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Foreword
by 

Dr. J. B. Hill

Napoleon Hill rarely used more than a single page of notes 
to deliver his speeches. While many of these notes still 
exist, little of what he actually said has survived. It took me 
many years to locate one of my grandfather’s speeches in 
print. Finding one was more than just exhilarating to me; it 
was miraculous.

The document I found was a transcript of a commence-
ment address that Napoleon gave at Salem College (now 
Salem International University) in 1922. It had been pub-
lished in a local newspaper under the title “The End of 
the Rainbow.” A copy was preserved on microfilm in the 
archives of Salem College. When printed, it required mag-
nification to read, and the text was so faded that it took 
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more than a day to recover, which I did by dictating it one 
word at a time to my wife.

Napoleon wrote many times that adversity should be 
viewed as a blessing in disguise. In the 1922 commencement 
address, Napoleon shows how his many business failures 
were actually turning points that led him to greater oppor-
tunities. Each failure had therefore been a blessing.

He attributes his success following failure to the habit of 
performing more and better service than he was being paid 
for. This trait was the precursor of two of his principles of 
success: Learning from Adversity and Defeat and Going the 
Extra Mile.

Napoleon delivered the 1922 speech in Salem, West 
Virginia, not far from his wife, Florence’s family home in 
Lumberport. Although he was the editor and publisher of 
Napoleon Hill’s Magazine at the time and a success by every 
measure, he had much to prove to family. Ten business fail-
ures in a dozen years had soured family attitudes toward 
him. So, the commencement address was Napoleon’s oppor-
tunity to be applauded before his wife’s friends and family, 
and in this, he succeeded. His delivery rhythm was mesmer-
izing to his audience. He used his personal history of failures 
to demonstrate how he was able to overcome adversity. The 
speech was touted to be the greatest ever given in that part 
of the state. When it ended, amid resounding applause, 
Napoleon stood before family, vindicated.

I sent a copy of the speech to Don Green, who is exec-
utive director of the Napoleon Hill Foundation. Don 
immediately saw the potential for a book and began 
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searching through the archives of the foundation for addi-
tional material. Over several years, he discovered a few 
more speeches and a number of articles that he collated for 
this book.

One of the articles, “This Changing World,” had been 
discovered behind the mantel of a fireplace in Napoleon’s 
boyhood home. It was written during the Great Depression, 
probably near the end of 1930.

When the Depression struck, Napoleon was living with 
family who provided him with secure employment. How-
ever, to him, his acceptance of that security meant that 
he had failed. So, in March 1931, Hill did exactly what he 
needed to do—and perhaps exactly what he shouldn’t have 
done: he quit his job and left for Washington, DC.

By this time, Napoleon’s list of failed business ventures 
was impressive. His decision to try once more to succeed 
on his own must have been founded in faith—he certainly 
possessed little else. The article retrieved from behind 
the mantel provides an understanding of that faith and 
insight into why Napoleon later left family and security for 
Washington, DC, during a worldwide depression. “This 
Changing World” answers many persistent questions con-
cerning Napoleon’s spiritual views.

Don also located two copies of one of Napoleon’s earliest 
speeches, “What I Learned from Analyzing Ten Thousand 
People.” One had been stored in the Napoleon Hill Foun-
dation archives, and the other had been published in the 
February 1918 issue of Modern Methods. Napoleon wrote 
the speech while serving as dean of the George Washington 
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Institute of Advertising (now the Bryant & Stratton Business 
College of Chicago), where he later became president and 
director of the Salesmanship and Advertising Department.

In this speech, Napoleon talks about the five “requisites” 
for success: self-confidence, enthusiasm, concentration, a 
working plan, and the habit of performing more and better 
services than paid for. It reveals Napoleon’s early thinking 
about three of what would become some of his principles 
of success: Enthusiasm, Controlled Attention, and Going 
the Extra Mile. Later he grouped the requisite of “self-con-
fidence” under the heading of Enthusiasm, and “a working 
plan” became part of the process of achieving a Definite 
Major Purpose. Although Napoleon understood the impor-
tance of Andrew Carnegie’s “Master Mind” idea, he did not 
mention it in this speech. I suspect it just wasn’t pertinent 
for an audience of salesmen who tend toward having indi-
vidual pathways to success.

At the end of 1952, Napoleon left his wife, Annie Lou, 
in California for a year while he worked with W. Clement 
Stone on a number of projects. For several months he and 
Stone toured together on the lecture circuit, with Stone 
often introducing Napoleon as a keynote speaker.

Don discovered a recording of one of these keynotes 
titled “Maker of Miracle Men” and had it transcribed for 
this book. It is perhaps the most interesting of his finds 
because it faithfully depicts Napoleon in extemporaneous 
mode. Napoleon’s wit and spellbinding oratory is palpable 
in the prose. 
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By the middle of the 1950s, Napoleon was well known 
nationally as a speaker. His lectures had spread to radio and 
television, and Pacific International University had awarded 
him an honorary doctor of literature degree. In 1957, Salem 
College invited him back to give a baccalaureate sermon 
and to receive a second honorary doctorate.

By this time, Napoleon’s ideas about success had 
matured until they had morphed into concrete principles. 
Instead of lecturing about the five requisites for success, 
he covers in his baccalaureate sermon, titled “The Five 
Essentials of Success,” the five most important principles of 
success. Like the 1922 commencement speech, it too was 
applauded wildly by his audience.

It is interesting to note that after thirty-five years of 
thought, only Going the Extra Mile among the original 
five 1922 requisites for success remained essential in Napo-
leon’s mind. The other requisites had been replaced by four 
essential principles: Master Mind, Definiteness of Purpose, 
Self-Discipline, and Applied Faith.

While each of the speeches and articles in this collec-
tion stands alone, together they show how Napoleon’s ideas 
evolved as his thought matured and coalesced into a com-
prehensive philosophy of success. The aggregated material 
truly has greater significance than its parts.

 

Foreword 11

Greatest_Speeches_V5.indd   11 5/4/16   12:28 PM



Introduction
by 

Don M. Green

Napoleon Hill was born on October 26, 1883. On his birth 
certificate his name was given as Oliver Napoleon Hill, 
though he dropped the “Oliver” from his name before he 
became well known as a writer.

There was not much in Hill’s initial environment that 
would have suggested the career path he would take in his 
lifetime. Wise County, Virginia, where he grew up, is a 
remote region in the Appalachian Mountains.

Hill’s biography, A Lifetime of Riches, portrays life in 
Wise County in the 1880s as isolated from most of the 
progress that was happening in much of the country. Life 
expectancy was short, infant mortality was high, and tens of 
thousands of rural Virginians suffered from chronic health 
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problems ranging from hookworm to malaria to pellagra, a 
disease caused by inadequate diet.

Most of the schools in Virginia in the 1880s were in terri-
ble shape. Elementary schools were open about four months 
out of the year, and attendance was not required. There 
were fewer than one hundred high schools in the state of 
Virginia at the time, and most of the programs were only 
two or three years in length. There were just ten four-year 
high schools in the entire state.

At the time of Hill’s birth, coal was used for heating, but 
it was not commercialized until the 1890s. Farming on the 
mostly rocky, hilly terrain of Southwest Virginia was dif-
ficult, and many families left the mountains and moved to 
cities in search of jobs that offered more livable wages.

Corn was the main crop. Grown to make food for both 
animals and humans, it was also often used to make a type 
of liquor known as moonshine. The importance of moon-
shine was that it could be translated into cash, a precious, 
scarce commodity to mountain inhabitants.

This background of Hill gave him ample reasons later in 
life to proclaim that mountain culture was famous for three 
things: feuds, moonshine, and uneducated people.

In the archives of the Napoleon Hill Foundation is an 
unpublished autobiography in which Hill wrote, “For three 
generations my people had been born, lived, struggled in 
ignorance, illiteracy, and poverty and died without having 
been outside the mountains of that section. They made their 
living from the soil. Whatever money they procured was 
from the sale of corn converted into moonshine…. There 
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were no railroads, telephones, electric lights, or passable 
public highways.” 

Note: Quotes and true stories shared with you here have 
been gleaned from archives, memories, discussions, hand-
written letters, and other credible sources stored with the 
Napoleon Hill Foundation. 

No doubt Hill was similar to others who admired 
wealthy people such as Andrew Carnegie, probably the 
richest man to ever live, and Thomas Edison, who gave us 
the light bulb around the same time of Hill’s birth. How-
ever, unlike the typical admirer of the rich and famous, Hill 
met most of the country’s affluent and powerful men of 
the time.

Destined to become Famous

Hill was destined to become famous. Today, literally 
hundreds of his most famous quotes are referenced. One of 
the most well-known is “Behind every adversity is the seed 
of an equivalent benefit.” This quote could surely be applied 
to Hill’s early childhood.

Hill’s father, James Monroe Hill, took a young bride, 
Sara Blair, when he himself was only seventeen years old. 
Oliver Napoleon was the firstborn child, and his younger 
brother was named Vivian. Hill’s mother died when he was 
only nine years old.

While the loss of his mother at such an early age dealt 
him a large blow, a year later he was blessed with a step-
mother. Martha Ramey Banner, the widow of a school 
principal and the daughter of a local physician, had a greater 
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impact on Hill’s life than perhaps anyone else. He would 
later remark—in a statement reminiscent of what President 
Abraham Lincoln supposedly said concerning his step-
mother—that “all that I am or ever aspire to be I owe to that 
dear woman.”

Martha brought her three children and the two Hill 
brothers together and set out to improve the spiritual as 
well as the financial conditions of the new family. Martha 
exerted a profound influence over the whole family, starting 
with James, her new husband. She encouraged him to open 
a new post office and start selling merchandise, and he also 
helped establish the Three Forks Primitive Baptist Church.

Becoming active in this church would no doubt have a 
bearing on Hill’s future, for it was probably his first expo-
sure to an environment where the preachers could excite 
and move a congregation with their oratorical skills. Hill 
eventually became well known for his ability to captivate 
and convince audiences.

At the age of eleven Hill was persuaded by his step-
mother to consider becoming a writer because of his 
unbounded imagination. Martha said to her stepson, “If you 
would devote as much time to reading and writing as you 
have to causing trouble, you might live to see the time when 
your influence will be felt throughout the state.”

By the time Hill was twelve, his stepmother had con-
vinced him to trade the gun he was so proud of for a 
typewriter. This was in 1895, when typewriters were not 
readily available. Martha again encouraged the often mis-
chievous boy, telling him, “If you become as good with a 
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typewriter as you are with that gun, you may become rich 
and famous and known throughout the world.” Hill had 
read a tremendous amount and had learned that great writ-
ers could achieve widespread fame that could even last 
beyond one’s own lifetime.

Even at an early age, the young Hill had begun to realize 
that a seed of thought planted by his stepmother could take 
root and grow. Later in life he would popularize the phrase 
“Whatever the mind of man can conceive, it can achieve.”

At the age of thirteen, Hill took a job as a laborer at a 
coal mine for wages of a dollar per day. Not only was the 
work hard, dirty, and menial, but Hill only netted fifty cents 
per day, the other fifty cents going for his room and board. 
Hill did not see a future in coal mining, but it taught him 
that he could accomplish more using his mind than he could 
using his hands.

At the age of fifteen, Hill entered the two-year Glades-
ville High School and finished the work, though it was often 
not easy for him.

After high school Hill left home to attend a business 
school where the one-year program included shorthand, 
typing, and bookkeeping, skills meant to prepare students 
for the job of secretary.

Upon completion of business school, the seventeen-
year-old Hill approached Rufus Ayers, a well-known 
attorney who had served as Virginia’s Attorney General, 
for a job. Ayers was truly a man of many talents, for he was 
not only an attorney, but he was also deeply involved in the 
lumber and coal industries. Hill contacted Ayers because he 

Introduction 17

Greatest_Speeches_V5.indd   17 5/4/16   12:28 PM



admired wealthy business tycoons and dreamed of joining 
their ranks in the future.

Hill wrote Ayers a letter that showed the seriousness 
of his wish to work for him. In this letter he offered the 
following proposition:

I have just completed a business college course and 
am well qualified to serve as your secretary, a posi-
tion I am very anxious to have. Because I have no 
previous experience, I know that at the beginning, 
working for you will be of more value to me than it 
will be to you. Because of this I am willing to pay 
for the privilege of working with you.

You may charge any sum you consider fair, pro-
vided at the end of three months that amount will 
become my salary. The sum that I am to pay you can 
be deducted from what you pay me when I start to 
earn money.

Working for Ayers proved to be very satisfying to Hill. 
Napoleon dressed in an excellent fashion, arrived at the job 
early, and stayed late. Hill’s efforts certainly paid off, and it 
is easy to see how going the extra mile benefitted the aspir-
ing businessman early in his career.

Encouraged by Ayers, Hill began to see himself as a suc-
cessful lawyer. He convinced his brother, Vivian, to apply to 
law school at Georgetown University, saying that he could 
support them both with his writing. While Napoleon also 
attended law school, he did not graduate as his younger 
brother did. One particular writing assignment Hill received 
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would define his vocation for the rest of his life. In the fall of 
1908, Hill was asked to interview the steel magnate Andrew 
Carnegie for Bob Taylor’s Magazine, a periodical owned by 
Robert Taylor, who had been governor of Tennessee and 
a United States senator. The magazine appealed to Hill 
because it featured stories of successful individuals. He was 
excited to use his talents from the days he wrote articles for 
newspapers in his youth.

The Carnegie Interview

The interview with Carnegie would be revolution-
ary for the field of self-improvement. Carnegie himself 
was a Horatio Alger rags-to-riches story. As a young Scot-
tish immigrant with very little schooling, Carnegie went to 
work at the age of ten for a little over a dollar a week. By 
applying himself, saving, and investing, he was a millionaire 
by the age of thirty.

During the interview, Carnegie discussed the idea of a 
“philosophy of success,” challenging Hill to spend twenty 
years interviewing and studying successful people to make 
available this philosophy to others. Carnegie contributed 
to this project by providing letters of introduction, which 
made contact with the country’s most successful people 
possible for the young writer.

Hill accepted the challenge with which Carnegie pre-
sented him during the three-day interview, using the time 
to start learning Carnegie’s philosophy of success. In dis-
cussions of his boyhood, Carnegie emphasized the Master 
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Mind principle and the Going the Extra Mile principle and 
how they had aided his career.

Carnegie told Hill that humble origins were not a hin-
drance to success but just an inspiration to overcome 
adversity and attain seemingly impossible goals. With a 
strong sense of self-worth, Carnegie said, “No amount of 
poverty can keep one from success. Confidence is a state of 
mind, necessary to succeed, and the starting point of devel-
oping self-confidence is definiteness of purpose.” Carnegie’s 
cardinal rule in what he called his “philosophy of personal 
achievement” was the following: “The man who knows 
exactly what he wants, has a definite plan for getting it, 
and is actually engaged in carrying out his plan will soon 
believe he has the ability in himself to succeed. The man 
who procrastinates soon loses confidence and does little or 
nothing worthwhile.”

Hill asked Carnegie, “What happens when a man knows 
what he wants, makes his plans, takes action and meets with 
failure? Does not that destroy his confidence?”

Carnegie replied, “Every failure carries within it the 
seed of an equivalent benefit. Great leaders’ lives show 
that their success is in proportion to their mastery of 
temporary defeat.”

Carnegie also explained to Hill the necessity of control-
ling one’s own thoughts. The mind, Carnegie reasoned, is 
the source of all happiness and all misery, of both poverty 
and riches. The use of our minds allows us to create friends 
or enemies. It is our choice. The limitations on one’s mind 
are those that one imposes on himself.
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Hill alluded to Carnegie’s ideas about the mind when he 
repeatedly spoke and wrote, “Whatever the mind can con-
ceive and believe, the mind can achieve.”

Carnegie related to Hill that his friends such as Henry 
Ford, Thomas Edison, John D. Rockefeller, Harvey Firestone, 
and Alexander Graham Bell led lives similar to his. By trial 
and error, with a definite purpose and resolute actions, they 
earned not only success, but also wealth and fame. Accord-
ing to Carnegie, action is of the utmost importance because 
without it, the best plans and purposes are worthless. With 
these examples, Carnegie inspired Hill to study the lives of 
other great men.

Action is of the utmost importance 
because without it, the best plans 

and purposes are worthless.

Hill applied these lessons in his lifelong quest to spread 
the philosophy of success that he learned from Carnegie 
and hundreds of leaders in business and government. His 
conversation with Carnegie became the basis of Think 
and Grow Rich, the best-selling and most influential self-
improvement book ever written.

Shortly after his marriage, while living in Washing-
ton, DC, Hill went to Detroit to interview Henry Ford. 
Ford demonstrated he had self-control and the ability to 
concentrate all his efforts on attaining his goal, which was 
to produce an automobile that could be afforded by the 
masses. Hill said later that instead of discussing success, 
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Ford wanted to talk about his car. It must have impressed 
Hill because he purchased a new Model T Ford at a cost of 
$680 and drove it on the trip back to Washington to sur-
prise his wife, Florence.

After his trip to Detroit to interview Henry Ford, Hill 
then found himself in desperate need of money. Recently 
married, he required a steady income. The answer appeared 
to be working as a salesperson with an automobile company 
in Washington, DC. This new job gave Hill an opportunity 
to go the extra mile. Hill began to train other salespeo-
ple through the Automobile College of Washington that 
he founded.

Hill encountered many challenges in life, but he was not 
prepared for that which would come with the birth of his 
son, Napoleon Blair Hill, on November 11, 1912. Napoleon 
Blair was born not only deaf, but without any ears. Rather 
than get instructions on how to learn sign language, Napo-
leon Hill Sr. was determined to teach his son to speak and 
hear. Hill would talk to the young boy for hours at a time by 
placing his lips on the base of the boy’s neck, behind where 
his ears should have been. Years later, Blair learned to hear, 
and he eventually obtained a special hearing aid that further 
improved his hearing and speaking.

Hill inspired his son’s desire to overcome the physical 
impediment of being born without ears. Napoleon faced 
many other difficulties in his life, such as broken marriages, 
failed businesses, and lack of finances, but he never gave up 
on his pursuit of the philosophy of success.
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One of the businesses Hill started was the George Wash-
ington Institute, established to teach salesmanship. His 
sales course endeavored to teach advertising and the prin-
ciple of service to others. Hill said that by this point in his 
life, he had interviewed over ten thousand men and women 
who were trying to succeed. He taught that self-confidence 
and enthusiasm are necessary for salespeople to succeed. 
Around this time, Hill began applying psychology to his 
philosophy of success. In one typed lesson from 1916 he 
remarks, “I seriously doubt that such a thing is possible as 
failing to get what one really wants. The truth is you are 
either consciously or unconsciously getting that which you 
think about most intensely.” During this period in Hill’s 
teaching career he began instructing his students that “auto-
suggestion” would help discipline the mind.

The ending of World War I meant a change of circum-
stances. Hill conceived the idea of his first magazine, which 
he called Napoleon Hill’s Golden Rule Magazine. For the 
publisher, Hill chose George Williams, whom he had met 
while they both were working for President Woodrow Wil-
son during the war.

Working on Napoleon Hill’s Golden Rule Magazine, Hill 
put to use his past experience with a typewriter and his prior 
knowledge of newspapers. The publication served as a great 
outlet for the enthusiasm he recalled from the Three Forks 
Primitive Baptist Church located on the Powell River in 
Wise County, Virginia. This was an opportunity for Hill to 
spread his message, to lecture, and to excite his audiences. 
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Here he was at last to achieve the fame his stepmother had 
promised him as a youth.

The first issue of Napoleon Hill’s Golden Rule Magazine 
was written, edited, printed, and delivered to newsstands 
in January 1919. Due to the lack of funds to hire writers Hill 
wrote every word of the first nine issues. He later said, “I 
wrote every word and used pen names to cover my identity.” 
With just one writer, Napoleon Hill’s Golden Rule Magazine 
should not have been a success, but it was. The first issue 
sold so fast it was printed three times.

By October 1920 Hill had lost ownership of Napo-
leon Hill’s Golden Rule Magazine. He then began traveling 
throughout the United States, giving speeches brimming 
with enthusiasm. He was well received wherever he went.

In 1921, after Hill had moved from Chicago to New 
York, he started Napoleon Hill’s Magazine and published 
the first issue in April 1921. While Hill authored the major-
ity of the pieces, he began to use other writers, who covered 
a broad array of subjects, including doctors, businessmen, 
and psychologists. Hill began to give advice on how to build 
self-confidence, how to sell one’s self, and even how to get a 
better job.

Hill used the magazine to publicize his lectures to peo-
ple involved in sales, advertising, and to civic organizations 
and colleges. All this activity was intended to promote his 
philosophy. Hill’s lectures began to be in such demand 
that he was receiving fees of one hundred dollars plus extra 
money to cover his expenses.
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Emotionally Charged Speeches

Napoleon was overjoyed with his public speaking 
career because it enabled him to see the effect of his teach-
ing—indeed, his words and delivery moved audiences. His 
speeches were emotionally charged and often incorporated 
proverbs from the Bible that he no doubt remembered from 
the sermons of the Three Forks Primitive Baptist Church.

Hill concentrated primarily on two main topics, one 
being the Magic Ladder to Success, which happens to be the 
title of his second book, published in 1930. The other topic 
was the Golden Rule philosophy, which continued to guide 
his speaking and writing. Hill also spoke of the “seven turn-
ing points in his life.” Hill’s message was conveyed through 
stories of failures and successes taken from both his per-
sonal and professional life.

In 1921, while Napoleon Hill’s Magazine was doing well, 
Hill started something new in the field of communications. 
Advertising through his lectures, he developed a course 
called the Science of Success, which the public could pur-
chase by mail order. It included ten printed lessons and 
six phonograph records. The owner of the Science of Suc-
cess course could read Hill and listen to his dynamic voice. 
This program was a forerunner of the audio motivational 
industry, which boasts a following of millions of enthusiasts 
devoted to improving their lives. 

By 1922 Hill’s lectures not only were commanding 
large fees, but they also were connecting him with rich and 
famous businesspeople while he continued to work on the 
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philosophy of success that Carnegie had challenged him 
to develop.

But Hill was not satisfied with teaching the philosophy 
of success only to the general public; he saw the opportu-
nity and need to teach his formula for success to the prison 
population as well.

Hill began teaching the philosophy in prison, and it was 
an immediate success. Today it continues to help prepare 
inmates for a better life. Tens of thousands of incarcerated 
people have benefited from the material Hill developed, 
often using it to gain a new start in their lives.

Having lost Napoleon Hill’s Golden Rule Magazine to his 
partner and being later forced to abandon Napoleon Hill’s 
Magazine, Hill had suffered some very costly business deal-
ings. But nobody bounced back from adversity better than 
Hill, who serves as a prime example of the principle that 
“every adversity carries within it the seed of an equivalent 
or greater benefit.”

Shortly thereafter, Hill used creative financing to pur-
chase a building for $125,000 to start the Metropolitan 
Business College.

Once the business school was in full operation, Hill 
began in 1924 to lecture as frequently as three times a day, 
five days a week.

By 1926 Hill had met Don Mellett, publisher of the Can-
ton Daily News in Canton, Ohio. Transferring management 
of his business school to his partner, he began full-time 
employment with the Canton Daily News. Mellett was so 
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impressed with Hill that he wanted to put Hill’s lifetime of 
studies and research on success into a book.

But Hill was to meet with yet another tragedy. It was the 
Prohibition era, and Mellett had exposed a group of sellers 
of illegal whiskey. A policeman-turned-gangster murdered 
Mellett. Hill—thought to have been involved in the exposé—
had to flee to save his life. Hill was so close to seeing his first 
book published, but the murder of his partner temporarily 
put those plans on hold.

Hill was to be delayed but not denied. After staying in 
West Virginia, where his wife’s relatives lived, he went to 
Philadelphia with the mission of getting his first book pub-
lished. After receiving numerous rejections for the gigantic 
manuscript, Hill remembered the name of Andrew Pelton, 
an advertiser in Napoleon Hill’s Golden Rule Magazine. Pel-
ton reviewed Hill’s work and quickly agreed to provide 
capital for the printing and distribution of his book, plus a 
large advance for Hill.

Hill dedicated twelve to eighteen hours a day to retyp-
ing and updating the huge manuscript. Just as when he had 
started to publish Napoleon Hill’s Golden Rule Magazine, he 
not only typed every page of the tremendous volume himself, 
but he also served as the sole copy editor and proofreader. 
The result was a lively, passionate, and much-improved 
manuscript. The rewrite took three months, and Hill was so 
pleased with the end product that he described it to his wife 
as “one hundred percent better than before.” It took an eight-
volume series to cover Hill’s work. Titled The Law of Success, 
it became the most complete work on success ever written.
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The Law of Success

The eight-volume set originally cost over thirty dollars. 
Despite this being a large sum for the time, the series sold 
well. Hill received his first royalty checks from The Law of 
Success in 1928, and by early the next year they were averag-
ing $2,500 per month, a tremendous income for 1929.

The Law of Success was initially rejected by publishers, 
but its acceptance by the public overwhelmed the many self-
help books in the market at the time. Hill considered it to 
be more than a book; he viewed it as a set of instructions on 
how to get ahead in life. All the information Hill presented 
in The Law of Success resulted from Carnegie’s instructions 
to conduct interviews and do research to obtain advice from 
America’s most successful individuals. A law can be inter-
preted as rules, but as written by Hill, The Law was fact and 
testimony to the success of capitalism. No previously pub-
lished piece of literature compared with The Law of Success.

With the profits from The Law of Success Hill was able 
to purchase a Rolls-Royce automobile in 1929 and a 680-acre 
estate in New York’s Catskill Mountains. However, shortly 
thereafter Hill’s fortune was consumed by the Great Depres-
sion. By 1930, one out of four Americans was out of work.

During this severe economic downturn, Hill received a 
letter from the White House requesting his help. This was in 
1933, right after Franklin D. Roosevelt had taken office. Hill 
provided President Roosevelt with suggestions for the presi-
dent’s famous speeches, which were given in an attempt to 
lift the spirits of a downcast nation. For his dedication to the 
president’s cause, Hill won much admiration.
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Following his work with the Roosevelt Administration, 
Hill increasingly found himself in demand for speeches and 
lectures. And with the popularity of The Law of Success, 
Hill was busier than ever, traveling all over the country on 
lecture tours.

Think and Grow Rich

In 1937, Hill was ready to publish his most famous book, 
Think and Grow Rich, which he originally considered titling 
“The Thirteen Steps to Riches.” After the third rewrite, Hill 
began searching for a publisher. And who better to present 
the newly rewritten work to than Andrew Pelton, who had 
published The Law of Success, making both himself and Hill 
small fortunes?

Pelton agreed to publish the book and initially wanted 
to title it “Use Your Noodle to Win More Boodle.” However, 
with Hill’s persuasion the book was published as Think and 
Grow Rich, and it was an instant success.

The publisher priced the book at $2.50 a copy, which 
was a considerable amount in 1937. Even with a serious eco-
nomic depression the book managed to sell all five thousand 
copies in the first print run in a manner of weeks. Shortly 
after Think and Grow Rich was published, an insurance 
company purchased five thousand copies leading to addi-
tional printings of over thirty thousand copies by August 
of 1937.

Over a million copies of the book sold before the Great 
Depression was over. Within fifty years over twenty million 
copies had been sold. Over sixty million copies have been 
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sold throughout the world. Think and Grow Rich has proven 
to be the best-selling self-help book ever written.

There are many reasons why Think and Grow Rich 
became an immediate bestseller, such as the need of people 
to be inspired and their desire to be successful. But surely 
the best reason the book continues to attract readers is that 
the information was derived from the original material of 
The Law of Success. It was inspired by Andrew Carnegie 
and based on twenty years of interviews and research into 
what makes it possible for people to become successful. The 
research Hill conducted for The Law of Success and Think 
and Grow Rich produced books that are among the most 
original works in the personal-development genre.

In 1938, a copy of Think and Grow Rich was given to 
an insurance salesman from Chicago by the name of W. 
Clement Stone, who immediately became interested in the 
philosophy outlined in the book. Stone was so successful 
in the use of Think and Grow Rich that within one year his 
sales grew ten times from the previous year.

By 1941 Hill had added to his popularity by joining forces 
with Dr. William Plumer Jacobs, president of Presbyterian 
College, owner of Jacobs Press, and public relations adviser 
to a group of South Carolina textile firms. Hill had met 
Jacobs while he was lecturing in Atlanta, Georgia, in 1940. 
Their business venture required that Hill move to Clinton, 
South Carolina, where Jacobs resided.

The project called for Hill to rewrite his personal 
achievement philosophy as a self-help course and create a 
lecture series to be called “The Philosophy of Achievement.” 
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It would first be presented at the Presbyterian College. 
Next, the lectures would be delivered in schools, towns, 
and factories throughout South Carolina and other states 
in the South. The idea was to attract industries from the 
North to relocate to the South.

It took Hill months to rewrite his philosophy of success, 
and he ended up with seventeen small books, averaging 
about one hundred pages each, called Mental Dynamite. 
Hill’s lectures became very popular, and Mental Dynamite 
was published by Jacobs Press.

In 1943, Hill took his lecture series on the road to Cali-
fornia, and it quickly attracted many followers. During this 
period Hill received an honorary doctor of literature degree 
from Pacific International University.

The Philosophy of Success

In 1947, he launched a talk show with KFWB Radio in 
Hollywood, California. For three years, hundreds of thou-
sands of people had the opportunity to hear Hill and his 
philosophy of success. It was said of him that in his early 
sixties, he looked forty-five and had the charm of a thirty-
five-year-old and a teenager’s energy. Hill’s radio show led 
to more speaking jobs at companies and business groups.

At the age of sixty-seven, a still active Hill fulfilled a 
promise to deliver a speech in Chicago at the request of a 
local dentist. This speech at the dental convention would 
change Hill’s life and the lives of millions of others.

In the audience was a businessman by the name of W. 
Clement Stone who had introduced the dentist to Think 
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and Grow Rich years earlier. Hill had been enjoying a partial 
retirement, but Stone challenged Hill to spread the message 
of success with his help.

Stone and Hill formed the Napoleon Hill Associ-
ates to approach sales groups with the message of success. 
Stone would later remark that he “really hit the jackpot 
with Napoleon Hill.” Together, Stone and Hill produced 
books, courses, lectures, radio shows, and eventually 
television programs.

Within two years after starting together, they published 
the Science of Success textbook, which was later renamed the 
PMA: Science of Success course.

Throughout the rest of their lives, Napoleon Hill and W. 
Clement Stone continued their mission of spreading success 
philosophy to help others:

In 1953, Stone and Hill published How to Raise Your 
Own Salary. 

In 1954, Stone and Hill began publication of a small 
magazine, Success Unlimited. Each issue carried messages of 
inspiration from the two businessmen.

In 1959, when Hill had already celebrated his seventy-
fifth birthday, he was still giving speeches, traveling to 
places like Puerto Rico, Australia, and New Zealand. These 
lectures were usually conducted jointly with Stone.

In 1960, Hill and Stone coauthored a new book, Success 
Through a Positive Mental Attitude, which was an instant 
classic in the self-help field and quickly sold over six hun-
dred thousand copies in the United States. Success Through 
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a Positive Mental Attitude has been published throughout 
the world and still sells well today.

In 1962, Hill and his last wife, Annie Lou, formed the 
Napoleon Hill Foundation. A product of the thinking of the 
wealthiest men in America, the foundation is unique because it 
is dedicated to promoting personal achievement and to inspir-
ing individuals to overcome obstacles in order to succeed.

In 1967, at the age of eighty-four, Hill published Grow 
Rich with Peace of Mind.

Along with Stone, the original trustees of the Napoleon 
Hill Foundation included Dr. Charles Johnson, MD; the 
nephew of Annie Lou Hill; and West Virginia senator Jen-
nings Randolph, whose support of Hill began when Hill gave 
the address at Randolph’s graduation at Salem College in 1922.

Michael J. Ritt Jr., who worked for fifty-two years as 
a vice president at Stone’s company, Combined Insur-
ance, traveled with Stone and Hill writing, promoting, and 
recording the two great men’s work. Ritt Jr. became the first 
executive director of the Napoleon Hill Foundation.

Today the Napoleon Hill Foundation continues the 
work Hill began over one hundred years ago. Hill and Stone 
would be pleased to realize the current popularity of their 
work all over the world.

It is our sincere hope that you will also benefit from 
these words spoken many years ago, but timeless in their 
wisdom. Please note that I have written comments preced-
ing the speeches and letters as introductions and to provide 
contextual background information.
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We are pleased to present in the pages that follow, this 
never-before-published collection of the greatest speeches 
of the one and only, Napoleon Hill.

—Don M. Green, Director
Napoleon Hill Foundation
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In 1917, Napoleon Hill was operating the George 
Washington Institute in Chicago. Among the topics 
Hill lectured on at the school were “Lessons on Selling,” 
“Applied Psychology,” “What I Learned from Analyzing 
Ten Thousand People,” and “The Man Who Has Had 
No Chance.” Hill was truly knowledgeable about each of 
the subjects on which he lectured. “Lessons on Selling” 
was no doubt influenced by his experience coaching 
salespeople. Followers of Hill’s career know that he 
made a living throughout most of his life teaching sales 
techniques. Many leading salespeople such as Jeffrey 
Gitomer, known for his many best-selling books on sales 
like Little Red Book of Selling, consider Hill’s writings on 
sales to be his best work.

Hill’s lessons on applied psychology owe their 
genesis to his vast study of and fascination with the 
subject, especially the work of Dr. Warren Hilton, AB, 
LLB, founder of the Society of Applied Psychology. 
Dr. Hilton wrote a twelve-volume set of books in 1914 
from which Hill often quoted. 

This speech, “What I Learned from Analyzing 
Ten Thousand People,” is the direct result of work 
that began with Andrew Carnegie in 1908. While 
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Hill interviewed Carnegie, Thomas Edison, George 
Eastman, Henry Ford, and many of the other most 
prosperous men of his day to discover their methods 
for success, Hill also conducted countless interviews 
to learn why people fail. Often these took the form of 
questionnaires that were either passed out at lectures 
and classes or circulated through the mail.

Hill prepared his lectures on an old L. C. Smith 
typewriter and then gave copies to his students at the 
George Washington Institute. This lesson was given in 
1917. Signed “Napoleon,” it has existed in the archives 
of the Napoleon Hill Foundation for over ninety years. 

In his lecture “What I Learned from Analyzing Ten 
Thousand People,” Hill summarizes the five chief 
requisites for success. Hill lists “self-confidence” and 
“enthusiasm” as the most important traits for success. 
The third requisite needed for success was a “definite 
working plan,” or what he alternately refers to as 
a “chief aim in life.” Today, we might use the term 
“worthwhile goal.” The fourth requisite was “the habit 
of performing more service than you are actually paid 
for.” This requisite informed his principle Going the 
Extra Mile, which involves someone doing something 
without permission, going above and beyond 
without explicit instructions for doing so. Hill listed 
“concentration” as the fifth requisite, advising that it 
is necessary for success in any undertaking.

Don Green
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What I Learned 
from Analyzing Ten 

Thousand People
by 

Napoleon Hill

During the past eight years I have analyzed over ten thou-
sand men and women who were earnestly seeking their 
proper niche in the world’s work. Incidentally, through my 
work I have discovered some of the fundamental qualities 
without which no human being can hope for success. Five of 
these are mentioned in this article.

I have also discovered some of the things that break 
men’s hearts and send them to the scrap heap of human fail-
ures. It is my sincere hope that every person who reads this 
article may profit by one or more of the points that it cov-
ers. I am placing the results of my discoveries in print solely 
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out of my deep desire to make life’s pathway just a little 
smoother for my fellow man.

It is my purpose to pass on to you, in as few words as 
possible, that portion of my discoveries which I believe will 
aid you in planning and achieving your “chief aim” in life, 
whatever that may be. I shall not preach to you. Whatever 
suggestions I make are based upon discoveries that I have 
made in my work.

I believe it befitting to state that twenty years ago I was 
working as a laborer, at wages of a dollar a day. I had no 
home and no friends. I had but little education. My future 
then looked very unpromising. I was downcast in spirit. 
I had no ambition. I had no definite purpose in life. All 
around me I saw men, some young and some old, who were 
whipped—just as I felt that I was. I absorbed my environ-
ment as a sponge absorbs water. I became a part of the daily 
routine in which I lived.

It had never occurred to me that I could ever amount to 
anything. I believed my lot in life was to be that of a laborer. 
I was just like a horse that has had the bit slipped into its 
mouth and the saddle buckled on its back.

Here is the turning point in my career. Note it well! A 
chance remark, no doubt made in a half-jocular way, caused 
me to throw the bit out of my mouth, kick off the saddle, 
and “run away” as young horses sometimes do. That remark 
was made by a farmer with whom I lived. I shall never forget 
it if I live to be a hundred because it has partly bridged the 
gap over that awful chasm which nearly all human beings 
want to cross: failure!
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The remark was this: “You are a bright boy. What a pity 
you are not in school instead of at work as a laborer at a dol-
lar a day!”

“You are a bright boy!” These were the sweetest words I 
have ever heard.

That remark aroused in me the first ambition I had ever 
felt, and, incidentally, it is directly responsible for the Per-
sonal Analysis system that I have worked out. No one had 
ever hinted to me before that I was “bright.” I had always 
imagined I was exceedingly dull. In fact, I had been told 
that I was a dunce. As a boy I was defeated in everything 
I undertook, largely because those with whom I associ-
ated ridiculed me and discouraged me from engaging in 
the things that interested me most. My work was selected 
for me, my studies were selected for me, and my play, well, I 
was taught that play was a waste of time.

With this firsthand knowledge of the great handicap 
under which the average person starts out in life as a work-
ing basis, I began, many years ago, to work out a system for 
helping people “find themselves” as early in life as possible. 
My efforts have yielded splendid returns, for I have helped 
many find the work for which they were most suited, and 
I have started them on the road to happiness and success. I 
have helped more than a few to acquire the qualities for suc-
cess that are mentioned in this article.

The First Two Success Requisites

With this prelude I shall tell you first what I believe to 
be the two most important of the five chief requisites for 
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success. These are self-confidence and enthusiasm. The 
other three I will mention later.

Fully ninety percent of those ten thousand people 
whom I have analyzed were lacking in these two qualities. 
I have analyzed men who were strong in both body and 
mind—men who were well educated, some of them college 
graduates, who were as helpless as I was the day the farmer 
made the remark, “You are a bright boy.”

My first task in advising people who lack self-confidence 
is to save them from themselves. Figuratively speaking, 
they must be taken out into the field and allowed to “run 
away,” just as a horse might do. They must discover their 
real strength. They must learn that their weakness exists 
nowhere except in their own deceptive imaginations. The 
manner in which I set people right in this respect must vary 
with each individual.

The difference between the man who achieves success 
and the man who does not is not necessarily in brain capac-
ity. More often the difference is in the use men make of their 
latent ability. I do not merely suspect that this is true—I 
know it is! I have gained this knowledge from actual expe-
rience in analyzing men. Usually the man who develops 
and uses all of his latent powers is a man who has plenty of 
self-confidence.

What is self-confidence? I will tell you what it is: it is the 
little glass window through which you may look and see the 
real manpower within your body. Self-confidence is self-
discovery—finding out who you are and what you can do. 
It is the banishment of fear. It is the acquirement of mental 
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courage. It is the turning on of the light of human intelli-
gence through the use of common sense.

It was self-confidence, plus enthusiasm and concentra-
tion that caused the birth of the world’s greatest inventions: 
the incandescent electric light, the automobile, the talking 
machine, the aeroplane, the moving picture, and all the 
other great mechanical creations.

Self-confidence is an essential 
quality for all worthwhile 

accomplishments.

Self-confidence, then, is an essential quality for all 
worthwhile accomplishments. Yet, it is the quality in which 
most of us are weakest—not a weakness that many of us 
acknowledge, but it exists just the same. A man without 
self-confidence is like a ship without a rudder: he wastes his 
time without moving in the right direction.

I wish I might be able to tell you exactly how to acquire 
full self-confidence. That would be a big undertaking. I will 
give you this suggestion, however: I made my first steps 
in the direction of self-confidence the day I first heard the 
words, “You are a bright boy.” That was the first time I had 
ever felt ambition tugging at my coat sleeve, and with it, 
apparently, came self-confidence. 

One of my very close friends became a successful den-
tist after he had reached the age of thirty-five as a result of a 
remark made by his wife. He was examining his wife’s false 
teeth when his wife said to him, “You could make a set of 
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teeth like that.” He began that very day to try, and soon he 
stepped from unsuccessful farming to successful dentistry.

In my resident class is a young man who has had splen-
did educational advantages, but until recently he was the 
poorest student in the class. He had plenty of ability, but he 
lacked the self-confidence with which to put it to work. A 
few weeks ago, he met a young lady with whom he fell in 
love. She told him she believed in him. He believed her, and 
as a result, he commenced to gain self-confidence. The short 
period of three weeks has completely transformed him. He 
is now one of our best students.

It is remarkable what clothes have to do with building 
self-confidence. A man came to me for analysis not long ago. 
He had been earning a good salary, but conditions for which 
he was in no way responsible caused him to be let go. I asked 
him how much money he had, and he said, “Seventy-five 
dollars.” I told him to invest one-third of it in a new suit of 
clothes. He demurred on the ground that he “couldn’t afford 
it.” But I insisted and went with him to buy the clothes. 
Then I insisted on his going to the cobbler’s and having the 
heels of his shoes straightened up. Then I persuaded him to 
have his shoes shined and to get a clean shave and a haircut. 
I then sent him to see the president of a large corporation, 
who employed him at three thousand dollars a year.

If I had sent him to the interview with the president of 
that corporation without the new suit and the cleanup, he 
wouldn’t have gotten the position, in all probability, because 
he would not have had the proper self-confidence. Good 
clothes, clean linen, polished shoes, and a clean shave are 
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not luxuries—they are a necessity to the man who comes in 
contact with the business public.

These are just a few of the ways in which I know that 
people have made the first step toward acquiring self-
confidence. I have noticed that there is no self-confidence 
without ambition. They go hand in hand.

The Second Success Requisite

The second requisite for success is enthusiasm, that 
great dynamic force which puts self-confidence into action. 
Enthusiasm may be likened to the steam that runs the loco-
motive. The most powerful locomotive ever built might 
stand upon the side-track with coal in the bunker and the 
engineer in the cab, but if there is no steam, the wheels will 
not turn—there is no action.

It is exactly the same with the human machine. If there is 
no enthusiasm, there is little or no action. Lack of these quali-
ties—self-confidence and enthusiasm—stands between the 
great majority of men and success. This statement is no mere 
conjecture upon my part. I have proven it in thousands of 
cases. I am proving it in more than a hundred cases a week 
today. Enthusiasm is something that cannot be counterfeited. 
Only the real article will fill the bill. Enthusiasm usually comes 
automatically when you find the vocation into which you can 
pitch your whole heart and soul—the work you love best.

The Third Success Requisite

The third requisite for success is a definite working 
plan—the habit of working with a “chief aim” in life.

What I Learned from Analyzing Ten Thousand People 43

Greatest_Speeches_V5.indd   43 5/4/16   12:28 PM



From my work as a vocational director I have learned 
that most people have no such plan. Men who are work-
ing without a well-defined plan—without a predetermined 
objective—are going nowhere in particular, and most of 
them are getting nowhere. In my Personal Analysis Chart, 
which all whom I examine must fill out, is this question: 
“What is your chief aim in life?”

An actual tabulation of answers to this question shows 
that only one out of every fifty has any “chief aim.” But few 
have any sort of a real aim, “chief” or otherwise. Yet, nearly 
all whom I have analyzed expect to succeed. Just when, or 
how, or in what work, the majority of them do not under-
take to say.

A few weeks ago I stood and watched some men at work 
on a skyscraper. It was a massive building, towering far 
above the tops of the other buildings nearby. An elevator 
descended, took on a small steel beam, hoisted it into posi-
tion, and the workmen soon made it a permanent part of 
that great building.

Then this thought came to me: this building is only the 
sum total of brick, lumber, steel beams, and building mate-
rials, put together according to a definite plan! The same 
thought may be applied when we analyze men who are suc-
ceeding. The man who is holding a “big position” made 
that position for himself out of a number of smaller tasks 
well performed.

Nearly every man wants a “big position,” yet not one 
out of a hundred, even though he may be competent, knows 
how to get it. A “big position” is not something that we find 
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hanging on a bush ready to be plucked off through “pull” 
by the first person who comes along. It is the sum total of a 
number of smaller positions or tasks that we have efficiently 
filled—not necessarily with different firms, but, as often as 
otherwise, in the employment of one firm. A big position is 
built just as we build a big skyscraper—by first formulating a 
definite plan and then building according to that plan, step 
by step.

The possible exception to this rule is the man who gets 
into a “big position” through “pull.” There are exceptions 
to most rules, but the question to ask yourself is this: “Am I 
willing to go through life and take a chance on getting ahead 
on ‘pull’?” Look about you, and I daresay you will find that 
for every man who is succeeding by “pull,” you may find a 
hundred who are succeeding by “push”!

You will not achieve success 
without a definite goal with 
a definite plan to reach it.

There are varying degrees of success, just as there are 
different ideas as to what success is, but whether your idea 
of success is the accumulation of wealth or the rendering of 
some great service to mankind or both, you will not likely 
achieve it unless you have a “chief aim”—a definite goal with 
a definite plan mapped out for reaching it.

No architect ever started a building until he had first 
created a perfect picture of it in his mind and then carefully 
transferred the detail of the picture to a blueprint. And no 
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human being may hope to build a worthwhile success until 
he has planned the building and decided what it shall be.

I have found through my work as a vocational direc-
tor that only one out of a hundred has planned ahead and 
decided just what he will be doing a year in advance. Only 
one out of a thousand has planned ahead for five years, and 
I have yet to find the first person who has planned ahead for 
ten years!

Do you wonder, then, why ninety-five percent of the 
people of the world are working for the other five percent? 
Do you wonder why so many men and women go through 
life without accumulating anything for old age? Have you 
ever stopped to wonder why it is that a few men get ahead 
while the great mass are failures?

It will pay you to throw the spotlight on yourself and see 
how you measure up as to self-confidence, enthusiasm, and 
definite purpose or “chief aim” in life.

Selecting a Vocation

A very large proportion of the people whom I have ana-
lyzed are in positions that they hold, not by selection, but 
by chance. Even those who are following vocations that 
they deliberately chose, in the majority of cases, have not 
observed even the most elementary rules of self-analysis. 
They have never stopped to find out whether or not the 
work in which they are engaged is the work for which they 
are best fitted by nature and education.

For example, a young man whom I recently analyzed 
had prepared himself for the practice of law but had made 
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an utter failure of that profession. He failed, first, because 
he did not like the profession after he got into it; sec-
ondly, because he had absolutely no native ability for that 
profession. He was badly deformed physically and, as a con-
sequence, made a very poor impression before courts and 
juries. He lacked enthusiasm and that dynamic force which 
we call “personality,” without which he could not hope to 
succeed as a lawyer. Such a person might succeed to some 
extent as an advisory counsel or “office lawyer” but not as 
a trial lawyer, where a strong personality and the ability to 
speak with force and conviction count for so much.

The surprising part of this particular case was the fact 
that this man had never understood just why he did not suc-
ceed in the practice of law. It seemed simple enough to him 
after I had pointed out the negative qualities that I believed 
had stood between him and success. When I asked him how 
he came to take up law, he replied, “Well, I just had a hunch 
that I would like it!”

“I just had a hunch that I would like it!” Selecting your 
life’s work on a “hunch” is a dangerous thing. You wouldn’t 
purchase a racehorse on a “hunch”; you would want to see 
him perform on the track. You wouldn’t purchase a bird dog 
on a “hunch”; you would want to see him in action or know 
something of his pedigree. If you selected a bird dog in this 
haphazard way, you might find yourself trying to set birds 
with a bull pup!

A court reporter whom I analyzed said to me: “My fif-
teen years of experience have proven to me that a jury 
seldom tries the defendant, but instead, they try the lawyers 
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in the case. The lawyer who makes the best impression gen-
erally wins.” Everyone who is familiar with court actions 
knows that this is too often true. You can see, therefore, 
what an important part “personality” plays in the practice 
of law.

My experience as a vocational director has convinced 
me that a very large number of business failures are due to 
the fact that men select partners and enter business proj-
ects on “hunches.” Men who would become competent 
engineers enter the grocery business, and vice versa—men 
who probably would succeed in the grocery business go into 
engineering. The result in both cases usually is failure. 

Then another common mistake that men make is in 
selecting partners among their friends and those who are 
their exact counterparts in training, temperament, etc. A 
few years ago three young men organized a corporation and 
went into business. They had all been successful executives 
in the employ of a corporation engaged in the same business 
that they entered for themselves. They had the necessary 
capital, but they made one fatal mistake: they failed to 
take into the firm a competent sales manager. These young 
men were excellent financiers, all of them, but they needed 
something more than financiers. They needed “business”! 
An ideal organization could have been made up by selecting 
one financial man, one competent sales manager, and one 
experienced buyer. Then, in selecting their help, they would 
have profited by employing men who would have brought 
to the firm some ability that the members themselves did 
not possess. 
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Every firm ought to have men of opposite types, tem-
peraments, and abilities. One type should correspond to the 
balance wheel, while the other should represent the gen-
erator. The composite of these two types would make an 
ideal organization.

Mr. Carnegie says that his success is due largely to his 
ability to pick men. Mr. Frank A. Vanderlip and Mr. John 
D. Rockefeller say the same. If you will stop and analyze all 
successful men you know, you will probably find that they 
either possess all the requisites for success in the business 
in which they are engaged or they know how to select men 
who will supply what they lack—men who are their oppo-
sites in nearly every particular.

Probably fifty percent of those who call themselves 
salesmen are of poor personal appearance, have weak faces, 
and speak without force. A salesman conveys to his prospec-
tive buyer a positive or negative influence according to his 
own personality and manner of approach in presenting his 
case. A man who is badly deformed, or the man who suffers 
from impediment of speech or otherwise makes a negative 
appearance, had better not take up oral salesmanship. If he 
can hide behind the written page, he may succeed—but in 
person, never!

It is usually the minister’s personal appearance and the 
manner in which he delivers his message that wins his fol-
lowers. If you should read one of Billy Sunday’s sermons 
before having heard him, you would wonder how he was 
able to sway thousands as he does. Without his pleasing per-
sonality and his remarkable and characteristic manner of 
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delivery, his sermons would seem cold and undignified, if 
not actually repulsive.

The Fourth Success Requisite

The fourth success requisite is the habit of performing 
more service than you are actually paid for. It is the practice 
of the majority of men to perform no more service than they 
feel they are being paid to perform. Fully eighty percent of 
all whom I have analyzed were suffering on account of this 
great mistake.

You need have no fear of competition from the man who 
says, “I’m not paid to do that, therefore I’ll not do it.” He will 
never be a dangerous competitor for your job. But watch out 
for the fellow who does not let his pick hang in the air when 
the whistle blows or the man who stays at his desk or work 
bench until his work is finished—watch out that such a fel-
low does not “challenge you at the post and pass you at the 
grandstand,” as Andrew Carnegie said.

Before mentioning the fifth and last requisite for suc-
cess, I shall ask your indulgence while I digress for just a 
few moments. After I had commenced work on this article, 
I decided to have the five points which I am covering put 
to the acid test to see whether or not they would square up 
with the experience of other vocational directors. I took the 
manuscript to Dr. J. M. Fitzgerald of Chicago, who is prob-
ably the most able vocational director in the world.

Dr. Fitzgerald went over the manuscript with me word 
for word, and I have his permission to quote him as saying 
that he fully endorses the five chief points covered by this 
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article. He says that they square up with his own experience 
exactly. But before we went over the manuscript, I asked Dr. 
Fitzgerald to state the chief negative qualities that he had 
discovered to be standing as barriers between those whom 
he had analyzed and success. His reply was quick and con-
cise, as follows:

1. Lack of self-discernment: the lack of ability 
upon the part of most men to analyze them-
selves and find the work for which they are 
best prepared.

2. Lack of intensified concentration and the dis-
position not to put more into their work than 
they expect to get out of it.

3. Lack of moral self-control.

Dr. Fitzgerald has analyzed in person more than fifteen 
thousand men and women. Many of the largest corporations 
of the Midwest will not employ a man for any important 
position until he has been analyzed by Dr. Fitzgerald. He 
has taken men from the bookkeeper’s desk and enabled 
them to become successful executives. He has converted 
clerks into managers in much less time than is ordinarily 
required, merely by having started them in the right direc-
tion through accurate personal analysis.

I mention these details concerning Dr. Fitzgerald’s work 
because I want you to feel that my own experience, as stated 
in this article, is not mere conjecture on my part—that it 
is authentic and that it has the endorsement of the world’s 
greatest personal analyst. Bear in mind that the five chief 
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points covered by this article have been discovered, classi-
fied, and charted from the personal analysis of twenty-five 
thousand people, ten thousand of whom I have analyzed and 
fifteen thousand of whom were analyzed by Dr. Fitzgerald!

The Fifth Success Requisite

This brings me to the fifth and last success requisite 
which I have discovered through my work as a vocational 
director. I have mentioned it before and I shall mention 
it many times in the future because it is one of the most 
important of the five points covered in this article.

The last success requisite is concentration!

You might as well make up your mind right here and 
now that you must concentrate if you want to succeed in 
any undertaking.

You may have all the knowledge you need for success 
in any undertaking—you may be a walking encyclope-
dia of information, you may be well educated, you may be 
experienced—but if you do not direct these energies sys-
tematically, they will be of little real use to either you or 
the world.

We have a man here in the school who is a genius in 
many respects. He is a splendid carpenter. He is also one of 
best electricians I ever saw. He is a splendid plumber. As an 
engineer, few can equal him. He is an artist with a paint-
brush. He is a splendid decorator, and so on, ad infinitum, 
but the fact still remains that he is working for eighteen dol-
lars a week!
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If he devoted all of his time to electrical work, he could 
easily command thirty dollars a week or more. But, he 
insists on having a hand in everything that comes along. His 
power to concentrate is nil!

Learn to Concentrate

I need cite no further evidence that the power of concen-
tration is essential to success. You know that it is as well as I 
do. What you probably are most interested in is, “How may I 
learn to concentrate?”

I gave you a part of my own version of how to learn to 
concentrate in the story entitled “The Great Magic Key to 
Success.” Now I shall give you the more scientific explanation 
of concentration by one of the best-known psychologists in 
America, Dr. Warren Hilton, in the following words (Before 
you read what Dr. Hilton has to say, I want you to know that 
his explanations have the endorsement of such well-known 
men as the late Professor Hugo Münsterberg of Harvard Uni-
versity, Professor George Trumbull Ladd of Yale University, 
Professor Knight Dunlap of Johns Hopkins University, and 
many other noted psychologists and scientists. His explana-
tions are based upon physiological as well as psychological tests 
made in the laboratory of the Society of Applied Psychology):

Concentration, speaking generally, is defined 
as “the act of bringing together at one center or 
focus.” Mental concentration is therefore a focus-
ing of the mind upon one object or point.

There is nothing abnormal about the sort of 
concentration to which we refer. Your individual 
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character or personality is made up simply of the 
progressive results of your trained habits of concen-
tration of attention. Every conviction that you have 
on any subject, from religion to politics, is the out-
growth of the ways in which you have concentrated 
your attention.

Every conviction thus acquired is wrapped up and 
stowed away in some thought complex of the past. It 
is a part of your personality. It will resist, with all the 
might of its innate energy, the establishment in your 
mind of any contrary beliefs.

The admonitions of a mother may be so implanted 
in the mind of her boy that all the contrary leanings 
and impulses will be inhibited. No amount of argu-
ment will dispel the faith that religion has fixed in 
the mind of the true convert. Only the strongest 
evidence will overcome a man’s confidence in the 
character of an accused friend.

Life is made up of experiences. And the influence 
of every experience upon your conduct and character 
depends upon the degree of concentration of attention 
with which it is received.

And so every idea in memory has a tendency to 
direct the mind toward those things that are associ-
ated with it in time or place or otherwise, and the 
extent of its influence depends upon its vividness. 
Every soft inflection in the well-remembered voice 
of one you love has a tendency to concentrate the 
activities of your consciousness upon those things 
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that are associated with the object of your affections. 
Every advertisement, every shop-window display, 
every prospectus, every business man’s artifice, 
every salesman’s lure, depends for its effectiveness 
upon the extent of its concentrating influence, the 
extent to which it is able to bring about a concentra-
tion of attention in those to whom it is addressed.

The mere presence of an idea in consciousness is 
not concentration. If you suggest to one that a white 
mist floating across a meadow is a wraith, the idea 
will be momentarily active in his consciousness, and 
yet you may have simply succeeded in directing his 
ordinary attention to an abstract conception. But 
if he is a believer in spirits and comes away shaken 
with terror and convinced that he has actually seen 
a ghost, then there has been a concentration of his 
consciousness in a scientific sense.

Not every idea presented to consciousness consti-
tutes belief or results in action. In the first instance, 
the thought of the “ghost” was active in the man’s 
mind, but other conflicting ideas and impulses were 
simultaneously present denying its reality. In the 
second instance, however, his consciousness was 
given over wholly to the idea of a “ghost” that you 
presented to him. There were present no inhibitory 
ideas and impulses. He accepted the thought and 
believed in the reality of it, and, giving free rein to 
his impulses, he acted accordingly.

Concentration technically interpreted necessarily 
implies, then, belief in the idea that is the subject of 
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concentration. And this belief releases the impulses for 
appropriate muscular responses.

How, then, shall we define concentration? Simply 
thus: Concentration is such a focusing of conscious-
ness upon an idea that if complete it will overcome all 
conflicting ideas and will result in a belief that will 
control conduct.

When we say “complete,” we mean that the idea 
in question must hold undisputed sway in con-
sciousness. When this occurs, the idea will be so 
assimilated as to become incorporated as a part of 
the personality. You accept it as truth. You believe in 
it. This belief becomes an element of your personal-
ity. It is “your own.”

And so it comes about that efficient concentra-
tion necessarily results in belief coupled with such 
muscular activity as accords with or tends to bring 
about the realization of that belief. An overmaster-
ing conviction and an efficient will are therefore the 
immediate results of complete concentration.

Concentration will be of value to you in two ways:

1. It will give you a minute and specialized knowl-
edge of things and make you an expert in your line.

It is related of Agassiz that he used to lock a stu-
dent up in a room day after day with a turtle’s head 
and not release him until he had learned everything 
there was to know about it. Some achieved this 
happy result after months of lonely contemplation. 
Others never did succeed. The successful ones had 
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formed the habit of concentration. They deserved 
the title of “naturalist” for which Agassiz was fitting 
them. The unsuccessful ones were forever “blotted 
from the book of honor and life.”

Learn, then, to concentrate, for without it you can 
pretend to no real knowledge of anything. This is an 
age of specialists, and the essence of specialization is 
the acquiring of a minute knowledge of one thing.

Few people realize the immense part that the 
quality of thoroughness plays in the life of the suc-
cessful man. The man of millions has generally 
earned every dollar of his money by doing every-
thing he undertook just a little better than the next 
man.

The average man is superficial. His motto is “To 
seem, not to be.” He is willing to “let well enough 
alone,” and has a very modest conception of what 
“well enough” is. His competitor needs only a little 
of the leaven of thoroughness to outstrip him.

What you do today is but practice for what you 
are going to do tomorrow, and if you do whatever 
you undertake as if your life depended on the issue, 
your capabilities for greater things will grow in 
proportion.

The fact is that thoroughness is the distinguishing 
trait of the super-man. And the secret of thorough-
ness is mental concentration.

2. (And this point is much the more important 
of the two.) Concentration, whether you will or not, 
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will necessarily result in your driving ahead with all 
your energy in pursuit of a given end until your point 
is gained.

The stream of your consciousness is a living cur-
rent. It is a seething, swirling torrent of activity. 

Look within and see what is taking place at this 
moment. You find yourself making resemblances, 
noting distinctions, associating one thing with 
another, and selecting and attending to certain ideas, 
feelings, and impulses while ignoring a multitude of 
others.

This is the thing called consciousness. It is not an 
aimless current. It does not flow through the hills 
and valleys of life adapting itself to the contours of 
the physical environment. It is a stream that can, if 
need be, flow uphill. It is consciousness with a “will.” 
It is consciousness that labors to preserve you, to 
promote your free development, and to further your 
practical success.

Make a Practice

Make a practice of concentrating upon matters 
pertaining to a single interest, and you will become 
absorbed in it as an ideal. You will acquire a stan-
dard by which to appraise the value to you of the 
facts of your life.

Make a practice of concentrating upon a single 
interest, and you will acquire a constant and com-
pletely “possessing” and automatic inhibitory power. 
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You will without thinking refrain from many use-
less activities. You will refrain from indulgence in 
pleasures and recreations that would interfere with 
the accomplishment of your main purpose. You will 
refrain from wasteful expenditure of your emotions. 
You will save from a single hour of anger enough 
energy for a successful day.

Make a practice of concentrating upon a single 
interest, and you will acquire an ideal that will auto-
matically operate the levers of inner control.

You will acquire a mental machine operating 
economically, a well-oiled machine that will work 
automatically, without friction, without effort, 
almost without thought.

This does not mean that you will be left without the 
passions that kindle the fires of heroic achievement. 
Concentration in its highest sense means absorbing, 
passionate devotion to a cause. It means the state of 
mind of men whom St. Paul would describe as “fer-
vent”—literally “boiling in spirit.”

Absolute concentration means the massing of 
every atom of individual human energy upon a sin-
gle purpose. It is the acme of efficiency.

Commonly your emotions and desires scatter 
your energies and exhaust you to no purpose. 

Organize and concentrate these powers, and the 
only question remaining unanswered is “What goal 
shall I win?”
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Be a man of concentration, and you will be a 
man of purpose, with faith in the attainment of that 
purpose.

Be a man of concentration, and you will possess a 
mental co-ordination, harmony, and unity that will 
lift you above petty annoyances and free you from 
such impediments as moods and restlessness and 
discontent.

Concentrate upon a single purpose. Keep your 
ideals before you. You cannot then fail to focus all 
your activities upon the desired end. Only those mus-
cular impulses will find release in actions that are 
associated with the thought of your desire.

Concentrate upon a single purpose, and you will 
be possessed of an ideal by which to judge the oppor-
tunities of your life. You will shrewdly, naturally, and 
unhesitatingly select those that will contribute to 
your purpose. You will wisely choose certain plea-
sures and recreations and discard others. You will 
have an unerring gauge by which to distinguish lux-
uries from necessities.

Concentrate upon a single purpose, and, often 
when you least expect it, but surely, surely, the time 
will come when you will see and grasp your chance 
and strike in with a winning stroke.

This is the law of success. This is what Lincoln 
really meant, although it may not have occurred to 
him in just that form, when he said, “I will study and 
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prepare myself and then some day my chance will 
come.” 

Would you sway the minds of others? The same 
principle applies. The man you are to meet is a prob-
lem to be solved. Employ the method of Agassiz. 
Your man has tastes, tendencies, moods, habits, and 
interests that you must consider. He has animosities, 
determinations, prejudices, inertias, and resistances 
that must be taken into account. Like yourself, he is 
a living consciousness, a creature of impulses and 
inhibitions.

Do not try to batter through his inhibitions. Do 
not employ coercive methods.

Your task is to soothe him into indifference as to 
all things that tend to inhibit action along desired 
lines. Do not waste your time in trying to put out of 
his mind ideas hostile to your purpose.

His consciousness is a thing of incessant activity. 
It must be kept busy. The way to bar out undesirable 
thought is to fill his mind with other things. There-
fore, concentrate his attention upon you and your 
demands. This done, your cause is gained. You have 
won the day.

“Your ability to move things,” says Waldo P. War-
ren, “depends largely on where you take hold. I 
shall never forget the first time I saw the great Ferris 
wheel—that wonder of two world’s fairs. 

“What impressed me most was not its magni-
tude, but the fact that, in spite of its gigantic size, it 
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required only a comparatively small engine to run it. 
For unlike most wheels the power was not applied 
at the center, but at the circumference, thus utiliz-
ing the extraordinary leverage of one hundred and 
eighty feet. The same force, if exerted at the axle, 
would have been powerless to move the wheel a sin-
gle inch.

“The lever principle is not confined to mechani-
cal things—it is one of the great fundamental ideas 
which humanity has discovered.

“When the progress of your campaign is beset 
with obstacles, whether ignorance, prejudice, 
injustice, or delay, remember the lever principle. 
Somewhere there is a move that you can make that 
will set in motion a chain of events that will eventu-
ally move even the greatest obstacle. Don’t strain at 
the hub of the ponderous wheel—move a cog that fits 
into the rim.”

In influencing others, just as in mastering yourself, 
the true test of efficiency, the secret of success, lies in 
the ability to concentrate the attention.1

The Art of Concentration
“Ah, but how to concentrate!” you may say. “So far 

from being able to concentrate the attention of oth-
ers, I have never been able to do any concentrating 
of my own.”

Be patient, friend! You shall learn the art of con-
centration. There are methods and devices that, if 
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faithfully employed, put this power within reach of 
everyone. But first you must realize the wide reach 
of this mighty weapon. You must know something of 
the processes and principles underlying its scientific 
use.

We want you to approach these great truths in a 
spirit of reverence and awe; this not alone because of 
their intrinsic worth, but also because of their influ-
ence in molding the history of men. For the world 
owes all that is great in religion, in war, in art, in 
science, in all noble endeavor, to concentration, the 
concentration of divine talents with unswerving faith 
upon a lofty purpose.

It was concentration that made Alexander master 
of the world, sighing for more worlds to conquer. It 
was concentration that made Confucius devote his 
life through incalculable suffering to great teach-
ings, and made Socrates prefer the cup of hemlock 
to the repudiation of his principles. It created 
Zoroaster, farther back then memory. It created 
Mohammed, the prophet of Arabia. And with its 
unwavering light came the founder of Christianity, 
the Nazarene.

Here in America, it was concentration that gave us 
Washington, that inspired Lincoln. It was concentra-
tion that built the first steamboat, that invented the 
cotton gin, that discovered the secret of telegraphy, 
that made Edison the “wizard of electricity.” It was 
concentration that lifted Rockefeller and Morgan to 
the pinnacles of opulent power. It was concentration, 
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nationwide and based upon an enduring faith, that 
preserved our national integrity through the scour-
ing fire of internecine strife.

Concentration lifted Rockefeller 
and Morgan to the pinnacles 

of opulent power.

In none of these instances was there any deliberate 
concentration of mental forces. The vast and over-
powering desire was in each case brought about by 
other influences than the action of the individual 
will.

Yet the study and practice of deliberate concen-
tration, of voluntary concentration, of concentration 
as an art is no new thing. In various guises it has 
appeared upon the stage of history among all races 
and nations and in all times since the world was 
young.

The practice of concentration as an art has here-
tofore always been shrouded in occultism and 
mystery. This is because its devotees have had 
merely an empirical knowledge of the subject. They 
have observed what could be accomplished by con-
centrative devices and methods, but they have had 
no comprehension of the reason for the results they 
observed. Standing back in astonishment at the won-
ders they were able to work, and unable to explain 
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these occurrences in any rational way, they ascribed 
the results to miraculous or supernatural agencies.

In all ages and in all climes, man has bowed before 
an Intelligent Power capable of producing or healing 
diseases in the human body and capable of bestow-
ing or withholding peace and plenty. The character 
of this unseen and intangible Force has varied with 
different races of men and different periods of their 
history. But always and everywhere we find the star-
tling fact that all the peoples of the earth, civilized 
and uncivilized, have used, and still do use, generi-
cally, the same methods of appealing to this invisible 
Power.

The Chaldean seer gazed into the eye of a glit-
tering gem until a trance ensued in which he could 
divine the purposes of the Mighty. So did the Egyp-
tian priest, the Persian magi, and the Hindu fakir, 
all of whom still bring themselves to a trancelike 
state of fixation of gaze. That strange sect of early 
Christians known as Taskodrugites accomplished 
the same results during prayer by looking fixedly at 
the forefinger held close before the face and point-
ing at the nose. The monks of the Greek Church in 
the convent of Mount Athos sought freedom from 
the distractions of a noisy world and entered into 
communion with the Holy Spirit by gazing steadily 
at their umbilicus. The fetish worshiper fixes his 
fascinated eye upon a stick or stone in which dwells 
for him all power and beneficence. The Annamite 
gazes with wondering trust at two burning sticks 
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fastened behind the left ear of the magician who 
slowly and impressively revolves upon his heel.

Charms and idolatrous ceremonies, occult “mys-
teries” and religious practices, witches’ incantations 
and priestly sacrifices, hideous noises and diabolical 
makeup of the “medicine man” and “voodoo doctor,” 
all are but ways and means devised by men to thwart 
the efforts of evil spirits and conciliate the good.

And all have two elements in common. First, 
they serve to grip the interest of the faithful one. Sec-
ond, having focused his attention, they then direct it 
toward belief in the realization of a hope; they play 
it like a calcium light upon the consummation so 
devoutly wished.

All are but different devices for bringing about 
that mental concentration which we have defined 
as the overmastering focusing of consciousness 
upon the belief in an idea.

Concentration is the over-
mastering focusing of 

consciousness upon the 
belief in an idea.

The prayer of pious persons, the “yoga” of the 
Hindu, the “silence” of the disciple of “New 
Thought,” the meditation of the philosopher, all 
find their elements of efficacious truth in this basic 
principle. From the routine telling of beads of 
orthodox Christians to the “disembodied” soul of 
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the Hindu “adept,” all are but manifestations and 
degrees of mental concentration.

Consider the occultism of the Hindu now in such 
vogue. “Yoga,” literally translated, means “concen-
tration.” It is used symbolically by the Hindu mystic 
to signify concentration or union with a Supreme 
Being. According to the fourth chapter of the Bhaga-
vad Gita, many “adepts,” in order to be entirely freed 
from the distraction of bodily sensations, even “sac-
rifice the sense of hearing and the other senses in the 
fires of restraint.” Others, “by abstaining from food, 
sacrifice life in their life.”

There is no difference in principle between 
these practices and the self-flagellations of the early 
monks, the Master’s forty-day fast in the wilderness, 
and the asceticism of Simeon Stylites, who passed 
his life on top of a pillar. All these procedures must 
be looked upon as devices intended to facilitate men-
tal concentration.

Think, now, of the advantage that you possess over 
other exponents of the art of concentration. You have 
learned the exact truth in regard to mental opera-
tions and processes. You have taken a vast amount 
of pains in doing so. But now that it comes time for 
you to apply these principles by devising easy ways 
for practicing concentration with a view to attaining 
specific results, you do not have to go groping about 
in the darkness of occultism and mystery.

You know the elements with which you have to deal.
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You know them as realities, as demonstrable 
truths of modern science.

And when you come to make use of these devices, 
you will not question their efficacy. You will have no 
doubts as to your success. You will be inspired with 
the faith that is born of knowledge, as distinguished 
from the faith that is artificially created by mystic 
formulas and priestly authority.

The faith that knows was the faith of the Son of 
God. Jesus knew the power of the human spirit. He 
knew how to heal the sick, how to feed the multitude 
with but a single loaf, how to confer the peace “that 
passeth understanding.” This was the secret of his 
perfect power.

Yet even Jesus required certain conditions for 
the “demonstration” of his powers. Even Jesus was 
unable to perform miracles among the people of 
Nazareth because of their “unbelief.” And it was 
Jesus who, when he had healed a certain sick man, 
uttered these words of deep scientific significance—
“Thy faith hath made thee whole.”

Faith, belief in the attainment of a desired end, is 
as essential to success scientifically sought as sought 
in any other way, because, as you have seen, it sets in 
motion actual forces.

But scientific method possesses four exclusive 
advantages. First, the faith it demands is a faith that 
all may acquire, because it is a faith that reasoning 
will create, not destroy; second, it is a faith that is 
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perfect, because based on judgment; third, it is a faith 
that is lasting because truth is immutable; fourth, it 
is a faith that you may deliberately and scientifically 
acquire, because you now know that faith in a given 
idea means nothing more nor less than the dominance 
of that idea in consciousness.

So, then, you can achieve nothing without faith—
faith in the ideals on which your attention dwells.

And through faith and ideals, and your consecra-
tion of them, and your concentration upon them, lies 
the way for you to acquire inner control, to escape 
wasteful moods and emotions, to master your ener-
gies, to become efficient in the highest sense and to 
the last degree.2

You now have Dr. Hilton’s version of concentration. I 
have found his explanations practical and entirely in har-
mony with my own discoveries.

How to Select Your Life’s Work

Vocational guidance has not yet become a universally 
accepted science, but this does not preclude a person from 
using common sense in selecting a vocation. The trouble 
is, too many people act on a “hunch.” If you are engaged 
in work in which you are not succeeding, take inven-
tory of yourself and see if you cannot locate the trouble. 
The chances are that you can. Just apply common sense in 
selecting your life’s work. You may not be able to analyze 
yourself as well as a man who has had many years of expe-
rience; therefore, if you have any doubts, place yourself in 
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the hands of someone who is experienced in analyzing men. 
He will undoubtedly see your weak spots more quickly than 
you could. Few of us can be our own best critics because we 
are inclined to overlook our weaknesses or place too little 
importance on them.

There are but few, if any, ironclad rules to follow in the 
selection of a vocation that would apply in every case. Prob-
ably these come as near as being applicable in all cases as 
is possible. Be sure you love the vocation you adopt! Be sure 
you are enthusiastic about it and that you intend to stick with 
it! Be sure you are prepared, educationally, for the work you 
select! Be sure the vocation is one in which you render a service 
that is beneficial to humanity! Be sure the work is permanent! 
Be sure that it is work that will not impair your health!

How to Get What You Want

We come to the last, and probably the most important, 
subject of all—namely, “How to Get What You Want.” It is 
through the discussion of this subject that I shall try to show 
you how to make application of the principles covered up to 
this point. Selecting the right vocation would mean noth-
ing to you unless you knew how to develop that vocation 
through the proper use of the principles herein set out and 
explained. I am writing at length on this subject because the 
research that I have done in my work as a personal analyst 
has shown me how sadly lacking the average person is in 
the knowledge concerning the principles that I shall men-
tion. Without a fair understanding of these principles, what 
I have written up to this point would be practically useless.
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The most stupendous problem confronting the human 
race today is the question “How can I get what I want?”

In the business office, on the streetcars, in the home, 
in the city, and on the farm, in America and all over the 
world, wherever men and women congregate, the conver-
sation drifts to this great subject. Probably the most vitally 
important knowledge that I have gained from my research 
as an analyst is this law of nature of which I shall write 
and through the application of which you can get whatever 
you want.

Obviously there are more ways than one to get what we 
want, but it is just as obvious to the well-balanced, thinking 
person that there is only one correct way, and my purpose 
is to point out this correct way in the simplest words at 
my command.

Who am I that I should set myself up as an authority on 
such a momentous question?

I answer that I am only one of the many thousands who 
have discovered this principle of which I am writing by 
first having tried out its opposite in the crucible of life and 
finding it wanting. I am only one of the thousands who 
have wrested this secret from the great mass of human 
effort that we call “experience,” most of which was for 
many years misdirected and out of harmony with the pur-
pose of life.

I am only relating that which thousands of others have 
learned at a most appalling cost, in heartaches and disap-
pointments—relating it with the hope that your pathway 
in seeking that which you want may be a little smoother, 

What I Learned from Analyzing Ten Thousand People 71

Greatest_Speeches_V5.indd   71 5/4/16   12:28 PM



a little more pleasant, as a result of what I have written in 
my humble way.

I am positive that the principle—nay, let me call it the 
law of nature—with which I shall acquaint you is scientifi-
cally correct and that it offers the only desirable route to 
that which you want.

The reason I am so sure of this is the fact that for more 
than fifteen years I exerted every effort at my command 
to deny this principle and to reach my desired goal with-
out making use of it.

So this is why I have presumed to present my view-
point. In presenting it, I am doing it neither for profit nor 
for the purpose of trying to entertain you. I am presenting 
it for your use for the sole reason that I am only happy and 
successful in proportion to the extent that I help others 
become happy and successful.

In calling your attention to this simple law, let me has-
ten to explain that I lay no claim to its original discovery.

This law is as available to one person as it is to another, 
and furthermore, it has been available to us all ever since 
the world began. I make this explanation so you will not 
accuse me, in the silence of your heart, of the unpardonable 
act of trying to clothe a great law of nature in occultism, 
or of an attempt to present this principle as a “manmade” 
product.

Electricity has given the world a problem to contend 
with for ages. It was and still is a force—an energy of which 
we know comparatively little. At one stage of the world’s 
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evolution we shrank away from the lightning in the clouds 
and believed it was sort of evidence of God’s wrath toward 
ignorant humanity.

But Franklin was no skeptic! Neither was he a fanatic, 
and being open-minded, a thinker and a student of nature, 
he sent up his kite with a key tied to it and thus got into 
communication with that energy that most other people of 
his time didn’t understand and were afraid of.

Then came Edison, and by discovering some of nature’s 
laws and adapting himself to them he harnessed electricity 
and made it light our houses, turn our machinery, and pull 
our trains. Edison didn’t invent electricity—he merely dis-
covered how to make use of a law which anyone before him 
could have made use of had he adapted himself to it.

And so it is with this law of nature, through the opera-
tion of which you can get that which you want.

In explaining this law, I shall show you how to get what 
you want through its use, but there is one thing I cannot tell 
you—and that is what to want!

Now as to this great principle, let me quote the follow-
ing from one of the world’s leading authorities, a man who 
probably discovered the principle just as I did—by and 
through an exhaustive research in life’s laboratory:

There is a thinking stuff from which all things are 
made and which, in its original state, permeates, 
penetrates, and fills the interspaces of the universe.

A thought, in this substance, produces the thing 
that is imaged by the thought.
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Man can form things in his thought, and, by 
impressing his thought upon formless substance, 
can cause the thing he thinks about to be created.

In order to do this…he must form a clear mental 
picture of the things he wants, and do, with faith 
and purpose, all that can be done each day, doing 
each separate thing in an efficient manner.3

“As a man thinketh in his heart, so is he.”

The words quoted above state the entire principle about 
which I am writing. Or, stated in another familiar quotation 
in the words of the world’s greatest psychologist:

“Whatsoever ye soweth, that shall ye also reap.”

If there is the slightest doubt in your mind that some-
thing must first be created in your mind before it can be 
created elsewhere, I implore you to dismiss that thought 
before you are caught and permanently held in that great 
maelstrom of skepticism, doubt, and lack of faith in the sim-
ple laws of nature, which have enmeshed so many human 
beings who fail to get what they want.

I say that to those who “fail to get what they want,” but 
upon reflection, I seriously doubt that such a thing is pos-
sible as one failing to get what one really wants!

Right here is a fine line to be drawn and kept in mind; 
namely, there is a great deal of difference between merely 
wishing for a thing and wanting it with all your heart and 
soul, wanting it so much that you make up your mind that 
you are going to get it, no matter what effort may be neces-
sary, and then proceed to get it!
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You will get what you think 
about most intensely.

Right here is the danger point—the place where the 
average person loses contact with and understanding of 
this great law. The truth of the matter is that you are either 
consciously or unconsciously getting that which you think 
about most intensely. That is something you will do well 
to remember!

I consider this point so important that I feel it my duty 
to digress from my subject for just a moment while I explain 
that you are reading, not the words that have fallen from 
the pencil of a religious fanatic, but the words of a fairly 
well-balanced businessman—a man who has tasted rather 
liberally of both poverty and riches, a man who has prob-
ably gone through just such experiences as you yourself 
have faced!

I make this explanation for the reason that fifteen of 
my twenty years of business experience were failures, not 
because I couldn’t avail myself of the information that I am 
passing on to you, but because I looked upon all attempts to 
expound this principle as emanating from impractical, dis-
torted, and more or less unbalanced minds.

I now know better! And the pity of it all is that I have lost 
fifteen years—probably one-fifth of my entire allotment on 
this earth—before discovering my mistake.

I say to you without qualifications that you will be 
forced to accept the truth of this simple law before you can 
expediently attain any desirable position in life; therefore, 
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I trust that I can help you extricate yourself from the mass 
of entangling thoughts that may now be holding you away 
from the desirable things of life.

This message, then, is just a simple message from a plain 
businessman who has “found himself” and who not only 
knows that he has found himself, but who knows exactly 
how he found himself and desires to point out the way 
to you.

Now before we proceed with the subject, let’s again state 
this principle or law in nature in plain, concrete words that 
cannot be misunderstood:

Everything that we create in physical form must first 
be created in thought! Thoughts that we concentrate our 
minds upon will, in time, reproduce themselves in physi-
cal form. We grow to resemble the thoughts which we dwell 
upon most.

That is the principle, stated in the simplest words at my 
command. Now let us apply the principle and see how it 
worked out in at least one authentic, concrete case, when it 
was consciously made use of. (We are always making use of 
this principle, but most of the time we use it unconsciously 
and through its operations defeat our own purpose.)

The value to you of this principle will depend largely 
upon whether you learn to use it consciously, in an orga-
nized way, or unconsciously, without understanding it.

Remember, the only thing lightning ever did before it 
was harnessed was to frighten people, and now and then, 
kill someone.
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It is the same with the principles of which I am writ-
ing—they may act as a boomerang to destroy you unless 
you harness them and apply them consciously and in an 
organized manner.

The concrete example that I shall make use of is this 
(and I use it because I know it to be authentic):

For nearly a score of years a very close personal friend of 
mine wanted to accumulate money, a desire that I presume 
you also have had at times.

I say he “wanted” money, but in reality I believe he 
merely “wished” for it, because he gave but little thought as 
to what he would give in return or as to just how he would 
proceed in getting money. He was trying to reap a har-
vest of money without sowing a crop of useful service to 
humanity; therefore, he was out of harmony with nature’s 
law—“Whatsoever ye soweth, that shall ye also reap.”

At about the end of the eighteenth of those twenty years 
he came to an understanding of this principle, and during 
the last two of the twenty years he has created not only part 
of the money he desired, but he has discovered the great-
est of all discoveries—namely, how to be happy! He wanted 
to get money so he might be happy and help to make oth-
ers happy, but his thoughts were centered on the effect; and 
he thereby overlooked the cause through which to create 
that effect.

During those eighteen years he devoted most of his time 
to thinking and creating means through which to get pos-
session of what others had already created, and instead of 
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succeeding, his thoughts came back like a boomerang and 
defeated his purpose!

Why? Because he had been concentrating his entire 
mind on defeating others, and in doing so he created defeat, 
but for himself.

“As a man thinketh in his heart, so is he.”

He thought of defeat and was defeated! He made the 
wrong use of auto-suggestion because he didn’t understand 
it.

Auto-suggestion is a wonderful power that you are using 
either consciously or unconsciously in getting what you 
want, but I warn you that it is a power that may bring about 
your downfall if you make the wrong use of it.

I said I would tell you how to get what you want, but the 
responsibility of deciding what you want must rest upon 
your shoulders. Proceed in this way: when you have made 
your decision, create a clear outline of the thing you have 
decided to do or the person you have decided to be, write out a 
description of it, and memorize this description.

After you have memorized it, you must make use of the 
power of auto-suggestion and affirm to yourself and to oth-
ers, if you choose, that you are going to create or acquire the 
thing you have decided upon. Make this affirmation at least 
a dozen times a day, preferably by stating in forceful words 
addressed, if necessary, to an imaginary person.

Now, let me caution you again to be very careful to 
see that you do not make the mistake of choosing to cre-
ate or acquire that which you will not desire after you get 
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it. This principle does not discriminate. It brings you what 
you order!

For many years I desired to become a successful writer!

A writer on what subject?

Oh, any old subject—it made no difference so long as I 
could see my name in print as an author.

It hadn’t occurred to me until recent years that writing 
is but the outward expression of inward feelings, and that 
before anything worth reading can come out, something 
worth reading must “go in” and be recast from the crucible 
of the human heart.

You will attract what you 
create in your thoughts.

I make this unqualified statement: that you can attract 
to you—nay, that you will attract to you—the very things, or 
the very station in life, that you create in your thoughts.

Choose wisely, then, the material that goes into those 
thoughts. Go a step further and organize your thoughts by 
drawing a very clear and definite mental picture of the thing 
you wish to acquire or of the person you wish to be, and 
then concentrate on that picture until you transform it into 
a physical reality. You now understand the principle of con-
centration; therefore, make use of it!

Just in proportion to the extent that your mental picture 
is clear and complete will your material realization of it be 
clear and complete.
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Remember, then, that to merely wish for a thing now 
and then is neither clear nor complete. Go a step further, 
and through the power of strong desire paint a picture of 
what you want that is so definite and clear that none—par-
ticularly yourself—can mistake it.

This principle applies to the accumulation of every 
material thing on earth and to the creation of every state of 
mind. Through its use we can be happy or unhappy, pros-
perous or poor, just as we choose.

Every principle that I have herein recommended has 
been tried out and proven practical and scientifically cor-
rect. Through the students of the George Washington 
Institute I have seen these principles work remarkable 
results, in some cases almost instantly. In fact, the principles 
which I have herein mentioned form the very warp and 
woof of what we term the “idealistic” portion of the course 
in “Advertising and Salesmanship” taught by the Institute—
that is, that portion of the course through which we develop 
in the student a magnetic and pleasing personality, with-
out which a mastery of the mere technique or mechanics of 
advertising would be almost useless.

It is no secret among those who are familiar with the 
policy under which the George Washington Institute is con-
ducted that its worldwide popularity is due entirely to the fact 
that it has applied from the beginning the principle herein 
mentioned. There really is no mystery in the fact that within 
the short period of one year, the George Washington Insti-
tute, through the application of these principles, and without 
a dollar in capital to start with, created a business that has 
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almost encircled the earth—a business that has accomplished 
more in a year than any other correspondence school ever 
accomplished in five years during the “beginning” stage.

This is not a “boast” for the George Washington Insti-
tute—the institute doesn’t need it—but merely another 
concrete proof that these principles are commercially sound!

A few years ago I tried in vain to get one of the largest 
correspondence schools in Chicago to teach at least one of 
these vitally fundamental principles, but its owners declined 
my offer with the statement that these principles were “too 
idealistic for our use.” This school evidently believed that a 
part of my plans was not “too idealistic,” however, for it stole 
bodily my idea.

I mention this incident, not in a spirit of vindictiveness, 
but only for the purpose of making the point that the wrong 
application of a correct principle will not succeed, neither 
will it prove that principle to be impractical or incorrect, 
and also to make the point that success cannot be attained 
by merely applying a part of one or more of these principles.

No, I feel no animosity toward the owners of the school 
because they tried to steal my plans. To do so would be the 
equivalent of permitting these misguided gentlemen to pull 
me down to their level, and in that event I would be directly 
violating one of the most important of the principles I 
have mentioned.

If a man steals your idea, let him alone with it, for he will 
soon hang himself with it. Spend no time hating such a man 
because you are damaging yourself and not him.
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If a man steals your idea, let 
him alone with it, for he will 

soon hang himself with it.

Remember that your thoughts are building your “per-
sonality”; therefore, be careful as to what sort of thoughts go 
into that building.

The last thought that I shall leave with you is this: the 
degree of the “bigness” or “littleness” to which a person 
has risen may be very accurately determined by ascertain-
ing the extent to which that person can forgive and forget the 
wrongs which have been heaped upon him.

Show me a person who has enough self-control to 
refrain from joining the chorus when he hears someone who 
has done him injustice being “picked to pieces” by his gos-
siping neighbors, and there I will show you a person who 
has made at least the first step toward greatness.

Forbear and forgive—forget forever—if you would be 
considerate of your own welfare and happiness.

Remember the words of the world’s greatest philoso-
pher: “If any among ye is without sin let him cast the 
first stone.”

An attractive and magnetic personality is essential for 
success in any worthwhile undertaking. If the principles 
that I have mentioned are correct, a person can be neither 
attractive nor magnetic as long as he harbors hatred in 
his heart.
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