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Foreword


Don M. Green, Executive Director of Napoleon Hill Foundation


Napoleon Hill was born in 1883 in the mountains of Southwest Virginia in a two-room cabin in an area that was noted for three things—feuds, moonshine, and ignorant people. In an unpublished autobiography, Hill reflecting on his childhood said, “For three generations my people had been born, lived, struggled in ignorance and poverty, and died without having been outside the mountains of that section.” Hill often mentioned those early years of his life in his articles, speeches, and books.


Being born in a remote area with very few opportunities for success, Napoleon had experienced the tragedy of losing his mother when he was only 9 years old. Within one year after the loss of his mother, Napoleon’s father remarried and Hill’s stepmother quickly took a liking to him and saw his potential. Napoleon’s stepmother was educated—the daughter of a doctor and the widow of a school principal. She encouraged Napoleon to write and while still a teenager, he was turning out simple news items.


Napoleon finished a local two-year high school and made the decision to attend a business school. His desire was to become a male secretary (what we would now refer to as an administrative assistant). Upon completion of the business school, Hill wrote General Rufus Ayres for a job—probably because of Ayres’ wealth. Ayres, a lawyer by profession was a true entrepreneur, having his own banking business, coal business, and lumber business. Hill went to work for Ayres and his new passion was to become a lawyer.


Napoleon convinced his brother, Vivian, to apply to Georgetown Law School. Hill, an eternal optimist, told Vivian that he would support both of them and he got a job writing for a magazine owned by Bob Taylor, former governor of Tennessee and a United States senator. Writing success stories compiled from Hill’s earlier interviews would define his life’s work.


One of Napoleon Hill’s first interviews was with Andrew Carnegie. Andrew Carnegie was an interesting study in success principles. He came to the United States as a 12-year-old and with very little education. Carnegie had advanced quickly and by the age of 35, he was one of the country’s empire builders. Combining various steel makers into a conglomerate in the form of U.S. Steel, Carnegie amassed a fortune.


Hill was excited listening to Carnegie talk on the “Principles of Achievement.” Carnegie saw his humble origins as an inspiration to overcome all obstacles and attain worthy goals. He explained to Hill that the starting point for success was definiteness of purpose.


Carnegie challenged Hill to complete an assignment of the study of great leaders, compile the information, compose it, and make it available to others as a tool to help them. Hill accepted his challenge and while Carnegie furnished no salary, he did a more important deed of providing Hill contacts with America’s greatest men.


Napoleon Hill’s Magazine and the Golden Rule Magazine articles give a glimpse of Hill’s future books. When Hill’s first book, Law of Success, was published in 1928, it was a great success—paying the author up to $3,000 per month, which was a lot of money nearly 100 years ago.


In 1937, Hill was to complete the book Think and Grow Rich which continues to sell hundreds of thousands of copies each year worldwide. Think and Grow Rich has a following of devout individuals who realize its philosophy-of-success message is as relevant today as when it was first written. The book was so well received that it was published three times its first year and sold at $2.50 a copy—this, despite the fact the country was in the middle of the Great Depression. This was before mass media and marketing that is available today.


Hill continued to communicate success principles via radio programs in the 1940s at Warner Brothers Studio in Hollywood and later at WGN TV in Chicago. He continued leading seminars, giving lectures, and making personal appearances, and, finally, he founded the non-profit Napoleon Hill Foundation to spread the principles of success throughout the world. Though Napoleon Hill died in 1970 at the age of 87, his writings are more popular than ever.


Let Hill’s book, enhanced by annotations, tips, and additional content from the business experts at Entrepreneur, give you a greater understanding of the length and breadth of Hill’s work. Whether you are a student of books like Law of Success, Think and Grow Rich, or his other bestsellers, or this is your first book of Napoleon Hill, you will gain insight that will be invaluable.
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Introduction


By the Editors of Entrepreneur


When Napoleon Hill began writing about success, he might not have realized the impact his work would have on future generations of writers, thinkers, and the business world. Those initial interviews and subsequent articles and essays are the basis for much of what we read about the topic of success today, and for good reason. They are evergreen concepts that age well. Pick up any book about success and you’ll see reverberations of Hill’s writings on habits, success, negotiation, and treating colleagues with respect. Hill’s foundational knowledge of what success can look like remains strong today.


No matter how you define it, we all seek success in one form or another. And the journey to find it can be long and often daunting. We hope for quick solutions; we don’t often find them. We set our goals; often, too high. We depend on others to lay out a path toward success for us; but it’s not on them to do so. Ultimately, we find that the true key to success lies within.


Napoleon Hill knew this. He knew that success was entirely dependent on one singular element: you. How you navigate the world and how you treat others is the basis for your own success both in business and in life.


HOW TO USE THIS BOOK


The selections in this book from Napoleon Hill’s timeless first writings run the gamut from inspirational to practical. As you read, keep in mind that each essay is a product of its time and place. As such, some language usage and sentence construction may seem unfamiliar to you. We have opted to retain as much of the original tone and voice of the author as possible, providing some updates for modern sensibilities, including headings to help you navigate the content. Our editors have also included some brief editorial comments as needed, which are denoted in brackets.


Each selection includes tips for the reader from our editors, and an “Entrepreneur Action Item” section to help you apply the lesson from each of Hill’s original essays to your own life and experience in a practical, actionable way. At the end of the book, you’ll find a brief reader’s guide packed with thought-provoking questions that you can use in your reading group, class, or even for yourself to keep the conversation on success going.


HARNESS THE POWER OF YOU


Hill famously said, “All the breaks you need in life wait within your imagination … Imagination is the workshop of your mind, capable of turning mind energy into accomplishments and wealth.” So, what are you waiting for? Use your imagination to broaden your own idea of success. Think about what YOU want your life to look like. Do you want to grow in your position at work as a solopreneur? Perhaps you want to forge a path outside the confines of your office and break out on your own as an entrepreneur. Maybe you want to create a passive income that will allow you to focus more on family and fun. Or, perhaps you want to focus on non-work-related success: quality time with your family, honoring your interests and passions, or even having more time to volunteer and change your corner of the world. Success can look any way you want it to—all it takes is your imagination and the drive to make it happen. Let’s get started!
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CHAPTER ONE


What You Need to Know


The first thing you need to know is how to make sense of the opening passage of Napoleon Hill’s first story, “The End of the Rainbow.” Hill introduces this article with a statement that would have been completely understood by his loyal readers at the time, but will leave modern readers scratching their heads.


Hill begins with the somewhat grandiose announcement that this story is going to be a retelling of the dramatic turning points in the previous 12 years of his life. Then, in the very next sentence, he says that he isn’t going to tell everything because he has been warned by his friends to leave out the final part of the story. What is he talking about?


The answer is that he’s talking about a scandal that took place a year earlier, and to appreciate why this is important to him, you must first know that Napoleon Hill’s Magazine in which this article appeared, was not Hill’s first magazine. It was his second, and the scandal that is so cryptically referred to involves his ouster as publisher of the first one.


The first magazine was called Hill’s Golden Rule and it was born in Napoleon Hill’s mind on Armistice Day, November 11, 1918. The end of the World War so inspired Hill that he vowed that day to create a new magazine to promote the philosophy of the Golden Rule in personal achievement and business success. He found a printer who shared his vision, and they published the first edition in January 1919. It was an instant success.


To Hill, it seemed that this magazine was the fulfillment of everything he had dreamed of and worked for. It gave him a national platform for the secrets of success he had learned from his years of researching the most successful people in America, and it allowed him to teach the lessons he had learned from his own business triumphs and failures. Hill’s Golden Rule was in every way an extension of him, his talent, his philosophy, and his passion.


Then in the late summer of 1920, Napoleon Hill discovered that his partner had gone behind his back and tried to seize control of the magazine. At first, the partner offered to pay Hill if he would sign an agreement promising to get out of publishing. Hill refused. But when the October issue came out, he saw that his name had been removed from the masthead.


He was devastated for about a month—then he got mad. Then he got even.


Within two months, Hill moved from Chicago to New York City and raised enough money to launch a new publication, Napoleon Hill’s Magazine. The first issue hit the stands in April, and by the time “The End of the Rainbow” article appeared in the September issue, it was clear that he had accomplished the almost unheard-of feat of launching a magazine that would be profitable in its first year.


The publication of this article marked the one-year anniversary of Napoleon Hill being removed from Hill’s Golden Rule, which explains why Hill was being so cryptic when he wrote the opening passage to “The End of the Rainbow.”


Chapter 3, “A Personal Inventory,” is reprinted from the December 1919 issue of Hill’s Golden Rule. In the story, you will see a familiar word spelled in an unfamiliar way: kultur. At the time Hill wrote this story, it had been barely a year since the end of the World War, and kultur was a term that appeared often in newspaper stories during the war with Germany. To the German elite, kultur meant their sense of national pride and belief in Germany’s natural superiority over other people and nations, and well as a belief in the subordination of the individual for the good of the state.


In that same paragraph, there is another reference that may elude some readers. Hill refers to standing at the graveside of John Barleycorn. John Barleycorn was a common term for whiskey and other alcoholic drinks and by “laying him away,” Hill is referring to the ratification earlier that year of the 18th Amendment and the Volstead Act which would establish prohibition in the U.S. commencing the next month on January 16, 1920.


In Chapter 4, “When a Man Loves His Work” is reprinted from the October 1921 issue of Napoleon Hill’s Magazine. In it, Hill predicts that President Harding would send in U.S. troops to settle the West Virginia mine wars. Hill’s prediction was right. Harding did send in army troops, including an air squadron led by war hero Billy Mitchell. This confrontation was the culmination of a conflict that had gone on since the turn of the century between labor organizers and the mine owners who refused to allow their mines to become unionized. The ensuing conflict, known as the Battle of Blair Mountain, lasted about 5 days, and in the end those strikers who surrendered were sent home, while a number of the strike leaders were tried and jailed.


Although Blair Mountain did not end the labor problems that plagued the coalfields of West Virginia, the actions of President Harding brought things to a head and forced the owners and miners to seek less-volatile ways to resolve their differences.


In Chapter 5, “Initiative,” reprinted from the August 1921 Napoleon Hill’s Magazine, Hill makes reference to having taken a try at Thomas Edison’s test questions. What he’s referring to is a questionnaire created by Edison as a test for anyone who wanted to apply for a job as a manager of his company.


When The New York Times ran a story about the test, it became the talk of the town and everybody, including Napoleon Hill, was trying it out to see how well it would do. There were 150 questions covering everything from math and science to current events and personal habits. Applicants were given two hours to answer the questions, and most got a failing grade—including Edison’s son Theodore, who was an MIT graduate in physics.


In Chapter 6, “Permanent Success,” reprinted from the April 1921 Napoleon Hill’s Magazine, Hill writes about Abraham Lincoln’s humble birth and the hardships he endured growing up. In his comments, Hill mentions the name Nancy Hanks without explanation, knowing that his readers would immediately know who she was.


But times have changed, and what people learn in school or on their own through Google has changed even more, so it may be that the modern reader is not as well-versed in the finite details of history as was common in Hill’s day. If that is so, you heard it here first: Nancy Hanks was Abe Lincoln’s mother. She died October 5, 1818, when Abe was 9 years old. His father remarried a year later to Sarah Bush Johnson Lincoln.


The magazine stories and articles that make up the book are excerpted from issues of Hill’s Golden Rule published between February 1919 and August 1920, and issues of Napoleon Hill’s Magazine published between April 1921 and September 1923. Preceding each of the major stories is a reprint of the cover of the edition the item is taken from.


As you will have discovered by the time you come to the second story, these items do not follow one another in chronological order, but rather, have been arranged by subject in order to provide a comprehensive overview of Hill’s philosophy.


As to the writing style and content, the intent of this book is to give you the chance to see what Napoleon Hill was like when he was first hitting his stride. We have opted to not update or modernize the stories and articles beyond offering the occasional editorial notes (set off in brackets) and to update some gendered references to be more inclusive. We have not converted Hill’s references to money. However, if you would like to know what those amounts mean today, as a rule of thumb you can assume that $1,000 in 1920 would be comparable to approximately $13,600 today.


We close this introductory chapter with an item excerpted and adapted from the bestseller Success Through a Positive Mental Attitude, which was co-authored by Napoleon Hill with his friend and partner W. Clement Stone almost 40 years after the doors closed on Hill’s magazines. It is called “How to Get the Most from Reading This Book,” and some version of it appears in most publications from The Napoleon Hill Foundation.


HOW TO GET THE MOST FROM READING THIS BOOK


When you read, concentrate. Read as if the author were a close personal friend who is writing to you and you alone.


Spend a few minutes each day studying the principles and concepts contained in each article, in Napoleon Hill’s own words.


Set aside a specific time each day, at least 15 minutes, to be spent reading and reflecting on how the things you have learned or the ideas you received can be applied in your own life. Choose a time when you are relaxed and your mind is receptive—and do it every day.


Take notes in the text, and jot down any flashes of inspiration, ideas, techniques, or answers to problems you discover while writing.


The R2/A2 Formula


Know what you are looking for as you read. Commit yourself to using the R2/A2 Formula: recognizing, relating, assimilating, and applying the principles, techniques, and ideas you read about in the book.


Your ability to use this formula will give you the key to open any door, meet any challenge, overcome any obstacle, and achieve wealth, happiness, and the true riches of life. Let’s take a look at what the R2/A2 Formula looks like in practice:




[image: Image]  Recognize. Identify the principle, idea, or technique that is being used: “It helped someone else, I can see the results, and it will work for me if I use it.”


[image: Image]  Relate. It is most important that you relate each concept to yourself and to your own actions and thoughts. Ask yourself, “What will the success principle, idea, or technique do for me?”


[image: Image]  Assimilate. Ask yourself, “How can I use this principle, idea, or technique to achieve my goals or solve my problems?”


[image: Image]  Apply. Ask yourself, “What actions will I take? When am I going to start?” Then follow through with the action.





Each ingredient in this formula is important. Each has special meaning and, when combined, will lead you to success. By using this formula, you will be able to focus your thinking to direct and guide you to achieve your objectives and your definitive goals in life.


Worthwhile Mental Exercises


After reading each article, ask yourself what ideas, principles, techniques, or formulas you discovered from it. How can you use each to adjust your behavior so it will become a part of you and help you to reach your personal objectives? What action will you take and when will you start?
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CHAPTER TWO


The End of the Rainbow




“The End of the Rainbow” is a narrative of Hill’s experience covering a period of more than twenty years. It shows how necessary it is to take into consideration events covering a long number of years in order to arrive at the vital truths of life. In all fiction, there has never been recorded a more dramatic scene than that which was actually experienced by the author of this narrative. The significance of “The Rainbow’s End” lies not in any single event related, but in the interpretation of all the events and their relationship with one another.





PRELUDE


There is a legend, as old as the human race, which tells us that a pot of gold may be found at the end of a rainbow.


This fairy tale, which grips the imagination, may have something to do with the present tendency to worship at the shrine of Mammon.


For nearly fifteen years, I sought the end of my rainbow, that I might claim the pot of gold. My struggle in search of the evasive rainbow’s end was ceaseless. It carried me up the mountainsides of failure and down the hillsides of despair, luring me on and on in search of the phantom pot of gold.


Lay aside your cares and come with me while I paint a picture of the winding pathway over which my search for the rainbow’s end carried me. In this picture, I shall show you the seven important turning points of my life. Perhaps I can help you shorten the distance to your rainbow’s end.


For the present, I will confine my narrative to the simple details of what I experienced in my search for the rainbow’s end, as it carried me, time and time again, almost within reach of the coveted goal, then snatched it away from me.


As you retrace with me the footsteps of my pathway in search of the rainbow’s end, you will see burrows of experience which have been plowed with thorns and watered with tears; you will walk with me down through the valley of the shadow; you will scale the mountain tops of expectation and find yourself suddenly crashing to the bottomless pits of despondency and failure; you will walk through green fields and crawl over sandy deserts.


Finally, we will arrive at the rainbow’s end!


Be prepared for a shock, because you will see not only the pot of gold which legendary of the past has foretold, but you will find something else which is more to be coveted than all the gold on earth. Finding out what this “something” is shall be your reward for following me on this journey.


One morning, I was awakened abruptly, as if someone had shaken me. I looked around and found no one in the room. It was 3:00 A.M. In the fractional part of a minute, I saw a clear, concise picture which epitomized the seven turning points of my life, just as they are here described. I felt an impelling desire—it was much more than a desire; it was a command—to reduce the picture to words and use it as a public lecture.


Until this moment, I had failed, utterly, to correctly interpret many of my life’s experiences, some of which had left scars of disappointment on my heart and a touch of bitterness which somewhat colored and modified my efforts to be a constructive servant of the people.


You will pardon me if I refrain from trying to express my real feelings during this moment when the last lingering touch of intolerance was wiped out of my heart, and I saw, for the first time in my life, the real significance of those trying experiences, those heartaches, those disappointments, and those hardships which overtake all of us at one time or another. I ask that you pardon me for omitting the description of my real feelings on this occasion, not alone because of the sacredness of the experience, but because of lack of words with which to correctly interpret my feelings.


With this foundation, you may come with me to the beginning of the first important turning point in my life, which happened more than twenty years ago, while I was a homeless lad without education and without an aim in life. I was floating helplessly on the sea of life as a dry leaf would float on the bosom of the winds. As well as I can remember, no ambition higher than that of being a laborer in the coal mines had ever reached my mind. The hand of fate seemed to be against me. I believed in no one except God and myself, and sometimes I wondered if God were not double crossing me.


I was cynical and filled with skepticism and doubt. I believed in nothing I couldn’t understand. Two and two meant four to me only when I put down the figures and had done the adding myself. All of which, I freely admit, is a prosaic, uneventful beginning for this narrative, a fact for which I am in no way responsible since I am here setting down only that which happened. And, may it not be well if I here digress just a moment while I remind you that most early life experiences are uneventful, dry, and prosaic. This point seems so vital that I feel impelled to turn the spotlight on it before I proceed with my narrative, that it may become an illuminating factor in helping you to interpret the experiences of your own life in the light of the real significance of every event, no matter how insignificant it may have seemed at the time. I am convinced that too often, we look for the important events in life to come in a dramatic, impressive, and staged manner, whereas in reality, they come and go unnoticed except for the joy and grief which they bring, and we lose sight of the real lessons they teach while we fix our attention upon this joy or grief.


FIRST TURNING POINT


I was sitting before the fire one night, discussing with older people the question of unrest upon the part of laboring men. The labor union movement had just commenced to make itself felt in that part of the country where I then lived, and the tactics used by the organizers impressed me as being too revolutionary and destructive to ever bring permanent success to the laboring people.


I felt very deeply on this subject and expressed my feelings accordingly, reasoning along the line that there were two sides to the question, and that both the employers and the employees were guilty, to some extent, of tactics which were highly destructive and led not to cooperation, but to misunderstanding and disagreement.


One of the men who sat before that fireside with me made a remark which proved to be the first important turning point in my life. He reached over and firmly grasped me by the shoulder, looked me squarely in the eyes, and said:


“Why, you are a bright boy, and if you would give yourself an education, you would make your mark in the world.”


The first concrete result of that remark caused me to enroll for a course in a business college, a step which I am duty-bound bound to admit proved to be one of the most helpful I ever took, because I got my first fleeting glimpse, in my business college training, of what one might call a fair sense of proportions. Here I learned the spirit of simple democracy, and most important of all, I got a hold of the idea that it would pay me to perform more service and better service than I was actually paid to perform. This idea has become a fixed principle with me, and it now modifies all of my actions wherein I render service.




[image: Image]  ENTREPRENEUR TIP


How can your business serve its community beyond providing goods or services? The answer could be social entrepreneurship. By including a social justice element to your business through volunteerism, donations, or selling products/services with a social impact, you can still realize profits while leading the charge for greater socioeconomic parity in your community.





In business college, I rubbed elbows with young men and young women who, like myself, were there for only one purpose, and that was to learn to render efficient service and earn a living. I met people from many traditions and backgrounds all on exactly the same terms, and learned for the first time that all were human and all responded to that simple spirit of democracy which prevailed in the business college environment.


After finishing my business college training, I secured a position as a stenographer and bookkeeper and worked in this capacity for the ensuing five years. As a result of this idea of performing more service and better service than paid for, which I had learned in business college, I advanced rapidly and always succeeded in filling positions of responsibility far in advance of my years, with salary proportionate.


I saved money and soon had a bank account amounting to several thousand dollars. I was rapidly advancing toward my rainbow’s end. I aimed to succeed, and my idea of success was the same as that which dominates the average youth’s mind today, namely, money. I saw my bank account growing bigger and bigger. I saw myself advancing in position and earning more and more salary. My method of rendering service that was greater in quality and quantity than that for which I was paid was so unusual that it attracted attention, and I profited by contrast with those who had not learned that secret.


My reputation spread rapidly, and I found competitive bidders for my services. I was in demand, not because of what I knew, which was little enough, but because of my willingness to make the best use of what little I did know. This spirit of willingness proved to be the most powerful and strategic principle ever learned.




[image: Image]  ENTREPRENEUR TIP


Expand your skill set with that spirit of willingness in mind. One way to do that is to step up in your local service organizations or professional associations to serve on committees, lead initiatives, and network just a bit outside of your comfort zone.





SECOND TURNING POINT


The tides of fate blew me southward, and I became the sales manager for a large lumber manufacturing company. I knew nothing about lumber, and I knew nothing about sales management, but I had learned that it paid to render better service and more of it than I was paid for, and with this principle as the dominating spirit, I tackled my new job with the determination to find out all I could about selling lumber.


I was a good employee. My salary was increased twice during the year, and my bank account was growing bigger and bigger. I did so well in managing the sales of my employer’s lumber that he organized a new lumber company and took me into partnership with him, as a half owner in the business.


The lumber business was good, and we prospered.


I could see myself drawing nearer and nearer to the rainbow’s end. Money and success poured in on me from every direction, all of which fixed my attention steadfastly on the pot of gold which I could plainly see just ahead of me. Up to this time, it had never occurred to me that success could consist of anything except gold. Money in the bank represented the last word in attainment. Being of that breezy, good-fellow type, I made friends rapidly in the lumber circles and soon developed into a front-row man at the lumber conventions and at gatherings of lumbermen.


I was succeeding rapidly, and I knew it.


Above everything else, I knew I was engaged in exactly the business for which I was best suited. Nothing could have induced me to change my business—that is, nothing except that which happened.


I strutted around under the influence of my vanity until I had commended to feel my importance. In the light of more sober years and more accurate interpretation of human events, I now wonder if an unseen hand does not purposely permit us foolish human beings to parade before our own mirror of vanity until we come to see how vulgar we are acting and quit it. At any rate, I seemed to have a clear track ahead, there was coal in the bunker, water in the tank, my hand was on the throttle, and I opened it wide.


Fate was awaiting me just around the bend, with a stuffed club, and it was not stuffed with cotton, but of course I did not see the impending crash until it came. Mine was a sad story, but not unlike that which many another might tell if they would be frank with themselves.


Like a stroke of lightning out of a clear sky, the 1907 panic swept down on me. Overnight, it swept away every dollar I had. The person with whom I was in business withdrew, panic stricken, but without loss, and left me with nothing but the empty shell of a company that owned nothing except a good reputation. I could have bought a hundred thousand dollars’ worth of lumber on that reputation. A crooked lawyer (who afterward served a term in the penitentiary for some other offense, the details of which are too numerous to be enumerated) saw a chance to cash the reputation and what was left of the lumber company that had been left on my hands. He and a group of other men purchased the company and continued to operate it. I learned a year later that they bought every dollar’s worth of lumber that they could get hold of, resold it, and pocketed the proceeds without paying for it; thus, I had been the innocent means of helping them defraud their creditors who learned after it was too late that I was in no way connected with the company.


That failure, while it worked a hardship on those who suffered loss as a result of my reputation having been wrongly used, proved to be the second important turning point in my life, because it forced me out of a business which offered no possibility of any remuneration except money, and no opportunity for personal growth from “within.” I fought with all my might and main to save my company during the panic, but I was as helpless as a suckling babe, and the swirl carried me, like a dry leaf on the winds, out of the lumber business and into a law school where I succeeded in rubbing off some more of my ignorance, vanity, and illiteracy, a trio against which no person can successfully compete.




[image: Image]  ENTREPRENEUR TIP


When you have to pivot due to outside circumstances, do you freeze in your tracks, or use it as the opportunity to rethink your processes? Sudden shifts in your work routine open up the chance to effect change on the fly, allowing you to meet the moment with enhanced creativity. The next time the wind shifts suddenly in your business, use the time as a chance to pivot unapologetically.





THIRD TURNING POINT


It required the 1907 panic and the failure which it brought me to divert and redirect my efforts from the lumber business to the study of law. Nothing on earth except failure, or what I then called failure, could have brought about this result; thus, the second important turning point of my life was ushered in on the wings of failure, which reminds me to state that there is a great lesson in every failure whether we learn what it is or not.


When I entered law school, it was with the firm belief that I would emerge doubly prepared to catch up with the end of the rainbow and claim my pot of gold. I still had no higher aspiration than that of accumulating money; yet, the very thing which I worshipped most seemed to be the most elusive thing on earth, for it was always evading me, always in sight, but always just out of reach.


I attended law school at night and worked as an automobile salesman during the day. My sales experience in the lumber business was turned to good advantage. I prospered rapidly, doing so well that (still featuring the habit of performing more service and better service than paid for) the opportunity came to enter the automobile manufacturing business. I saw the need for automobile mechanics; therefore, I opened an educational department and began to train ordinary machinists in automobile assembling and repair work. This school prospered until it was paying me over a thousand dollars a month in net profits.


Again, I saw my rainbow’s end in sight. Again, I knew I had at last found my niche in the world’s work. Again, I knew that nothing could swerve me from my course or cause me to divert my attention from the automobile business. My banker saw me prospering. He extended me credit for expansion. He encouraged me to invest in outside lines of business. My banker was one of the finest people in the world, so he appeared to me. He loaned me many thousands of dollars on my own signature, without endorsement.


But, alas, it were ever thus—the sweet usually precedes the bitter.


My banker loaned me money until I was hopelessly in debt; then he took over my business. It all happened so suddenly that it dazed me. I didn’t think such a thing possible. You see, I had still to learn much about the ways of men, especially the type of men which, unfortunately, my banker turned out to be, a type which, in justice to the business of banking, I ought to say is rarely found in that business.


From a man of affairs, with a net income of over a thousand dollars a month, owner of half a dozen automobiles and much other junk which I didn’t need but didn’t know it, I was suddenly reduced to poverty.


The rainbow’s end disappeared, and it was many years afterward before I learned that this failure was probably the greatest single blessing that ever was showered upon me, because it forced me out of a business which in no way helped to develop the human side, and diverted my efforts into a channel which brought me a rich experience which I greatly needed.


I believe it worthy of note to here state that I went back to Washington, D.C. a few years after this event and, out of curiosity, visited the old bank where I once had a liberal line of credit, expecting, of course, to find a prosperous bank still in operation.


To my great dismay, I found that the bank had gone out of business, and the banking house was being used as a lunchroom, and my erstwhile banker friend had been reduced to penury and want. I met him on the streets, practically penniless. With eyes red and swollen, he aroused in me a questioning attitude, and I wondered, for the first time in my life, if one might find any other thing of value, except money, at the rainbow’s end.


But, mind you, this temporary questioning attitude was not an open rebellion by any means, nor did I pursue it far enough to get the answer. It merely came as a fleeting thought, and passed out of my mind. Had I known as much then about interpreting human events as I now know, I would have recognized that circumstance was a gentle nudge which the unseen hand was giving me. Had I known anything about the law of compensation, I would not have been surprised when I found my banker friend reduced to poverty, knowing as I did, after it was too late, that my experience was but one of hundreds of similar ones which marked his code of business ethics.


I never put up a stronger battle in my life than I did in trying to remain in the automobile business. I borrowed $4,000 from my wife and sunk it in a vain effort to remain in what I believed to be the business for which I was best fitted. But forces over which I had no control, and which I did not understand at that time, would have none of my efforts to remain in the automobile business. It was at a heavy cost of pride that I finally submitted and turned, for want of knowing what else to do, to using the knowledge of law which I had acquired.




[image: Image]  ENTREPRENEUR TIP


Failure happens every day. And that’s a good thing! Take five minutes to jot down the ebbs and flows you have noticed in your entrepreneurial journey, or even in your day-to-day business activities. How do those ebbs and flows affect your productivity, the habits you create, and the goals you set?





FOURTH TURNING POINT


Because I was my wife’s husband, and her people had influence, I secured the appointment as assistant to the chief counsel for one of the largest corporations of its kind in the world. My salary was greatly out of proportion to those which the company had usually paid beginners, and still further out of proportion to what I was worth, but pull was pull, and I was there because I was there. It turned out that what I lacked in legal ability, I supplied through that one sound fundamental principle which I had learned in business collegially, namely, to render more service and better service than paid for, wherever possible.
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