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John W. Gates and His Grandson,

By E. J. Edwards. .y
AVE you a working motto?

*“ The .American people like to
be humbugged,”” seid P. T. Bar-
num. And by that motto, which

P coined, he lived, and by it gained great
fnmterinl success and international noto-
Bhaty.

® Don't kesp 2 reg-bag,”” was & funda~
grnental motto of A. T. Stewart.

That ploneer American merchant prince
was acoustomed once 2 week, and some-
Hmes oftener, to go up and down the
‘misles of  his store, stopping at various
counters and flngering dry goods or fan-
£y goods or the many little articles dis-
played on the notion counter. ‘ How is
this erticle selllng?’ or, ‘“ What {s the
demand for these goods? ™ he would ask.
If the reply was that the article or goods
in question was gelling rapidly, Mr. Stew-
art would s&y no more, but pass on. But
if he discovered that the demand was
falling off for a certain article or a cer-
tain line of goods, or else that there was
not 2 ready sale for the article or goods
because of the price, he would say: ** Put
these things on a special table and mark
the price down until you can sell them. |
Don't keep a rag-bag.”

It was his rule—or motto—thet
rise to the bargain counter 88 we XKnow
it to-dzy; and in his long career sg a
merchant it enabled him to turn every-
thing he had to sell Into cesh as speedily
es possible.

After NMartin Van Buren, three times
candidate for the Presidency, once Suc-
cessfully, had retired to private life, he
was asked by a friend what he regarded
as the most important and successful of
the rules of conduct which he had worked
out and followed while he was In polit-
fcal life. .

“* It 1s a very simple rule,”’ the ex-Pres-
dent replied. ‘““ You can put it in three
words: ‘ Never write letters!’ "

Then Mr. Van Buren went on to 88y
that he had known of several casges
where letters had turned up which had
serlously affected the political fortunes
of thelr writers. Written records, he

gave

sald, were always permanent evidence: |

m—— R

qprlvate conversation was the safer way |

| packetboat than write one political lef:

{

for a politician, And to emphasize his
confidence in the rule that he swore by
Mr. Van Buren added: ‘“I would rather
travel a hundred miles by stagecoach or

ter.”

Tntil his closing years there lived in the
central part of New York State & man
whose life was almost contemporaneous
with the nineteenth century. In his later
years he was & member of the New York
State Legislature, where he had great in-
fluence. His name was David Gray, and
he was 50 popular with every one he
knew that he wag universally called
‘“ Uncle David.”” He was successful (n
his businegs, tL.at of an apple commission
merchant. .

One day, when he was a member of the
Legislature, “Uncle David was asked by
a8 friend how he acecounted for his success,
not ony as a buginess man, but as a politi-
clan.

‘“ Well,”” replled Uncle David, *“when
I was a young man I picked up a motto
which I thought was the best gulde for
a young man ta follow It was this: ‘ Falr
play and half the road.” I painted it on
my wagons, aend I practiced 1t as
thoroughly as I preached it. Thet 1s all
there 1s to the success I have had, and
I have been pretty fortunate, and had a
mighty good time in my life.”

Until Willlam H. Taft was called from
the bench by President McXKinley to enter

public life as an executive, his career| persuading them to his view, he was re-
had been the qulet one of a judge. When | minded of thig talk.

he accepted the call he knew that no
longer would he escape being a target
for public attack, often slncere, often in-
spired by animosity.

One of the old friends of his (Taft's)
father, had been an Iintimate friend of
William H.” Seward. In conversation
with the clvil war Secretary of Btate, ut
s time when Mr. Seward had been severely
attacked politically, his friend asked him
why he dig not reply. Mr. Seward an-
swered:

‘““ BEarly in my political life T. mnde it &
rule never to reply to personal criticisms,
never to defend myself from political et-
tack. That rule I have foliowed faith-

fully. I never complain and I never ex-

-

S . FED TN - - T

e S —— e p———

. Wi =t . om oma poovr e s, S A o T e PR ek P =E
T
——

m Waw ty L

e rmr———

RN T L N T T T DR Ty

T

-
e #r-., .
i T.ea -
e e 3 1%

TR L "i-- ot

-

“Never Complain
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, Never Explain” Is” President Tait’s )

Favorite-—Rules of Life of Carnegie, Bishop
Greer, W. C. Brown, and Others. - |

e;p!a.in, and Y feol that my adherence to

this rule has made me what I am.”

This authenticated anecdote Mr. Taft
had heard from his own father. Right at
the start of his career in public life he
adopted Seward's rule as hls own and
took it with him to the Philippines. Silnce
then -it has been impossible for any of
those who have pleaded with him.to make
some personal gstatement in answer to
some specific attack upon him to prevail
upon Mr. Taft to do g0. * Never com-
plain, never explain,”” has beén Mr. Taft’'s
motto ever since he became & public serve-
ant. ’

Some time In the early elghties the late
James D. Layng, who at that time was
tha General Manager of the Chicago &
Northwestern Ralilroad, was making a
tour of inspecfion over that road. He

Andrew Carnegle.

gave orders to the enginser or the Trall
to stop at g little town about forty mliles
northwest of Chicago. As he was leaving
the train he looked across the street and
saw standing in the door of the -general
store a thick-set man, without coat or
waistcoat, and with a wilted shirt froat
and collar—for the day was very hot.

** Hullo, John,*” said the General Mana-
ger.

“* How goes 1t with youn, Jim?'" asked
the young storekeeper.

They spoke with that familiarity be-
cause they were friends; the young man's
name was John W. Gates. After a little
conversation Mr. Gates sald: " I'm going
to pull out. There's nothing more for
me hers. I've got all there was In this
orange.’

Mr. Layng asked the young storekeeper
what he was going to do. .

“ I*vn going to make some money, and
I know where to make it,"”” was the reply.
*“ T have learned two things since I have
been in this store. Gne is: *‘If you want
business, you‘ve got to go after {t.’ The
other Is: ‘Money makes more money.’
Now I am golng out to get buslness. It
never ‘comes in. And I have got a little
money—not much—but if you have got
money, you can malke money."

Long afterward when Mr. Layng heard
that John Geates was the most successtul
commercial traveler {n the BSouthwest,
and that he had developed a remarkable
gift of approaching men of capital and

At the time he w=as beginning the or-
ganization of the Carnegis BSteel Com-
pany, Andrew Carnegle reasoned In this
way: *In order to bes successful {n busi. |
ness of the kind I purpose, it 18 necessary
that we find & ready market, a constant--
ly increasing market, and ultimately a
very great market for our products. Now, '
swhat i3 the best way to geoure that mar.
keot? |

Having given much thought to this
general proposition, Mr. Carnegle reduced
his reasoning to a very simple, easily un-
derstood rule. It was thia: ** The highest
product possible at the smasallest cost of
manufacture, and at the same time of
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the highest quality.”” On this rule is
based his fortune. ‘

For twenty years before David H. Graeer
wags elected Bishop Coadjutor of the
Protestant Episcopal Diocese of Eastern
New York he had a National reputation
as a pulpit orator both in Providence,
R. 1., which was one of his earlier charges

after his graduation from an Ohio col-

Ll'ége. and eat St. Bartholomew’s Church,

New York, which 1s the church of the
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A. Foster Higgins,

Vanderbiits. Dr. Greer never faced empty
pews. When {t was known that he was
to preach every seat was taken, and ime
provised seats were frequently necessary,

.** Dr. Greer,”” he was once asked, * how
do you explain the great hold you have
vpon churchgoing people? What rule, if
any, have you adopted as the basis for
your serrﬁons. %0 which every one listenn
attentively and egrnestly? *’

““There 1s one simple rule that I have
endeavored to follow {n all of my 8pea.£$-
Ing,”” was the rector’s reply. * By ob-
serving 1t at all times and by my sincere
belief in its efficacy I have been able, Y
feel, to preach to the understanding of
my congregation, and because ©of this
rule I always feel also that I am reach-
ing the bhearts of my hearers., I care
very little for theological discussion, as
you know, and the reason is to pe found
in this simple one of the now command-
menta: ‘ Love to God and love to man.’

- That silmple and eternal truth of Chris-

tianity, whioh is embodied in the new
commandments proclaimed by Jesus, I
bPresch always and a3 effectively as I
can,”

The greatest banking institution in the
New World waa seventeen years ago a
comparatively little National bank, hav-
ing only 810,000,000 of deposita. QOut of
that institution James Stillman developed
in fiftean years & bank which sometimes
carried 3800,000,000 deposits end had $60,~
000,000 of capital and surplus, In accom-
plishing this achievement Mr. Stillman
held to this fundamental rule of conduct:
“ Organization, perfeot organization, will
accomplish all things." Xis rule is exe
emplified {n the career of his dank.

.
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[ Know the people, know the country."'

know the markets’” is the rule which,
faithfully followed, finally made W. C.
Brown President of one of .America's
great trunk lines. Mr. Brown was tralned
for his career as President of the New
York Central in the West, especially in
Jowa &nd contiguous States, and thers,
even when he was in lowly positions, he
began wunconscicusly practicing the rule
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which. has led to his acquiring probably )
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Bishop David M. Greer.

& greater body of information, statistlcal jpected oollapse, wwhich ushered iIn the

and general, respecting psople, what they
produce, and what the markets are for
their produots, than any other railroad
President of the United States, excepting,
possibly, James J. Hill. It was the pos-
gession of this encyolopedic knowledge
that caused the decision to be made in his
favor when the Vanderbilt {interests were
looking around for & new executive_ for
their parent rallroad property.

In the banking voria generally A. Fon-
ter Higgins {s known as the man whosse
financlal genius put the great Knjcker-
toocker Trust Company on its feet Iin re-
markably short order, following its unex-|

panio of threa years ago.

Were you to ask this power in numerous
financial and industrial enterprises what
the fundamental ruls of his business life
has beem, he would very likely tell you,
25 he has others, In these wordg:

“In early life there came to my notice
the unhappy and needless wrecking of
& business oareer. This was brought
about through the indorsement by a busi-
ness man of a friend's note, of the kind
commonly called gn accommodation note.
I determined to adopt as my Invariable
rule this llne of conduct, namely, never
indoras socommodation paper under any
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- W. C. Brown and His Daughten
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circumstances; never indorse any paper
unless there ig real value behind it, suffi-
clent to meet it

* There were times when I wasa serlously
tempted to break this rule. But I always

| rigidly observed it. I now know that had

I not made that rule and rfollowed it, I
should have met disaster In my business
career,”

From the financtal point of view, probd-
ably the greatest triumphs ever meds In’
the United States by one whose vocation
was that of an editor and publishar have
been tl:tose secured by Frank A. Munsey,
He {8 now esteemed one of the very rich
men of the United States, having becoms
& capitalist—that s to say, a man who
has money {n such great amounts that
he 18 able to invest it largely in important

lenterpr!ses and fn various gecurities. Yet
‘for some years after Mr. Munsey camo to
| New York he knew what 1t was to strug-
ilgle. to face adverse circumstances, with
‘the ochances greatly agalnst success.

Mr. Munsey wag agked one day to what
he attributed his success.

““I can put the answer in a few words,'”
he replled. “ I discovered a certaln fact,
I formulated 1t into a motto or a rule of’
oconduct, To that rule I have taithfully
adhered, snd to it I owe whatevar of
Buccess I have galned.

*“I discovered that in my vocation—and
I presume it is true in all-if you first
fInd out what the people want and then
give them what they weant at a8 price they
will pay, the people will do the rest. The
digcovery of this fundamental rule led, of
course, to certain chenges of view; ag,
for instance, I learned that in the world
of publication, whether newspapers, manp.
uscripts, or books, the eecret of success
lles not so much in organization, or In
capital, but in the editorial room. There
the very heart, the real vital principle,
upon which is based suococessful publica-
tion of any kind, i3 to be found. And
there I have adhered to the ruls upon
which 1s based such success as I had:
Find out what the people want, give it
to them at a falr price, and the people
will do the rest.”

Have you e working motto?

(Copyright, 1910, by B. J. Badwarde.)
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