessful.

The defeat in life of one who appears so deserving of victory seems to prove that success cannot be assl
by the development of individual characteristics and by doing specific things. But such a wholly negativ
conclusion would be wrong. When a worthy man fails, he loses out because he lacks an essential posit
factor of certain success——the ability to sell his capabilities. By mastering the selling process this failure ce
turn himself into a success.

[Sidenote: Self-advertised Disqualifications Unrecognized Capabilities]

We are sure of the failure of the man who is utterly disqualified to succeed; not because he has particu
faults, but because they self-advertise and sell the idea of his disqualifications for success. His characterist
and actions make on our minds an impression of his general worthlessness. Defects are apt to attract atten
while perfection often passes unnoticed.

Millions of worthy men, otherwise qualified for success, have failed solely because their merits were nc
appreciated and rewarded as they would have been if recognized. Capabilities, like goods, are profitless u
they are sold. Therefore the man who deserves to win out in life can make his victory sure only by learnir
and practicing with skill the certain success methods of the master salesman.

* k k% %

[Sidenote: The Duty to Succeed]

Down through all the ages has come the duty to succeed. It was enjoined in the Parable of the Talents. No
has the right to do less than his best. Then only can he claim full justification for his existence. The Creat
accepts no excuses for failure. Every personal quality, and every opportunity to succeed that a man has, n
be used, to entitle him to the rewards of success. He owes not only to himself and to his fellows, but also
God, the obligation of developing his utmost capability. If he does not pay dividends on the divine investmel
in him, his dereliction is justly punished by failure in life. Sometimes he even forfeits the right to live.
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[Sidenote: Success Cannot be Copied]

Many ambitious people, who recognize their duty to succeed but do not know how to go about it, make
common mistake in thinking. They believe the secret of certain success can be learned from examples ; t
success can be copied. So men who have succeeded conspicuously are often asked to state and explain
rules, for the benefit of other men who regard them as oracles.

[Sidenote: Other Men's Formulas]

Doubtless you have read much about Marshall Field, J. Pierpont Morgan, Charles M. Schwab, and simil
outstanding business men. You have studied their principles of success. You have tried to practice th
methods. But somehow the most careful following of their directions has not made you a multi-millionaire
nor can you see riches as a prospect. Naturally you are both disappointed and puzzled. Perhaps you
tested faithfully for years various formulas of success extracted from the advice of successful men. Yet y
have failed, or have achieved only partial and unsatisfying success. You have been unable to solve f
problem that you once felt so sure could be worked out by the rules you mastered.

Maybe you have become discouraged and have given up, in disgust, your ambition for achievement. Ve
likely you have said to yourself, "Success is so much a matter of luck and circumstances, there's no way
make sure of it. I've done everything that Marshall Field, J. Pierpont Morgan, and Charles M. Schwab ha:
counseled; but I'm still plugging along on an ordinary salary. Rules for certain success are bunk. Luck has
break right for a man."

[Sidenote: The Element of Luck]

Unguestionably good luck has brought success to some men who would have failed without its aid. It
equally beyond doubt that bad luck has prevented other men from achieving their ambitions. Of course su
successes and failures do not fall within any rules. They are altogether exceptional, and neither prove r
disprove general principles.

Eliminating the factor of luck, good or bad, the success of any normal, deserving man can be made certair
the extent of his individual capacity. Some men have different or bigger capacities than others; hence not
successes will be of the same kind, or alike in extent. But any normal, deserving man can assure himsell
great a success as he is fitted to achieve. It is necessary, however, that he do more than develop his ut
capability. He must learn to employ skillful salesmanship, in order to market his "goods of sale," or person
gualifications, most profitably.

[Sidenote: Sales Skill Necessary]

Each of us has to make his own pattern of success. "The individual should develop his individuality," instee
of attempting to imitate anybody else. It is even more necessary for him to use most effectively all the natul
powers he builds up.

A man can assure his success only if he learns how to utilize his personal qualifications so as to create ¢
control his opportunities to succeed. He should be able to bring himself to good luck, and not expect anybo
or any event to bring good luck to him.

One cannot make the most effective use of his capabilities, he cannot create and control his chance:
succeed, until he develops skill in salesmanship, which is necessary to market his qualifications profitably. |
must practice "selling himself" until the habit of using sales skill in everything he does and says become
second nature to him. Sales skill is the dynamic factor of success. It transforms potential powers into act
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accomplishments. It enables the qualified man to turn his individual capabilities to best account.

* k k % %

[Sidenote: Opportunity A Constant Companion]

Sometimes a man says, as an excuse for his failure, "I never had a chance." The truth is that Opportunity
constant companion to every man. Each of us has within himself limitless wealth. All normal people are ric
in ability. It is possible for anyone to become more prosperous. He need only turn his possibilities int
realities. When a man capable of accumulating riches continues poor, he is like the shipwrecked discoverer
a bonanza gold mine on an uncharted island. He cannot exchange his potential wealth for the things
desires; because he is unable to market his raw gold.

Similarly you who have not yet succeeded are potentially rich. If you possess the generally recognize
fundamentals of success; such as characteristic honesty, intelligence, energy, etc., you are not handicappe
want of a market. Even though you now may seem to lack some of the essential qualifications, you a
capable of succeeding. Every necessary characteristic of the successful man is latent in your nature and ca
brought out by development. You have not yet done your utmost with the best that is in you.

[Sidenote: Your Market Not Lacking]

First you should resolve to make yourself completely worthy to succeed. Meanwhile you should be learnir
how to sell your "goods." On every hand there are markets in which qualities like yours are being sol
successfully by other men. Undoubtedly there will be a purchaser for the best that is in you when you bring
out; provided you present your "goods of sale" in the most skillful way. All about you are highly prosperou:
people with no more innate merits than you have. Certainly the market for your particular abilities is withir
reach. Golden opportunities of which you have not taken the fullest advantage surround you and touch yc
daily activities. If you have not grasped your chance, it was because you did not know how to reach out w
all your capabilities. In other words, possessing the fundamental qualifications for success, you have stooc
the midst of the world's need for such capabilities as yours, but you have not gone through the selling proce

You have failed thus far to achieve your ambition, simply because you have been an unsuccessful salesma
yourself to the world.

Perhaps you never have thought of yourself as a salesman. You may not have realized the importance to
of knowing and practicing the principles of skillful selling. Only one per cent of the people in the United
States call themselves salesmen or saleswomen. Yet in order to succeed, each of us must sell his or
particular qualifications. Your knowledge and use of the selling process are essential to assure your succes
life.

* k k% %

[Sidenote: Master Salesmen Made, Not Born]

The best commercial executives agree that the most effective selling representative of a house is not
"natural born" salesman, but the salesman who is made highly efficient by training. So every big, success
business conducts a course in salesmanship. Thorough tests have proved that particular principles :
methods of selling are sure to produce the highest average of orders. Therefore these principles and mett
are followed as standard practice in the sales department.
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That is, in order to assure the success of an individual salesman, he is required and aided to develop partic
gualifications and to do certain things that master executives have learned will get the orders and hold t
trade of buyers. The qualified professional salesman is drilled thoroughly in tested principles and methods
selling. He is trained to use this standard sales knowledge skillfully. As a result he works in the field witl
complete confidence.

Why should he doubt that he will succeed? He knows his own limitations and capabilities; knows the tru
worth of his line; knows there is a market in his territory; knows how to sell in the ways that have been prove
most effective; and knows that practice of right salesmanship will make him skillful in getting and holding
business. Verily such "knowledge is power."

* k k% %

[Sidenote: Certain Success With the Selling Process]

Your success in selling yourself can be made as certain as is a successful career to the first—class profess
salesman. This book and its companion volume will explain in detail salesmanship ways to develop your be
capabilities most effectively. You will be given the principles and methods employed by the expert salesmz
in marketing any kind of right goods. You will also be shown how to sell yourself by adapting his practices t
your "goods of sale."

When you comprehend, and employ as second nature, the usages of the finest sales art, your success in
like that of the master professional salesman, will be certain.

[Sidenote: Ideas of Goods Not the Goods Themselves Are Sold]

If you have not called yourself a salesman, perhaps you doubt the value to you of skill in selling. All you hav
to market is the best that is in yourself. Your ambition may be to succeed as a doctor, or lawyer, or preach
or clerk, or mechanic, or farmer, or banker. You do not see how salesmanship could assure your succe
however much it might help some one with commercial ambitions.

If you think it would not be worth while for you to master the selling process, since you do not expect t
engage in the profession of selling, you misconceive the functions and work of the salesman. You ha
thought he sells "goods;" and that as you do not deal in commodities, you would have no practical use for t
selling process he employs to assure his success. But even the shoe salesman, or grocery salesman, o
estate salesman, or insurance salesman does not really sell goods. He sells ideas about goods. Similarly
sell ideas about yourself in order to succeed.

[Sidenote: When the Goods and the Ideas Are Different]

A sale is often completed in business without any inspection of the actual "goods" by the purchaser; as whe
guantity of standard sheet copper is specified, or when the salesman describes a piece of machinery or sh
a picture of it with a catalogue humber. The "goods" are to be delivered later. However, the selling process
finished; though only the mind's eye of the buyer has seen what he anticipates getting on his order. T
salesman has presented nothing except certain ideas to the mental vision of the prospect. But these ideas |
been sold so realistically to the imagination of the purchaser that he gives his order for what he expects.

Suppose the goods delivered later do not correspond with the particular ideas about them that have been ¢
For example, the sheet copper furnished is not as specified in the contract, or the machine shipped is not
same as the salesman pictured when he got the order for it. Then there has been no sale of the diffe!
"goods." The intending purchaser bought particular ideas. He will not accept the delivery of goods unlike th
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ideas sold to him.
[Sidenote: Know Your Prospect's Idea]

Another illustration. A real estate salesman describes a bungalow to a prospect for a home. He shows pl
and specifications, with accurate dimensions; there is ho misrepresentation of any detail. The salesm
especially emphasizes, what is his own belief, that the bungalow would make a "cozy" home. The prospe
decides to buy the property. He says, "If it is as you describe it, I'll take that place." The sale to his mind h
been completed. All that remains is delivery of a bungalow corresponding to the ideas sold. The delight:
salesman escorts the buyer to the "cozy home." But the empty rooms do not confirm the idea emphasizec
the prospect. The salesman cannot furnish them convincingly with his imaginative "cozy" word pictures. H
has made the mistake of omitting to learn the other man's conception of a cozy home before selling t
expectation of coziness. He is shocked when the sale is declared annulled with the prospect's contradictiot
his description, "There's nothing cozy about this place.” The intending buyer of a home feels there has bee
misrepresentation; though the bungalow is exactly like the plans and specifications shown to him. He was s
an idea that "the goods" have not delivered; so he declares the sale off. A sale is a success only when
ideas are sold, and afterward are delivered by the goods.

[Sidenote: Selling Ideas About Yourself]

If you "have the goods" and would succeed certainly in your chosen vocation, you must sell to the world or
individual buyers true ideas about your particular qualifications for success——true ideas regarding your be
capabilities and the value of your services. Your "goods of sale" may be your muscular power; your brai
energy; your talents, skill, integrity, and knowledge in this capacity or in that. Whatever qualities you posses
it is necessary that some one be sold the idea of their full worth, or you cannot succeed. No matter he
valuable your services might be, they have only potential worth until another man, or some business, or 1
world at large perceives desirable possibilities in you and buys the expectation that you will "deliver th
goods."

Probably you have said to yourself, "If | had the chance, | know | could deliver the goods." We will grant tha
you are able to make delivery. However, before you will be given a chance you must get across to the mind
some prospective buyer of muscular power, or brain energy, or other capabilities such as you could supf
the true idea that you have "the goods" he needs and that your qualifications would be a satisfactory purch
for him.

In other words, it is necessary that you use the selling process effectively, with thorough scientific knowledc
and a high degree of art, in order to make certain of gaining your opportunity for success. You have no dou
that you can succeed if you get the chance. But you have not realized, perhaps, that you can make yoursel
master of your own destiny by first learning and then practicing until it becomes second nature to you th
sure, salesmanship way to gain the opportunities you deserve. After you comprehend the sure process,
can soon develop skill in actually selling to other men true ideas of the best that is in you.

[Sidenote: The Secret of Certain Success]
The secret of certain success in life for you, then, whatever your vocation or ambition, lies in knowing HOW
to sell true ideas of your best capability in the right market or field of service. The chapters of the prese
book, supplemented by the contents of the companion volume, "The Selling Process," should reveal to y
clearly every principal detail of this secret.

[Sidenote: No 100% Salesmen]

Certain Success 6
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Before you proceed further with the study of successful salesmanship as analyzed in these pages, avo
possible misconception of masterly selling. Even the most efficient salesman does not get all the orders f
which he tries. By his knowledge and skill his average of failures is minimized; therefore everybody
recognizes him as a great success.

So, however well you comprehend the selling process, and however skillfully you use it in your career, yc
will not always accomplish the particular purpose to which you apply your salesmanship. But you wil
markedly lessen the number and importance of your failures to do the things you attempt. You will als
increase to an extraordinary degree the quantity, quality, and profitable results of your successful efforts. Y
will make a grand average so high that you will feel you are a real success. Others, too, will so regard you.

[Sidenote: The Master Key]

Therefore, whatever your life ambition, study the selling process until you understand it thoroughly; the
perfect your skill by daily practice in selling your ideas, and ideas about yourself, to other people. When yc
know HOW to sell true ideas of your best capability in your chosen market or field of service, and hav
become expert in applying what you have learned, you can use salesmanship continually in your everyd
work. You should feel absolute assurance that with its aid you can open the treasure house of your desires.

This universal master key that fits all locks now between you and success can be made by your own hands
head. You have begun to shape it for your future use.

How to Study Certain Success with The Selling Process.
[Sidenote: Suggestion To Salesmen]

The professional salesman or saleswoman who undertakes the thorough study of both this book and
companion volume, might better read first "The Selling Process," the chapters of which apply especially to t
or her vocation.

If you are a "salesman," therefore, begin your study with the introduction to that book. When you have re:
"The Selling Process" once, start "Certain Success" and master it. Then re-read the other book in the ligh
the new ideas that will have been shed upon its contents by the present text.

The practical value of "Certain Success" and "The Selling Process" to you as a salesman will be multipliec
hundredfold if both are kept handy for continual reference. The marginal index should enable you to fin
quickly any point regarding which you want to refresh your recollection. This set of books was not written t
collect dust on a library shelf. No salesman can get the full worth out of the pages unless he uses "Cert
Success" and "The Selling Process" as working tools.

[Sidenote: If Your Vocation Is Not Selling]

If you are not engaged in selling as a vocation, and have not realized before that you must be a good sales
or saleswoman in order to achieve your life ambition, commence mastering the secret of certain success v
the selling process by reading thoroughly the book now in your hands. This preliminary study will increas
your ability to read intelligently the more technical contents of "The Selling Process." Do not skip or sligh
any portion of either book. You cannot afford to miss a single bit of information regarding the sure way t
succeed.

* k k % %
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[Sidenote: Purpose and Scope of the Two Books]

This is the first publication of "Certain Success," but five large editions of "The Selling Process" were
required in 1919 and 1920 to supply the demand from all over the world. The two books, each complete
itself, now are issued together under the double title, CERTAIN SUCCESS WITH THE SELLING
PROCESS; though either "Certain Success" or "The Selling Process" may be ordered alone.

My chief purpose in preparing this set has been to stimulate each reader's comprehension of the value
skillful salesmanship to him. All of us who are ambitious to make the most of the best that is in us need to
first—class salesmen, whether we market "goods" or our personal capabilities. As has been emphasi:
repeatedly in this preface, every one who would succeed in life must know HOW to sell his qualifications
the highest advantage. Poor salesmanship is responsible for most of the failures of people who really dese
to succeed. It is almost surely fatal to ambitious hopes in any trade, profession, or business.

CERTAIN SUCCESS WITH THE SELLING PROCESS covers in outline the whole subject of Salesmanship
But the scope of this set does not afford room to give here a minutely detailed exposition of the speci
processes of making sales in particular businesses. | have compiled for you, rather, the general principles
effective selling that may be universally applied. "Certain Success" and "The Selling Process" are handboc
of fundamental ideas which each reader, by his individual thinking, should amplify and fit to his own work ol
ambition.

* k k % %

[Sidenote: Real Study Required]

The fine art of successful salesmanship cannot be mastered in a few hours of casual reading. You will not
able, immediately after glancing through these books, to unlock every long—desired golden opportunity wit
absolute assurance. CERTAIN SUCCESS WITH THE SELLING PROCESS must be studied out. You shoul
keep them always at hand like your bank books, and draw on the contents for your salesmanship needs fi
day to day.

You will get only a smattering of the secret of certain success if you just skim over the chapters, and sk
whatever requires you to think hard in order to comprehend it all. But if you dig into the meaning of eac
sentence for the full idea, you will enrich yourself with constantly increasing power and skill in selling. So yol
will surely become a real success.

* k k % %

[Sidenote: Tested Working Tools]

The principles and methods of successful salesmanship summarized in these companion books, though t
will be new to most readers, are not mere personal theories. They all have been demonstrated and teste
actual practice during my twelve years experience as Commercial and General Sales Manager of the F
Motor Company. Under my direction in the course of that period Ford sales were multiplied one hundre
thirty—two times——from 6,181 to 815,912 cars a year. The fundamental principles and methods that | hay
tested and proved to be most successful in selling automobiles and good will should work equally well in ar
profession, or business, or trade; and for any normal, intelligent man or woman who uses them continually.

[Sidenote: Dollars and Cents Value]

How to Study Certain Success with The Selling Process. 8
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Since the first publication of "The Selling Process" thousands of enthusiastic readers of the book ha
voluntarily borne witness to its practical, dollars—and—cents value to them in their daily work. Preacher:
doctors, lawyers, bank officials, clerks, book—keepers, mechanics, laborers; as well as business executives
sales managers and salesmen—--men and women in scores of widely different vocations——unite in testifying
their increased earning power and fuller satisfaction in living and working. They credit these results to the
study and continued use of "The Selling Process." The value of that book will be at least doubled by tt
supplemental reading of "Certain Success." Therefore the two are now published as a set of working tools
any ambitious man or woman who is resolved to earn success.

NORVAL A. HAWKINS

Majestic Building,
Detroit, Michigan.

CHAPTER I. The Universal Need For Sales Knowledge

[Sidenote: Analysis of Secret of Certain Success]

The Secret of Certain Success has four principal elements. It comprises:

(1) Knowing how to sell

(2) The true idea

(3) Of one's best capabilities

(4) In the right market or field of service.

Your success will be in direct proportion to your thorough knowledge and continual use of all four parts of th
whole secret. No matter how great your effort, an entire lack of one or more of these principal elements
Certain Success will cause partial or utter failure in your life ambition. You will be like a man who tries to
open a safe with a four—-combination lock, though he knows only two or three of the numbers.

No one, however well fitted for success elsewhere, can succeed in the wrong field, or in rendering services
which he is not qualified. Nor is complete success attainable by a man unless he develops the best that i
him. Even if he brings to the right market his utmost ability, he may fail miserably by making a false
impression that he is unfitted for the opportunity he wants. Or he may be overlooked because he does |
make the true impression of his fitness.

Evidently, in order to gain a chance to succeed, anyone must first sell to the fullest advantage the idea that
is the man for the opportunity already waiting or for the new opening he makes for himself. Of course h
cannot do this surely unless he knows how. Therefore sales knowledge is universally needed to complern
the three other principal elements of the complete secret of certain success.

[Sidenote: Reasons for Failures]

When we try to explain the failure of any man who seems worthy to have succeeded, we nearly always say
substance, one of three things about his case:

"He is a square peg in a round hole;" by which we usually mean he is a right man in the wrong place.

CHAPTER I. The Universal Need For Sales Knowledge 9
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Or, "He is capable of filling a better position;" a more polite way of saying that a man has outgrown hi:
present job but has not developed ability to get a bigger one.

Oftenest, probably, we declare, "He isn't appreciated."

Very rarely is a worthy man's failure in life ascribed to the commonest cause——his personal inefficiency i
selling to the world comprehension of his especial qualifications for success.

[Sidenote: What Failures Realize]

If a man is a square peg in a round hole, he should realize that his particular qualities must be fitted into
right field for them before he can succeed. A natural "organizer" cannot achieve his ambitions if he work
alone at a routine task.

No sensible man would aspire to fill a better position than he holds, unless he had developed a capac
beyond the limitations of his present work. The shipping clerk who craves the higher salary of a corresponde
knows he cannot hope for the desired promotion if he has not learned to write good business letters.

However deserving of advancement a man may be, he realizes he has but a slim chance to succeed i
worth is unrecognized. So he wants appreciation from his chief. He knows that unless his worth is perceiv
and truly valued, some one else, who may be less qualified, is apt to be selected for the "Manager's" job
desires. Such "injustices" have poisoned countless disappointed hopes with bitterest resentment.

The deserving man who fails because he is a misfit in his particular position, the worthy man who is limited 1
a small career because the work he does lacks scope for the use of all his ability; the third good man who
been kept down for the reason that his chief is blind to his qualifications for promotion—-all three of thes
failures understand pretty clearly the reasons for their non-success.

[Sidenote: When Lack of Salesmanship Causes Failure]

It is very different in the case of the capable man who fails because he has been inefficient in selling tr
impressions of his qualifications for success. A private secretary, for illustration, might be thoroughly
competent for managerial duties; but by his self-effacement in his present job he might make the fal:
impression that he was wanting in executive capacity. He would be given a chance as manager if he w
effective in creating a true impression of his administrative ability. Such a capable man, if he has little or n
scientific knowledge of the selling process is apt also to lack comprehension of the value to him of knowin
how to sell ideas. He does not happen to call himself a salesman. Therefore he has never studied with pers
interest the fine art of selling. He does not realize that ignorance of salesmanship, and consequent non-ust
the selling process, almost always are responsible for the merely partial success or the downright failure |
life of the man who deserves to win, but who loses out.

[Sidenote: Who Is To Blame for Failure]

One may feel able to "deliver the goods," were he given the chance. He may know where his best capability
greatly needed and would be highly appreciated if recognized. Yet the door of opportunity may not open
his deserving hand, however hard he tries to win his way in. His failure seems to him altogether unfair, tf
rankest injustice from Fortune.

If a man knows he is completely fitted to fill a higher position, he feels considerable self-confidence when f
first applies for it. But his real ability may not be recognized by his chief. The ambitious man may be denie
the coveted chance to take the step upward to the bigger opportunities for which he rightly believes hims

CHAPTER I. The Universal Need For Sales Knowledge 10
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gualified. If his deserts and his utmost efforts do not win the promotion he desires, he grows discouraged. |
loses the taste of zest for his work. His earlier optimism oozes away. After awhile his ambition slumps. The
he resigns himself sullenly to the conviction that he is a failure but is not to blame.

[Sidenote: Dynamic Quality Lacking]

Leaving out of consideration most exceptional, unpreventable bad luck, the worthy man who fails in life is t
blame. He is not, as he thinks, a victim of circumstances or ill-fate. His failure is due to his ignorance of th
first of the four principal factors of the secret of certain success. Potentially qualified to succeed, he does r
have the absolutely necessary dynamic element. He lacks an essential characteristic of the self-m:
successful man, a characteristic which any one of intelligence can learn how to develop—— a high degree
capability in gaining his own opportunities to succeed.

He does not know how to sell true ideas about himself; though he may realize the importance of making t
best impression possible. So, however, he tries, he cannot get his deserved chances to succeed. He ¢
secure them easily if he comprehended the selling process of the master salesman, and used it with skKill. T
process of masterly selling is the key to certain success for the fully qualified man in any vocation.

[Sidenote: Making and Governing One's Own Good Luck]

A capable applicant will invariably be given a chance to succeed, if he takes the best that is in him to a m
who has need of such services as he could render, and then sells the true idea of his ability. He has mast
all four principal elements of the complete secret of certain success. Consequently he is able to create an
control his opportunities to succeed. He makes and governs his own good luck.

Everywhere the most desirable positions in the business world are in heed of men who can fill them. Only t
poorer jobs are crowded. But when Opportunity has to seek the man, the right one is often overlooked. T
golden chance is gained by another—-less qualified and less worthy, perhaps; but a better salesman of him:
The fully competent man, however, can assure his success by becoming proficient in selling true ideas of |
best capability in the right market or field of service. The master salesman of himself makes his own chanc
to succeed, and therefore runs no risk of being overlooked by Opportunity.

[Sidenote: Success Way Is Charted]

Master salesmen of ideas about "goods" use particular selling processes to get their ideas across surely to
minds of prospective buyers. The professional salesman, therefore, has plainly charted the way to cert
success in any vocation, for the man who has developed the best that is in him. If you are a candidate fc
position, do not let a prospective employer buy your services at his valuation, for he is certain t
under—-estimate you. Sell him true ideas of your merits. Set a fair price on your worth, and get across to |
mind the true idea that you would be worth that much to him. Such skillful salesmanship used by an applice
for a position can be depended on to make the best possible impression of his desirability; just as the practi
art of the professional salesman enables him to present the qualities and values of his goods in the m
favorable light. The masterly selling process is not very difficult to learn. Proficiency in its use can be gaine
gradually by any one who practices consciously every day the actual sale of ideas in the artistic way.

[Sidenote: Knowledge of Salesmanship Develops Confidence]

As was stated in the Introduction to this book, it has been proved conclusively in business that particul
principles and methods of selling are certain to produce the highest average of closed orders. In other wor
success for the professional salesman is assured if he develops certain qualifications, and if he does cer
things; all within the capacity of any normal, intelligent man. Scientific sales executives know positively, a:
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the result of comparative tests, that the salesman who develops these personal qualifications, and who ¢
these things, should get his quota of business and hold it. Hence, as has been said, specific training is give
the sales schools of the most successful businesses, along the lines of best selling practice.

[Sidenote: Practical Principles]

When the individual salesman who has been so trained commences work in his territory, he learns in |
experiences with buyers that the principles and methods he has been taught are actually most effect
Assuming that he has developed his best capabilities pretty fully, and that he has become fairly skillful |
using what he knows about how to sell his line, he works with continually growing confidence that he will
succeed. Why should he doubt his complete selling power? He knows there is a field for his goods in tt
territory. He knows clearly and vividly what ideas he wants to get across to the minds of prospective buyer
He knows——most important of all-—just how to make convincing and attractive impressions of the desirabilit
and true value of what he presents for purchase. He comprehends the most effective ways to show prosy
both their need for his goods and that he has come, with a real purpose of service, to satisfy that need.

You, the non—professional salesman of yourself, will sell your "goods of sale" with similar complete
confidence in your power to gain and to control your opportunities for success—-if you, too, use the rigt
selling process.

This set of books explains and demonstrates in detail the principles and methods of the successful salesme
ideas. The Introduction and twelve Chapters of the present series apply the selling process especially to
sale of ideas about one's self, with particular relation to self-advancement in the world. "The Sellin
Process," companion book to "Certain Success," shows the master professional salesman at work, get
orders with assurance.

[Sidenote: Hard Study Necessary]

The fact that you have proceeded thus far in reading "Certain Success" proves you have an earnest purpo:
make the most of your present opportunity to learn how to succeed with certainty. We will assume that yc¢
have developed your individual ability pretty fully, and that you know where there is a field for such service
as you are sure you could render if afforded the chance. Surely, then, your ambition in life, whatever it m:
be, is a sufficient incentive to the most thorough study of the principles and methods of successfi
salesmanship. Do not merely read this set of books. MASTER "Certain Success" and "The Selling Process"
make yourself the master of your own destiny.

Again and again, lest at any time while you study you might fall below 100% in absolute assurance, you wi
read in these chapters the assertion that your success can be made certain. This statement is no
exaggeration. It is necessary that you accept it literally throughout your reading of this set of books. Do n
take it "with a grain of salt." The taste of the declaration that the selling process makes success sure v
become familiar after these many repetitions. Realize when you come upon the repeated idea as you proc
with your study that your continued reading should frequently be reenforced by a steadily growing convictio
that you are mastering the sure way to succeed. You believe in yourself more than you did when you begar
read this book. This increasing faith should develop to complete confidence when you have dug into the te
of both "Certain Success" and "The Selling Process," and have dug out every idea in the twenty—four chapte

[Sidenote: Salesmanship Not a Science But an Art]
At the outset of your present study comprehend that salesmanship is not a science. Rather, itis an art. L
every other art, however, it has a related science. Selling is a process. Knowledge about the principles a

methods that make the process most effective is the related science. But such knowledge supplies only the
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foundation for building success by the actual practice of most effective salesmanship. The master salesm
practices the scientific principles and methods he has learned until the skillful use of his knowledge |
every—day selling becomes second nature to him. Thus, and thus only, is his art perfected.

You will gain knowledge from these books about how to sell with assurance the true idea of your be
capabilities——about how to sell any "goods of sale" unfailingly. But you can develop the skill necessary to tt
actual achievement of certain success only if you continually use what you learn about the selling proce:
You must perfect your selling art by the intelligent employment of every word and tone and act of your life tc
attract other men to you, and to impress on them convincingly true ideas of your particular ability.

[Sidenote: Be a Salesman Every Minute]

The master professional salesman is "always on the job" with his three means of self-expression, to get acl
to prospects true ideas of the desirability and value of his goods. He is a salesman every minute, anc
everything he does or says. You can become as efficient as he, in selling ideas about your "goods of sale
your proficiency becomes as easy and natural as his. Such ease is the sure result of sufficient right practice

You have countless opportunities daily to make use of the selling process. In each expression of yourself-
your every word, tone, and act——you convey some idea of your particular character and ability. You shou
know how to make true, attractive impressions of your best self; and how to avoid making untrue an
unfavorable impressions by what you do and say. Then, when you have learned the most effective way to ¢
ideas about yourself that you want other people to have, it is hecessary that you use the selling proci
consciously all the time until you grow into the habit of using it unconsciously, as your second nhature. Onc
you are accustomed to acting the salesman continually, it will be no more difficult for you to be "always ol
the job" selling right ideas of your qualifications for success, than it is for the professional user of the sellin
process to be a salesman "every minute."

[Sidenote: Your "Goods of Sale"]

As already has been emphasized, "the goods of sale" in your case are your best capabilities. You need firs
all to know your true self, before you can sell true ideas about your qualifications for success. Your true self
your best self. You are untrue to yourself, you balk your own ambition to succeed, unless you develop to t
utmost of your capacity your particular salable qualities.

You do not need qualities you now wholly lack. You should not attempt to "salt" the gold mine in yoursel
with the characteristics of other men who have succeeded by the development and use of capabilities t
were natural to them, but that would be unnatural to you. It is worse than futile—-it is foolish for you to imitat
anybody else. Just be your best self. Make the most of what you have that is salable. You require no more
assure your success.

[Sidenote: Selling the Truth About Your Best Self]

Every individual has distinct characteristics, and is capable of doing particular things, of which he may b
genuinely proud if he fully develops and uses his personal qualifications. When all the truth about his be
possible self is skillfully made known to others, chances for success are certain to be opened to the ambiti
man. If he lacks the salesmanship key, the doors of opportunity may always remain closed, however well
deserves to be welcomed.

You possess "goods of sale" that have real quality, that are durable, that will render service and affo
pleasurable satisfaction to others. Your goods can be sold as surely as quality phonographs, dura
automobile tires, serviceable clothes, or pleasing books.
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Maybe you can "deliver the goods" with smiles, or hearty tones, or ready acts of kindness. Any one can eas
be friendly. But have you developed all your ability to smile genuinely? Have you cultivated the hearty ton
of real kindness so that now it is unnatural for you ever to speak in any other way? Do you perform friendl
acts of consideration for others on every occasion, as second nature?

If your honest answers to such questions must be negative, you are not a good salesman of your best se
the time.

[Sidenote: Your Salable Qualities]

Your most salable quality may be dependability, rather than quick thinking. If this is the case, concentra
your salesmanship on making impressions of the true idea of your reliability. Your greatest success will t
achieved in some field of service where dependableness is a primary essential. You may be naturally unfit
to make a star reporter, but peculiarly qualified to develop into the cashier of a bank.

Should you happen to be unattractive in features, your job is to transform your homeliness into a likab
guality——not to try to make yourself appear handsome. If you are wholly inexperienced, that need not be
detriment to your success in the field you want to enter. When you have mastered the selling process, y
very greenness can be presented before the mind of a prospective employer as the best of reasons for eng;
you. You will be able to make yourself appear desirable because you are green in that field, and therefc
have no wrong ideas to "unlearn."

[Sidenote: Know All of Yourself]

You can greatly improve your chances to get the job for which you are best adapted, if you use the recipro
selling process employed by the professional salesman when he sells his services to a house. He meet:
head of the concern as his man-equal, and does not just offer himself "for hire." Such a consciousness of y
man-equality when you are face to face with a prospective employer can result only from certain, analytic
knowledge of your best self, complemented by knowing how to sell the true idea of your particular desirabili
and worth.

Very likely you think you are seriously handicapped in many ways. Having made no detailed analysis c
yourself from a salesman's view—point, you do not appreciate fully the number and the market value of i
advantages you might have. Probably some of your best, most salable qualities are latent or but par
developed.

[Sidenote: Chart Necessary]

List your particular "goods of sale." Put down on a chart, not only the qualities you have now, but all th
additional ones you feel capable of developing. Then you will realize vividly that you possess many abilitie:
some undeveloped yet, which are always needed in the world. You know that such qualities should be reac
salable, to the mutual benefit of yourself and of buyers. You are learning the selling process in order to ma
certain that you can sell the best that is in you, as other men are selling themselves successfully.

Complete your chart by listing your various defects. Then study out ways to use even your particular fauls
differently than you have been handling them; so that they will help you, instead of being hindrances to yo
success. Think of some people you know, and of how they have turned their physical "liabilities" into "asset
of popularity.

The very first sales knowledge you need is of exactly what you have to sell. You cannot see all of yourse
your good and bad points——yourself as you are, and as you might be——unless you make a detailed char
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your "goods of sale." One of the most important immediate effects of such a self-analysis will be increas
self-respect. Your handicaps will shrink, and the peculiar advantages you have will grow before your eye
You should feel new confidence in your own ability.

[Sidenote: Man—Equality]

With this confidence will come a feeling that you are not the inferior of another man who has achieved
larger measure of success than you have gained. When you start the sale of true ideas of your best self t
employer—buyer of such services as you are capable of rendering, you will have an innate consciousnes:
your man—equality with him. You should realize that this sale of yourself, like all other true sales, is to be
transaction of reciprocal benefits, and should be conducted on the basis of mutual respect.

It is your right to take pains that the prospective buyer of your services shall sell himself to you as the bo
you want to work with. Expect him to sell himself to you as a desirable employer just as thoroughly an
satisfyingly as you intend to sell yourself to him as a worthy applicant for an opportunity in his business
When you have definite, sure knowledge of your capability and service value, you certainly should not k
willing to take "any old job."

There is no better way to make the impression of your desirability as an employee than to demonstrate t|
you are choosing your employment intelligently. In explaining your choice, give specific reasons for you
selection of this particular opening. Show that you comprehend what is to be done. Give some indication
your ability to do it efficiently and satisfactorily. Suggest the worth of your services when you shall have
proved your fitness.

[Sidenote: Require Employer to Sell You the Job]

The ordinary man who applies for a job in the ordinary way is accepted or turned down wholly at th
discretion of the employer. If you use the selling process skillfully, you will suggest that you are out of the
ordinary class. Of course, you should demonstrate in your salesmanship that you are not over-rating yc
ability. The other man must be made to feel you have sound reasons for your bearing of equality al
self-confidence when you seek to make sure that in his business you will have your best chance to succe
By showing him that you are taking intelligent precautions against making a mistake in your employment, yc
indicate conclusively that you are not merely a "floater," but that you have a purpose "to stick and mak
good."

In the same measure that you require proof of a desirable personality in an employer, you should make s
that the work is exactly what you expect. See that your prospective "new boss" sells you the job at the sa
time you are selling him your services. If he perceives in you the one man who best fits his needs, he will [
forth every effort to buy your services. Every employer will respect the man who states, with salesmanship.
sound reason for selecting and seeking connection with a business house; since such a man gives promis
making the sort of dependable, loyal worker that every business values and appreciates.

[Sidenote: Sell to Satisfy Real Needs]

The true salesman sells to satisfy a real need of the buyer. Therefore, when you have charted your sala
gualities, select the field of service in which such capability as you possess is heeded. That, you may be s
is your right market—-the field where you are certain to succeed. Enter it, and no other field. Apply there for
place of opportunity to serve; with the absolute confidence of a good salesman come to satisfy a want, &
conscious of his individual fitness "to deliver the goods."
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You may not get just what you desire at the first attempt. The best professional salesman often has to m:
repeated efforts to close orders. But in the end, if you "have the goods," that are needed where you bri
them, and you know how to sell true ideas of your best self (as you will know after mastering the sellir
process) you will be sure of getting sufficient opportunities to succeed. You will be as certain about gettin
enough chances as the first—class professional salesman is certain of attaining his full quota of busin
despite some turn—downs. Success is a matter of making a good batting average.

[Sidenote: Parts of Complete Process]

Remember as you read that you are studying a completed process. An unfinished sales effort is not a sal
all. You will not be a certainly successful salesman until you perfect your knowledge and skill in all the step
of salesmanship. You can learn only a single part of sales efficiency at a time. The relative significance
each point, its full importance in the entire selling process, will not be comprehended until you have read
least once all there is in this set of books. When you re—study the successive chapters, the details you ma
first understand but vaguely in a disconnected way will be clear. You will comprehend them as variou
elements of salesmanship which must be fitted together to complete the process of selling.

Thus far in the present chapter we have been considering principally the "goods of sale." We have be
looking at our subject from the material aspect. Now let us turn our attention to the mental view of sales.

[Sidenote: Mental Nature of Selling Process]

In the effective selling process the skilled salesman is able to be the controlling party. He makes the other n
think as he thinks. As has been stated repeatedly, he sells ideas, not goods. So the real nature of any sa
mental, not material. You must "deliver the goods" to the mind of the man to whom you wish to sell your be!
capabilities. You should use the same process as the professional salesman, who works to control the thou
of his prospect regarding the line of goods presented. Hence when you plan to make sure of getting a des
position, it is necessary that you know exactly how to put true ideas about yourself into the head of the pers
whom you have chosen as your prospective employer. Further, you need to know precisely wh
psychological effects you can secure with certainty by using skillful salesmanship.

[Sidenote: Three Sales Mediums]

Ideas of your best capability may be sold through three mediums—-advertising, correspondence, and persc
selling. Take advantage of all three, wherever and whenever possible, to gain your chance for success. |
these mediums with real salesmanship.

[Sidenote: Advertising]

If you advertise for a position, think out in detail the impression of your true best self that you wish to mak
on the minds of readers. Put your personality into the advertising medium in such carefully selected langua
as will reach the needs of particular employers, and will not appear to be just a broadside of words shot ir
the air without aim. Indicate clearly that you are not seeking "any old job so long as the salary is good
Analyze and know just what you suggest about yourself in print. Many a successful business man has s
himself through the door of his initial big opportunity by real salesmanship in his advertisement of hi
capabilities.

[Sidenote: Correspondence]

Each letter you write should be regarded as "a sales letter." It makes an impression, true or false, of you. T
the greatest pains to have that impression what you want it to be. Never be slovenly or careless in writing
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anyone on any subject. Put genuine salesmanship into all your letters consciously; instead of conveying id
unwittingly, without realizing what the reader is likely to think of you and the things you write. You can
scatter impressions of your best self broadcast over the earth by using your ordinary correspondence ¢
medium of salesmanship. So you can open both nearby and far distant opportunities for the future; even wt
you still are training yourself to make the most of these chances you hope to gain.

Good sales letters are so rare that the ability to write them has erroneously been called "a gift." It is not. A
one of educated intelligence can write his ideas; provided he has clear, definite thought-images in his ov
mind. But cloudy thinking reflects only a blur on paper.

[Sidenote: Using Sales Letters]

A letter that plainly conveys true ideas is a sales letter; for it gets across to the mind of the recipient a cle
definite mental impression of the writer's real personality and thoughts.

In all your correspondence, throughout the period of preparation for your chosen life career, send out tr
ideas of your best capability. If you do, you doubtless will find the door of your desired opportunity open by
the time you are fully prepared to knock. Successful business is always ready in advance to welcor
"comers;" whenever and wherever they are sighted. Therefore project your personality far and wide throu
your letters. Employ the medium of correspondence, with salesmanship knowledge and skill, even when y
write the most ordinary messages to your acquaintances or to strangers. That is, think out certain ways to
particular ideas about yourself; then incorporate these bits of salesmanship in your letters.

A young man in his senior year at college selected a large corporation as his prospective employer. He did
know any of the executives of the company, but he worked out a plan to get acquainted through letters. |
was especially desirous of entering the field of foreign trade, and had made a fairly comprehensive study
the export business. He wrote to the president of the corporation, gave a brief outline of articles and books
had read; then complimented the great company by declaring that he realized the knowledge he had acqu
was theoretical and abstract, and that he wished to gain practical, concrete ideas by studying the method
the corporation. He enclosed with his letter ten cents in postage stamps, and requested that he be sent
forms, instruction sheets, sales bulletins, etc., the president was willing to let him have for study.

[Sidenote: Getting A Future Chance]

His letter was referred to the vice—president in charge of sales, who in turn passed it on to a departms
manager with instructions to supply the matter requested. In the course of a week the college student recei
a bulky package. Meanwhile a letter had been sent from the department head which stated that t
vice—president in charge of sales had referred to him the request for forms, instruction sheets, etc., and t
they would be forwarded under separate cover.

The student took advantage of the three opportunities opened to conduct correspondence with the execut
of the corporation. He first wrote courteous, carefully worded "thank-you" letters to the president
vice—president, and department head. These were all in his own hand, so that his good penmanship mi
make an individual impression. After these letters were dispatched the student mastered the material that |
been sent to him. Then he wrote three supplemental letters of appreciation, and made concise comment:
some of the methods of the corporation, with comparisons from his previous reading of books and articles
foreign trade. He stated that he intended to make further investigation along these particular lines and tha
he learned anything he thought might be interesting to the company he would write what he found out. In t|
course of a month he sent a letter which detailed his investigations. This he addressed to the department t
only. But he also penned brief letters to the president and vice—president, in which he informed them that
had written in detail to the department head.
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[Sidenote: Effect of Follow-up Letters]

The correspondence continued throughout the remainder of the student's senior year at college. The let
from the business men soon evidenced more than formal courtesy. They grew personal and indicated r
interest. A month before his graduation the student was invited to call at the company's office afte
Commencement. He went, made an excellent impression in interviews with the vice—president in charge
sales and the department head, and though the ink on his sheepskin was not yet dry, he gained his object
was engaged by the corporation and began training as a prospective representative of the company in fore
territory.

Thus through the correspondence medium of salesmanship a young man who had no advantage of pers
influence or acquaintance secured exactly the chance he wanted. Similar opportunities are open to any one

[Sidenote: Personal Selling]

Every moment of your life when you are in the presence of other people, you have chances to sell true id
about the best that is in you. You will not need to seek such opportunities for personal salesmanship. Chan
come to you continually to make good impressions on the minds of the men and women you meet from day
day.

Be a skillful salesman of true ideas about yourself always, even in the most casual relations you have w
other people. Sell the best possible impressions of yourself to passers—by on the street, to your fellow rider:
cars, to clerks and customers of stores you visit, to your home and business associates. Put selling skill
second nature, into each word, tone, and action of your social and business life.

Realize that in whatever you do or say, consciously or unconsciously, you are selling ideas about yo
capability or your incapacity. You are making more or less definite impressions—-you are affecting you
opportunities to succeed, and are forming good or bad habits——all the time. Control the effects of your worc
tones, and acts by saying and doing, consciously and intelligently, only what will aid in selling true ideas c
your best capabilities..

[Sidenote: Practical Psychology]

Of course you already know that each word and tone and act of your life makes some impression on t
people who hear or see you. But probably you have not realized fully that particular ways of saying and doir
things have distinct and different effects, each governed by an exact law of psychology. You perhaps do |
know now just what impression is made by a certain word, or tone, or act. To be a master salesman of your:
you need to study the science of mind sufficiently to acquire working knowledge of common mental actior
and reactions. Familiarity with at least the general principles of psychology is of the utmost importance i
using the selling process effectively.

Do not shy from study of the science of mind because it is an "ology" and therefore may seem hard. You ar
psychologist already. You know that certain things you do and say make agreeable or unfavorab
impressions on other people. In a general way you know why. It is necessary only that you analyz
specifically what you realize now rather indefinitely. If you do not care to study a book on psychology, jus
use your own mind as your psychological laboratory for continual self-analysis.

Answer for yourself such questions as, "Exactly what effect will this particular word, or tone, or act
have——and just why?" You can work out pretty well the practical knowledge of psychology you must have i
order to sell ideas about your capabilities most effectively. You simply need to apply purposeful intelligenc
in everything you do and say; instead of making impressions without comprehending that by each word a
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tone and act of daily living you are influencing, favorably or adversely, your chances to succeed.
[Sidenote: Three Factors of Selling Process]

Think of yourself as one of the three factors of the selling process. The goods of sale are your be
capabilities, of course. The second factor is the prospective buyer, the man who has need of such qualitie
services as you could supply. The agent of sale, or third factor, is yourself. If you will keep in mind alway:
the conception of yourself as the uniting link between your "goods of sale" and the prospective buyer, you c
be a salesman of yourself every minute. At any moment except when you are alone you may encounter ¢
influence a possible buyer of your best capabilities. You are continually within sight and hearing of peopl
whose impressions of you might affect your chances to succeed in life. Therefore always be alert to gra
every sales opportunity within your reach.

[Sidenote: Twelve Steps]

It will be essential, also, that you have knowledge of the successive steps of the selling process, as wel
knowledge of your goods of sale and knowledge of practical mind science. Otherwise you might om|
inadvertently to use some round of the ladder to certain success, and tumble to failure. These steps are
important to understand that the last nine chapters of the companion book are devoted to them exclusively
will suffice here just to state what they are.

. Preparation For Selling;

. Prospecting;

. The Plan Of Approach;

. Securing An Audience;

. Sizing Up The Buyer;

. Gaining Attention;

. Awakening Interest;

. The Creation Of Desire;

. Handling Objections; 10. The Process Of Decision; 11. Obtaining Signature or Assent; 12. The Get—Aw:
hat Leads To Future Orders.

O©Oo0O~NOOUThA, WNERE

—

[Sidenote: Five Degrees of Effort]

Another element of necessary knowledge about the selling process is the classification of sales according
the five degrees of effort required to close them.

1. A sale completed by response to the mere demand of the buyer.

Example—-—-While a street car strike is on you are driving, an automobile down town. A man in a hurry t
catch a train stops you and says, "I'll give you two dollars to take me to the station." You transport him i
response to his call for your services.

[Sidenote: Distinguish Degrees of Effort]

2. A sale completed by the buyer's acceptance on presentation only.

Example——A man is walking along a country road in the summer time. He sees a sign in the door-yard o

farmhouse; BERRY PICKERS WANTED. He presents himself as a candidate and the farmer at once enga
his services.
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3. A sale completed immediately after a desire of the buyer has been created by a definite, intentional effort
the salesman.

Example——A man out of work wants a job that will employ his physical strength. He encounters three me
who are struggling to load a very heavy box onto a truck. He takes off his coat and proves his strength by 1
ease with which the box is lifted when he helps. He inquires which of the three men is the truck boss; and a:
for a job. He is hired because he has made the boss want the aid of his strength in handling heavy loads.

4. A sale completed only after persuasion of the buyer.

Example——Assume that the truck boss in the next preceding illustration refuses at first to hire the applica
who has demonstrated his strength. It is necessary then for the man out of a job to talk his prospective b
into the idea that he needs a fourth man in his gang.

5. A sale completed only after a decision by the buyer as to the comparative benefits of purchasing or of r
buying.

Example——You and another candidate apply for the same position in an office. You appear to be about eq
in capability. The employer "weighs you in the balance" against the other applicant. This is a sale requirir
the fifth degree of effort. Manifestly you will need to use a very high quality of skill to get into the mind of
the prospective buyer of services the idea that you are likely to be of more value as an employee than y
competitor for the place. Then you must skillfully prompt him to accept your application.

[Sidenote: Difficult Sales Most Worth Making]

When you appreciate exactly how sales differ in the degrees of effort necessary to close them, you will reall
the wisdom of preparing to sell your particular qualities and services with full comprehension of all the
difficulties commonly met by candidates for desirable positions.

Countless men have died failures because they used throughout their lives only the first or second degree
effort. Consequently all their attempts to get good jobs were futile. The non-success of millions of othe
worthy men has been due to their use of no more than the third or fourth degrees of selling effort.

[Sidenote: Sales of The Fifth Degree of Difficulty]

Sales of the fifth degree of difficulty sometimes demand knowledge and skillful use of the entire sellin
process. They are the sales most worth making. The applicant for a new position or for a promotion is certz
to succeed in his purpose if he knows how to complete a sale of the true idea of his best capabilities. In or
to do this he must control the weighing process of the buyer; and be skillful in prompting acceptance of h
"goods of sale."

When you master and reduce to every—day practice the fundamental principles you can learn from this set
books, you will be assured of making a successful average in handling sales of the fifth degree of effort.

They are sales of the kind the professional salesman makes with complete confidence every day. His methc
applied to the marketing of your goods of sale, will work such wonders for you that you soon should build u
self-confidence equal to the matter—of-fact assurance of the master salesman of clothing, insurance, «
other materials of sale. He knows when he begins a season or starts on a trip that he will make a good bat
average.

[Sidenote: Desired Results In Selling]
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Comprehend, further, exactly what results are desired by the skilled salesman whose work is based
scientific principles.

The immediate results desired are:
First, confidence;
Second, acceptance of the ideas brought by the salesman.

One who is unfamiliar with the scientific principles underlying the skillful practice of the right selling process
is unlikely to realize that the first sales effort should be concentrated on winning the prospective buyer
confidence in the salesman and in the goods of sale. Failures in selling are often due to the fault of t
salesman who works primarily for but the second of the immediate results to be desired; the acceptance of
proposition—-the acceptance of his personal capabilities and services, for instance. He neglects, a
preliminary to securing acceptance, to gain the confidence of the other man. When you undertake to sell y«
particular good qualities and your services to a prospective employer, do not make the mistake
salesmanship of omitting the process of first winning his belief in you.

[Sidenote: Repeat Sales]

Besides the two immediate results desired by the skillful salesman, there is a permanent result to be worl
for——an enduring consequence desired from the present gains made. That permanent result wanted is
opening of other opportunities for future sales.

Complete success in life is not assured when the original sale of one's best capabilities is closed successfi
Gaining the initial desired chance does not make it certain that one will succeed in his entire career. The fir
sale is faulty if it does not include a lead to future opportunities "to deliver the goods."

The right selling process is continuous. Where one sale ends, another should be already started. A great i
failures of capable men can be ascribed to short-sighted concentration on immediate chances. One who wi
make certain of the success of his whole life must ever look ahead to the next possible opportunity for the <
of the true idea of his best capabilities, meanwhile making the most of his present chance.

[Sidenote: Service Purpose In Selling]

In order to get the right viewpoint for further study of the selling process, you, the salesman of yourself, ne:
to comprehend clearly the fundamental purpose of all true salesmanship. It should be the service of the bu
in satisfying his real needs.

Few salesmen know what sales service is, and how it should be rendered. Service is the very soul of the ce
success selling process. Service must be studied as a purpose until the principles underlying the fulle
satisfaction of the buyer's real needs are mastered, and all false misconceptions of service are cleared a
from the salesman's idea of his obligation to the purchaser of his goods of sale.

[Sidenote: Sales Knowledge Universally Needed]
This brief summary of the principal essentials of sales knowledge has been outlined in order to impress on
the practically universal need for a better understanding of the selling process. Certainly you are convince

now that it will pay you to know HOW to sell. Then let us look next at yourself in a different light—-—as a
subject of study in sales—man-ship.
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CHAPTER Il. The Man-Stuff You Have For Sale
[Sidenote: The Man Sales—Man Ship]

Your knowledge of sales principles and methods, and your skill in selling ideas must be combined with rig
sales—manhood if your complete success in sales—man-ship is to be made certain. Particular man qualities
necessary to make you a master salesman in your chosen field. "A good man obtaineth favor." So we w
study now the elements of character required for the most effective sales—man-ship, and how to devel
them.

We shall not consider "Man" in the abstract, nor exceptional ideals of manhood. Our thought of the sales m
will be concentrated on qualities you have or can develop, that are nhecessary to make you most efficien
selling ideas about yourself.

Some radical changes in your present character may be required. But you will need principally to grow |
order to attain the full stature of sales manhood that is necessary to gain complete success. If your manline:
dwarfed now, you cannot succeed largely in selling true ideas of your best and biggest capabilities, until y
rid yourself of the character faults that are stunting your growth as a sales man.

[Sidenote: The Little Man Out-of-Date]

Realize at the outset that the time has passed forever when the little man, with the narrowly selfish outlook
"Number One," might succeed. The demand of the future will be, however, not so much for BIG men as f
big MEN. The world no longer looks up to Kaisers and Czars. Success has ceased to be merely a tower
figure. Hereafter the one sure way to succeed will lead through the door of brotherly understanding of tf
other fellow, into the common heart of mankind. Only sales_man_ship can open that door with certainty.

We are entering a new business era, where the old individualistic methods of attaining so—called "succe:
will be worse than useless. Many of them even now are forbidden by law. All the practices of the "profiteel
and his ilk are discountenanced by far-seeing people. Men of vision perceive that the size of To—-morrow
Success will be measured in direct proportion to its quality of human service.

"SERVICE" is the motto of the highest salesmanship. Therefore, in shaping your plans to succeed, start w
the resolve to make yourself a truly big sales MAN. Do not copy the little, selfish models of Yesterday. Stud
the signs of the times. To be out-of-date is equivalent to being a failure.

[Sidenote: Pint and Bushel Men]

You will need to be big in ability, in imagination, in energy, in your ideals——but most of all you must be big
in MANHOOD. If you are little and selfish in your life purpose, you cannot be certain of success in selling tc
a truly BIG man the idea that you are fully qualified for his service. Before making any attempt to sel
yourself into a desirable position, take pains to develop as much man quality as characterizes your prospec
employer. You cannot comprehend him if you fall short of his standard of manhood. To-day the bigge:
buyers of brains and brawn recognize their obligations of human brotherhood. If you are little ant
self-centered, how can you reach into the mind and heart and soul of another man who is genuinely Bl
How can you impel him to think as you wish?

The little man even doubts the existence of big manhood. He cannot comprehend such size. A pint meast

however much it is stretched, is utterly unable to contain a bushel. But the larger measure easily holds eithe
pint or a bushel. Similarly if you are big in manhood, you can comprehend alike the little man and the bi
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man. You will be able to deal successfully with both.
[Sidenote: The Clothing Of Manhood]

It is not sufficient, however, that you grow to the full stature of your biggest man possibilities. It is necessar
also that you be clothed in the characteristics of manhood in order to be recognized as a man. When you w
only an infant, you were safety—pinned into a square of cloth once doubled triangularly. You graduated
rompers at a year and a half or two. Then you put on knee-pants, and afterward youth's long trousers. N
you wear the clothes of a full-grown man. You would not think of dressing in knickerbockers, or rompers
or——something younger, to present your qualities and services for sale. Yet your outer garb is much le
important to the success of your salesmanship than is your clothing of manhood.

[Sidenote: What is Your Man Power?]

If you hope to assure yourself of man's—size success in life, plan that wherever you are you will make tl
instant impression that you are "every inch a man," not just an overgrown baby or boy. Follow the example
Paul, that incomparably great salesman of the new ideas of Christianity. He wrote in his powerful first sals
letter to the Corinthian field, "When | became a man, | put away childish things." Compel respect by you
sound virility. Have a well-founded consciousness that in manhood you are the equal of any other man, a
you can make everybody you meet feel you are a man all through.

What is your size as a sales man now?

Ask yourself this question, and answer it frankly. In order to make sure of selling yourself into the
opportunities you want, you must take your own measure and fit your manhood to the selling process y
have begun to learn. Beyond a doubt you are now a sales man of some size. You are selling your physice
mental powers, your services of this kind or that, with a degree of efficiency directly proportionate to you
man-power.

[Sidenote: The 1/4 m.p. Man]

If you are only a 1/4 m.p. salesman at present, you lack three—fourths of the man capacity needed to har
with certain success all the opportunities of full-size manhood. You were not limited by Nature to 1/4 m.f
size. You were born with full man capacity. You are like a gasoline motor developing but a quarter of th
power it was designed to produce——not because of any structural fault in the engine, but simply for the reas
that it does not function now as it was intended to operate, and as it can be made to work in the future if it
overhauled and put in perfect condition. The full power capacity originally built into the motor needs to be
brought out. Likewise your man—power plant requires to be made as efficient as possible, in order to asst
you of full man—capability for achieving success.

Maybe your chief fault is poor fuel, and what you most need is good "gas." You have not been filling up yot
mind with the right ideas. Or, perhaps, your piston rings leak; and you lack the high compression c
determined persistence. Another fault might be in your carburetor——you are not a good "mixer." Or yoL
spark of enthusiasm may be weak. It is possible, too, that your fine points are caked over by the carbon
accumulated bad habits. Maybe you have a cracked cylinder—-your health is partly broken down. The fault
in your timer, perhaps. You are not "on the job" when you should be.

[Sidenote: Your Manhood Can Be Re-built]

No matter what ails your particular engine, it can be repaired or rebuilt into a full one-manpower motor of
efficiency. If you limp and pound along with but a quarter of your capability, it is your own fault for not
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overhauling your power plant. Don't continue as a 1/4 m.p. man and blame anybody else, or curse your k
luck because you can't make speed and carry the load necessary to succeed. Stop trying to go on cripple
clogged in manhood. Run yourself into the repair shop right away and "get fixed."

You can make your manhood over.
There is full-man capability in you. You can get it all out and put it to work for your success.
You have the ability to re—make your character entirely, without changing your individual nature.

You must accomplish transformation into your best self before you can make the most of your opportunities
sell your abilities and services. It will not suffice that you just are willing, or desire, to become a first—clas:
salesman of your particular "goods of sale." Merely acquiring information or knowledge of the selling proces
is not enough to assure your success in life. Even the most skillful practice of all the sales principles ar
methods you learn will be insufficient to guarantee your success——if you do not develop your full mail
capacity for sales—man-ship.

[Sidenote: Essentials of the Master Sales Man]

The result of the necessary changes and growth in your manhood will be an enlarged conception of .
men—-your greater capacity to understand and to handle any one else successfully.

It is entirely possible for you to develop and cultivate every essential quality of the master sales—man, and s
to be just yourself.

[Sidenote: Good Appearance]

The high grade professional salesman makes the best appearance of which he is capable. Surely you cal
that, too. You can train yourself to grace and ease in your bearing. However unsatisfactory your features
be, you certainly are capable of looking pleasant, and therefore of being attractive. It is possible for you
have well-kept hands and hair; to wear suitable, clean clothes; to be neat.

[Sidenote: Physical Capacity]

First-class salesmanship requires, too, a high degree of physical capacity for the most effective performatr
of the selling process. You need health, virility, energy, liveliness, and endurance, in order to sell effective
the idea that you are physically able to fill the job you want most. Physical incapacity is a handicap in almo:
any vocation. It can be remedied. It must be remedied as fully as possible in your case. You may not be v
robust naturally, but you can make the most of the constitution you have, with certain success as the incen
for your fullest possible physical development. Few of us are as well as we might be.

[Sidenote: Mental Equipment]

Whatever your physical shortcomings, there can be no doubt that you are capable of developing all t
essential mental equipment of the successful salesman. You only need to comprehend a few elemental law
mind science; and then to train yourself to the utmost of your particular ability——in perceptive power,
alertness, accuracy, punctuality, memory, imagination, concentration, adaptability to circumstances, stabili
self-control, determination, tact, diplomacy, and good judgment.

Does this seem like a long list of difficult accomplishments? Examine the items, and realize how easy it is
develop these mental qualities of masterly sales_man_ship.
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Perception is simply looking at things with your mind as well as with your eyes.
Alertness is no more than mental sharp ears.

Accuracy results from taking pains to be right.

Punctuality is a habit of mind that anyone can develop.

Memory is acquired by practice in remembering things.

You use some imagination every day——use all your imaginative power.

Likewise you occasionally concentrate your thoughts. More exercise in concentration will develop this ment
characteristic.

You adapt yourself to circumstances when necessary, or when you choose. You can train yourself so that
will be prepared to meet anything that may happen.

You have a degree of stability of character, otherwise you never would accomplish anything. Increase yo
steadfastness by sticking to more purposes.

Similarly determination, self-control, tact, diplomacy, and good judgment are merely the natural results c
continual practice to develop these mental qualities.

[Sidenote: Emotional Qualities]

The principal emotional or heart qualities required in masterly selling are ambition, hopefulness, optimisrr
enthusiasm, cheerfulness, self-confidence, courage, persistence, patience, earnestness, sympathy, frank
expressiveness, humor, loyalty, and love of others. Think of these one by one, and realize how many of th
you already possess to a considerable degree.

You may not be optimistic; perhaps you lack self-confidence, or maybe you are wanting in courage. But wil
the possible exception of these three "heart" qualities of the master salesman, you are not deficient now in
emotional essentials of successful salesmanship. You need only a higher degree of each.

Develop all your capability in the other qualities, and you will find you have become an optimist. Your
self-confidence, too, will grow as fast as you increase your ability. When you are full of optimism anc
self-confidence, you will not find it difficult to create courage within yourself. Then you will have the

complete emotional equipment of a master salesman. The exact way to develop courage with certainty
explained in the second chapter of "The Selling Process," with especial reference to the professional salesn
who must meet his prospects courageously in all circumstances if he would succeed.

[Sidenote: Ethical Essentials]
Nor is it hard for you to qualify yourself ethically for mastery of the selling process. Surely your intentions are
right. You mean to be honest and truthful. You can be of good moral character. You expect to be reliable.

should be easy for you to love your chosen work.

[Sidenote: Spiritual Capacity]
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There remains, finally, the essential of spiritual capacity for selling. It comprises idealism, vision, faith, desire
to serve, ability to understand other men. Perhaps you are deficient in some of these spiritual qualities nc
But with idealism all about you in the spirit of the world cannot you, too, lift your eyes to higher purposes
than the satisfaction of merely selfish desires? Are you not able to look broadly, instead of narrowly at life
You know you must have faith——that you cannot make sure of success if you doubt. Your mission as a tr
salesman of yourself should be to serve your prospects by satisfying their real needs for the abilities you ha
Love of others results from serving them with what you can supply that they lack.

In no respect, then, from personal good appearance to spiritual capacity, need you be other than your t
possible self to qualify for certain success with the selling process.

[Sidenote: Change and Growth Necessary]

Reference has been made repeatedly in these pages to the necessity for change and growth in your
character before you can become a master salesman of your full capability for success. Of course you car
change your nature into a different nature ; any more than one form of life can be transformed into an entire
distinct form of life. It is impossible to develop a carrot into a calla, or to make a dog of a pig. But the
elements of any particular form of life may be altered, most radically.

[Sidenote: Develop Use, Activity and Quality Of Elements]

So you can develop: (1) the use; (2) the degree of activity; (3) the quality, of any element in your prese
salesman equipment.

For example, it is generally recognized that suitable clothes help to create a good impression. Therefore
should use to the highest degree of activity and of quality what you know about the effect of dress in helpi
to create a good impression. But, to particularize, do you (use your knowledge) polish your shoes, even if it
no more than flicking off the dust with your handkerchief, every chance (highest degree of activity) you ge
when they need it? And when you polish your shoes in the morning preparatory to starting your day's wot
do you just give them "a lick and a promise," or do you "make 'em shine?" (Highest degree of quality.)

[Sidenote: Animal Training]

The "stupid" pig can be taught to do as phenomenal tricks as the "intelligent" dog. It is possible to train a p
so that he will appear to be able to discriminate among colors, to tell time, even to perform simple operatio
in arithmetic. At the circus or vaudeville we sit in wonder while the "educated" stupid pig, alertly afraid of the
trainer's whip, performs stunts of seeming intelligence. Under the stimulus of fear he acts like .
qguick—-thinking dog. In truth he has been changed by training, from the pig characteristic of utter stupidity tc
the dog characteristic of rudimentary intelligence. But in nature and form he remains just a pig. If you shoul
see him among other pigs in a pen, you never would mistake the "educated" pig for a fat puppy.

In the trained pig the use of his pig mind is developed to an unusual degree of activity and of quality to sa
himself from punishment and to gain the tidbits that reward his performance of tricks. The purpose of th
trainer is accomplished by changing and developing the mind functioning of the pig. No trainer would attem
to change the nature of a pig——to develop a pig into an elephant, a different creature. Only characteristic
can be changed or developed.

[Sidenote: Plant Development]

Luther Burbank has accomplished with plants even more extraordinary changes and developments
characteristics than have been achieved by the most expert trainers of animals. He could not make a ca

CHAPTER II. The Man-Stuff You Have For Sale 26



Certain Success

into a calla; but he did take the dwarf natural calla plant and develop it into a splendid lily that bears flowel
measuring a foot across the petal. He also multiplied the characteristic colors of the natural calla and
evolved great blossoms of a score of shades, from pure white to jet black.

The noted plant wizard developed, too, the naturally small, hard, dry, sour prune and transformed it into
juicy, sweet fruit that is bigger and more delicious than our common plum.

He also succeeded in altering radically an element of the natural walnut, which had a characteristic coveri
skin of bitter tannin over the meat inside the nut shell. For countless centuries walnut trees had been in-
habit of covering the meat of their nuts with this tannin skin. Luther Burbank trained selected walnut trees |
give up this fixed bad habit, and to produce nuts the meats of which were not enveloped in bitter coverings.

[Sidenote: Man Making]

Since expert trainers have been able to accomplish such marvelous changes and developments in
characteristics of lower animals and plants——not changes in the form of life, but alterations so near|
miraculous that they seem almost to be changes in nature——is there the least doubt that you, a man, exce|
every other animal, and every plant in consciousness and intelligence, are capable of the most radic
elemental changes in your present self?

Cannot you, then, certainly develop and use to a much higher degree of activity and quality the MA
characteristics you now possess? Of course you can! You need but to learn the science of yourself-—to get
knowledge of what you are and of what you might be—-by studying the big, best qualities in you. After the
you will need to make the most of what you learn about your true self. Intensive self-study will reveal to yo
all the possibilities of your enlarged and bettered personality. When you know you have developed yo
biggest, best manhood, you certainly will feel increased power to sell your "goods."

Of all living creatures, Man is the most adaptable, is capable of the greatest development, and responsive
the highest degree to desires from within and to influences from outside himself. Only a stupidly ignorant me
would hold to the belief that the elements of his character cannot be radically changed and developed.
present you may be handicapped with what you have considered "natural disqualifications" for success. Tt
study yourself thoroughly, one detail at a time. Follow this self-analysis by intelligent practice in the active
use of your best qualities, and determine to change your "disqualifications" into salable characteristics th:
will help you to succeed.

[Sidenote: No Normal Man Lacks Qualifications For Success]

Certainly a slouch can straighten up, wash his dirty hands and face, dress neatly, and suggest proper regar
his appearance. The physical weakling is able to build considerable strength into himself. Dullards, unle
their brains are stunted, may develop surprising intellectual keenness. Careless men can train themselve
painstaking accuracy. Individuals who are habitually late may become models of punctuality. The man ¢
flighty thoughts can concentrate. It is possible to control a quick, bad temper. Tact, diplomacy, and goc
judgment can be learned and used efficiently by the countless thousands of people who now are tactle
undiplomatic, and characterized by poor judgment.

So it is with the principal emotional, ethical, and spiritual qualities of the master salesman. You have them &
elementally. Certainly you can develop any selected element to higher activity and use it to help you sell tr
ideas of your best capabilities.

Maybe you have fought long and vainly for self-confidence, for courage, for will power. Perhaps you hav
realized for years that you are slow in perception, and have struggled to make yourself take mental snap—st
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of details and conditions. You have wished and willed and worked to be agreeable and courteous; yet perh
you lose friends by your characteristic disagreeableness and lack of courtesy. If, in spite of all you so far he
done to improve yourself, you have been unable to get rid of your faults and defects, you are apt to quest
the statement that you certainly can develop such qualities as you most desire.

[Sidenote: Decision Will Power Hard Work Insufficient]

No doubt you have decided, probably you have willed, very likely you have made a persistent struggle
change your characteristics. You honestly have tried hard to grow, and to increase your man capaci
Consequently your failure may have left you rather hopeless about ever succeeding as you once expecte
succeed. Perhaps you have given up your case as "too tough a job." We will assume that you are not so yc
as you wish you were, and that you have committed to memory the fatalistic, hoary lie, "You can't teach «
old dog new tricks." But recall the fixed habit of bitterness the walnut had for centuries, the color and size «
the natural calla, the sour taste of the little wild prune, which the plant wizard changed most radically withol
using any "wizardry" at all. He just applied scientific knowledge in his training of walnut trees and callas an
prunes and other forms of vegetable life. Have you tried his method of development? Do you know exact
what he did?

If Luther Burbank had merely desired and willed that the walnut should give up its old bad habit, he neve
could have accomplished the job of development. He might have insisted persistently for a life—-time that tt
little, sour, dry prune should become more luscious and larger than the plum; but it would have remained t
same in size and other characteristics as it always had been, despite his continued determination. Desire, |
and persistence were but preliminary steps toward the complete accomplishment of his purpose with t
prune.

[Sidenote: Luther Burbank's Method]

Burbank worked out in his mind and by actual experiments distinctive methods of
development—-—development and changes along particular, definite lines. He selected for the prune he wan
to produce, (an imagined, ideal prune) certain desirable qualities of the plum--the best plum characteristi
He studied what produced these particular qualities in plums. Then with his exact, scientific knowledge of th
similarity in nature of the plum and the prune, and his equally definite knowledge of the differences in thei
characteristics, supplemented by his knowledge of exactly what produced the difference in the two fruits, f
started his experiments with natural prune trees.

He led specimens through a pre—determined scientific process of training. He succeeded in getting |
experimental prune trees to develop discriminatively, almost as if they had the power of choice, particule
plum qualities in preference to others. But the result was not a transformation of the prune trees into plu
trees. The fruit of the tree he evolved was just a perfected prune. He simply developed all the capability tl
prune had originally to be like a plum in deliciousness.

[Sidenote: Natural Growth Without Struggle]

Note just here one very important feature of the Burbank method of plant development and change. It did r
involve any struggle or hard work on the part of his trees. He merely provided natural, but scientifically
selected conditions and food; knowing that his prunes then would grow naturally in the particular ways
wanted them to develop, and in no other ways at variance with his plan.

Perhaps the primary fault in your ineffective effort to develop yourself into the man you want to be, is that
has been a struggle. Natural growth always is easy. Growth involves a struggle only when one or more of t
means of natural growth are lacking. Luther Burbank wished his prune trees to develop certain select
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gualities of the plum. Therefore he provided his wild prunes with the same means he had used effectively w
plums to increase their lusciousness. He knew these means should have a similar effect on prunes. Wher
had provided the natural means of discriminative development, he left the rest to the natural growth of h
prune trees. They began to develop the selected plum qualities easily, and generation after generation bec
more and more like plums.

[Sidenote: Two Bases Of Growth Mind and Body]

Now let us consider briefly: first, the bases of natural, easy growth of selected man qualities; second, t
processes that take place in the development of desired man qualities, some of which may not have seeme
exist previous to the evolutionary training; third, the training methods that should be employed to make the
processes most effective and to produce the particular results wanted and no others.

There are two bases of development in every one——the inner and the outer man. The real himself is the ir
man, which psychologists call the "Ego." But there is something else in the make-up of every man, his boc
Each of us recognizes his body——not as himself, not as his ego—-but as belonging to the real, or inner hims
A man thinks and says, "my body" just as he considers and refers to anything else that is his.

The discrimination between the two parts of "You" must be understood at the very start of you
self-development. All your plans for the growth of the characteristics you need to assure your success sho
be based on comprehension of your duality. The two "You's" in yourself not only are distinctly different, bu
they are also very intimately related in all their functions. Neither your "ego" nor your body is independent o
the other part of your duality. So, of course, both must co—-operate fully in every process of you
self-development; and your training methods should be planned for the bettered growth of your inner ar
outer man as a team.

[Sidenote: Team—-work Processes]

You understand now that your growth should be on a dual basis; that you have two different men to develc
not just one; and that they must be handled discriminatively, but together.

Next it is necessary that you know in exactly what ways the activities of the mind man, or ego, are related
the activities of his body, or the physical man. Otherwise you cannot comprehend the team-work process
by which any desired qualities of manhood can be developed from their rudiments. Perhaps the reason \
have not yet succeeded fully is that you have been a "one-horse" man and have not trained your dual se|
be an effective mind—and-body team pulling together. It takes both mind and body to bring to marke
successfully all the "best capability”" of a man.

[Sidenote: Training Methods]

Evidently, as a pre—requisite to self-development, one should have knowledge of the particular processes 1
result surely in natural, easy, rapid growth. Otherwise he would be more than likely to employ a wrong ¢
only partly right method of training. So as a student of yourself you need to start with comprehension of yol
two bases of development, mind and body. It is hecessary next that you acquire scientific knowledge of t
distinct but related processes of developing your two selves severally to work together as a team. Then y
must learn the particular methods of cooeperative mental and physical training that are most effective
accomplishing the man growth you desire.

[Sidenote: Neither Mind Nor Body A Unit]
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Not only have you two selves, but neither "You" is a single unit. Your mind, as well as your body, is made u
of distinctly different but very intimately related and associated parts. Your "mind" cannot be developed as
whole. Its parts must be severally bettered and strengthened in coordination, just as the physical mat
developed by training his various muscles.

You know you have distinct sets of muscles which all together make up your composite body. Perhaj
however, you have not realized before that your mind is not a unit, but is made up of innumerable distin
"mind centers," each of which functions as independently of the others as your set of eye muscles opera
independently of the set of muscles governing the movements of one of your fingers. And possibly you do n
know that each mind center has a distinct brain center, which functions for that particular part alone of you
whole mind. Each associated mind—and—-brain center also has direct, distinct nerve connections with onl
one set of muscles.

In fact, you are "a many-minded, many—-bodied" man—--a collection of mental and physical parts, i
composite man rather than a man unit. These several parts are in large measure practically independent of
another. One set of body parts "belongs to" only its particular associated set of mind parts, or mind center.

[Sidenote: Independent Mind and Body Centers]

If you were constituted otherwise, your life would be very precarious; for the injury or destruction of even
minor part of your body would be fatal to the whole unit. As it is, you can lose a finger without affecting your
eye-sight in the least. So you might suffer a localized brain injury that would completely paralyze a fingel
without impairing your sight at all. Either the mind center that governs a finger, or the set of muscles in th:
finger can be affected without necessarily reacting upon any other mind center or any other set of muscles.

[Sidenote: Interrelation Of the Ego And Physical Man]

But if the mind center that governs a certain set of muscles is affected, that set of muscles also is direc
affected and at once. Likewise if anything happens to a particular set of muscles, the reaction is instant
transmitted to its associated mind center through the "direct wire" nerves and brain center which particularly
serve that part of the mind.

Great scientists have studied mental and physical phenomena in inter-relation and have learned certain fa
For example, it is known that "the mind" not only affects the general functions of "the body," but also the rat
of bodily activity and the chemistry of body tissues. Long-continued hard thinking actually does "wear a ma
out." It consumes blood and brain tissue. It "slows him up." It may impair his digestion and appetite. We a
know these things, but the scientists know just why we feel physically tired after using only our minds.

They have learned also that every activity of the mind has a direct effect on the brain substance. That is, e:
mind operation through the brain changes its physical structure in some degree. Mental effort or relaxatic
increases or decreases the amount of blood in the brain. When you have been using your mind very hard, \
head "feels heavy," and it is unusually heavy then on account of the extra amount of blood weight. Even t
temperature of the brain, particularly of that portion of the brain which is especially functioning at a giver
moment, is changed with every mental effort.

[Sidenote: Slow Muscles Slow Mind]

There is abundant scientific proof that the quality and quantity of muscle, brain, and nerve (physical) activit
in a particular individual are accompanied by corresponding qualities and quantities of mental activity. Ths
is, when a person's muscle action, nerve response, and brain action are sluggish, his mind also develo
characteristic of slow action. And vice versa.
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We say of a certain acquaintance that he has an alert mind. But his "ego," or mental self, could not act quic
and alertly if his brain, the physical instrument of his mind, did not receive and transmit impressions swiftl
to his mentality. The brain does not think. It is as purely physical as any other part of the body. It just handle
or transmits in and out, to and from the mind, the various impressions sent in by different sense muscles, :
the mental reflexes or impulses sent out by the innumerable mind centers. Your mind works through yo
brain. Of course, therefore, the quality and quantity of mental work you are capable of doing are limited by tt
degree of handling—or—transmitting efficiency characteristic of your particular brain structure.

[Sidenote: Value of Practical Psychology]

Any interference with the brain quality or quantity of an individual naturally interferes with his normal mental
functioning. If a particular part of a man's brain is injured, the associated mind center is harmed likewise al
his mental quality is affected in proportion. Should a certain portion of his brain be cut out, the total quantit
of his mental powers would be correspondingly reduced. We all know these things about the brain and t
mind. But only a few scientists are familiar with many details of the inter—relation of mind and brain and
muscles, which should be known to all people who want to make the most of themselves. The salesmar
himself needs to understand his "goods" thoroughly; so as we study the selling process that completes
secret of certain success, we dig into practical psychology a little way now in order to stimulate in you
desire for further exploration of that gold mine of opportunities.

[Sidenote: Physical Manifestations of Ideas]

The mind depends on the brain, in coordination with the nerves and muscles, to express thoughts. That is t
your inner or "ego" sales—man gets his ideas out of your physical salesman, and shows them to the mind:
prospective buyers. You can make another person conscious of your thoughts only by some perceptil
physical manifestation of the idea you wish to convey to him. Evidently, then, in order to succeed il
developing your big sales manhood and in making effective impressions of it on others, you must learn bc
how to think the ideas of big manhood into your own mind most effectively and how to show them outward
with masterly skill. The first process is man development; the second is sales—-man —ship, or manho
self-expression for the purpose of controlling the ideas of other men.

[Sidenote: Selling A Thought]

There is but one way to indicate or express what is going on in your mind. Your thoughts can be physical
shown only by muscular action of some kind. Brain and nerve action are hidden, but muscle action can |
perceived. If your muscular action expresses exactly the idea you desire and will and use it to manifest, yo
mind is able to get its thought across to another mind—-to sell the idea.

Conversely, if your muscle action——your outer, perceptible self-—expresses something different from yot
thought intention, your mind has failed to make the true impression of your idea. It may be that an impressi
directly contradictory to your thought has been made by your muscles working at cross purposes. So the tr
in your mind won't get across to the other man's mind——not because your idea was untrue, but because it
not been physically interpreted by your muscles as you intended. For example, you might stand so much
awe of a man you greatly admire that you would avoid speaking to him, and in consequence would appeat
him indifferent or cold. Your physical appearance would belie your intentions.

Perhaps, if you have failed in life or have only partially succeeded, despite the qualifications you possess:
complete success, your muscles may be principally to blame. The parts of your idea—selling equipment tt
can be perceived in action probably have not "delivered the goods" of sale correctly.

[Sidenote: How Knowledge is Accumulated]
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Not only is your mind absolutely dependent on the muscular system of your body for any true expression
the real you inside; it likewise must depend on the activity of your various sets of muscles to get all th
incoming sense impressions that make up whatever knowledge you have.

Have you realized how your present fund of information was accumulated? Everything you know came in
your conscious mind originally through impressions first made on your various "sense" muscles, and the
transmitted by nerve telegraph to directly connected brain centers, which in turn passed on to their associa
mind centers these original impressions of new ideas. Many repetitions of similar sense impressions we
needed to register permanently in your mind your first conceptions of different colors, scents, etc. Thus y¢
learned to think. The process was started——not by your mind—-but by your various "sense" muscles. The
received from your environment impressions of heat, cold, softness, hardness, etc., and passed them i
associated brain—-mind centers, which thus commenced to collect knowledge about the world which yc
entered with a mind absolutely empty of ideas.

If a child might be born with a good brain, but with his general muscular system completely paralyzed, h
could learn nothing at all regarding the world. He would have no conscious mind. No sense impression ¢
smell, light, taste, sound, or feeling could be received by the brain of such a child; for no original perceptior
of any kind could be taken in. He would be like a complete telegraph system with every branch office close
No intelligence would be transmitted; since no message could be even filed for sending. Because of t
paralysis of the sensory muscles, the child's conscious mind would remain blank.

[Sidenote: Each Mind—-Center Must Be Developed Specifically]

Recall now that you have a multiplex, not a single brain. That is, your so-called "brain" is made up
innumerable, distinct "brain centers" which function quite independently of one another. No particular uni
requires help from any of the others in order to do its especial work with full efficiency. Each center attend
only to its specific business in your life. It rests, or relaxes from activity, when it has nothing to do; or whe
the particular muscles it governs are not in use. And, of course, when a certain brain center rests or is inacti
its associated mind center also rests or is inactive.

As already has been stated, the mind of a man is built up, through the brain instrument, by the sen
impressions transmitted to his consciousness. In other words, all he knows with his mind first came into |
mental capacity from outside impressions of things and ideas. The fewer the impressions that come into 1
mind through the brain, the less does a man know. And only the impressions that come into a particular mit
center develop that center. (For example, the development of keenest eyesight by many optical impressic
would not affect at all a man's ability to discriminate among the tones of music, would not give him "a goo
ear.")

[Sidenote: Weak or Undeveloped Centers]

It is evident, therefore, that if a particular brain center temporarily or permanently is deprived of right and
sufficient exercise in transmitting sense impressions, its coordinated mind center will be stunted in its grow
or starved for lack of mental food. This is why a man is awkward in using his native tongue when he returt
to the country of his birth after a long residence among people of a different nation where that language w
not spoken. But a little exercise of his brain in transmitting again the sound of his native tongue will quickh
stimulate his mind with the renewed supply of this particular mental food to which it formerly was
accustomed. In a few weeks he will use the old language naturally; whereas another man, who never t
spoken it, would require years to build up such full knowledge from a start of complete ignorance of th
language.
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Evidently, too, a weak, undeveloped brain center would be incapable of receiving strong mental impuls
from its coordinated mind center, and of transmitting them in full strength to the particular muscles governe
by that mind center. This is why, if a man's brain center of courage is undeveloped, even the most couragec
thoughts will not make his body act bravely. His legs may run away against his will to fight. The physica
instrument of his mind (his brain), and also certain associated sets of muscles, must be sufficiently exercis
in the action of courage to build up within him the physical structure of fearlessness that will be instantly
responsive to a mental attitude of bravery.

[Sidenote: Right Exercise for Development]

If for any reason the brain instrument is weak or undeveloped, it can handle only weakly either in—comin
messages to the ego from the senses, or out—going impulses from the mind to the muscles. So, because o
undeveloped brain instrument, the full capability of neither the inner nor the outer man can be built up and p
to use. Obviously, therefore, if one is ambitious to succeed, he needs to know and to practice the coordina
mind-brain—-muscle exercises that will increase the quantity and better the quality of his man capacity. Sinc
he is a "many-minded, many—bodied" man, general physical and mental exercise will not develop th
particular qualities required to assure his success. Each and every mind-brain—muscle set must be built
individually by specific exercises which strengthen that particular unit of the multiplex man. Then, of course
all his units should be taught to work together to make his success certain with his all-around capability ful
developed and coordinated.

[Sidenote: The Discriminative—Restrictive Method]

Luther Burbank worked out "discriminative—restrictive" methods of growth that may be applied as
successfully to men as to plants. He could not have built up the ability of a prune tree to produce delicio
fruit if he had not fed into the tree structure, or instrument of production, a sufficient quantity and high qualit
of the particular plant foods of deliciousness. He restricted his experimental prune trees to the development
specific delicious qualities, by giving them no food except that discriminatively selected for his purpose. Th:
is, he made them develop in one way and in one way only, when he was making a particular test.

Similarly, as has been stated before, you can develop the specific man qualities you need to succeed.
must feed to a particular mind center, through the related brain center, selected sense impressions. These
come only from the coordinated set of muscles governed by that mind—brain center. Then you should exerc
the specific brain center and set of muscles in the production of mental reflexes, or the mind fruit. Acts ¢
courage, for example, are the fruit of brave thoughts.

[Sidenote: Brain Development]

A patrticular brain center, of course, will be strengthened both by the food of sense impressions it is given, &
by the exercise of handling messages to and from the mind. The brain, or physical instrument of the mind,
like an intermediary or go—between of the ego and the body. It is of the utmost importance that it should do
work efficiently. Otherwise the full capability of neither the outer nor the inner man can be utilized.

If Brown passes something to Jones, who passes it along to Smith; then Smith passes it back to Jones t
re-passed to Brown—--Jones, the middle agent of transmission or handling instrument, whom we a
comparing to the brain, might be so awkward, slow, and inefficient as a go—between that the possible abill
of Brown and Smith in passing would be nullified or greatly hampered. But if the inefficiency of Jones is
blamable to his inexperience, it evidently can be changed to efficiency by sufficient right exercise in passin
The more of that sort of work he does, in either direction, the better passer will Jones become.
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His exercise, however, must be in passing things, if passing capability is to be developed. He would n
become a better and quicker passer by any amount of exercise in taking things apart, or in inspectil
things——wholly dissimilar functions.

[Sidenote: Training in Passing]

Moreover, Jones would not become an expert passer of glassware as a result of practice in passing bricks
the two kinds of things are not handled alike. Indeed, the man accustomed to passing bricks might be m
likely to break glassware than another man who previously had no particular skill in passing anything. Tt
expert brick—passer would be apt to forget sometimes that he was passing glass. His muscles might treat
fragile ware with the rough habit acquired in passing bricks.

Plainly, discriminative—restrictive methods of training are required to perfect capability in any particular kind
of physical passing; however much skill in general passing may have been developed. If Jones should becc
expert in passing pails of liquid, he would nevertheless need to train himself anew in order to pass froz
liquid efficiently in the form of cakes of ice. And, to particularize still more, it would be necessary for him to
learn how to pass different liquids. Water and thick molasses in pails should not be handled alike.

Similarly the various brain centers, as passers of different sense impressions and mental reflexes in and
require, each of them—-like Jones—-the specific exercises that will develop their several particular abilities
The individual brain unit (as of courage, memory, judgment, etc.) is strengthened only by handling the in ar
out business of its coordinated muscles and mind center. Also, while a particular set of muscles al
coordinate mind center are strengthening their brain center by the exercise they give it, they are both be
developed by the same exercise of passing along sense impressions and thoughts to each other througl
brain——like Smith and Brown.

[Sidenote: The Process Of Growth]

Returning to the comparison of Burbank's methods with man development, we perceive again how tl
principle of discriminative-selective training is applied to accomplish the growth of certain characteristic:
needed to assure a man's success. The plant wizard in his initial tests gave to his undeveloped prune t
particular food and conditions and treatment selected for the purpose of imparting specific qualities ¢
deliciousness. A prune somewhat improved in deliciousness was the first result. Then from the product of ti
improved prune he started another cycle of development. He fed the selected food of deliciousness to f
improved prune tree, and a fruit more delicious resulted. His work was simply plant breeding by th
discriminative-restrictive method. Brain breeding is a similar process of particularized, cumulative
development.

[Sidenote: Begin With Specific Training of The Outer Man]

All the foregoing rather complicated explanation of "psychological processes" has seemed necessary to mi
a clear impression of the right training methods for building within you any quality you need to assure you
success. You must begin by training your outer man.

You can develop a particular mind—brain center (such as the center of courage) only by th
discriminative-restrictive training of those portions of your body which are directly related in activity and
responsiveness to that mind-brain unit of the multiplex YOU. Training of any other set of muscles will no
develop the particular mind—brain center you want to build up, and would be a wrong procedure.

You should begin with specific training of particular sets of sensory muscles because, as we have seen, th:
the natural order of the process of growth. It is how you began to learn everything you know. You cal
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increase and improve your present limited, conscious knowledge most effectively by taking into your min
from your trained particular senses more and better impressions than you ever have taken in before.

[Sidenote: Developing Persistence]

Suppose your success has been hindered by your lack of persistence. You need to develop that qualit
particular. Let us see how the discriminative—restrictive principle should be applied specifically to assure yc
of building persistence within yourself.

First it is necessary that you discriminate between this one quality and all others; especially between it and 1
guality of determination. Very different training methods are required to develop persistence an
determination respectively. When you are just "determined" to do a thing, your jaw muscles, your arm ar
back muscles, perhaps all your commonly known muscles, will be hardened as long as you rema
determined, but no longer. They will relax when the occasion for determination has passed. The habit
instantly tensing your muscles temporarily whenever you need to be determined will very greatly strengthe
and improve the efficiency of your brain—mind center of determination. But that temporary hardening of you
muscles will only slightly affect the development in you of characteristic persistence.

[Sidenote: Developing Determination]

Hence the training of your muscles for building the habit of determination within you should be concentrate
on exercise in changing swiftly from comparative laxity to muscular tension. That is, in order to accustor
your mind to hardening with determined thoughts whenever determination is needed, you should train yo
muscles to harden in coordination, and thus to support your mental determination by the complementa
physical suggestion of the same quality.

You do not need to use determination all the time; so it will be sufficient if your muscles are taughtto b
quickly responsive to determination of mind on any occasion. (You know it helps you to carry out a resolutic
if you stiffen your body at the moment you make up your mind to do a thing, but continued stiffness of th
body in determination would be a strain likely to weaken your power of action unless backed by :
tremendous, stored—-up reserve strength of muscles.) Begin your practice for the development
determination, then, by training your muscles to tauten the instant you think determinedly. Your brain—-min
center of determination will also be strengthened by the exercise that builds up the supporting habit of mus
action in coordination. Millions of men have failed in life because their determined thoughts were no
reenforced by stiffened backbones.

[Sidenote: Discrimination Between Determination and Persistence]

Now let us discriminate between muscle training to develop the characteristic of persistence and the traini
already described for the building of determination. In order to strengthen your persistence, you must transr
through the distinct brain center of persistence to the corresponding mind center, the impression of musc
permanently developed in firmness, not just capable of temporary hardening on occasion.

The characteristically persistent man has gradually developed his lax-muscled, sagging, baby chin into a je
that is habitually firm, whether or not he happens to be determined to do anything at a given moment. H
muscles do not sag utterly, even when he is asleep. He probably wakes up in the morning with his tee
clenched. So, whenever his coordinated brain—mind center perceives that the quality of persistence
required, and starts to apply it, the mental impulse to persist is backed by a permanent firm muscle struct:
that can stand up as long as the mind needs the physical support.

[Sidenote: A Slump in Determination]
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In contrast, the man who is only characteristically determined, but who lacks persistence in his determinatic
has developed just the habit of hardening his muscles for the time he is determined on doing a particular thi
That does not exercise his muscles sufficiently to make them firm all the time, whether under tension or n
Consequently his determination is likely to slump if his resolution is subjected to a long strain. He does n
possess muscular structure sufficiently strong to support persistence in his determination.

Habitual lack of firmness in the jaw muscles, as you know, results in a sagging chin; which detrimentall
affects the brain—mind center of persistence. A man whose jaw habitually hangs loose may be capable of gt
determination for a while, but he is not persistent in character. He might clench his teeth, stiffen his body
and plunge into the surf to rescue a drowning person; but his first resolution to effect the rescue would |
weakened by the cold water and by fear. He lacks the quality of the bulldog that will die rather than loose |
teeth from another dog's throat.

[Sidenote: Muscles Express and Impress ldeas]

The coordinated muscles express the mental attitude, as we have perceived; and equally they impress the r
with their attitude. If you have a sagging chin, you are incapable of the mental bulldog grip of persistence. ¢
tighten up your jaw muscles, and never let them hang utterly loose, if you are resolved to develop ti
characteristic of "stick—to-it—iveness." Begin with muscle training, for your muscles must be utilized to star
the process of building up your brain—-mind center of persistence.

[Sidenote: Developing Perception]

When you train the particular sense muscles that transmit external impressions to a particular brain—-mind u
(the same muscles that reflexively express the ideas of that one part of your multiplex ego) you may |
absolutely sure of developing a particular related characteristic. For example, if you want to sharpen yo
perceptive faculties so that you will see with the eyes of your mind much more than the ordinary ma
perceives, exercise your physical eyes in taking snap-shots that you can see clearly in detail with yc
imagination when you look away from an object after a glance at it. Try glancing at the furnishings of you
room, then shut your eyes and construct a mental picture. When this is definitely clear to you, open your ey
The reality will be very different from your imagined picture. But sharpen your perceptive faculties, develop ¢
"camera eye;" then the reality will be exactly impressed on your mind. Witnesses in court often contradict or
another, in all honesty, simply because their ability to perceive actualities is not highly developed. I
consequence, they get false mental impressions of happenings or things they severally have seen.

[Sidenote: Three Processes Of Mental Development]
There are but three processes of mental development:

The first process comprises getting information from a sense to its associated brain center, which then mal
the mind center conscious that particular information has been transmitted to it.

The second process is organizing the information in the mind center, with relation to other informatior
previously brought to the mind.

In the third process the mind center directs its co-related brain center to send out certain impulses of actiot
the corresponding muscular structure.

Let us analyze an illustration of these three processes of mental development. Suppose first you he
something that concerns a particular prospect for your "goods of sale." Second, you comprehend t
significance to you of what you have heard. Third, your mind directs your muscles to make a particular use
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what you have comprehended. The original mental impression has been fully developed because \
employed all three processes. If you had not completed the cycle of development, you would have given yc
mind only partial exercise with what you heard.

In order to become a master salesman, you must take in many impressions, perceive their significance to
and how you can make use of them, then act on your comprehension of what you have learned. There
countless failures in the world who might have been successes if they had not stopped their possible mel
development at the first or second stages.

A man might know an encyclopedia of facts, but be a failure.

He might comprehend how to use his knowledge, and still be a failure.
Success comes only to the man who acts most effectively on what he knows.
[Sidenote: Right Practice Of the Three Processes]

In order to secure quick and effective results, the practice of the three necessary processes of developn
should be:

First, definitely conscious. You need to know just what quality you want to develop in yourself.

Second, discriminative. You must learn the differences between what you want, and what you don't want
develop in particular.

Third, restrictive. It is necessary that in your training to develop a certain quality, you concentrate you
practice on the respects in which this particular quality differs from other qualities.

Most of us are pretty definitely conscious of what we want. We know just the qualities we would like to have
But very few people employ most effectively the discriminative-restrictive methods of training in their
processes of development.

[Sidenote: Importance of Differentiation]

It is impossible to develop a particular quality fully if you only recognize its likenesses to other qualities. Ree
mental development is accomplished only as a result of the recognition of differences. After studying twins f
a year, you still might be unable to tell them apart if you were impressed solely with their remarkabl
similarity to each other. Another man, with a mind discriminatively and restrictively trained to recognize
differences, would learn in five minutes to distinguish the individualities of the twins.

Almost phenomenal development can be attained by use of the discriminative-restrictive training metho
The minutest distinctions can be perceived if one concentrates his practice for mental growth on tt
recognition of differences only. Individuals who have lost one or more senses become extraordinarily adept
detecting contrasts with their other senses. A normal man, possessed of all his senses, is capable of €
greater development of his powers of differentiation.

You know how remarkably a blind man learns to "see" with his fingers and ears. But need you lose the ser
of sight before you can comprehend the lesson of his example to you? You realize that you appear to |
many essential qualities of success. Know now that these are all merely dormant in you. They can |
awakened and developed to an extraordinary degree if you train yourself consciously in th
discriminative—restrictive use of all your sense tools. You would do it if you were blind. It certainly should be
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much easier to accomplish the desired transformation with your eyes open to aid your other senses.
[Sidenote: Whatever You Lack Now You Can Develop]

The significance of all this is that you need not be permanently handicapped in your sales—man-ship by a
present lack of particular qualifications for success. It makes no difference what you happen to be short
now. By properly coordinating your brain—-mind—-muscle sets or centers, and by using all three in th
processes of your development, you can make yourself over almost miraculously. Will power, courage, ex:
and wise judgment, persistence, patience, rapid thinking, constructive imagination——any and all qualities yc
want CAN be developed in you, even though they now seem not to exist.

Your development is limited only by the practically limitless number of unawakened cells in your brain. Mos
of your potential mind centers are asleep yet. You can wake up the slumberers with your various ser
muscles, and vigorously exercise them into activity for your success. You have been handicapped because
have been carrying so many "dead-heads" that ought to be working or paying their way.

Remember that growth of any brain—-mind center can be begun and continued only by the exercise of t
coordinated set of sense muscles in transmitting impressions from outside yourself and in expressing yc
thoughts.

[Sidenote: Your Limitless Brain Capacity]

The number of cells in the human brain has been estimated at from six hundred millions to two billions. Tt
greatest genius who ever lived doubtless had scores of millions of brain cells that remained more or less ic
if not sound asleep, all his life. Nature has furnished you with a plentiful surplus of grey matter in your heac
Do not be afraid that you will exhaust or tire out your brains by your self-development. Put into your work al
the brains you can waken with your various senses. And keep the alarm clocks wound up.

William James, the great psychologist, wrote, "Compared with what we ought to be, we are only half awak
Our fires are damped; our drafts are checked. We are making use of only a small part of our physical a
mental resources. There are in every one potential forms of activity that actually are shunted from use. Par
the imperfect vitality under which we labor can thus be easily explained. One part of our mind dam
up——even damns up—-the other part."

[Sidenote: Growth Can Be Assured And Success Made Certain]

Can you become a big sales MAN? Of course! You have all the necessary tools to make yourself over in &
way you will-—your muscles, nerves, brain, and mind. Use them cooperatively, as they were meant to |
used, in their respective sets——not as if you were a mental-physical unit. To develop your sales manhood \
need only to apply real thinking in the processes of your daily life. Study out the reasons and effects of «
your acts and expressions. Your experimental psychological laboratory should be yourself, undergoing at yc
hands the transformation from what you are to what it is possible for you to become. Begin making yolt
man-stuff over. Each successive step will be easier to take. Your growth, when you employ the rig
processes and methods, is certain. Therefore your success in making yourself a big sales man can be assu

CHAPTER Ill. Skill In Selling Your Best Self
[Sidenote: Practice Of the Art]

If you have developed real capability and first—class manhood, you have "the goods" that are always salat
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But you realize now that the mere possession of these basic qualifications for success will not insure y
against failure in life. You cannot be certain of succeeding unless you know how to sell true ideas of your be
self in the right market or field of service, and until you develop sales skill by continual correct practice.

We will assume that you have had little or no selling experience. You are conscious that you entirely lac
sales art. Therefore, though in other ways you feel qualified to succeed in life, you may be dubious about yc
future. Perhaps you realize that skill in selling true ideas of your best capabilities is all you need to make yc
success certain. But you question, "Can | be sure of becoming a skillful salesman of myself?" You have |
doubt of your ability to learn the selling process, but very likely you do not believe you ever could practice i
with the art of a master salesman. Consequently you are not yet convinced of the certainty of your success.

[Sidenote: Success Proportionate To Sales Skill]

Of course success cannot be absolutely assured in advance unless every element of the secret we

analyzed can be mastered. Hence it is necessary that you now be shown certain ways to sell ideas——ways
cannot fail, that are adaptable to the sale of any right "goods," and that you surely can master. You heec
feel absolutely confident that if you follow specific principles and use particular methods, you can impress ¢
any other man true ideas of your best capabilities. When you become skillful in making good impression:
you certainly will be able to sell yourself into such chances to succeed as fit your individual qualifications.

Your success with the best that is in you can be made directly proportionate to your skill as a salesman
"your goods." Mastery of the art of selling will enable you to cut down to the minimum the possibilities of
failure in whatever you undertake. Remember that success does not demand perfection. There never wi
100% salesman. To be a success, you need only make a good batting average in your opportunities to sel
is not necessary to hit 1000 to be a champion batsman in the game of life. Ty Cobb led his league a do:
years with an average under .400.

[Sidenote: Technique And Tools]

The foundation of sales art is knowledge of selling technique. So the first step in the process of developi
your skill as a salesman of yourself is the study of the right tools for making impressions of "true ideas ¢
your best capabilities." You must know, also, the scientific rules that govern the most effective use of the
right tools. Technique, however, is only the basic element of salesmanship. On the foundation of your sal
knowledge it is necessary to build sales skill that will completely cover up your technique. Your perfecte
sales art should seem, and really be second nature to you.

Your salesmanship probably will be crude until you overcome the awkwardness of handling unfamiliar tool:
or familiar tools in ways that are new to you. But "practice makes perfect." The use of the right technique |
selling true ideas about your best self will soon become natural.

[Sidenote: Making Success Easy]

The skillful sale of ideas is accomplished without waste of time or energy in the selling process. Th
unskillful, would-be salesman not only fritters away his own time and effort, he also wastes the patience ai
power of the man to whom he wants to sell his "goods." The sales artist, however, gets his ideas into the m
of a prospect quickly, with the least possible wear and tear on either party to the sale. No one appreciate
fine salesman so thoroughly as the best buyer. Skill in selling true ideas about your particular qualificatiol
will not only assure your success, but will make it easy for you to succeed.

[Sidenote: Docking Your Sales—man-ship]
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The skillful salesman is the captain of his own sales—man-ship. But in order to make certain of landing h
cargo of right impressions he takes aboard the pilot Science to begin with, and then concentrates on f
factors of the art of selling ideas:

First, discovering and traversing the best channel into the prospect's mind;

Second, locating the particular point of interest upon which the salesman's cargo can be most effective
unloaded;

Third, maneuvering alongside this center of the buyer's interest;
Fourth, securely tying to the interest pier so that the shipload of ideas may be fully discharged.

The primary aim of the skillful salesman when making port is to get safely to the right landing place as soc
as possible and with the least danger of failure in his ultimate purpose of completing the sale. At this initi:
stage of the selling process, however, he concentrates his thoughts on the skillful docking of h
sales—man-ship. The nature of the cargo a sailor ship captain brings to port has little or nothing to do with tl
art of reaching and tying up to the pier. Similarly, whatever his "goods of sale," the skillful salesman uses tt
same principles and methods to dock his salesman-shipload of ideas most effectively in the harbor of t
prospect's mind. So the art you are studying is standardized. When you master it, you can apply
successfully to the sale of your best self or any other "goods of sale."

[Sidenote: Reasoning And Argument Are Wrong]

Before considering the methods of selling that are most effective, it will be well to get rid of a mistaken ide
that is all too common. A great many people regard reasoning power, or the force of pure logic, as :
important selling tool. There are so—called salesmen who attempt to "argue" prospects into buying
Unthinking sales executives sometimes instruct their representatives to employ certain "selling argument
But the methods and language of the debater have no place in the repertory of a truly artistic salesman or s
manager.

One debater never convinces the other. At best he only can defeat his antagonist. In a skillfully finished se
however, there should be neither victor nor vanquished. The selling process is not a battle of minds. There
no room in it for any spirit of antagonism on the part of the salesman. So in your self-training to sell tru
ideas of your best capabilities, do not emphasize especially the value of logic and reasoning. If you use th
at all in selling yourself, disguise their character most skillfully. Never suggest that you are debating o
arguing your qualifications with prospective buyers of your mental or physical capacity for service. You
cannot browbeat your way into opportunities to succeed.

Most employers buy the expected services of men and women in order to satisfy their own desires f
particular capabilities. Few will buy against their wishes. In order to sell your qualifications with certain
success, you first must make the other man genuinely want what you offer. AlImost always mind vision at
heart hunger must be stimulated to produce desire. Therefore the most skillful salesman of himself does r
use the words, tones, and actions of argument. In preference to cold reason and logic he employs the art
mental suggestion and emotional persuasion.

[Sidenote: The Force of Suggestion]
Suggestion is especially effective in producing desire; because an idea that is merely suggested, and
stated, is unlikely to provoke antagonism or resistance. A suggestion is given ready access to the mind of

other man. Usually it gets in without his realizing that a strange thought has entered his head from outsic
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When he becomes conscious of the presence in his mind of an idea that has been only suggested to him,
apt to treat it as one of his own family of ideas and not as an intruder. Naturally he is little inclined to oppose
desire that he thinks is prompted by his own thoughts. However, he would be disposed to resist the same v
if he realized it had been injected into his consciousness.

All of us know the great force of suggestion; but there are very few people who so use words, tones, a
movements as to make the most of their power of suggesting ideas in preference to stating them. Probably
tool of salesmanship will be of more help in assuring your success than fully developed ability in suggestiol
which is the skillful process of getting your ideas into the minds of others unawares.

[Sidenote: Words Are Doubted]

The words we use are intended to convey pretty definite meanings to listeners. If we are entirely honest in ¢
words, we expect whatever we say to be taken at its face value as the truth. Yet each of us knows that his «
mind seldom accepts without question the statements of other men, however well informed and honest tt
are reputed to be. You and | mentally reserve the right to believe or to doubt the written or spoken words
someone else; because they always enter our minds consciously. We know that the words we hear or r
come from outside ourselves.

The skillful salesman proceeds on the assumption that his words will be stopped at the door of the prospe
mind and examined with more or less suspicion of their sincerity and truth. Therefore the selling artis
employs words principally for one purpose——to communicate to the other man information about such facts
cannot be introduced to his consciousness otherwise. Some facts can be told only in words. But a maste
the selling process uses as few words as possible to convey his meaning. He depends on his suggestive f
more than on what he says. He reenforces his speech with accompanying movements and musci
expressions, to get into the mind of the other man by suggestive action the true ideas behind the words use

Similarly when you bring your full capability to the market of your choice, you should not rely upon a mere
declaration of your qualifications; and upon word proof, written or spoken, that you are the man for the jok
Your words are unlikely to be taken at their face value. Any claims you have a right to make will be
discounted heavily if you say very much about your own ability. You run the risk of being judged a braggat
and egotist when you talk up your good points; though you may be telling no more than the plain truth.

[Sidenote: Tones and Acts Are Believed]

However, if your tones of sincerity and self-confidence denote really big manhood; and if your every act an
expression indicate to a prospective employer that you are entirely capable of filling the job for which yo
apply, he probably will consider himself very shrewd in sizing you up. Really you have suggested to hir
every idea he has about you, but he will think he has found in you the very qualifications he desires in
employee. You can do more to sell yourself by the way you walk into a man's office than you coulc
accomplish by bringing him the finest letters of introduction or by "giving him the smoothest line of talk
about yourself." He is able to read the principal characteristics of the real You in your poise and movemer
and in the manner of your speech. He will believe absolutely any characteristic he himself finds in you. Wh
you say to him may have little real influence on his judgment of you. But be sure that he will note how yo
speak; and will make up his mind about you from your tones and actions, rather than from your words. +
will think the ideas you suggest to him are his own original discoveries.

[Sidenote: Suggestion By Tones And Acts]

Evidently, before you attempt to achieve success, it is very important that you study the art of suggestion
tones and actions. When you know the principles, you should practice this art until you make yourself

CHAPTER III. Skill In Selling Your Best Self 41



Certain Success

master of skillful suggestion.

You need to know precisely the effects of tone variations, the exact significance of the various tones you ¢
use. It is necessary also for you to comprehend not only that "Every little movement has a meaning all |
own," but just what that meaning is. When you are equipped with thorough knowledge of how to sugge
particular ideas through tones and motions, you should practice using the principles and methods
suggestive expression you have learned, until it becomes second nature always to speak and act with sel
art. Then you will be a skillful salesman, sure of your power to sell true ideas of your best capability whereve
you are. Your success will have been made certain through your sales art built on the foundation of your sa
knowledge by your fully developed sales manhood.

[Sidenote: Discriminative Selective Method]

Your increased selling skill will result naturally, just as we have seen that you will grow naturally in sales
manhood, if you employ the discriminative—-selective method when training your human nature in the art ¢
suggesting your best self. You need first to recognize the exact differences of significance among the varic
tones and movements at your command. Then your self-training in suggestive expression should

concentrated on the particular ways of speaking and acting that will best demonstrate your qualifications f
success. Of course it is equally important to eliminate all tones and movements that might suggest unfavora
ideas about you. To make sure of your success, be certain that everything you do and say tells "the truth,
whole truth, and nothing but the truth" about your capabilities. It is necessary to make sure no word, tone,
movement carries the least suggestion that might possibly leave a false impression of the real You.

Let us make a brief analysis now of words, tones, and acts——the three means of suggestive expression w
are the natural equipment of every man for conveying his ideas to the minds of others. You cannot employ 1
discriminative—restrictive method to develop your selling skill unless you know very definitely just what your
different tools of expression are, and the almost infinite variety of uses to which they can be put.

[Sidenote: Four Rules About Words]

For the reasons already explained, words are of much less value than tones and movements in sugges
ideas the other man will admit to his mind unawares. But the sales efficiency of words can be very muc
increased if they are chosen with intelligent discrimination, and if the choice is restricted to words that hav
four qualifications.

First, they should be common words.

Second, short words are more forceful than long words.

Third, words of definite meanings are preferable to mere generalizations.

Fourth, words that make vivid impressions are most effective in suggesting ideas.

[Sidenote: Common Words]

When you employ words to sell true ideas of your best capability, choose words that everybody understan
Do not "air your knowledge" in uncommon language. Unless you are seeking a position as a philologist in
college, restrict yourself to every—day common speech when selling your personal qualifications. A
important element in the skillful sale of ideas is making them as easy as possible for the other man
comprehend. If you use unfamiliar words, it sometimes will be hard for him to understand what you meat

The truly artistic salesman avoids introducing any unnecessary element of difficulty into the selling proces

CHAPTER III. Skill In Selling Your Best Self 42



Certain Success

So you should discriminate against all unusual expressions and restrict yourself to the common words that
easy for any man to comprehend.

[Sidenote: Short Words]

A long word or phrase may convey your idea clearly, but force is lost in the drawn-out process. Rememb
that your words will meet the intuitive resistance of the other man's mind before they are admitted to his fu
belief. You cannot afford to sacrifice the driving—in power of the short word. Therefore, when your opinion is
asked, it will be better salesmanship to say, "l think" so and so than "It is my impression—-"

[Sidenote: Definite Words]

The definite word conveys a particular meaning to the mind of the other man, not merely a vague or genel
idea. Never say, when you apply for a position, "I can do anything." That tells the prospective employe
simply nothing about your ability. Particularize.

[Sidenote: Vivid Words]

It is of the utmost importance to make vivid impressions with your speech. You should employ word
skillfully to produce in the mind of the other man distinct and lifelike mental images. He may not credit the
words themselves, taken literally and alone. But he will believe in the pictures the words paint in his minc
because he will think he himself is the mental artist. He will not be suspicious of his own work. If you apply
for a situation in a bank, and the cashier seeks to learn whether or not you are safely conservative in y
views, you can suggest in vivid words that you have the qualification he requires. You will make the desire
impression if you say to him, "I always carry an umbrella when it looks like rain."

[Sidenote: Tone Meanings]

Our analysis of the three means of self-expression turns now to tones. Rightly selected words a
tremendously augmented in selling power when they are rightly spoken. Most men employ but a small part
their complete tonal equipment, and are ignorant of the full sales value of the portion they use. The mas
salesman, however, practices the gamut of his natural tones, and utilizes each to produce particular effe
Thus he supplements his mere statements with suggestive shades of meaning. The way he says a thing
more effect than the words themselves.

Conversely tone faults may have a disastrous effect on one's chances to succeed. For illustration, idea
mind, of feeling, and of power can be correctly expressed by the discriminative use of particular pitches |
tone. But a wrong pitch, though the words employed might be identical, would convey a directly opposite ar
false impression.

[Sidenote: Mental Pitch]

Suppose you are appealing only to the mind of your prospective employer—-as when you quote figures
him--you should restrict your tone temporarily to the mental pitch. You are just conveying facts now
Therefore the "matter—of-fact" tone best suits the ideas expressed. Since it fits what you are saying, the v
you speak impresses the other man with the suggestion that your tone and words are consistent. Therefore
mind has no inclination to resist the mental pitch on this occasion. He admits your figures to his consciot
belief more readily than he would credit them if spoken in an emotive or power tone. Such tone pitches wou
strike him as out of place in a mere statement of fact.

[Sidenote: Tone Faults]
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If your prospective employer asks how old you are, and how many years of experience you have had, and
reply in a tone vibrant with emotion or in a deep tone of sternness, the wrong pitch certainly will make a be
impression on him. By employing an inconsistent pitch when stating facts, you might "queer" your chance
for the position you most desire. The tone fault in your salesmanship would lie about your real character. T
man addressed would think you were foolish to use such a pitch in merely imparting a bit of information t
his mind. He would expect you to employ for that purpose simply a head tone, not a chest tone nor ¢
abdominal tone. The head tone, when used to convey matters of fact, aids in convincing the mind of the otl
man because it is the pitch that fits bare facts——the tone of pure mentality.

[Sidenote: When Mental Tone Should Be Used]

This mental, or head tone, is most effective in gaining attention, in conveying information, in arousing th
perceptive faculties of another mind. Restrict its use to these purposes only. The mental tone is not pleasing
the ear. It is pitched high. It suggests arguments and disputes. It is the provocative tone of quarrels. S
should be employed most carefully, with every precaution against giving offense by its insistence.

Avoid its use for long at a time. Its very monotony is apt to irritate. The high pitch suggests a mente
challenge to the mind of the other man, and hence arouses his mental tendency to opposition. The unskil
over-use of head tones may ruin a salesman's best opportunity to gain a coveted object.

There are times, however, when it is necessary that you should insist——briefly. If you do so artistically, an
do not persist in the high, mental, rasping tone; but change to the lower, emotive, chest tone very soon a
your insistence on the other man's attention, you will not hurt your chances. It is the continued use of the he
tone that is to be avoided.

[Sidenote: Emotive Pitch]

The emotive (chest or heart) pitch dissipates opposition as naturally as the mind tone provokes a quarrel. E
a hot argument can be ended without any lasting ill-feeling if the disputants conclude with hearty expressio
of good will for one another. The same words spoken in head tones would increase the antagonism
suggesting sarcasm or insincerity. The resonant chest tone suggests that it comes from the speaker's heart
hearer's heart makes his mind believe the heart message conveyed by the emotional pitch of the other m:
voice.

Therefore if you want your ideas to penetrate a man's heart, don't aim your tone high at his head. Lower it
the pitch of true friendliness, of comradeship, of human brotherhood. Aim at his breast with your breast ton
Do not fawn or plead, however, when selling ideas of yourself. You can persuade best by suggesting that \
have brought all your manhood to render the other man a real service. This suggestion will induce a feeling
respect for you, which will certainly be followed by willingness of the prospect to let you show him you are
able "to deliver the goods."

[Sidenote: Danger of Over—-using Head Tone]

Some people suggest by the over-use of head tones that they depend altogether on what they know to act
success. They make the impression that they expect their high degree of mentality to open chances for thel
succeed. "They know they know" their business; so when they secure opportunities to demonstrate th
capabilities, they emphasize too much what they know. They are apt to use the mental tone continual
Perhaps the prospective employer needs a man of exactly such knowledge as is possessed by the candidz
is interviewing. But if when presenting his qualifications the applicant rasps the ears of his hearer for a lor
time with high—pitched head tones, the listener intuitively becomes prejudiced. He is impressed with th
suggestion that the speaker is a "know-it-all" fellow. The employer is likely to turn down his application
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because of the unskilled tone pitch in which it is made.
[Sidenote: Sing—Song Parrot Talk]

When a man has talked glibly and fast about superior qualifications he knows he possesses, it dazes him if
exceptional capabilities fail to win him the job for which he is particularly fitted. He cannot comprehend why
another applicant who plainly is not so well qualified should be chosen. But his voice has suggested to t
employer that everything he said was just "parrot talk." Thousands of bright "parrots" remain failures all the
lives for no other reason than their utter inability to get inside the hearts of other men. The ordinary canvass
who trudges from house to house with his "sing—song" patter has grown into the bad habit of using head tot
almost exclusively. As a natural reflex of the unpleasant impression he makes with his voice, it is a commq
experience to have a door slammed in his face.

[Sidenote: Getting Around Mental Barrier]

The master salesman comprehends that the mentality of a prospect is a barrier to his emotional express
That is, the mind is an alert sentinel on guard to protect the heart from its own impulses to unthinking actio
So the skillful salesman when making his "approach" goes around the mind side of the prospect to tt
emotional side, where there is no hostile guard. He knows that "the hearts of all men are akin," and that "t
hardest heart has soft spots." He realizes it is bad salesmanship to challenge the sentinel mind of the pros
in a mental tone. So the salesman artist makes his tone resonant with chest vibrations that stimulate the di
response of the other man's heart. He works at first to draw out fellow feeling, not to drive his ideas into tf
head of the prospect.

[Sidenote: Talking Like a Brother]

The mere presentation of thoughts, or mental pictures of goods, is not enough to induce a prospect to buy.
master salesman comprehends that he has to deal with the dual personality of the individual he plans to s
Therefore from the very beginning of his interview he works to open the mind of the other man by firs
establishing a unity of human feeling between his own heart and the heart of his prospect. He uses the emc
tone. He "talks like a brother." Of course he is careful not to exaggerate this show of fellow feeling. He uses
"hearty" tone without appearing in the least degree hypocritical. When their hearts are in accord, the oth
man is prepared to agree mentally with the salesman.

[Sidenote: Power Pitch]

The third pitch of your voice as a salesman is the power tone. It can be used skillfully to suggest that you he
the force required to succeed. It is the pitch that comes from deep down and that calls into play the power
abdominal muscles. It is not necessarily a loud tone, however. Often it is low, with a suggestion of immen:
reserve strength behind it. With the power pitch you can command in a simple request which, spoken ir
higher tone, might be refused because it would lack the suggestion of force. In order to succeed, y
sometimes must employ power. When a situation requires a demonstration of your strong personalit
augment the force of your words and acts by using the tone pitch that suggests the power of the big muscle
your waist.

[Sidenote: When to Use Power Tone]

Employ the emotive tone to convey ideas of your truthfulness and honor. Show your courtesy and kindne
with the heart pitch; use it to manifest your real desire to be of service to your prospect. But suggest yo
solidity and capacity for good judgment by employing the pitch of power. With its aid you can convince you
prospect of the enduring quality of your best characteristics; you can deny disparagement or doubt of yc
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ability; you will be able to brush aside unfounded objections; you can compel respect.
[Sidenote: Tone Units]

The discriminative use of various units of tone is as helpful in making suggestive impressions as is tt
employment of character pitches. The one-tone voice does not augment the force of words. "Yes" said w
but one tonal unit is not nearly so powerful as "Y—es" in two tones, the second pitched low. A two-ton
"Y-es" with the second unit high—pitched suggests the very opposite of plain "Yes." It implies "No," or &
guestion instead of an affirmation. Sometimes it is advisable to suggest "No" when the word itself if spoke
bluntly would give offense. You can convey the idea of skepticism or denial by using two tone units skillfully
pitched in saying "Y-es."

While you ordinarily can double the effectiveness of your tone by using two units, and you may treble th
effect if you employ three (as in the exclamation A—ha-al), if you attempted to use more than three units
tone in any ordinary circumstances you would be likely to appear odd or fantastic, if not foolish. So be caref
not to over—do the employment of multiple tone units to stress your meaning.

[Sidenote: Placing Tones]

There is selling value, too, in the placing of tones in your mouth. A tone placed far forward indicates lack c
thought and instability. It is the tone we associate with "lip judgments.” On the contrary, hidden thought:
unwillingness to tell all you know, are suggested by tones placed far back in your mouth. The
middle-of-the-mouth tone makes the impression that the voice is properly balanced, and suggests t
associated idea of mind balance. Avoid the extremes in placing your tones, if you would make certain of ti
most effective use of your voice in selling ideas. Convince and persuade by employing the secure, trustwort
tone of the "happy medium."

[Sidenote: Bad Habits]

Undoubtedly you have little bad habits that tell lies about you ——habits in the use of words, habits of tone, al
especially habits of action. When you fully understand the significance of what you say, and of how you s:
it, and of the things you do--the effects produced on other men—-you will start changing your bac
characteristics into good factors that will certainly help you to succeed. So study yourself most carefully, ir
order to learn what your habits are, and their meanings.

[Sidenote: Significance Of Movements]

Ordinarily a man is conscious of his words and tones, but he often does things unconsciously. Probably y
realize only vaguely or not at all just what your various actions suggest to people who observe you. Therefc
it is of the greatest importance that you study the significance of discriminated movements, gestures, a
facial expressions as aids or hindrances to the making of true impressions of your best capabilities. Y
should restrict yourself to acts that make the best impressions.

Movements, and their results, may be analyzed under three heads: Poise, Pose, and Action.

[Sidenote: Poise]

It is a phenomenon of psychology that the balancing of the body suggests mental balance. Conversely, if
body is out of balance, there is the suggestion that the mind is no better poised. That is, if a man cannot ki
his balance physically, we have an intuition that he is mentally off his equilibrium. Correct poise of cours|

involves correct body support, and suggests a rightly supported mind. Hence you can make the impressi
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merely by the way you stand and walk, that you are a person of well-poised judgment. You may hurt you
chances very much if it seems necessary for you to prop your body with your legs. The man who stands w
his feet wide apart is out of balance, and is easily tipped over. The impression made by the incorrect poise
that such a man must be unable to stand by himself like normal men. The law of the association of ideas tt
immediately suggests that his thoughts are similarly unable to stand unless propped.

Incorrect poise of the body has another bad effect in the sale of ideas. It makes the impression of abnormal
Being unusual, it distracts attention from the salesman and his capabilities, and turns it to his lack of balan
You realize that in order to sell your ideas effectively you need the concentrated attention of your prospect.
will help you to succeed in life if you perfect yourself in the skillful poising of your body and its members so
that you will be able to appear perfectly balanced in any normal position.

If you teeter from side to side, or rock back and forth on your heels when you are talking to a man whom y
want to impress with your stability of character, you will undermine everything you say by what you do. O
course you should not stand stiffly. Your leg posts are designed to serve as a flexible pedestal for your bo
Your ability to shift your weight from one foot to the other easily without losing your balance suggests
associated capability of your mind to keep your judgment in balance. If you have a correctly poised mind,
can balance your body.

[Sidenote: Pose]

The poses of your body, too, are suggestive of ideas about your mental make-up. The quiet pose aid:
making impressions of the qualities of solidity of purpose, of calmness, of confidence, etc. The active pose
suggestive of enthusiasm, force, hustling, and the like. Your pose should be suited to the vocation you he
chosen. In a bank, for instance, the quiet pose of assured efficiency perfectly suits the atmosphere of saf
and security. In a factory, on the other hand, you are likely to make a better impression with a much mo
active pose that matches the energy and speed of manufacturing operations.

You should not, however, take any pose as a pretense. Whatever poses you employ to augment the things
say should be used as means for the better communication of truth, not to falsify in any degree. And you v
need to be extremely careful lest you over—do a particular pose and suggest affectation. Doubtless you h,
characteristic poses. Analyze yourself. Determine what your habits of pose mean to other people. Then me
such changes in your characteristic poses as will signify only the best traits you have.

[Sidenote: Action]

Next we will make a brief study of actions from four viewpoints.

First, the lines of action;

Second, the directions of action;

Third, the planes of action;

Fourth, the tension or the laxity of action.

[Sidenote: Lines of Action]

All movements are in straight, single curved, or multiple curved lines of action. Each of these classes
movements creates a particular impression when it is perceived——an impression very different from the

produced by movements of either of the other classes. It will help you greatly in your ambition to succeed
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you understand the exact significance of your every action along the various lines, and if you emplc
intelligently the right movements to suggest the particular ideas you wish to convey.

The straight gesture always indicates an appeal to mentality. Use it to aim ideas at the other man's mind.

The single curve, or wave movement, invariably denotes feeling. Employ it to reach into the breast of tf
other man and influence his heart.

The gesture of double curves signifies power. It should be employed to dominate both the mind and actions
the prospect—-to make him think and do the things you will.

[Sidenote: Directions Of Actions]

The different directions of actions also suggest various ideas. Your selling purpose is to get ideas over frc
your mind to the mind of the other man. It is especially important that the direction of your gestures shoul
conform to your sales intention. Every movement you make to aid your purpose should suggest your men
action toward the prospect, or away from yourself. It should signify that you are taking something out of yot
mind and offering it to his. Of course you don't break into his head with your idea and force him to receive i
You just bring it to the front porch of his mind. Then, if you have been skillful in your salesmanship, he will
open the door of interest after you ring the bell of attention, and will permit your idea to enter his thought:
But he is unlikely to admit it unless by some indication from you to him he knows what is expected of him.

If you gesture toward yourself when expressing your thoughts, you do not suggest to the other man that
take in your ideas. Instead you concentrate his attention on your selfishness and your individual opinion. T
characteristic gestures of the typical old peddler are displeasing because they are made in the wrong direct
He holds his arms close to his body and gesticulates toward himself. He makes the impression that he does
have your interest at heart in the least, but only his own.

[Sidenote: Affirmation And Denial]

An up—and-down movement suggests something standing. It has the associated significance of vitality or li
Conversely, a side-to-side gesture suggests similarity to things lying down, lack of vitality, or the death c
ideas. By holding yourself erect you make a very different impression of your energy than would be mac
were you to lean to one side. You can affirm a statement by an up—and-down movement of your hand or b
nod of your head. You deny suggestively with a horizontal gesture or by shaking your head from side to side

[Sidenote: Levels of Action]

The significance of action on different planes or levels is seldom appreciated. The level of eye action is
especial importance in suggesting particular ideas.

When you look another person in the eye, you convey to him the idea of direct mental energy. You sugge
the straight action of your mind in team—-work with his. Your eye action on the same level indicates to hir
that you are thinking on the practical plane.

[Sidenote: Lifting Prospect's Thoughts]

But if your eyes repeatedly focus above the level of the other man's eyes, you make the impression that \
are an idealist rather than a practical person. What you say will not seem to him to apply directly to his cas
He will not feel the personal, or man-to—man contact of your thoughts. Sometimes, however, it is importal
to lift your eyes when talking to a prospect, in order to suggest that he lift his thoughts from the level of mel
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selfishness. By your suggestive eye action on the upper plane you may stimulate in him a higher vision
possibilities or an insight into the future, if he seems inclined to take a strictly practical view of his preser
needs only.

When you look below the eye level of the other man, you indicate (1) modesty, if the movement is directl
down; (2) shame, if the movement is a little to one side and downward; (3) disgust, if your eyes look far dow
and far to the side.

[Sidenote: Tensity and Laxness]

The tensity or laxness of your muscles when you are in the presence of a prospect will suggest to him vi
diverse ideas. Both tensity and laxity of muscles can be used to good effect in selling. Your muscles shot
appear somewhat tense when you are presenting ideas, in order to make the impression that your mind is f
active. Conversely, by normal relaxation of your muscles when you are listening, you suggest the receptivi
of your mind and your entire readiness to take in ideas from outside. When you show your muscles a
relaxed, you also indicate that you are perfectly at ease and unafraid of objections or criticism. If you were
sit tense under criticism, you would suggest that you felt the necessity of fighting back. But you disarr
disparagement of your capabilities when you appear entirely at ease while you listen.

[Sidenote: Introduction To Study of Sales Art]

The brief outline in this chapter of fundamental principles of selling skill, and of the methods by which idea
may be conveyed through artistic suggestion, is just an introduction to your study and comprehension of t
successive steps of salesmanship practice which are to be analyzed in the remaining chapters of this book.
limitations of our present space have made it impossible to do more than summarize here the chief factors
art in selling ideas. You will need to master the remainder of the book in order to amplify and to apply mo:
effectively in practice the general principles and methods that have been outlined.

Surely you now are convinced that skill in selling is not a vague mystery, not a natural gift, not somethin
impossible for you to attain. Every element of sales art can be analyzed in detail. You are learning exactly h
to sell the true ideas of your best capability. Practice of what you learn will perfect your salesmanship.

[Sidenote: Success Certain]
There is absolutely no doubt that you can master the right principles and methods. By continual practice y

surely can become skillful in their daily use. When you make yourself adept in the art, you certainly will be
able to sell your particular qualifications successfully.

CHAPTER IV. Preparing to Make Your Success Certain

[Sidenote: Be Ready When Your Chance Comes]

Thousands of men have failed in life because they were not ready when their best chances for success ce
Some of these golden opportunities slipped away unrecognized. Others, though perceived, could not
grasped. The men to whom they were presented had not prepared to hold and use such chances whenevel
might arrive.

If you would make your success a certainty, you must get all ready for it in advance. Then you will not b

taken unawares when you find your big chance. If you are thoroughly prepared, you will sight it quickly
realize its full value, and seize it with complete confidence in your ability to make the most of it.
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Before you seek it, be sure of your entire readiness for the opportunity you especially want. You can mu
better afford to wait a little while for certain success than to rush, unready, into the field of your choice
risking the likelihood of failure that could be guarded against by intelligent preparation to succeed.

[Sidenote: Do Not Start Unprepared]

A young man was offered a position of fine opportunity with a great banking house. His ambition was to buil
his career in that particular organization. But when the duties of the proffered situation were explained to hir
he declined to undertake them at once; though he risked the chance that he might not get another s
opportunity for employment by the financial institution of his choice.

"I am sorry," he said to the cashier, "but | do not know enough about accounting to fill that job now. It will
take six months of hard work evenings to train myself to fit your needs. Please give me other employment
the bank meanwhile, so I'll be able to study the job at close range while getting ready for it."

This was excellent salesmanship. The candidate suggested in his words, tones, and actions that he recogr
a real opportunity, that he comprehended all it involved, that he was willing to prepare himself adequatel
and that he felt certain of his ability to fill the place after completing the necessary preparation.

The bank, however, was in immediate need of his services in the position offered to him. So the cashier, w
had been very well impressed by the young man's attitude, told him to take the place, and offered to sup
him with an accountant aide for six months.

[Sidenote: Keeping the Opportunity Open]

"I would rather not," the applicant persisted in declining. "I mean to keep on climbing toward the top in thit
bank, once | get started; and | don't want to begin as a cripple. | couldn't give thorough satisfaction now, ev
with an assistant on the accounting. It is not good business for me to start by making a poor impression.
prefer that you do not think of me as a man for whom excuses need to be made. | wish to commence my w
in that job, when | am ready, with your complete confidence that | can handle it—-—not as a weak sister." F
smiled winningly.

The failure of so skillful a salesman of ideas was simply impossible. There is no getting away from such
high quality of salesmanship. The cashier bought the present and prospective services of the young man \
had demonstrated at the outset his comprehension of the first importance of preparation. The opportunity w
kept open six months for the applicant in training, while he fitted himself for his future job. This successfu
salesman of true ideas of his best capabilities is now a vice—president of the great financial institution.

"But," you say, "suppose the cashier had been unable to wait, would not the young man's over—emphasis
his attitude on preparation have prevented him from succeeding in his ambition?"

No! A single turn—-down cannot cause the failure of a successful salesman. If that cashier had not apprecia
the worth of the candidate, an officer of some other bank certainly would have had a clearer vision of h
value. The applicant might have been balked temporarily in his ambition. The best salesman occasionally |
to try and try again. But a successful career for that young man was assured in advance. From the very stat
was "certain to get there."

On the other hand, if he had risked making a disappointing impression in his new job, he might have taken 1
first step toward failure. Suppose he had begun the work for which he was unprepared, and then had m:
serious mistakes due to his unfitness. His record would have been blemished. His ability might have be
guestioned. He prevented such possibilities by making sure his preparation was adequate before he accey
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his big chance.
[Sidenote: Preparation Should Be Two—fold]

Your preparation for certain success must be two—fold. You need to prepare yourself in ability first tc
perceive; then to appreciate the full value of what you see. Golden opportunities are all about you. If you c
not recognize them, or if you perceive but slight value in the signs of rich chances to succeed, you will fa
because of your unreadiness.

Many a farmer in Oklahoma cursed his "bad luck" after he sold a farm on which a gusher was late
discovered. But the oil had been there all the time. The "luckless" farmer simply did not perceive th
indications of wealth under his plodding feet; or, if he saw signs of oil, he did not realize that they denoted tf
possibility of millions.

[Sidenote: Developing Perception]

Perception can be broadened almost immeasurably. The physical eye, if normal and thoroughly trained
fitted to be "all seeing." So can your mind be made capable of widest vision over all the fields of possib
opportunity. Some are within your present mental view, others you can see only after going farther «
climbing higher in knowledge. The biggest possibilities of success cannot be comprehended in their entire
by narrowed mental sight.

The first essential of preparation to succeed is that you open your eyes fully, and look all around you for t
opportunities within range of your vision. There are so many close at hand that your search would bett
begin right where you are. Even if eventually you seek far for the best chance to succeed, do so with thorot
knowledge of what is near by. Before you leave your present environment, have an intelligent conviction th
you are capable of a bigger or different success than is to be found within your immediate reach.

Also see and comprehend the especial difficulties you will find close at hand. It does not always pay to rem:
in "the old home town." Often a young man needs to go to a community of strangers to gain appreciation
his ability. It is likely to be hard for him to win success among people who knew him as a boy and who stil
regard him as immature. He may find it much easier to succeed in a neighboring town.

It is possible to make the greatest success turn aside from beaten paths, leave the accustomed haunts ¢
successful, and go to a place where no such success ever before has been established. The Mayo bro
compelled their success as world renowned surgeons to come to them at the little city of Rocheste
Minnesota. Elbert Hubbard brought fame to East Aurora, New York, by founding there his school o
philosophy and the Roycrofters.

[Sidenote: Over—specialized Preparation]

Almost as common as the mistake of first looking far afield for success opportunities, is the error o
over—particularizing one's original preparation. If you think now that you want to be a lawyer, you should
prepare yourself especially by studying law, of course. But you should not exclude preparation for othe
vocations. Judge Gary was thoroughly prepared for legal practice. Doubtless when he began his studies of
he expected to continue in his chosen profession. But he did not neglect to prepare himself in general busin
capability. So when his biggest chance came, he was ready to step out of his law practice and intc
manufacturing industry. There he fitted himself for the position of chief executive in the immense Unitec
States Steel Corporation.
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The ability of a master salesman is not limited to getting orders for just one line of goods, or to selling only t
certain buyers. He has all-around sales knowledge and skill. Though he naturally sells to better advantage
some fields than in others, he can attain a high degree of efficiency in selling anything meritorious, because
his broad and diversified preparation.

[Sidenote: Varied and Adaptable Preparation]

Your preparation for all the possibilities of success you may be able to reach hereafter should be similal
varied and adaptable; though you will be wise to specialize, in addition, by making more detailed preparatic
for the vocation of your choice. At twenty the average man cannot know for what he is best fitted. He may n
be sure even at thirty. The start toward eventual success has often been delayed until middle life. To cite
own case, | prepared myself especially for the career of a certified public accountant, but found my greate
success in the profession of selling. | was able to grasp my biggest opportunity in the sales field becau
though | had been devoting my time and energies chiefly to accountancy, | had studied and practic
salesmanship for years in order to market my own services most effectively.

While preparing yourself for success, keep your mental eyes wide open. Perceive any and all chances al
you, however much you specialize in your preparation for a selected career.

[Sidenote: Preparation In Salesmanship]

Comprehend that preparation in salesmanship is necessary, whatever vocation you choose. Mastery of
selling process is absolutely essential if you would assure your success in any field of ambition. Not only mt
you perceive opportunities to succeed, but you also must know how to sell yourself into the chances you s
No matter how much particularized knowledge you may acquire in preparation for a selected career, yo
success will not be assured until you are able to sell your capabilities to the best advantage. You can neit
perceive all your possible selling opportunities, nor make the most of them when seen, unless you learn |
selling process and develop skill in the actual sale of the best that is in you.

Broad, varied knowledge is required as the foundation for certain success. It cannot be built on a narrow
limited base. Evidently, however, exactly the same amount of knowledge possessed by two men would r
make them equally successful. As already has been emphasized, success is not assured by the mere poss:
of knowledge, but by the effective ways in which elements of knowledge are fitted to opportunities.

[Sidenote: Abstract And Applied Knowledge]

Your abstract knowledge may be valueless. In order to succeed certainly you must connect the things you h
learned with particular people in particular fields of activity. When you have developed the power of relating
your individual ability to every imaginable use, your mental eyes will be opened to many opportunities fo
success that you otherwise might never perceive. Such an association of what you know and can do with
various ways your capabilities might be utilized will tremendously augment your self-confidence. When yol
realize in how many ways it is possible to use your especial talents, you will not be likely to doubt your ow
worth. You will offer your qualifications for sale with complete faith in their value to prospective buyers.

[Sidenote: Insurance Against Undervaluation]

Thorough preparation in comprehension of values is the salesman's best protection against a persc
inclination, or an outside temptation, to cut prices. If your preparation for your chosen career has been limit
to gaining knowledge, and you have not studied its true worth to every imaginable prospective buyer, you w
be apt often to offer your services for far less than their full value. Conversely sometimes you will be likely t
think your services are worth more than they really are. You may fail to close sales because your price is t
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high. A pre-requisite of good salesmanship is the right price. If your preparation for selling your services ha
been thorough, you will realize the exact worth of your knowledge and skill. You will neither suggest inferio
value by quoting a cut price on your capabilities, nor demand so much as to indicate the characteristics
displeasing egotism or greed. If you know what you are truly worth, you will make the right price on your ree
value. Then your self-confidence in your worth will lend you power to convince the other man that you
services would be a good "buy" for him.

[Sidenote: Seeing Into Opportunities]

If you can imagine all the various uses to which your ability might be put, you will appreciate the full value o
every opportunity you perceive. Not only will you see the chances for success that are all about you, but y
will see into them. When your mind catches sight of success chances, they will look familiar to you becaus
of their similarity to opportunities you previously had thought about and connected with your own
gualifications. If you are prepared to perceive and to appreciate fully each indication of a success opportun
that comes within the range of your mental vision, you will promptly begin working a chance "for all it is
worth," as if it were a newly discovered gold mine.

[Sidenote: Service Purpose In Preparation]

Possibly what you have read has unduly impressed you with the idea that the salesman's motive in
preparation is selfish. So perhaps it is well to pause here for the reminder that your primary salesmansi|
purpose should be true service. You are preparing yourself thoroughly in knowledge of your full sales valu
as a measure of success insurance and self—protection. It is not true sales service to give a buyer value gre
in excess of the price quoted. It is right for you to make sure in advance about your full worth. However, tt
obligation to render service is the principal element of right salesmanship, and should come before tl
objective of a good price. Prepare then primarily to serve your prospect. Demonstrate your true servic
purpose, and he will give secondary consideration to the cost of engaging your qualifications for his busines

[Sidenote: Pleasing Character]

You can serve best if you please in rendering service. Therefore prepare your self, your knowledge, and
your methods so that from the moment you make your first impression on a prospective employer, you w
please him. Do not prepare for the interview with the purpose of pleasing yourself. What you like may b
distasteful to the man you want to impress.

Since you cannot tell in advance when or where you may encounter a prospective buyer of your services, \
will not be safeguarding every possible chance to succeed unless you wear your "company manners" all
time. You always should dress carefully, act with painstaking courtesy, and conduct yourself as if you migl
meet a rich relation at any moment. You certainly can expect more wealth from "making yourself solid" witt
Opportunity than you ever are likely to be willed by a millionaire uncle. It will pay you much better to please
Opportunity in general than to ingratiate yourself with any person in particular.

[Sidenote: Please Everybody Everywhere Always]

"Company manners" that are just "put on" temporarily may be left off on the very occasion when you woul
want to appear at your best if you only knew that "The Golden Chance" was to be met. Therefore prepare
be characteristically pleasing to everybody, everywhere, and all the time. Then, no matter where or when or
what guise you come upon Opportunity, you will be sure to please with your genuineness.

Innumerable great successes have begun with the making of a pleasing impression on some one wh
presence and notice were unknown. You realize that your success is practically impossible if you displea:
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Preparation to please is of first importance in getting ready to succeed. Your success in the field of yo
especial ambition will be assured if you win your first chance there by making an initial pleasing impressio
and then keep right on pleasing.

Cultivate grace in your movements——for grace is pleasing to everyone. Carry your body naturally, especial
your head; with such a bearing that total strangers will feel pleasure when they look at you. Be a person w
pleases at sight. It is not difficult. No matter what sort of face you have, if it expresses habitually you
pleasure in living, it will look pleasant. A look of pleasure is pleasing to others. You like to see some one els
enjoying himself thoroughly. Everybody feels the same way. Our own faces brighten when we come upc
radiant happiness anywhere.

[Sidenote: Details That Please]

Please others with your smile. It should not be just an affected smirk, but a smile of genuine friendliness f
all the world. Please by wearing inconspicuous clothes that are faultless in taste, fit, and cleanliness; and c
guality suited to your vocation. Show also that you take good care of what you wear, for that makes a pleasi
impression. You can please in your dress without arraying yourself in expensive clothes. Indeed, ¢
over—dressed man is more displeasing to Opportunity than is one poorly dressed. There can be no excuse
foppishness, but a shabby neat appearance may be due to a good reason. Please with the suggestion in
manner that you are getting along well. Do not pretend false prosperity, of course; but indicate that you fe
successful. Any one finds it unpleasant to be in the company of a failure. If you would succeed hereaft
avoid making the impression that you have not already succeeded. "Success breeds success."

[Sidenote: Courtesy And Politeness]

Be courteous invariably. Learn and observe the rules of politeness. Please by acting the gentleman alwz
Practice courtesy and politeness in your own home to perfect yourself in these pleasing characteristics. Tt
you will show them everywhere. Remember that the rest of the world is made up of "somebody else's folk:
Courtesy and politeness are not natural attributes. In order to make yourself a master salesman you nee
develop them to an unusually high degree. You may intend to be courteous and polite always, but only t
development of the fixed habit will fully support your intention.

You cannot be polite, however courteous you mean to be, unless you take pains to prepare yourself w
knowledge of the usages of polite people. In order to be polite, it is necessary that you do not only tt
courteous thing, but the correct thing. Your courtesy might displease if it were unsuited to the circumstance
It would not be polite, for example, to invite an orthodox Jew to dinner and then to serve him with a por
tenderloin. Your intention to be a courteous host would not lessen your offense against good manners. Y¢
guest would be incensed by your impoliteness, not pleased by your courteous intention.

[Sidenote: Virility Pleases]

No guality you have is more generally pleasing than virility—— your man stuff. Therefore on all occasion
show yourself "every inch a man." Moreover, act like a he—-man. Never appear "sissyfied" in even the slighte
degree. Swing your legs from the hips when you walk; don't mince along. The stride of a he—man is strol
and free. If yours lacks the qualities of virility, change your habit of walking.

When you make gestures, move your whole arm. A wrist movement suggests effeminacy. It is important, tc
that you train your voice to ring with manliness. Even a squeaky, weak tone can be made to suggest man s
if the words are spoken crisply, and the sentences are cleanly cut. Do things with the ease that indicate
man's strength, not with evident effort. Perhaps you have not realized that by cultivating grace in yot
movements you can make impressions of your man power. Grace means the least possible expenditure

CHAPTER IV. Preparing to Make Your Success Certain 54



Certain Success

energy in efficient action. A man can accomplish things with ease and grace that a child or a woman wol
make hard work of and do awkwardly.

[Sidenote: Pleasing Tones]

A pleasing tone helps to assure one's success. You may think your voice is a heavy handicap. Perhaps
high pitched and squeaky; or, on the other hand, a "growly" bass suggestive of ill-nature. Again it may t
faltering or hoarse. Such faults are not serious to a master salesman. If your vocal equipment is physic:
normal, your voice can be made pleasing. In order to make your tones agreeable, learn to vibrate the
naturally through your nose. A mouth tone is displeasing. The so—called "nasal twang" that sounds
unpleasant is a mouth tone prevented from free vibration through the nose. Humming, as you know, bc
indicates pleasure and is a pleasant sound. It is produced with the mouth closed, by a vibration of the bc
structure of the face and of the nasal cavities. Certainly, even if you have a disagreeable voice, you can m
your tones hum, and thereby render them more pleasing. Adenoids that could be removed—-even failure
keep the nose clean—-—may prevent a man from succeeding. Whatever hinders the free vibration of tor
makes displeasing impressions of the speaker. When a man has a bad cold in his head that blocks the r
passages, his voice rasps the ears of a hearer.

[Sidenote: Avoid Giving Displeasure]

Not only please by doing things that give pleasure; also avoid doing displeasing things. For example, whe
you say or suggest anything to another person you want to influence, remember to be a salesman of y
ideas. Do not make the impression that you are teaching. No adult human being really enjoys being taug
Any grown person likes to be treated as an equal, and to have new thoughts conveyed to him without ti
suggestion of superior intelligence which is characteristic of many teachers when dealing with pupils. Perha
you have heard Burton Holmes lecture. His enunciation is a delight in its perfection, but he talks "according
the dictionary" so naturally that his correctness does not sound a bit affected. You feel at home with him. I-
diction is attractive to you. Another speaker practicing the same exactness of pronunciation, but less artistic
selling his ideas with words, might displease you by his scholarly accents.

[Sidenote: Tact]

Sometimes it is tactful to speak incorrectly, as a courtesy to the other man. If in the course of your intervie
with a prospective employer he should mispronounce a word, you would be undiplomatic to emphasize t
correct pronunciation in speaking that word yourself. It is not dishonest, but truly polite to reply "My ad'dres
is"——instead of pronouncing the word correctly. Do not suggest by over-emphasis of right speech that y¢
wish to pose as one who is conscious of his superiority, however well you may realize that you are on a higl
plane of intellectuality. We all like a genuinely great man who does not hold himself aloof.

[Sidenote: Prepare For All Kinds Of Men]

Prepare to meet not only strong men, but weak men; cautious men; very proud men; greedy men. Be ready
reckless men, humble men, men who live to serve others. Be aware in advance of the differences in th
buying motives. They will not all have the same reasons for giving or for refusing you a chance. Hence |
prepared to adapt your salesmanship to the characteristics of the various kinds of men you are likely to me
Though you never should pander to an unworthy motive, study different types of character and learn how
fit your ability to the peculiar or distinctive traits of possible buyers of such services as you have for sale
Perhaps an easy—going employer will appreciate your "pep" as much as would a hustler, but he won't like i
you seem to prod him with your energy. On the other hand, the employer who is a hustler himself might |
keenly pleased should you keep him on the jump to stay even with you.
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[Sidenote: Success Insurance]

Be thorough in preparing to sell your capabilities; so that your success may be insured. You ride on
first—class railroad with confidence, feeling that every precaution for your safety has been taken. You are
ease when you begin your trip; for you know that track, train, and men in charge all are dependable. Becal
of the complete readiness of the railroad for your journey, you count on arriving safely at your destinatiol
You have no fears that you may be wrecked en route.

Similarly you should make the most thorough preparation before starting out as a salesman of the best the
in you. You have to grade your own roadbed, and must yourself lay the rails over which your ideas in trains
thought will be carried to the minds of other men. You are fireman, engineer, brakeman, and conductor of t
Twentieth Century Limited. Your destiny as a salesman of yourself is in the hands of no one else. Before y
travel any farther, take all practicable measures to assure your safe arrival, without delay, at the station
Success.

[Sidenote: Start Confidently]

When you are thoroughly prepared to sell true ideas of your best capabilities, you should start with confiden
that you will reach the end of the line safely and on time. Don't attempt to "get there" before making adeque
preparation for success. Remember that a railroad does not commence operating through trains until the tr
is finished.

If you are prepared now for the actual start in salesmanship—-if you are packed up and ready to leave for y
field of opportunity——ALL ABOARD!

CHAPTER V. Your Prospects

[Sidenote: Meaning of "Prospects"]

If you were to be asked, "What are your prospects for success?" you probably would answer by stating t
things you expect or hope may happen. We commonly say that a certain man isn't rich, but he has "prospec
because he has a wealthy aunt who is very fond of him, or he is employed by a business that is growing f:
or he owns property which seems sure to increase in value, or some other good fortune is likely to befall hi
The literal meaning of "prospect” is "looking forward." So most of us have come to think of our prospects a
just possible occurrences in the future, to the happening of which we may look ahead with considerak
hopefulness.

"Prospects,” in salesmanship has a very different meaning. The master salesman does not regard himse
merely a "prospect_ee," but as a prospect_or. He thinks of "prospecting” as the gold miner uses the worc
describe his activities when he searches for valuable mineral deposits. "Prospects” do not just "happen” in
selling process of achieving success. They do not result from circumstances merely, but must be accumule
by the activity of the salesman.

[Sidenote: Making Good Luck]

"Your Prospects,” as the subject of this chapter, does not mean your fondest hopes, or confident expectatic
We are studying the ways to assure your success. If your prospects depended on mere happenings, they w
be highly uncertain; because what you hope and expect may occur, may never take place in fact. The ma
salesman does not depend on such prospects. He makes his own luck to a very large extent by skKil
prospecting; as the trained prospector for gold tremendously increases his chances of discovering a rich I
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by thoroughly and intelligently investigating a mining region. We are to consider now the prospects you at
capable of controlling, the opportunities you can bring within reach by your own exploration of possible field:
of success.

We will study particular things you can do, and exactly how to do them, to increase the number and quality
your chances to succeed. A trained prospector for gold has more chances to strike it rich than a greenh
because he knows the indications of valuable minerals, and is skilled in the use of that knowledge. So yc
opportunities for success will certainly be increased if you know how to search for, to discern, and to mal
the right use of your prospects.

[Sidenote: Prospecting Not Gambling]

Do not think, because we have compared prospecting in mining and in selling, that the success of t
salesman prospector, your success, must be largely a "gamble" anyway, as is the case with the explorer
gold. However experienced and skillful in prospecting the miner may be, he is very uncertain of discovering
bonanza. He cannot be absolutely sure there is gold in the region he explores, in paying quantities a
practicable for mining. Though he has every reason to feel confident of the richness of a particular field, |
may nevertheless be so unfortunate as not to discover the gold lode or profitable placer deposit. He is helpl
to control the existence of the indications of success. They are predetermined by nature. By no effort of |
own is he able to increase or decrease the fixed quantity and quality of the golden chances about him. He
only increase his likelihood of discovering gold. Even the most intelligent, skillful prospecting will not make &
miner's success certain.

You, the salesman prospector for opportunities to succeed, are not so limited. There are particular things \
can do, and particular ways of doing them, that will assure your finding chances to make sales of the best tl
is in you. If you learn the scientific principles of prospecting for opportunities, if you make yourself highly
skillful in looking for and digging into the success chances that surround you always, there will be nothin
uncertain about your prospects to succeed. You will know surely that you have prospects, just what and whi
they are, and their full worth to you.

Of course, prospecting is only part of the selling process; so your knowledge and skill as a prospector will n
suffice to guarantee your complete success. However, at this preliminary stage you can be certain that y
search for rich chances to succeed will not be a barren quest.

The present chapter will help you to make sure of gaining for yourself such opportunities as lead to comple
success in the field of your choice. We will observe and understand how the skillful salesman prospects f
the purpose of increasing his sales efficiency. We will study the principles and methods of prospecting he us
successfully; for his practices, applied to your job of selling yourself, will certainly improve your chances tc
succeed. We will see also how your very best prospects can be created by masterly salesmanship.

[Sidenote: Hard Work Necessary]

At the outset comprehend that no other step in the selling process involves so much hard work as you v
need to do in order to find all your possible chances of success and to make the most of them. It is neces:
that you look intelligently, most earnestly, and constantly. You must expect to spend a great deal of time a
energy in your quest for prospects. So it is essential to your success as a prospector that the investigatio
your field of opportunity be carefully planned in order to make the most effective use of the time you spen
prospecting. It is vitally important, too, that you develop sufficient physical stamina to do a tremendou
amount of hard work. The gold miner has little chance to discover the bonanza he seeks if he searches on
few days or weeks, or if he lacks the strength and endurance required for making a thorough exploration of
mineral region. Similarly it may take a master salesman months of unremitting toil to prospect a sale that |
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then is able to close in an hour or two.
[Sidenote: The Food of Salesmanship]

Prospecting supplies the food of salesmanship. The salesman thrives if his prospecting is sufficient and go
He grows thin and weak to the point of failure if it is bad, or inadequate in quantity. Every salesman shou
realize that prospecting furnishes the nourishment for salesmanship, but some so-called salesmen
practically nothing to ensure themselves an abundant food supply. They merely absorb the tips that come tt
way. Like sponges they sop up the limited quantity of selling chances they happen to get. That is not the w
to feed one's ambition with opportunities.

Comprehend that you must seek actively for your best prospects. You should not stop searching until you fi
what you are looking for. Myriads of men have failed because they did not make an earnest, hard effort
discover chances to succeed, or because they did not persist in the exploration of their fields of opportuni
You know that other men no more capable than you are succeeding all about you. Certainly, then, your chal
exists. Seek it in your own thoughts and in the circumstances of your every—day living. Put a great deal
time and toil into your search. You cannot afford to loaf on this preliminary job.

[Sidenote: Prospect Continually Act Quickly]

Every moment you are awake should be used in prospecting; unless it is required for some other part of
process of assuring your success. There is no keener pleasure than the eager, continual search of a mine
gold and of a master salesman for possible big buyers. It is necessary that you feel their thrilling zest f
discovery; that you develop their unflagging energy; that you be fired by their ardor for the quest. In order 1
be a highly successful prospector you will need especially a quality they have in common—-"pep."

How eagerly the miner prospector drinks in every bit of news he hears about a new strike! How alertly tf
master salesman listens to casual gossip that holds a clue which may lead to a sale! But the miner and
salesman prospectors would not benefit in any degree by what they learn through their perception of prospe
if they did not then act intelligently upon the clues secured. Not only should you keep your eyes and ears of
for indications of opportunities to succeed, but you should be ready in advance to take instant advantage
any you may discover. What a fool a miner would be if, after finding rich prospects of gold, he were to los
his chance to someone else because he did not know how to file a mining claim! Could there be a grea
failure in salesmanship than learning about a big contract to be let, and being unprepared to bid on it? Bef
doing any outside prospecting, be sure you know what you have in you. Make certain of your ability to tak
full advantage of your chances to succeed when you come upon them.

[Sidenote: Little Doors To Big Success]

Prospects that seem at first glance to be hardly worth following may lead to other prospects. Merely becal
your ambitions are big, do not neglect a chance to make a little success. Investigate completely every mi
prospect you find. Until you look into it thoroughly, you cannot be sure of all that a clue holds. The indicatior
of an opportunity that seems of slight importance may possibly lead straight to the bonanza lode.

An elevator boy in an office building made up his mind to rise permanently in the world; to get out of the
vocation in which he was just going up and down all the time without arriving anywhere in particular. He
prospected the tenants of the building, learned all he could about them, and determined who were the bigc
men. He studied the directory, asked questions, and finally selected the one big business man to whom he
resolved to sell his capabilities.

[Sidenote: Persistent Effort After Prospecting]
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This man was known to be unapproachable. So, instead of attempting to interview him, the elevator b
prospected to discover his characteristics. He found out exactly what qualities were most likely to please |
intended employer. Then he cultivated the tone, manner, and habits of action that he felt certain wou
impress the difficult prospect most favorably. It took the resolute elevator boy nearly a year of continua
skillful work to make the big business man notice him and distinguish him from the other elevator boys. Si
months more were required to develop the big man's attention into thorough interest. But at the end of a y:
and a half of faithful prospecting, the ambitious youth gained his selected, self-created opportunity t
succeed. There was no stopping him after he got his start. In less than a decade he had sold his qualificat
so successfully to a group of powerful financiers that he, too, had become a multi-millionaire.

This illustration of persistent effort to gain a desired chance should help to keep you from becomin
discouraged about your prospects for success. Bear in mind the old, familiar motto, "If at first you don
succeed, try, try again." Stick to your prospecting when you know you are on the right lead. It has bee
estimated that the busy bee inserts its proboscis into flowers 3,600,000 times to obtain a single pound
honey. But the bee is the only insect, remember, that lives on honey.

[Sidenote: No Poor Territory For Success]

The poor salesman is apt to complain that his territory is poor. The good salesman makes any territory go
So in prospecting your field of immediate opportunities, make the best, not the worst, of your presetr
circumstances. The star base-ball player does not refuse to play on the small-town team because itisn't g
enough for him. The great Ty Cobb first made them "sit up and take notice" in a bush league. Undoubtedly
felt then that he was fit for better company, but he put in his best licks and played big—city ball on th
small-town team. That was excellent prospecting for the chance he wanted with the best clubs. From the v
beginning of his career, Ty Cobb has used masterly salesmanship to get across to the world true ideas of
best capabilities in his chosen field.

To-day there is no poor territory for success. Telegraph and telephone and wireless methods ¢
communication, electric light and power, railroads and inter-urban car service, farm tractors, passeng
automobiles, motor trucks, and the airplane have so revolutionized the inter-relations of men that all t
former great distances of different locations and view—points have been shortened almost to nothingness. -
whole world lives now in a single community of interest. The great war has taught us that each individual
close to everyone else. In your prospecting for success you are not limited by any narrow boundary
opportunities. Wherever you are, newspapers and magazines bring to your door chances for big succes:
you search for prospects in everything you read you should be able to reach out all over the earth with yc
capability. An ambitious man | never had heard of before wrote to me at one time from South Africa to secu
a selected territory for the sale of automobiles in a western city of the United States. From a distance of nec
half the circumference of the earth he got his chance to succeed.

[Sidenote: The Fields of Opportunity Are Broad]

A clerk in a Los Angeles real estate office received a letter from an acquaintance in Chicago who had sp
his summer vacation in Michigan. The Chicago man wrote that the farmers of the Traverse Bay region we
made rich by a bumper crop of potatoes just harvested. The Californian saw a chance for success in this bi
information. He worked out his idea and talked it over with his employers. He sold them on it. They sent hir
East loaded with facts about "the glorious West" and brim—full of Los Angeles peptimism. Aided by colc
weather in Michigan that winter, the western real estate man eventually sold California irrigated ranches tc
score of Michigan farmers who suddenly had made sufficient money to retire from potato raising, and wh
were old enough to be strongly attracted by the idea of owning and cultivating land in a more genial climat
Thus a sentence in a letter led straight to the success of the clerk who perceived his prospects and knew
to make the most of them.
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[Sidenote: Know Local Conditions]

While distances have been bridged by modern swift means of communication and transportation, eve
locality has opportunities for success that are peculiar to it alone. Conversely every locality is handicapped
certain ways. Therefore in your prospecting for success study the conditions in your especial field. As
salesman of yourself, you should know your "territory," its advantages and disadvantages in particul:
respects. Men are doing business in your town. There is no better way to gain a prospect to succeed wit
house in your home community than to demonstrate to the head of the concern that you comprehend just w
he is "up against" on the one hand, and on the other what "edge" he has on businesses in the same line loc
elsewhere. You could make no worse mistake, you could injure your own prospects no more, than by showi
ignorance of local conditions, or inappreciation of the circumstances in which your prospect's business
being conducted.

[Sidenote: Turn to Account What You Learn]

Not only should you know as many facts as possible regarding opportunities in your chosen field; it is eve
more important that, by the use of your imagination you relate these facts to practical ways of turning them
account for your benefit. In order to derive the maximum of benefit from your prospecting, you must mak
the best use of every item of knowledge you gain. Sometimes the mere possession of particular knowlec
will increase your chances to succeed. But almost invariably you can multiply the value of what you learn
you prospect in your own mind for ideas about putting the facts to the most profitable use.

Do not forget that the primary object of true salesmanship is service to the other fellow. Therefore prospe
your own thoughts with the purpose of making what you know especially valuable to some one else, yc
intended employer for instance. In every step of the selling process you should think first of how you ca
serve your prospect with something that he lacks and needs.

[Sidenote: Prospect Needs]

Surprisingly few young men who go into business prospect their fields of opportunity to learn what is mos
wanted there. The great majority take up special professions or enter selected industries just because they
to do chosen things. The master salesman, however, adapts himself to the circumstances and requiremen
his customers, even at the sacrifice of his personal inclinations. He could not succeed if he sold only what
wanted to sell, or if he confined his salesmanship efforts to a limited number of buyers because he liked th
and disliked others. In order to assure your success, you must learn to like to do what is most needed tc
done, and learn to like to serve whoever lacks what you can supply. Therefore prospect your fields
opportunity to learn what capabilities are principally needed. If you would make your success as easy
possible, look about you first to determine the demand for such services as you are able to render.

[Sidenote: Sometimes Go The Round-About Way]

Perhaps your prospecting will indicate that it is advisable for you to go a round—about way to your goal c
ambition; because the direct route is beset with great difficulties. A young doctor wished to specialize i
bacteriology. He realized that it would take the savings of a great many years of general medical practice
equip a complete laboratory of his own. Accordingly he discontinued the practice of his profession; though |
went on with his studies. He engaged in business for five years. Thus in a comparatively short time he eart
the money he needed to enable him to devote the rest of his life to bacteriological research.

[Sidenote: Racial Characteristics]
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Different territories or fields of opportunity have various characters, like different people. It is important to
study especially the racial types you are likely to encounter. Many a man has attained success

accumulating discriminative knowledge regarding the national peculiarities of the Latin peoples, Slavs
Teutons, Anglo—Saxons, Magyars, etc.

The Italian has strong likes and dislikes in colors and patterns of goods. To be a good salesman in deal
with him, you should know his preferences and prejudices. If you learn what colors and patterns are mc
favored in the "Little Italy" of your city, you may be able to employ this bit of knowledge to help you very
much in influencing your fellow-residents of Italian descent.

You are aware of the effect produced on the majority of Irishmen by the color green. But take care to lea
whether the Irishmen whose political help you would like to win are from the South or the North of the
Emerald Isle. They may be Orangemen, and you might "queer" your prospects by going among them wear
a green necktie.

Learn your facts with discrimination; then use them restrictively in the circumstances where they will be mo
effective in promoting your success.

[Sidenote: Temporary Conditions]

Prospect to learn not only permanent conditions in your field of opportunity, but also any temporar
conditions that might affect your chances to succeed. Mental and emotional "waves" sweep over the coun
and over local communities at times. Billy Sunday's revivals in various great cities brought succes
opportunities to particular businesses, but had injurious effects on others. You should take such factors i
account when studying your prospects.

The manufacturers of that successful innovation, the "Service Flag," took advantage of the sudden demand
such an emblem. When war came, they saw into the future and perceived a new lack. But the need for Sen
Flags was temporary. Before the war ended they were displayed everywhere. To—day none are seen.

Now there has come into existence The American Legion, which seems certain to be a great political a
social power in the United States for generations, as was the G.A.R. after the civil war. Any man who hop
for political success in the course of the next thirty or forty years must prospect the thoughts and feelings
the veterans of 1917-18.

[Sidenote: Analyze Individuals]

You will have specific as well as general prospects. Hence it is essential that you supplement your study
conditions with the analysis of individuals. Study men with the greatest care, especially the one man or gro
of men upon whom you want to impress ideas of your capabilities. Learn all you can regarding the persor
characteristics of the individual to whom you hope to sell your services or "goods." Your knowledge of hi:
traits and peculiarities, your familiarity with his life purposes and hobbies, may assure you a chance
succeed with him that otherwise you could not get. A friend of mine is the president of a big ice company, b
he is not so much interested in cooling people's food as in warming their hearts with his genuine brotherho
for all men. There isn't much prospect for anybody to sell him "a cold business proposition,” even though he
a dealer in ice.

[Sidenote: Hobbies]

Do not, however, make a "hobby of hobbies." Only the big hobbies of your man are worth especial stud
Never harp on any of his little idiosyncracies. He may be sensitive about being eccentric. It is ba
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salesmanship to pretend an interest in another person's whims. You cannot use his hobbies to help y
prospects unless you share his feelings to a considerable degree. My friend who believes and practices
doctrine that all men are brothers would be sure to detect quickly a false humanitarian bent on a selfi
purpose to exploit his hobby.

As already has been emphasized, the object of the good salesman when prospecting is to discover the lacl
men who might benefit from the things he has to sell. If you are looking for your prospects with that servic
purpose, you have taken a long preparatory step in the process of selling your qualifications. Find tl
employer who needs your best ability, and your success will be assured the moment you get into his mind-
true idea that you are the man he has been looking for.

[Sidenote: Prospect Lacks]

Undoubtedly you know men to whom success has come because they made other men realize they fitted
particular needs. A young acquaintance of mine foresaw that a manufacturer would want an assistant withi
year or two; though the executive himself was unaware that he was developing such a need. My acquainta
got a minor job under him in order to make a good impression in advance. Long before the head of tl
business realized that he was breaking in a confidential assistant, the young man had qualified for the posit
he had perceived in prospect.

Your chosen employer may not know of the lack that you have prospected in his business. He may not he
the least idea that he wants you. Prospecting his needs is part of your job as a salesman of yourself.

An expert accountant sold himself into a fine position as the auditor of a great corporation by anticipating th
the Company would need to have its system of book—keeping revolutionized in order to prepare for tt
Federal income tax. He prospected what was coming to that business; then sold the president comprehen
that he lacked an expert accountant he was going to need badly before long.

One of my own experiences as an accountant illustrates the value of specific prospecting. When | w
studying accountancy, | bought every authoritative publication on the subject. For one set of forty books | h:
to send to London. Each volume related to the peculiar accounts, terms, etc. of one business. There w:
book on brewery accounting, another on commission house accounting, and so on through the list of fol
businesses. To each volume | afterward owed at least one client. For instance, | got a commission to mak
cost survey for a tobacco company, largely because | was able to convince the president that | knew a g
deal about the tobacco business. | talked intelligently to him regarding the processes of his industry.

[Sidenote: Reasons Behind Habits]

When you prospect an individual's personal qualities, traits, or hobbies, do not stop after learning the fac
Study out the reasons behind habits and opinions. It may help you only a little to know that your intende
employer is a Republican or a Democrat; that he is conservative or radical in his social opinions. But yo
chances of success in dealing with him will be greatly increased if you know exactly why he belongs to one
the other political party, and the reason he is a "stand—patter" or a "progressive." Use knowledge of why's a
wherefore's with the skill of a salesman bent on securing an order from a prospective buyer. But be sure
get the fundamental facts, for often "appearances are deceiving."

[Sidenote: Your Personal Responsibility]
When you look for prospects in your selected field of service—opportunities recognize your persona
responsibility for the successful development of the chances you find. Before you begin prospecting, reali

that what you make of your opportunities is solely up to you. Assume all the responsibility for your ow
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success; then you will have no excuse to blame any one else if you fail. Should things not go as you wish, :
"It's my own fault," and feel that way. The true salesman never apologizes to himself. So if you have n
found your prospects, or if you have not made the best use of the chances you have discovered, kick at
man who is responsible. Don't get sore on the world at large.

[Sidenote: Follow—-ups]

Perhaps what has been said thus far has over—-emphasized the process of prospecting for the first chan
succeed. Maybe it suggests to you that if one can get an opening, the hardest part of the effort to ass
success will have been accomplished. But a successful career in salesmanship is not built on single orc
closed. The master salesman keeps on selling the same buyer and develops him into a steady customel
continues all the while to prospect the needs of that buyer, just as thoroughly as if he were planning his fi
approach.

Your initial success should be completed by after—service. In order to continue progressing toward your go
you must "deliver the goods" right along. You cannot keep your success growing unless you prospe
unremittingly for more and better opportunities to render service. Give satisfaction in larger amount an
improved quality from month to month, and year after year. If you would continue to succeed, look ahea
always for more prospects and seek in each of them new chances to broaden your usefulness.

[Sidenote: The Art of Prospecting]

If you prospect skillfully (with art), your chances to find what you seek will be remarkably increased. So loo
for your prospects cheerily. Be frank and expressive in your quest. Show your sympathetic side, and tr
appeal to the kinder tendencies of other people. The best way to avoid the world's coldness is by warmi
everybody you meet with your own cordiality. Be courteous. Especially cultivate the art of talking with
people instead of at them. Use tact and judgment in dealing with your prospects.

Thousands of men are shut away from the open minds and hearts of others by doors of concealment
reserve. You need to open such doors. You can do it only by frankness on your own part, which will induc
people to feel like telling you their secrets. Frank expression of your opinion, provided it has a soun
foundation, will often draw out the hidden opinions of others and reveal to you prospects that you might nev
discover unaided. Do not, however, be dogmatic or arbitrary in saying what you think. Speak your belie
casually. Then you will not discourage those honest differences of opinion that enlighten one's own 