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NJ© HUMAN being ever yet made

a success trying to be some-
body else, even if that person was
a success. Success can nol be
copied,—can not be successfully
imitated, 1% is an original force,
—it CreRlivE Process. Every man
will be a failure just in proportion
as he gets away from himself and
tries to be somebody else and to express somebody else instead of himself.
Power comes from within or from nowhere. Be yourself Listen to the voice
within. There is room for improvement in every profession, in every trade,
and in every business, The world wants men who can do things in new
and better ways. Doxn't think, because your plan or idea has no prece-
dent, or because you are young and inexperienced, that you will not get a
hearing. The man who has anything new and valuable to give to the world
will be listened to and will be followed. The man of strong individuality,
who dares to think his own thought and originate his own method, and who
is not afraid to be himself, not a copy of someone else, quickly gets recog-
nition. Nothing else will attract the attention of your employer or the rest
of the world so quickly as originality and unique ways of doing things, espe-
cially if they are effective.

Blaze your own way, make your own path, or you will never make any
impression on the world.

It is striking originality that attracts attention. The world admires the
man who has the courage to lift his head above the crowd, and dares to step
to the front and declare himself. Never before was originality so much at
a premium. The world makes way for the man with an idea. Itis the
thinker, the man with ongmal ideas and new and up-to-date methods,
who is the real productive force in a community. He is wanted everywhere,
But there is very little demand for human maghines.

The world is full of followers, leaners, and taggers, who are willing to
walk in old trails, and to have their thinking done for them; but it is seek-
ing the man with original force, who leaves the beaten track and pushes
into new fields, the physician who departs from the precedent of those who
have gone before him, the lawyer who conducts his case in an original way,
the teacher who brings new ideas and methods into the schoolroom, and the
clergyman who has the courage to proclaim the message which God has
givep to him, not that given to some other man who has put it into a book.
The world wants preachers who get their sermons out of life, not out of a

library.

& & &

There are a thousand people who will do faithfully what they are told,
to one who can lay out a programine or execute it; a thousand who can
only follow, to one who can lead. It is a rare thing to find a young man
who has the power of accomplishment, the ability to put a thing through
with the force of originality.

‘Whatever your work in life, do not follow others, Do not imitate. Do
not do things just as everybody else has done them before, but in new,
ingenious ways. Show the people in your specialty that precedents do not
cut much of a figure with you, and that you will make your own programme,
Resolve that, whether you accomplish much or little in the world, it shall
be original,—your own. Do not be afraid to assert yourself in an original
way. Originality is power, life; imitation is death. Do not be afraid to
let yourself out. You grow by being original, never by copying; by lead-
ing, never by following. Resolve that you will be a man of ideas, always
on the lookout for improvement. Think to some purpose. There is always
a place for an original man.

There is nothing else which will kill the creative faculty and paralyze
growth more guickly than following precedents in everything, and doing
everything in the same old way. I have known progressive young men to
stop growing, become hopelessly rutty, and lose all their progressiveness
by going into their fathers’ stores, factories, or places [of business, where
everything was done in the same old-fashioned way, and precedents were
followed in evervthing. They lost all expansiveness. There was no motive
~ for reaching out for the new and the original, because their fathers would
not change; and I have seen these splendid fellows, who might have
become great and grand men, shrivel to pygmies in their fathers’ ruts,

How many of our business houses are weighted down with machinery,
old, antiquated methods, ponderous bookkeeping, and out-of-date appliances,
when new devices, or new methods with short-cut ways of deing things
would enable them to economize greatly on room and get along with much
iess help ; but they cling to the old with a fatal tenacity.

This is why so many old concerns, which have been strong and power-
ful for generations, gradually shrink, shrivel, get into ruts, and fail, while
their newer competitors, the bright young men who have gone out from these
houses, do things in a new way, adopt up-to-date methods, keep up with
the times, and go on to greater success,

& & &

There is a great advertising quality in originality, or uniqueness. The
man who does business like the great majority of men does not attract
much attention, although he may have superior ability; but if he makes
his own path, adopts original, unique, and progressive methods, puts his
specialty in a class by itself, and attracts attention, everybody who patron.
izes him is a traveling advertisement for him.

There is a specialty store in Boston whose progressive proprietors make
a study of original ways of doing everything. For example, all change is
given in brand new money, direct from the United States treasury or mint.
It does not cost much, and is no great trouble, vyet it is a vety shrewd
advertisement. This is especially attractive to women and children, and
has brought a great deal of trade. Aside from the danger of handling old,
soiled money, which has been no one knows where, it gives a sense of
pleasure to handle new; crisp bills, and brand new, bright coins, This is
only one of the many unique methods this concern adopts.

People flock to the most up-to-date establishments, for they know that
the newest styles, the latest and freshest goods, the greatest variety, the best
display of taste, and the most appropriate things are o be found there, for
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up-to-date houses pay the largest
salaries and have the best buyers.

There is a hotel in New York
which needs no advertising. It
is one of the institutions which
people visit just F} see it, and
they are always talking about it
Other things being equal, they

‘ will patronize it. If they can not
afford to have rooms there, they will go there'to dine, to see the fashions,
and prominent people. The amount of free advertising which this hotel
has had, in addition to what, perhaps, other first-class hotels get, would
probably have cost, if paid for, half as much. as the hotel is worth.

The same is true in every line of endeavor. It is the newest and the
most up-to-date concern, that has the latest devices and the freshest, and
most original ideas, that draws the people. Do not, however, make the
mistake of thinking that if you simply do things in new ways you will
necessarily be successful. It is effectsve originality that counts. There
are thousands of men who are always chasing new ideas, new ways of doing
things, who never accomplish anything of note, because they are not effect-
ive, not practical. I know a man who has always been adopting every
new device that comes along, and yet he has thus scientifically run through
a large estate left him because he did not have the judgment or the
sagacity to select effective devices or methods.

& & &

So the shrewdest thing a young man can do—to say nothing of the influ-
ence upon his character,—is to determine to put the greatest possible orig-
inality and the highest possible excellence into everything he does, to makea
resolution, at the very outset of his career, to stamp his individuality upon
everything that goes out of his hands, and to determine that everything he
does shall have the imprintof his character upon it as a trade-mark of the high-
est and best that is in him. This is his patent of nobility. If he does this,
he will not require a large amount of capital to start 2 business, and to ad-
vertise it His greatest resources will be in himself. Originality is the
best substitute for advertising, as well as the best thing to advertise, if
quality goes with it, yet some men are absolutely afraid to do things in a
new way. They must follow somebody else. *“What was good enocugh
for my father and grandfather is good enough for me,”’ seems to be their
motto. They can not see any reason for changing. They must have a pre-
cedent for everything or they reject it. They can not appreciate a new idea
or a new way of doing things. They think there must be something the
matter with it if it has not been used before. They have a peculiar love
for the old; the antique appeals to them. They think the value of things
lies in their age. These people with hide.bound intellects stand in the
way of progress. Every town has these * precedent men’’ in the same
old-sized stores with the same old, out-of-date show-windows, the same
methods of displaying goods, the same old, cumbersome systems in the
countingroom. They are progress-proof. New ideas frighten them. The
precedent man is always nonplused, embarrassed by anything new, or when
confronted with a condition which requires something original. He must
get hold of something which has been used before, or he is powerless,

Some people think it is terrible to be unlike others in their personali-
ties. They are always afraid of being thought peculiar, or eccentric.
Yet the Creator never made two things alike, nor any two people alike,
Nature breaks her mold at every new birth. Great characters always
have strong individuality and originality, characteristics which mark
them from the crowd, To be eccentric is not to be weak, but more often
it is a sign of strength. Lincoln had eccentricities, but they were insep-
arable from his great characier. Eccentricities which do not make a person
disagreeable or repulsive are often advantageous rather than disadvantageous,
What is more monotonous than a dead.level, insipid character, which
has no strongly marked features which individualize it? We all love a
great nature, a strong, vigorous, rugged personality, which impresses us
with power,—something colossal which looms above us and inspires us
with awe and admiration,such as we feel when standing under some mighty
mountain cliff towering above us into the clouds, We do not wish the
rugged crags smoothed off. They add to the peak's sublimity. They
suggest majesty and power. Why should we want to plane off the eccen.
tricities of a great character, or the individuality which characterizes him and
distinguishes him from all others?

& & &

‘We believe in the original man or woman who does not remind us of
others, who makes a new, strong, vigorous, and lasting impression upon
us, who does not imitate, copy, or follow, who makes his own programme,
who acts upon his own judgment, who leans upon nobody, and who does
not ask advice, but acts fearlessly and boldly. We know there is force
there that can do things,—that can achieve,-—a reserve power that makes
its possessor a master. Fearlessness is a quality absolutely necessary to
great achievement, courage always accompanies force. It is a marked
quality of the original man. Imitators, copiers are timid, weak.

Do not be afraid of being original, even eccentric. Be an independ-
ent, self-reliant, new man, not just one more individual in the world. Do
not be a copy of your grandfather, of your father, or of your neighbor.
That is as foolish as for a violet to try to be like a rose,or for a daisy to ape
a sunflower. Nature has given each a peculiar equipment for its purpose.
Every man is born to do a certain work in an original way. If he tries to
copy some other man, or to do some other man's work, he will be an abor-
tion, a misfit, a failure,

Do not imitate even your heroes. Scores of young clergymen attempted
to make their reputations by imitating Beecher. They copied his voice
and conversation, and imitated his gestures and his habits, but they fell
as far short of the great man’s power as the chromo falls short of the mas.
terpiece, Where are those hundreds of imitators now? Not one of them
has ever made any stiv in the world, The world puts its ban upon all imi-
tations, It despises the man who tags on to somebody else, leans, and
imitates. He is always classed as a weakling, without force, power, or indi-

[C oncma’ed on pageg‘y
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Business Talks

By the Publisher of “Success”
I—With College Men

Why is it that a lot of hardheaded business men, of the « Old
Gorgon Graham ™ type, talk so largely and irreverently about “fool
college boys?” Why is it that they “won’t have 'em 'round?”

Are you in love? If you are—and what college man is n't?
—you have begun to think about the future, and to build castles
in Spain founded on the discovery of some large, rich, juicy store
of treasure which is going to happen around at exactly.the right
psychological moment.

Now, such a delightful thing may, of course, happen; but the
probabilities are that it won’s. You will have to wor, and work like
the—next man—if you are going to found a home and a family.

The hard, cold fact is that, among all the life careers open to
an enterprising young man or woman, nine tenths are crowded to
the limit. Supply is greater than demand. In the professions, in
literature, in scientific pursuits, in clerical work, and even in the
manual trades, skill and ability are recognized only after many
years, and ““ starvation wages” are far too often the rule rather
than the exception. You will leave college better trained in the
philosophy which will comfort you in waiting, than in the prac-
tical knowledge that will give you an immediate and large return

. for your daily work. Probably half the college graduates of the

last twenty years are working to-day at salaries under one hundred
dollars per month, and half of this half will never get any farther.

But one thing the world always wants and always pays for—
one thing where demand is greater than supply—one profession, if
you acquire it, which will make your upward climb to larger
earning power a certainty. ‘This Aladdin’s lamp is Salesmanship—
the power to secure a hearing, and to convince your hearer that
you have the thing he wants. This power, once gained, will be
your most valuable personal asset. You can use it #ow to com-
plete your education. You can use it “on the side” after you
have nailed up your shingle and are waiting for clients. And if
you fail in other lines, you can always rub your lamp and build up
your fortunes again. Salesmanship will stand between you and
the wolf at the door in many a tight squeeze. It is worth acquir-
ing at any reasonable cost of time, trouble, expense and persistent
effort. Do not throw away any good opportunity to obtain it,
particularly now, when you are young, for the principles upon
which good salesmanship are founded will enable you to pass
among your fellow men in a bright, cheerful, good-tempered way
which will smooth over many difficulties and give you power of
accomplishment in almost any line which you may undertake.

One of the very best ways of acquiring the art of salesman-
ship is to undertake “field work ” for a great publishing house.
Young people especially, and others unused to the work of sell-
ing, are often shy, diffident, afraid of themselves, and unfamiliar
with travel or the ways of the world. They lack self-confidence
and “manners.” They do not know how to approach people,—
how to win confidence,—how to gain ends. In no way can these
defects be remedied more quickly and more pleasantly than by
soliciting magaziné or book subscriptions. You will meet in this
kind of work the best and most cultured people of a community.
In nine cases out of ten they will be kind and courteous to you,
particularly if they recognize your diffidence and inexperience.
Especially is this true when you represent the Success MAGAZINE,
whose quiet influence for better things ought to be in every home.

The Success MaGAZINE is prepared to entertain applications
from college men for high-class subscription work this spring and
summer. Every man whom we engage will be personally trained
for the work, either in the field or by our free Correspondence Course
in Magazine Salesmanship. Our contracts provide for the payment
by us of salary, with a commission option which gives to every man
the full benefit of exceptionally good work. For full information,
address College Department, The Success Magazine, Washington
Square, New York.
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The charm
of motoring in a Franklin
1s due to its enormous power,
its lightness and ease of control.

Water-cooled cars have been developed to a high degree of
excellence—especially since they have followed the lead of the Franklin
in adopting four cylinders. But so long as they are hampered by their
heavy and cumbersome water apparatus, and their power is exhausted
through great weight and wasteful application, they cannot attain that
spirited and bird-like buoyancy that is found in every Franklin car.

Runabout 20 H. P. Touring-car
Light Tonneau 30 H. P. Touring-car

Send for catalogue and booklet which tells of the Franklin's record run from San

Francisco to New York., Both books are read from cover to cover.

H. H. FRANKLIN MFG. CO., Syracuse, N. Y.

Member Assoctation Licensed Auwtomobile Manufuctirers




