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NAPOLEON HILL THINK AND GROW RICH

Chapter 1
INTRODUCTION

THE MAN WHO “THOUGHT” HIS WAY INTO PARTNERSHIP WITH
THOMAS A. EDISON

TRULY, “thoughts are things,” and powerful things at that, when they are mixed
with definiteness of purpose, persistence, and a BURNING DESIRE for their
translation into riches, or other material objects.

A little more than thirty years ago, Edwin C. Barnes discovered how true it is that
men really do THINK AND GROW RICH. His discovery did not come about at
one sitting. It came little by little, beginning with a BURNING DESIRE to become
a business associate of the great Edison.

One of the chief characteristics of Barnes’ Desire was that 1t eﬁ&He

wanted to work with Edison, not for him. Observe, c g@ scrlptlon of

how he went about translating his DESIR 1 leé ou will have a better

understanding of the thirteen prin &&dﬂe to s. When this DESIRE,

or impulse of thought, ﬁrir 0 his m1n 0 position to act upon
is way.

it. Two difficultj He@ now Mr Edison, and he did not

‘ y to lag are to Orange, New Jersey. These diffi-
cui?lxere sufficient topp uraged the majority of men from making any
attempt to carry out the desire.

But his was no ordinary desire! He was so determined to find a way to carry out
his desire that he finally decided to travel by “blind baggage,” rather than be de-
feated. (To the uninitiated, this means that he went to East Orange on a freight
train). He presented himself at Mr. Edison’s laboratory, and announced he had
come to go into business with the inventor. In speaking of the first meeting be-
tween Barnes and Edison, years later, Mr. Edison said, “He stood there before
me, looking like an ordinary tramp, but there was something in the expression
of his face which conveyed the impression that he was determined to get what he
had come after. I had learned, from years of experience with men, that when a
man really DESIRES a thing so deeply that he is willing to stake his entire future
on a single turn of the wheel in order to get it, he is sure to win. I gave him the op-
portunity he asked for, because I saw he had made up his mind to stand by until
he succeeded. Subsequent events proved that no mistake was made.”
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The uncle stopped, looked at her for a minute, then slowly laid the barrel stave on
the floor, put his hand in his pocket, took out half a dollar, and gave it to her. The
child took the money and slowly backed toward the door, never taking her eyes
off the man whom she had just conquered.

After she had gone, the uncle sat down on a box and looked out the window into
space for more than ten minutes. He was pondering, with awe, over the whipping
he had just taken. Mr. Darby, too, was doing some thinking. That was the first
time in all his experience that he had seen a colored child deliberately master an
adult white person. How did she do it? What happened to his uncle that caused
him to lose his fierceness and become as docile as a lamb? What strange power
did this child use that made her master over her superior? These and other simi-
lar questions flashed into Darby’s mind, but he did not find the answer until years
later, when he told me the story.

Strangely, the story of this unusual experience was told to the author in the old
mill, on the very spot where the uncle took his whipping. Strangely, too, I had
devoted nearly a quarter of a century to the study of the power whi 8 e“& an
ignorant, illiterate colored child to conquer an intelligentw C

As we stood there in that musty old mil repeatghe story of the unu-
at ca of it? What strange

sual conquest, and finish f)g
power did thatch é comp&ﬂw@ ed yuncleo»

xv@to his ques w ound in the principles described in this book.
The answer is full and complete. It contains details and instructions sufficient to
enable anyone to understand, and apply the same force which the little child ac-
cidentally stumbled upon.

Keep your mind alert, and you will observe exactly what strange power came to
the rescue of the child, you will catch a glimpse of this power in the next chapter.
Somewhere in the book you will find an idea that will quicken your receptive
powers, and place at your command, for your own benefit, this same irresistible
power. The awareness of this power may come to you in the first chapter, or it
may flash into your mind in some subsequent chapter. It may come in the form of
a single idea. Or, it may come in the nature of a plan, or a purpose. Again, it may
cause you to go back into your past experiences of failure or defeat, and bring to
the surface some lesson by which you can regain all that you lost through defeat.

After I had described to Mr. Darby the power unwittingly used by the little colored
child, he quickly retraced his thirty years of experience as a life insurance sales-
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the great. Her entire life has served as evidence that no one ever is defeated until
defeat has been accepted as a reality.

Robert Burns was an illiterate country lad, he was cursed by poverty, and grew up
to be a drunkard in the bargain. The world was made better for his having lived,
because he clothed beautiful thoughts in poetry, and thereby plucked a thorn and
planted a rose in its place.

Booker T. Washington was born in slavery, handicapped by race and color. Be-
cause he was tolerant, had an open mind at all times, on all subjects, and was a
DREAMER, he left his impress for good on an entire race.

Beethoven was deaf, Milton was blind, but their names will last as long as time
endures, because they dreamed and translated their dreams into organized
thought.

Before passing to the next chapter, kindle anew in your mind the fire of hope,
faith, courage, and tolerance. If you have these states of mind, and a wprking
knowledge of the principles described, all else that you need will co u,
when you are READY for it. Let Emerson state the thoug}" h@ rds, “Every
proverb, every book, every byword that belon ga) gd'and comfort shall

surely come home through open &\{iﬁ@&i@e& ?)6
Every friend who t&‘fegastic i & gréat and tender soul in thee

craSh(séw& hee % hié_ &\QE@CG}?D

There is a difference between WISHING for a thing and being READY to receive
it. No one is ready for a thing, until he believes he can acquire it. The state of mind
must be BELIEF, not mere hope or wish. Open-mindedness is essential for belief.
Closed minds do not inspire faith, courage, and belief.

Remember, no more effort is required to aim high in life, to demand abundance
and prosperity, than is required to accept misery and poverty. A great poet has
correctly stated this universal truth through these lines:

“I bargained with Life for a penny,
And Life would pay no more,
However I begged at evening
When I counted my scanty store.
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“For Life is a just employer,

He gives you what you ask,

But once you have set the wages,
Why, you must bear the task.

“I worked for a menial’s hire,
Only to learn, dismayed,

That any wage I had asked of Life,
Life would have willingly paid.”

DESIRE OUTWITS MOTHER NATURE

As a fitting climax to this chapter, I wish to introduce one of the most unusual
persons I have ever known. I first saw him twenty-four years ago, a few minutes
after he was born. He came into the world without any physical sign of ears, and
the doctor admitted, when pressed for an opinion, that the child might be deaf,
and mute for life. V

I challenged the doctor’s opinion. I had the r1 a\%s'the child’s father.
I, too, reached a decision, and rendere ut Iexpressed the opinion
d

silently, in the secrecy of, Q'gﬂ emd_f on would hear and
speak. Nature c child lx)—u Nature could not induce
me t@e?@\tp\ of the @eog

In my own mind I knew?at my son would hear and speak. How? I was sure there
must be a way, and I knew I would find it. I thought of the words of the immortal
Emerson, “The whole course of things goes to teach us faith. We need only obey.

There is guidance for each of us, and by lowly listening, we shall hear the right
word.”

The right word? DESIRE! More than anything else, I DESIRED that my son
should not be a deaf mute. From that desire I never receded, not for a second.

Many years previously, I had written, “Our only limitations are those we set up in
our own minds.” For the first time, I wondered if that statement were true. Lying
on the bed in front of me was a newly born child, without the natural equipment
of hearing. Even though he might hear and speak, he was obviously disfigured
for life. Surely, this was a limitation which that child had not set up in his own
mind.
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Chapter 3
FAITH VISUALIZATION OF, AND BELIEF IN ATTAINMENT OF
DESIRE

The Second Step toward Riches

FAITH is the head chemist of the mind. When FAITH is blended with the vibra-
tion of thought, the subconscious mind instantly picks up the vibration, trans-
lates it into its spiritual equivalent, and transmits it to Infinite Intelligence, as in
the case of prayer.

The emotions of FAITH, LOVE, and SEX are the most powerful of all the major
positive emotions. When the three are blended, they have the effect of “coloring”
the vibration of thought in such a way that it instantly reaches the subconscious
mind, where it is changed into its spiritual equivalent, the only form that yr\dlices
a response from Infinite Intelligence. CO

Love and faith are psychic; related to th Q@% of man. Sex is purely bio-
logical, and related only to the % ding, of these three

emotions has the effi a dir unication between the
finite, thm man and ﬁrAQ igence.

How To Develop Faith

There comes, now, a statement which will give a better understanding of the
importance the principle of auto-suggestion assumes in the transmutation of de-
sire into its physical, or monetary equivalent; namely: FAITH is a state of mind
which may be induced, or created, by affirmation or repeated instructions to the
subconscious mind, through the principle of auto-suggestion.

As an illustration, consider the purpose for which you are, presumably, reading
this book. The object is, naturally, to acquire the ability to transmute the intangi-
ble thought impulse of DESIRE into its physical counterpart, money. By following
the instructions laid down in the chapters on auto-suggestion, and the subcon-
scious mind, as summarized in the chapter on auto-suggestion, you may CON-
VINCE the subconscious mind that you believe you will receive that for which you
ask, and it will act upon that belief, which your subconscious mind passes back to
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FAITH IS A STATE OF MIND WHICH MAY BE INDUCED BY AUTO-
SUGGESTION

All down the ages, the religionists have admonished struggling humanity to “have
faith” in this, that, and the other dogma or creed, but they have failed to tell peo-
ple HOW to have faith. They have not stated that “faith is a state of mind, and that
it may be induced by self-suggestion.”

In language which any normal human being can understand, we will describe all
that is known about the principle through which FAITH may be developed, where
it does not already exist. Have Faith in yourself; Faith in the Infinite.

Before we begin, you should be reminded again that: FAITH is the “eternal elixir”
which gives life, power, and action to the impulse of thought!

The foregoing sentence is worth reading a second time, and a third, and a fourth.
It is worth reading aloud!

FAITH is the starting point of all accumulation of riches! \(

FAITH is the basis of all “miracles,” and all é-ga)\cecannot be analyzed

by the rules of science! NO 6
FAITH is the onlw &&1 te for U@" 2

FA@(S e element &glcal” which, when mixed with prayer, gives one
direct communication with Infinite Intelligence.

FAITH is the element which transforms the ordinary vibration of thought, cre-
ated by the finite mind of man, into the spiritual equivalent.

FAITH is the only agency through which the cosmic force of Infinite Intelligence
can be harnessed and used by man.

EVERY ONE OF THE FOREGOING STATEMENTS IS CAPABLE OF
PROOF!

The proof is simple and easily demonstrated. It is wrapped up in the principle of
auto-suggestion. Let us center our attention, therefore, upon the subject of self-
suggestion, and find out what it is, and what it is capable of achieving. It is a well
known fact that one comes, finally, to BELIEVE whatever one repeats to one’s
self, whether the statement be true or false. If a man repeats a lie over and over,
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Just as a master musician may cause the most beautiful strains of music to pour
forth from the strings of a violin, so may you arouse the genius which lies asleep
in your brain, and cause it to drive you upward to whatever goal you may wish to
achieve.

Abraham Lincoln was a failure at everything he tried, until he was well past the
age of forty. He was a Mr. Nobody from Nowhere, until a great experience came
into his life, aroused the sleeping genius within his heart and brain, and gave the
world one of its really great men. That “experience” was mixed with the emotions
of sorrow and LOVE. It came to him through Anne Rutledge, the only woman
whom he ever truly loved.

It is a known fact that the emotion of LOVE is closely akin to the state of mind
known as FAITH, and this for the reason that Love comes very near to trans-
lating one’s thought impulses into their spiritual equivalent. During his work of
research, the author discovered, from the analysis of the life-work and achieve-
ments of hundreds of men of outstanding accomplishment, that there s the
influence of a woman’s love back of nearly EVERY ONE OF THEM ion
of love, in the human heart and brain, creates a favorable étic attrac-
tion, which causes an influx of the higher and {r@@&) which are afloat in

the ether. N 6
If you wish evide tﬁ‘; Qer of F 1&% @ﬁ( %achlevements of men and
f the lis

women g\@i oyed it. t comes the Nazarene. Chris-

rér greatest si @t@w ch influences the minds of men. The basis of
Chrlstlanlty is FAITH, no matter how many people may have perverted, or mis-
interpreted the meaning of this great force, and no matter how many dogmas and
creeds have been created in its name, which do not reflect its tenets.

The sum and substance of the teachings and the achievements of Christ, which
may have been interpreted as “miracles,” were nothing more nor less than FAITH.
If there are any such phenomena as “miracles” they are produced only through
the state of mind known as FAITH! Some teachers of religion, and many who call
themselves Christians, neither understand nor practice FAITH.

Let us consider the power of FAITH, as it is now being demonstrated, by a man
who is well known to all of civilization, Mahatma Gandhi, of India. In this man
the world has one of the most astounding examples known to civilization, of the
possibilities of FAITH. Gandhi wields more potential power than any man living
at this time, and this, despite the fact that he has none of the orthodox tools of
power, such as money, battle ships, soldiers, and materials of warfare. Gandhi
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Then it was suggested by John W. Gates the go-between, that if Schwab “hap-
pened’ to be in the Bellevue Hotel in Philadelphia, J. P. Morgan might also “hap-
pen’ to be there. When Schwab arrived, however, Morgan was inconveniently ill
at his New York home, and so, on the elder man’s pressing invitation, Schwab
went to New York and presented himself at the door of the financier’s library.

“Now certain economic historians have professed the belief that from the begin-
ning to the end of the drama, the stage was set by Andrew Carnegie-that the din-
ner to Schwab, the famous speech, the Sunday night conference between Schwab
and the Money King, were events arranged by the canny Scot. The truth is exactly
the opposite. When Schwab was called in to consummate the deal, he didn’t even
know whether "the little boss,” as Andrew was called, would so much as listen to
an offer to sell, particularly to a group of men whom Andrew regarded as being
endowed with something less than holiness. But Schwab did take into the confer-
ence with him, in his own handwriting, six sheets of copper-plate figures, repre-
senting to his mind the physical worth and the potential earning capacity of every
steel company he regarded as an essential star in the new metal ﬁrmamen\(

“Four men pondered over these figures all night. The ch' f @Q was Mor-

gan, steadfast in his belief in the Divine ngh ' him was his aris-

tocratic partner, Robert Bacon a sch éﬁem The third was John

W. Gates whom Morgan ler a LSE% ool. The fourth was
ki

Schwab, who kne e pr iffg and selling steel than any
whol gdf\'é] en 11v1 '?r t that conference, the Pittsburgher’s

never que I@ said a company was worth so much, then it
was worth that much and no more. He was insistent, too, upon including in the
combination only those concerns he nominated. He had conceived a corporation
in which there would be no duplication, not even to satisfy the greed of friends
who wanted to unload their companies upon the broad Morgan shoulders. Thus

he left out, by design, a number of the larger concerns upon which the Walruses
and Carpenters of Wall Street had cast hungry eyes.

“When dawn came, Morgan rose and straightened his back. Only one question
remained. “ Do you think you can persuade Andrew Carnegie to sell?’ he asked.

“*I can try, said Schwab.
“*If you can get him to sell, I will undertake the matter,” said Morgan.

“So far so good. But would Carnegie sell? How much would he demand? (Schwab
thought about $320,000,000). What would he take payment in? Common or
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I imagine some readers will question the statement that a mere, intangible DE-
SIRE can be converted into its physical equivalent. Doubtless some will say, “You
cannot convert NOTHING into SOMETHING!” The answer is in the story of
United States

Steel. That giant organization was created in the mind of one man. The plan by
which the organization was provided with the steel mills that gave it financial
stability was created in the mind of the same man. His FAITH, his DESIRE, his
IMAGINATION, his PERSISTENCE were the real ingredients that went into
United States Steel. The steel mills and mechanical equipment acquired by the
corporation, AFTER IT HAD BEEN BROUGHT INTO LEGAL EXISTENCE, were
incidental, but careful analysis will disclose the fact that the appraised value of
the properties acquired by the corporation increased in value by an estimated SIX
HUNDRED MILLION DOLLARS, by the mere transaction which consolidated
them under one management.

In other words, Charles M. Schwab’s IDEA, plus the FAITH with which he con-
veyed it to the minds of J. P. Morgan and the others, was marketed of
approximately $600,000,000. Not an 1ns1gn1ﬁcant sum ﬁ@m@

What happened to some of the men w the millions of dol-
lars of profit made by th, mﬁ Mis a ma Zh ich we are not now
concerned. The e of f ievement is that it serves
ence of s of the philosophy described in this

ﬁb{%se this phil S the warp and the woof of the entire transac-
tion. Moreover, the practicability of the philosophy has been established by the
fact that the United States Steel Corporation prospered, and became one of the
richest and most powerful corporations in America, employing thousands of peo-

ple, developing new uses for steel, and opening new markets; thus proving that
the $600,000,000 in profit which the Schwab IDEA produced was earned.

RICHES begin in the form of THOUGHT! The amount is limited only by the per-
son in whose mind the THOUGHT is put into motion. FAITH removes limita-
tions!

Remember this when you are ready to bargain with Life for whatever it is that you
ask as your price for having passed this way. Remember, also, that the man who
created the United States Steel Corporation was practically unknown at the time.
He was merely Andrew Carnegie’s “Man Friday” until he gave birth to his famous
IDEA. After that he quickly rose to a position of power, fame, and riches.
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Chapter 4
AUTO-SUGGESTION: THE MEDIUM FOR INFLUENCING THE
SuBcoNscious MIND

The Third Step toward Riches

AUTO-SUGGESTION is a term which applies to all suggestions and all self-ad-
ministered stimuli which reach one’s mind through the five senses. Stated in
another way, auto-suggestion is self-suggestion. It is the agency of communica-
tion between that part of the mind where conscious thought takes place, and that
which serves as the seat of action for the subconscious mind. Through the domi-
nating thoughts which one permits to remain in the conscious mind, (whether
these thoughts be negative or positive, is immaterial), the principle of auto-sug-
gestion voluntarily reaches the subconscious mind and influences it with these

thoughts. 0 ‘u\(

NO THOUGHT, whether it be negative or positive, WE HE SUBCON-
SCIOUS MIND WITHOUT THE AID LE OF AUTO-SUGGES-
TION, with the exception of th Wp p fr m@ Stated differently,
all sense 1mpressm \l&]:‘ é) rceive { senses, are stopped by
the CONSC g mlnd ﬁer passed on to the subconscious

? ‘r ) € ted at % cious faculty serves, therefore, as an outer-
guard to the approach o¥ the subconscious.

Nature has so built man that he has ABSOLUTE CONTROL over the material
which reaches his subconscious mind, through his five senses, although this is not
meant to be construed as a statement that man always EXERCISES this control.
In the great majority of instances, he does NOT exercise it, which explains why so
many people go through life in poverty.

Recall what has been said about the subconscious mind resembling a fertile gar-
den spot, in which weeds will grow in abundance, if the seeds of more desirable
crops are not sown therein. AUTOSUGGESTION is the agency of control through
which an individual may voluntarily feed his subconscious mind on thoughts
of a creative nature, or, by neglect, permit thoughts of a destructive nature to
find their way into this rich garden of the mind. You were instructed, in the last
of the six steps described in the chapter on Desire, to read ALOUD twice daily
the WRITTEN statement of your DESIRE FOR MONEY, and to SEE AND FEEL
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Wisdom and “cleverness” alone, will not attract and retain money except in a
few very rare instances, where the law of averages favors the attraction of money
through these sources. The method of attracting money described here, does not
depend upon the law of averages. Moreover, the method plays no favorites. It will
work for one person as effectively as it will for another. Where failure is experi-
enced, it is the individual, not the method, which has failed. If you try and fail,
make another effort, and still another, until you succeed.

Your ability to use the principle of auto-suggestion will depend, very largely, upon
your capacity to CONCENTRATE upon a given DESIRE until that desire becomes
a BURNING OBSESSION.

When you begin to carry out the instructions in connection with the six steps
described in the second chapter, it will be necessary for you to make use of the
principle of CONCENTRATION.

Let us here offer suggestions for the effective use of concentration. When you
begin to carry out the first of the six steps, which instructs you to “fix i
own mind the EXACT amount of money you desire,” hold your th %1

amount of money by CONCENTRATION, or ﬁxatlon of a te our eyes

closed, until you can ACTUALLY SEE the physgi g@}a e of the money. Do

this at least once each day. As you go tlg@ exerc s, follow the instruc-
ds

tions given in the chapte e@ eey ‘r éz ly IN POSSESSION
OF THE MONE {ﬁ) 6

s‘ @ost s1gn1ﬁca subconscmus mind takes any orders given it in
a sp1r1t of absolute FAI and acts upon those orders, although the orders often
have to be presented over and over again, through repetition, before they are in-
terpreted by the subconscious mind. Following the preceding statement, consider
the possibility of playing a perfectly legitimate “trick” on your subconscious mind,
by making it believe, because you believe it, that you must have the amount of
money you are visualizing, that this money is already awaiting your claim, that
the subconscious mind MUST hand over to you practical plans for acquiring the
money which is yours.

Hand over the thought suggested in the preceding paragraph to your IMAGINA-
TION, and see what your imagination can, or will do, to create practical plans for
the accumulation of money through transmutation of your desire.

DO NOT WAIT for a definite plan, through which you intend to exchange services
or merchandise in return for the money you are visualizing, but begin at once to
see yourself in possession of the money, DEMANDING and EXPECTING mean-
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Chapter 5
SPECIALIZED KNOWLEDGE, PERSONAL EXPERIENCE OR
OBSERVATIONS

The Fourth Step toward Riches

THERE are two kinds of knowledge. One is general, the other is specialized. Gen-
eral knowledge, no matter how great in quantity or variety it may be, is of but
little use in the accumulation of money. The faculties of the great universities
possess, in the aggregate, practically every form of general knowledge known to
civilization. Most of the professors have but little or no money. They specialize on
teaching knowledge, but they do not specialize on the organization, or the use of

knowledge.

KNOWLEDGE will not attract money, unless it is organized, and inteK1 ntly
directed, through practical PLANS OF ACTION, to the @@E;&éof ac-
cumulation of money. Lack of understandmg of th be n the source of
confusion to millions of people who falge Q n wledge is power.” It
is nothing of the sort! Knowl N) nti

ecomes power only
when, and if, itis o {N (n nite p n %c 2 d directed to a definite
end. ( \, \e ge

This “missing link” in alBsystems of education known to civilization today, may be
found in the failure of educational institutions to teach their students HOW TO
ORGANIZE AND USE KNOWLEDGE AFTER THEY ACQUIRE IT.

Many people make the mistake of assuming that, because Henry Ford had but
little “schooling,” he is not a man of “education.” Those who make this mistake
do not know Henry Ford, nor do they understand the real meaning of the word
“educate.”

That word is derived from the Latin word “educo,” meaning to educe, to draw out,
to DEVELOP FROM WITHIN. An educated man is not, necessarily, one who has
an abundance of general or specialized knowledge. An educated man is one who
has so developed the faculties of his mind that he may acquire anything he wants,
or its equivalent, without violating the rights of others. Henry Ford comes well
within the meaning of this definition.
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The home study method of training is especially suited to the needs of employed
people who find, after leaving school, that they must acquire additional special-
ized knowledge, but cannot spare the time to go back to school.

The changed economic conditions prevailing since the depression have made it
necessary for thousands of people to find additional, or new sources of income.
For the majority of these, the solution to their problem may be found only by ac-
quiring specialized knowledge. Many will be forced to change their occupations
entirely.

When a merchant finds that a certain line of merchandise is not selling, he usually
supplants it with another that is in demand. The person whose business is that of
marketing personal services must also be an efficient merchant. If his services do
not bring adequate returns in one occupation, he must change to another, where
broader opportunities are available.

Stuart Austin Wier prepared himself as a Construction Engineer and followed
this line of work until the depression limited his market to where it did ngt give
him the income he required. He took inventory of hlmself deci lﬁ%

his profession to law, went back to school and took spe y which he
prepared himself as a corporation lawyer. Despitg d‘epressmn had not
ended, he completed his training, pass l&gxamm n, and quickly built
a lucrative law practice, 1‘ n fact away clients.

J ust oi:e\l’ stra t’L Q(:lpate the alibis of those who will say,

IQ 2o to schoo ggave a family to support,” or “I'm too old,” I
will add the 1nf0rmatlon that Mr. Wier was past forty, and married when he went
back to school. Moreover, by carefully selecting highly specialized courses, in col-
leges best prepared to teach the subjects chosen, Mr. Wier completed in two years

the work for which the majority of law students require four years. IT PAYS TO
KNOW HOW TO PURCHASE KNOWLEDGE!

The person who stops studying merely because he has finished school is forever
hopelessly doomed to mediocrity, no matter what may be his calling. The way of
success is the way of continuous pursuit of knowledge.

Let us consider a specific instance. During the depression a salesman in a grocery
store found himself without a position. Having had some bookkeeping experi-
ence, he took a special course in accounting, familiarized himself with all the lat-
est bookkeeping and office equipment, and went into business for himself. Start-
ing with the grocer for whom he had formerly worked, he made contracts with
more than 100 small merchants to keep their books, at a very nominal monthly
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Keep in mind these facts:-

First. You are engaged in an undertaking of major importance to you. To be sure
of success, you must have plans which are faultless.

Second. You must have the advantage of the experience, education, native abil-
ity and imagination of other minds. This is in harmony with the methods followed
by every person who has accumulated a great fortune.

No individual has sufficient experience, education, native ability, and knowledge
to insure the accumulation of a great fortune, without the cooperation of other
people. Every plan you adopt, in your endeavor to accumulate wealth, should
be the joint creation of yourself and every other member of your “Master Mind”
group. You may originate your own plans, either in whole or in part, but SEE
THAT THOSE PLANS ARE CHECKED, AND APPROVED BY THE MEMBERS
OF YOUR “MASTER MIND” ALLIANCE.

If the first plan which you adopt does not work successfully, replace it with.a new
plan, if this new plan fails to work, replace it, in turn with still anoth h\éon,
until you find a plan which DOES WORK. Right here is th ﬁlbh the ma-
jority of men meet with failure, because of the1 @ TENCE in creating
new plans to take the place of those w @

The most inte]h ar&l‘n@ can c@"n %:umulatmg money-nor in

ther, e;gp ou are practical and workable. Just keep
thl@f d, and \?\@@ en your plans fail, that temporary defeat is
not permanent failure. It may only mean that your plans have not been sound.
Build other plans. Start all over again.

Thomas A. Edison “failed” ten thousand times before he perfected the incandes-
cent electric light bulb. That is-he met with temporary defeat ten thousand times,
before his efforts were crowned with success.

Temporary defeat should mean only one thing, the certain knowledge that there
is something wrong with your plan. Millions of men go through life in misery and
poverty, because they lack a sound plan through which to accumulate a fortune.

Henry Ford accumulated a fortune, not because of his superior mind, but because
he adopted and followed a PLAN which proved to be sound. A thousand men
could be pointed out, each with a better education than Ford’s, yet each of whom
lives in poverty, because he does not possess the RIGHT plan for the accumula-
tion of money.
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First. Decide EXACTLY what kind of a job you want. If the job doesn’t already
exist, perhaps you can create it.

Second. Choose the company, or individual for whom you wish to work.

Third. Study your prospective employer, as to policies, personnel, and chances
of advancement.

Fourth. By analysis of yourself, your talents and capabilities, figure WHAT YOU
CAN OFFER, and plan ways and means of giving advantages, services, develop-
ments, ideas that you believe you can successfully deliver.

Fifth. Forget about “a job.” Forget whether or not there is an opening. Forget the
usual routine of “have you got a job for me?” Concentrate on what you can give.

Sixth. Once you have your plan in mind, arrange with an experienced writer to
put it on paper in neat form, and in full detail. \(

Seventh. Present it to the proper person with authority e rest.
Every company is looklng for men who can giv sagag alue, whether it be
ideas, services, or “con- nectlons Everﬁ as ro r the man who has
a definite plan of action v% dvantage
Thfénf ﬁﬂ(‘:@u\l\lmay ta fé&,@y@or weeks of extra time, but the dif-
come, in t, and in gaining recognition will save years of
hard work at small pgt has many advantages, the main one being that it will
often save from one to five years of time in reaching a chosen goal.

Every person who starts, or “gets in” half way up the ladder, does so by deliberate
and careful planning, (excepting, of course, the Boss’ son).

THE NEW WAY OF MARKETING SERVICES “JOBS” ARE NOW “PARTNER-
SHIPS”

Men and women who market their services to best advantage in the future, must
recognize the stupendous change which has taken place in connection with the
relationship between employer and employee.

In the future, the “Golden Rule,” and not the “Rule of Gold” will be the domi-
nating factor in the marketing of merchandise as well as personal services. The
future relationship between employers and their employees will be more in the
nature of a partnership consisting of:
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Personal services effectively, (which means a permanent market, at a satisfactory
price, under pleasant conditions), one must adopt and follow the “QQS” formula
which means that QUALITY, plus QUANTITY, plus the proper SPIRIT of coop-
eration, equals perfect salesmanship of service. Remember the “QQS” formula,
but do more-APPLY IT AS A HABIT!

Let us analyze the formula to make sure we understand exactly what it means.

1. QUALITY of service shall be construed to mean the performance of every de-
tail, in connection with your position, in the most efficient manner possible, with
the object of greater efficiency always in mind.

2. QUANTITY of service shall be understood to mean the HABIT of rendering all
the service of which you are capable, at all times, with the purpose of increasing
the amount of service ren-dered as greater skill is developed through practice and
experience. Emphasis is again placed on the word HABIT.

nious conduct which will induce cooperation from associates and f

ees. \e C

Adequacy of QUALITY and QUANTI “gé 1S n ficient to maintain
a permanent market for Qm condu % RIT in which you
deliver semcexéw mlnm nnectlon with both the price
you ﬁC?é" ratlorﬁelp
Andrew Carnegie stres$ed this point more than others in connection with his de-
scription of the factors which lead to success in the marketing of personal serv-
ices. He emphasized again, and again, the necessity for HARMONIOUS CON-
DUCT. He stressed the fact that he would not retain any man, no matter how

great a QUANTITY, or how efficient the QUALITY of his work, unless he worked
in a spirit of HARMONY. Mr. Carnegie insisted upon men being AGREEABLE.

3. SPIRIT of service shall be construed to mean the HABIT of agreeab ;s mo-

To prove that he placed a high value upon this quality, he permitted many men
who conformed to his standards to become very wealthy. Those who did not con-
form, had to make room for others.

The importance of a pleasing personality has been stressed, because it is a factor
which enables one to render service in the proper SPIRIT. If one has a personal-
ity which PLEASES, and renders service in a spirit of HARMONY, these assets
often make up for deficiencies in both the QUALITY, and the QUANTITY of serv-
ice one renders. Nothing, however, can be SUCCESSFULLY SUBSTITUTED FOR
PLEASING CONDUCT.
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one and the same time both your best friend and your greatest enemy, by step-
ping in front of a mirror.

6. ILL HEALTH. No person may enjoy outstanding success without good health.
Many of the causes of ill health are subject to mastery and control. These, in the
main are:

a. Overeating of foods not conducive to health

b. Wrong habits of thought; giving expression to negatives.

c¢. Wrong use of, and over indulgence in sex.

d. Lack of proper physical exercise

e. An inadequate supply of fresh air, due to improper breathing.

7. UNFAVORABLE ENVIRONMENTAL INFLUENCES DURING CHILD OOD
“As the twig is bent, so shall the tree grow.” Most people who have r1 n-
dencies acquire them as the result of bad enwronment 0@(

during childhood. tes
8. PROCRASTINATION {imgﬂ.\of e most %hes of failure. “Old
ta

Man Procrastln @i ery human being, waiting
his o o1l one en '&34 ccess. Most of us go through life as
failépflgbause we @ or the “time to be right” to start doing some-
thing worthwhile. Do t wait. The time will never be “just right.” Start where you

stand, and work with whatever tools you may have at your command, and better
tools will be found as you go along.

"associates

9. LACK OF PERSISTENCE. Most of us are good “starters” but poor “finishers” of
everything we begin. Moreover, people are prone to give up at the first signs of de-
feat. There is no substitute for PERSISTENCE. The person who makes PERSIST-
ENCE his watch-word, discovers that “Old Man Failure” finally becomes tired,
and makes his departure. Failure cannot cope with PERSISTENCE.

10. NEGATIVE PERSONALITY. There is no hope of success for the person who
repels people through a negative personality. Success comes through the applica-
tion of POWER, and power is attained through the cooperative efforts of other
people. A negative personality will not induce cooperation.

11. LACK OF CONTROLLED SEXUAL URGE. Sex energy is the most powerful
of all the stimuli which move people into ACTION. Because it is the most power-
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6. Have I improved my PERSONALITY, and if so, in what ways?
7. Have I been PERSISTENT in following my plans through to completion?

8. Have I reached DECISIONS PROMPTLY AND DEFINITELY on all occa-
sions?

9. Have I permitted any one or more of the six basic fears to decrease my effi-
ciency?

10. Have I been either “over-cautious,” or “under-cautious?”

11. Has my relationship with my associates in work been pleasant, or unpleasant?
If it has been unpleasant, has the fault been partly, or wholly mine?

12. Have I dissipated any of my energy through lack of CONCENTRATION of ef-
fort?

13. Have I been open minded and tolerant in connection v@ @erts'?

14. In what way have I improved my aN@ er ser@%

15. Have I been 1@W &X] ny o&n‘yﬁ‘@lt
16. ?1\‘ Xpressed @1@‘@% or secretly, any form of EGOTISM?

17. Has my conduct toward my associates been such that it has induced them to
RESPECT me?

18. Have my opinions and DECISIONS been based upon guesswork, or accuracy
of analysis and THOUGHT?

19. Have I followed the habit of budgeting my time, my expenses, and my income,
and have I been conservative in these budgets?

20. How much time have I devoted to UNPROFITABLE effort which I might have
used to better advantage?

21. How may I RE-BUDGET my time, and change my habits so I will be more ef-
ficient during the coming year?
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Chapter 8
DzEcisioN: THE MASTERY OF PROCRASTINATION

The Seventh Step toward Riches

ACCURATE analysis of over 25,000 men and women who had experienced fail-
ure, disclosed the fact that LACK OF DECISION was near the head of the list
of the 30 major causes of FAILURE. This is no mere statement of a theory-it
is a fact. PROCRASTINATION, the opposite of DECISION, is a common enemy
which practically every man must conquer.

You will have an opportunity to test your capacity to reach quick and definite
DECISIONS when you finish reading this book, and are ready to begin putting
into ACTION the principles which it describes.

Analysis of several hundred people who had accumulated fort @veux&)nd
the million dollar mark, disclosed the fact that every o the habit of
REACHING DECISIONS PROMPTLY, a E:i se dec151ons SLOWLY,
t
eci on

if, and when they were changed. P 0 a e money, without

exception, have the habi f very slowly, and of
changing thﬁeé\N ckly an @é

Oan‘lenry Ford’s @&gandmg qualities is his habit of reaching decisions
quickly and definitely, and changing them slowly. This quality is so pronounced
in Mr. Ford, that it has given him the reputation of being obstinate. It was this
quality which prompted Mr. Ford to continue to manufacture his famous Model
“T” (the world’s ugliest car), when all of his advisors, and many of the purchasers
of the car, were urging him to change it.

Perhaps, Mr. Ford delayed too long in making the change, but the other side of
the story is, that Mr. Ford’s firmness of decision yielded a huge fortune, before the
change in model became necessary. There is but little doubt that Mr. Ford’s habit
of definiteness of decision assumes the proportion of obstinacy, but this quality is
preferable to slowness in reaching decisions and quickness in changing them.

The majority of people who fail to accumulate money sufficient for their needs,
are, generally, easily influenced by the “opinions” of others. They permit the news-
papers and the “gossiping” neighbors to do their “thinking” for them. “Opinions
are the cheapest commodities on earth. Everyone has a flock of opinions ready to
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be wished upon anyone who will accept them. If you are influenced by “opinions”
when you reach DECISIONS, you will not succeed in any undertaking, much less
in that of transmuting YOUR OWN DESIRE into money.

If you are influenced by the opinions of others, you will have no DESIRE of your
own. Keep your own counsel, when you begin to put into practice the principles
described here, by reaching your own decisions and following them. Take no one
into your confidence, EXCEPT the members of your “Master Mind” group, and be
very sure in your selection of this group, that you choose ONLY those who will be
in COMPLETE SYMPATHY AND HARMONY WITH YOUR PURPOSE.

Close friends and relatives, while not meaning to do so, often handicap one
through “opinions” and sometimes through ridicule, which is meant to be hu-
morous. Thousands of men and women carry inferiority complexes with them
all through life, because some well-meaning, but ignorant person destroyed their
confidence through “opinions” or ridicule.

You have a brain and mind of your own. USE IT, and reach your own decisions. If
you need facts or information from other people, to enable you to reach qe ,kns
as you probably will in many instances; acqulre these fact \(éseO ¢ informa-
tion you need quietly, without disclosing your

It is characteristic of people $a smatt %aqeer of knowledge
to try to give th.e %m wledge. Such people gener-
ally do QM 1ng, hstenlng. Keep your eyes and ears

oéi d your 1?1 ﬁu if you wish to acquire the habit of prompt
DECISION. Those whbd talk too much do little else. If you talk more than you
listen, you not only deprive yourself of many opportunities to accumulate useful

knowledge, but you also disclose your PLANS and PURPOSES to people who will
take great delight in defeating you, because they envy you.

Remember, also, that every time you open your mouth in the presence of a per-
son who has an abundance of knowledge, you display to that person, your exact
stock of knowledge, or your LACK of it! Genuine wisdom is usually conspicuous
through modesty and silence.

Keep in mind the fact that every person with whom you associate is, like yourself,
seeking the opportunity to accumulate money. If you talk about your plans too
freely, you may be surprised when you learn that some other person has beaten
you to your goal by PUTTING INTO ACTION AHEAD OF YOU, the plans of which
you talked unwisely.
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Meanwhile, the British were not idle. They, too, were doing some PLANNING
and “Master-Minding” on their own account, with the advantage of having back
of them money, and organized soldiery. The Crown appointed Gage to supplant
Hutchinson as the Governor of Massachusetts. One of the new Governor’s first
acts was to send a messenger to call on Samuel Adams, for the purpose of endeav-
oring to stop his opposition-by FEAR.

We can best understand the spirit of what happened by quoting the conversation
between Col. Fenton, (the messenger sent by Gage), and Adams.

Col. Fenton: “I have been authorized by Governor Gage, to assure you, Mr. Ad-
ams, that the Governor has been empowered to confer upon you such benefits
as would be satisfactory, [endeavor to win Adams by promise of bribes], upon
the condition that you engage to cease in your opposition to the measures of the
government. It is the Governor’s advice to you, Sir, not to incur the further dis-
pleasure of his majesty. Your conduct has been such as makes you liable to penal-
ties of an Mt of Henry VIII, by which persons can be sent to England for tgial for
treason, or misprision of treason, at the discretion of a governor r\(u

But, BY CHANGING YOUR POLITICAL COURSE, you &

personal advantages, but you will make your pﬁég

Samuel Adams had the ¢ eﬂl &SIONS _SI %@@se his opposition,
and receive perso W f ec %\T E D RUN THE RISK OF
BE%G \}@qmé 9&,

Clearly, the time had dome when Adams was forced to reach instantly, a DECI-
SION which could have cost his life. The majority of men would have found it
difficult to reach such a decision. The majority would have sent back an evasive
reply, but not Adams! He insisted upon Col. Fenton’s word of honor, that the
Colonel would deliver to the Governor the answer exactly as Adams would give it
to him. Adams’ answer, “Then you may tell Governor Gage that I trust I have long
since made my peace with the King of Kings. No personal consideration shall in-
duce me to abandon the righteous cause of my Country. And, TELL GOVERNOR
GAGE IT IS THE ADVICE OF SAMUEL ADAMS TO HIM, no longer to insult the
feelings of an exasperated people.”

eelve great

Comment as to the character of this man seems unnecessary. It must be obvious
to all who read this astounding message that its sender possessed loyalty of the
highest order. This is important. (Racketeers and dishonest politicians have pros-
tituted the honor for which such men as Adams died).
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WALKING UP AND DOWN BROADWAY LOOKING FOR A “BREAK”- WITH-
OUT SUCCESS. Countless others have come and gone, many of them sang well
enough, but they failed to make the grade because they lacked the courage to keep
on keeping on, until Broadway became tired of turning them away. Persistence is
a state of mind, therefore it can be cultivated.

Like all states of mind, persistence is based upon definite causes, among them
these:-

a. DEFINITENESS OF PURPOSE. Knowing what one wants is the first and, per-
haps, the most important step toward the development of persistence. A strong
motive forces one to surmount many difficulties.

b. DESIRE. It is comparatively easy to acquire and to maintain persistence in
pursuing the object of intense desire.

c. SELF-RELIANCE. Belief in one’s ability to carry out a plan encourages one to
follow the plan through with persistence. (Self-reliance can be developed through
the principle described in the chapter on auto-suggestion).

d. DEFINITENESS OF PLANS. Organized pl @g&\% they may be weak
and entirely impractical, encour ‘g.(a w@i

e. ACCURATE Lﬁ&}g
exp tion, e ge
1ngé ﬁgﬁt)}ersmte @%ﬁ

f. CO-OPERATION. Sympathy, understanding, and harmonious cooperation
with others tend to develop persistence.

13 plans are sound based upon
tence; “guessing” instead of “know-

g. WILL-POWER. The habit of concentrating one’s thoughts upon the building
of plans for the attainment of a definite purpose, leads to persistence.

h. HABIT. Persistence is the direct result of habit. The mind absorbs and be-
comes a part of the daily experiences upon which it feeds. Fear, the worst of all
enemies, can be effectively cured by forced repetition of cwt8 of courage. Every-
one who has seen active service in war knows this.

Before leaving the subject of PERSISTENCE, take inventory of yourself, and de-
termine in what particular, if any, you are lacking in this essential quality. Meas-
ure yourself courageously, point by point, and see how many of the eight factors
of persistence you lack. The analysis may lead to discoveries that will give you a
new grip on yourself.
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Knowledge may be acquired from any of the foregoing sources. It may be con-
verted into POWER by organizing it into definite PLANS and by expressing those
plans in terms of ACTION. Examination of the three major sources of knowledge
will readily disclose the difficulty an individual would have, if he depended upon
his efforts alone, in assembling knowledge and expressing it through definite
plans in terms of ACTION. If his plans are comprehensive, and if they contem-
plate large proportions, he must, generally, induce others to cooperate with him,
before he can inject into them the necessary element of POWER.

GAINING POWER THROUGH THE “MASTER MIND”
The “Master Mind” may be defined as: “Coordination of knowledge and effort, in
a spirit of harmony, between two or more people, for the attainment of a definite

purpose.”

No individual may have great power without availing himself of the “Master
Mind.” In a preceding chapter, instructions were given for the creation of PLANS

for the purpose of translating DESIRE into its monetary equivalen If ry
out these instructions with PERSISTENCE and 1ntelhge {scrimina-
Etlve will have been

tion in the selection of your “Master Mind” g
half-way reached, even before you beg1N ﬁ;eze it.

to yo frg ly cho ind” group, we will here explain the
twi eristics o Mind principle, one of which is economic in
nature, and the othegychic. The economic feature is obvious. Economic ad-
vantages may be created by any person who surrounds himself with the advice,
counsel, and personal cooperation of a group of men who are willing to lend him
wholehearted aid, in a spirit of PERFECT HARMONY. This form of cooperative
alliance has been the basis of nearly every great fortune. Your understanding of
this great truth may definitely determine your financial status.

So you may bejte %ﬁ &&Qh &% le’ @)& %htles of power available
er ‘M

The psychic phase of the Master Mind principle is much more abstract, much
more difficult to comprehend, because it has reference to the spiritual forces with
which the human race, as a whole, is not well acquainted. You may catch a signifi-
cant suggestion from this statement: “No two minds ever come together without,
thereby, creating a third, invisible, intangible force which may be likened to a
third mind.”

Keep in mind the fact that there are only two known elements in the whole uni-
verse, energy and matter. It is a well known fact that matter may be broken down

154



NAPOLEON HILL THINK AND GROW RICH

Through this metaphor it becomes immediately obvious that the Master Mind
principle holds the secret of the POWER wielded by men who surround them-
selves with other men of brains. There follows, now, another statement which
will lead still nearer to an understanding of the psychic phase of the Master Mind
principle: When a group of individual brains are coordinated and function in
Harmony, the increased energy created through that alliance, becomes available
to every individual brain in the group.

It is a well known fact that Henry Ford began his business career under the handi-
cap of poverty, illiteracy, and ignorance. It is an equally well known fact that,
within the inconceivably short period of ten years, Mr. Ford mastered these three
handicaps, and that within twenty-five years he made himself one of the rich-
est men in America. Connect with this fact, the additional knowledge that Mr.
Ford’s most rapid strides became noticeable, from the time he became a personal
friend of Thomas A. Edison, and you will begin to understand what the influence
of one mind upon another can accomplish. Go a step farther, and consider the
fact that Mr. Ford’s most outstanding achievements began from the time that
he formed the acquaintances of Harvey Firestone, John Burroughs, and Luther
Burbank, (each a man of great brain capacity), and you will have fu@e e k’l
that POWER may be produced through frlendly alhance émc

There is little if any doubt that Hen fformed men in the
business and 1ndustr1a1 gﬁ& on of hi@ ds no discussion.
Analyze Mr. qu son of whom have already been

eg w111 be ? derstand the following statement:-
“Méi n the nat @ bits and the POWER OF THOUGHT of those

with whom they assocfate in a spirit of sympathy and harmony.”

Henry Ford whipped poverty, illiteracy, and ignorance by allying himself with
great minds, whose vibrations of thought he absorbed into his own mind. Through
his association with Edison, Burbank, Burroughs, and Firestone, Mr. Ford added
to his own brain power, the sum and substance of the intelligence, experience,
knowledge, and spiritual forces of these four men. Moreover, he appropriated,
and made use of the Master Mind principle through the methods of procedure
described in this book.

This principle is available to you! We have already mentioned Mahatma Gan-
dhi. Perhaps the majority of those who have heard of Gandhi, look upon him as
merely an eccentric little man, who goes around without formal wearing apparel,
and makes trouble for the British Government.

In reality, Gandhi is not eccentric, but HE IS THE MOST POWERFUL MAN NOW
LIVING.
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Chapter 11
THE MYSTERY OF SEX: TRANSMUTATION

The Tenth Step toward Riches

The meaning of the word “transmute” is, in simple language, “the changing, or
transferring of one element, or form of energy, into another.”

The emotion of sex brings into being a state of mind. Because of ignorance
on the subject, this state of mind is generally associated with the physical, and
because of improper influences, to which most people have been subjected, in
acquiring knowledge of sex, things essentially physical have highly biased the
mind.

The emotion of sex has back of it the possibility of three constructive potepjiali-

ties, they are:- \e CO ‘u
1. The perpetuation of mankind. tesa

2. The maintenance of h?‘d@m}erﬁﬁtuﬁﬁn@&% no equal).
3. Eves\,rxglon of ée@@ty o6gen1us through transmutation.

Sex transmutation is s1mp1e and easily explained. It means the switching of the
mind from thoughts of physical expression, to thoughts of some other nature.

Sex desire is the most powerful of human desires. When driven by this desire,
men develop keenness of imagination, courage, will-power, persistence, and crea-
tive ability unknown to them at other times. So strong and impelling is the desire
for sexual contact that men freely run the risk of life and reputation to indulge it.
When harnessed, and redirected along other lines, this motivating force main-
tains all of its attributes of keenness of imagination, courage, etc., which may be
used as powerful creative forces in literature, art, or in any other profession or
calling, including, of course, the accumulation of riches.

The transmutation of sex energy calls for the exercise of will-power, to be sure,
but the reward is worth the effort. The desire for sexual expression is inborn and
natural. The desire cannot, and should not be submerged or eliminated. But it
should be given an outlet through forms of expression which enrich the body,
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There is a great orator who does not attain to greatness, until he closes his eyes
and begins to rely entirely upon the faculty of Creative Imagination. When asked
why he closed his eyes just before the climaxes of his oratory, he replied, “I do it,
because, then I speak through ideas which come to me from within.”

One of America’s most successful and best known financiers followed the habit of
closing his eyes for two or three minutes before making a decision.

When asked why he did this, he replied, “With my eyes closed, I am able to draw
upon a source of superior intelligence.”

The late Dr. Elmer R. Gates, of Chevy Chase, Maryland, created more than 200
useful patents, many of them basic, through the process of cultivating and using
the creative faculty. His method is both significant and interesting to one inter-
ested in attaining to the status of genius, in which category Dr. Gates, unques-
tionably belonged. Dr. Gates was one of the really great, though less publicized
scientists of the world.

In his laboratory, he had what he called his “personal communicatjon It
was practically sound proof, and so arranged that all lig u@ hut out. It
was equipped with a small table, on which he @Xﬁung paper. In front
of the table, on the wall, was an electrl ntrolled the lights.
When Dr. Gates des1red the forceia\/ﬁzh him through his
Creative Imagina g0 into 5](1\; imself at the table, shut
off the li MENT m OWN factors of the invention on

@ worklng? n that position until ideas began to “flash” into
his mind in connectiort with the UNKNOWN factors of the invention.

On one occasion, ideas came through so fast that he was forced to write for almost
three hours. When the thoughts stopped flowing, and he examined his notes, he
found they contained a minute description of principles which bad not a parallel
among the known data of the scientific world.

Moreover, the answer to his problem was intelligently presented in those notes.
In this manner Dr. Gates completed over 200 patents, which had been begun, but
not completed, by “half-baked” brains. Evidence of the truth of this statement is
in the United States Patent Office.

Dr. Gates earned his living by “sitting for ideas” for individuals and corporations.
Some of the largest corporations in America paid him substantial fees, by the
hour, for “sitting for ideas.”
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The reasoning faculty is often faulty, because it is largely guided by one’s accu-
mulated experience. Not all knowledge, which one accumulates through “expe-
rience,” is accurate. Ideas received through the creative faculty are much more
reliable, for the reason that they come from sources more reliable than any which
are available to the reasoning faculty of the mind.

The major difference between the genius and the ordinary “crank” inventor, may
be found in the fact that the genius works through his faculty of creative imagina-
tion, while the “crank” knows nothing of this faculty. The scientific inventor (such
as Mr. Edison, and Dr. Gates), makes use of both the synthetic and the creative
faculties of imagination.

For example, the scientific inventor, or “genius, begins an invention by organizing
and combining the known ideas, or principles accumulated through experience,
through the synthetic faculty (the reasoning faculty). If he finds this accumulated
knowledge to be insufficient for the completion of his invention, he then draws
upon the sources of knowledge available to him through his creative faculty. The
method by which he does this varies with the individual, but this is the suv(and

substance of his procedure:
coY

1. HE STIMULATES HIS MIND SO THATIT &ég ng "HIGHER-THAN-
AVERAGE PLANE, using one or more d stig;ygrdants or some other

stimulant of his choice.
A\ o\'(\ 6 of 2
N@)N:s upo ctors (the finished part) of his inven-

tio n ates in h1@ ect plcture of unknown factors (the unfinished
part), of his invention.*He holds this picture in mind until it has been taken over
by the subconscious mind, then relaxes by clearing his mind of ALL thought, and
waits for his answer to “flash” into his mind.

Sometimes the results are both definite and immediate. At other times, the re-
sults are negative, depending upon the state of development of the “sixth sense,”
or creative faculty. Mr. Edison tried out more than 10,000 different combina-
tions of ideas through the synthetic faculty of his imagination before he “tuned
in” through the creative faculty, and got the answer which perfected the incandes-
cent light. His experience was similar when he produced the talking machine.

There is plenty of reliable evidence that the faculty of creative imagination exists.
This evidence is available through accurate analysis of men who have become
leaders in their respective callings, without having had extensive educations. Lin-
coln was a notable example of a great leader who achieved greatness, through
the discovery, and use of his faculty of creative imagination. He discovered, and

166



NAPOLEON HILL THINK AND GROW RICH

GEORGE WASHINGTON
NAPOLEON BONAPARTE
WILLIAM SHAKESPEARE
ABRAHAM LINCOLN
RALPH WALDO EMERSON
ROBERT BURNS
THOMAS JEFFERSON
ELBERT HUBBARD
ELBERT H. GARY

OSCAR WILDE
WOODROW WILSON
JOHN H. PATTERSON
ANDREW JACKSON
ENRICO CARUSO

Your own knowledge of biography will enable you to add to this list. Find, if you
can, a single man, in all history of civilization, who achieved outstanding success
in any calling, who was not driven by a well developed sex nature.

If you do not wish to rely upon biographies of men not n Q @e‘lnventory
of those whom you know to be men of great acﬁg Og see if you can find
one among them who is not h1gh1y sex gy ist eative energy of all
genii. There never has beﬁt Q e w111 be a @ , builder, or artist

lacking in this dri éw 'L68

‘(@ne will m hese statements to mean that ALL who are
hlghly sexed are genii!*Man attains to the status of a genius ONLY when, and IF,
he stimulates his mind so that it draws upon the forces available, through the
creative faculty of the imagination. Chief among the stimuli with which this “step-
ping up” of the vibrations may be produced is sex energy. The mere possession of
this energy is not sufficient to produce a genius. The energy must be transmuted
from desire for physical contact, into some other form of desire and action, be-
fore it will lift one to the status of a genius.

Far from becoming genii, because of great sex desires, the majority of men lower
themselves, through misunderstanding and misuse of this great force, to the sta-
tus of the lower animals.
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WHY MEN SELDOM SUCCEED BEFORE FORTY

I discovered, from the analysis of over 25,000 people, that men who succeed in
an outstanding way, seldom do so before the age of forty, and more often they do
not strike their real pace until they are well beyond the age of fifty. This fact was
so astounding that it prompted me to go into the study of its cause most carefully,
carrying the investigation over a period of more than twelve years.

This study disclosed the fact that the major reason why the majority of men who
succeed do not begin to do so before the age of forty to fifty, is their tendency to
DISSIPATE their energies through over indulgence in physical expression of the
emotion of sex. The majority of men never learn that the urge of sex has other
possibilities, which far transcend in importance, that of mere physical expression.
The majority of those who make this discovery, do so after having wasted many
years at a period when the sex energy is at its height, prior to the age of forty-five
to fifty. This usually is followed by noteworthy achievement.

The lives of many men up to, and sometimes well past the age of forty, reflect a
continued dissipation of energies, which could have been more profita eMmed
into better channels. Their finer and more powerful e n own wildly
to the four winds. Out of this habit of the ma Tgn “sowing his wild

oats.” NO
The desire for se s p‘xgg isb %l% es’; nd most impelling of all
aSon this desire, when harnessed and

the un‘;g nd for
1nt0 actl that of physical expression, may raise one to
the status of a genius.

One of America’s most able business men frankly admitted that his attractive
secretary was responsible for most of the plans he created. He admitted that her
presence lifted him to heights of creative imagination, such as he could experi-
ence under no other stimulus.

One of the most successful men in America owes most of his success to the influ-
ence of a very charming young woman, who has served as his source of inspira-
tion for more than twelve years.

Everyone knows the man to whom this reference is made, but not everyone knows
the REAL SOURCE of his achievements.

History is not lacking in examples of men who attained to the status of genii, as
the result of the use of artificial mind stimulants in the form of alcohol and nar-
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cotics. Edgar Allen Poe wrote the “Raven” while under the influence of liquor,
“dreaming dreams that mortal never dared to dream before.” James Whitcomb
Riley did his best writing while under the influence of alcohol. Perhaps it was thus
he saw “the ordered intermingling of the real and the dream, the mill above the
river, and the mist above the stream.” Robert Burns wrote best when intoxicated,
“For Auld Lang Syne, my dear, we’ll take a cup of kindness yet, for Auld Lang
Syne.” But let it be remembered that many such men have destroyed themselves
in the end. Nature has prepared her own potions with which men may safely
stimulate their minds so they vibrate on a plane that enables them to tune in to
fine and rare thoughts which come from-no man knows where! No satisfactory
substitute for Nature’s stimulants has ever been found.

It is a fact well known to psychologists that there is a very close relationship be-
tween sex desires and spiritual urges-a fact which accounts for the peculiar be-
havior of people who participate in the orgies known as religious “revivals,” com-
mon among the primitive types.

The world is ruled, and the destiny of civilization is established, by the uman
emotions. People are influenced in their actions, not by reason

“feelings.” The creative faculty of the mind is set 1nto acti “emotlons
and not by cold reason. The most powerful of tlons is that of sex.
There are other mind stimulants, som ave b sted, but no one of

them, nor all of them COU% fﬁmq the dr1 f sex.
é fgaqa\a ny influe ﬁhln@elther temporarily, or permanently,
inc @1

bration' he ten major stimulants, described, are those
most commonly reso d to.

Through these sources one may commune with Infinite Intelligence, or enter, at
will, the storehouse of the subconscious mind, either one’s own, or that of another
person, a procedure which is all there is of genius.

Ateacher, who has trained and directed the efforts of more than 30,000 sales peo-
ple, made the astounding discovery that highly sexed men are the most efficient
salesmen. The explanation is, that the factor of personality known as “personal
magnetism” is nothing more nor less than sex energy. Highly sexed people always
have a plentiful supply of magnetism. Through cultivation and understanding,
this vital force may be drawn upon and used to great advantage in the relation-
ships between people. This energy may be communicated to others through the
following media:

170



NAPOLEON HILL THINK AND GROW RICH

A sex-mad man is not essentially different than a dope-mad man! Both have lost
control over their faculties of reason and will-power. Sexual overindulgence may
not only destroy reason and will-power, but it may also lead to either temporary,
or permanent insanity. Many cases of hypochondria (imaginary illness) grow out
of habits developed in ignorance of the true function of sex.

From these brief references to the subject, it may be readily seen that ignorance
on the subject of sex transmutation, forces stupendous penalties upon the igno-
rant on the one hand, and withholds from them equally stupendous benefits, on
the other.

Widespread ignorance on the subject of sex is due to the fact that the subject has
been surrounded with mystery and beclouded by dark silence. The conspiracy of
mystery and silence has had the same effect upon the minds of young people that
the psychology of prohibition had. The result has been increased curiosity, and
desire to acquire more knowledge on this “verboten” subject; and to the shame of
all lawmakers, and most physicians-by training best qualified to educate youth on
that subject-information has not been easily available. \(

Seldom does an individual enter upon highly creative eﬁi of en-
deavor before the age of forty. The average m éperlod of his great-
est capacity to create between forty anﬁ S€ sta ts are based upon

who hav

analysis of thousands of gim-n S} % lly observed. They
should be encq wh 3 betore the age of forty, and
to th se @1 rlghten ach of “old age,” around the forty-

é he years and fifty are, as a rule, the most fruitful. Man

should approach this age, not with fear and trembling, but with hope and eager
anticipation.

If you want evidence that most men do not begin to do their best work before the
age of forty, study the records of the most successful men known to the American
people, and you will find it.

Henry Ford had not “hit his pace” of achievement until he had passed the age of
forty. Andrew Carnegie was well past forty before he began to reap the reward of
his efforts.

James J. Hill was still running a telegraph key at the age of forty. His stupendous
achievements took place after that age. Biographies of American industrialists
and financiers are filled with evidence that the period from forty to sixty is the
most productive age of man. Between the ages of thirty and forty, man begins to
learn (if he ever learns), the art of sex transmutation. This discovery is generally
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fies, and beautifies the facial expression. No character analyst is needed to tell you
this- you may observe it for yourself.

The emotion of love brings out, and develops, the artistic and the aesthetic nature
of man. It leaves its impress upon one’s very soul, even after the fire has been
subdued by time and circumstance.

Memories of love never pass. They linger, guide, and influence long after the
source of stimulation has faded. There is nothing new in this. Every person, who
has been moved by GENUINE LOVE, knows that it leaves enduring traces upon
the human heart. The effect of love endures, because love is spiritual in nature.
The man who cannot be stimulated to great heights of achievement by love, is
hopeless-he is dead, though he may seem to live.

Even the memories of love are sufficient to lift one to a higher plane of creative ef-
fort. The major force of love may spend itself and pass away, like a fire which has
burned itself out, but it leaves behind indelible marks as evidence that it passed
that way. Its departure often prepares the human heart for a still greater Iqve. Go
back into your yesterdays, at times, and bathe your mind in the be tifg’%‘m

ries of past love. It will soften the influence of the pres hd annoy-
ances. It will give you a source of escape from \rgveahtles of life, and

maybe-who knows?-your mind will yi urin Etemporary retreat
into the world of fantasy, &1 1ans 1ch m entire financial or

spiritual status,o éwlf l’( 6

If y@&l@re yoursel , because you have “loved and lost,” perish the
thought. One who hasloved truly, can never lose entirely. Love is whimsical and
temperamental. Its nature is ephemeral, and transitory. It comes when it pleases,
and goes away without warning. Accept and enjoy it while it remains, but spend
no time worrying about its departure. Worry will never bring it back.

Dismiss, also, the thought that love never comes but once. Love may come and go,
times without number, but there are no two love experiences which affect one in
just the same way. There may be, and there usually is, one love experience which
leaves a deeper imprint on the heart than all the others, but all love experiences
are beneficial, except to the person who becomes resentful and cynical when love
makes its departure.

There should be no disappointment over love, and there would be none if peo-
ple understood the difference between the emotions of love and sex. The major
difference is that love is spiritual, while sex is biological. No experience, which
touches the human heart with a spiritual force, can possibly be harmful, except
through ignorance, or jealousy.
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which prayer may be transmitted to the source capable of answering prayer.

The possibilities of creative effort connected with the subconscious mind are stu-
pendous and imponderable. They inspire one with awe.

I never approach the discussion of the subconscious mind without a feeling of lit-
tleness and inferiority due, perhaps, to the fact that man’s entire stock of knowl-
edge on this subject is so pitifully limited. The very fact that the subconscious
mind is the medium of communication between the thinking mind of man and
Infinite Intelligence is, of itself, a thought which almost paralyzes one’s reason.

After you have accepted, as a reality, the existence of the subconscious mind, and
understand its possibilities, as a medium for transmuting your DESIRES into
their physical or monetary equivalent, you will comprehend the full significance
of the instructions given in the chapter on DESIRE. You will also understand why
you have been repeatedly admonished to MAKE YOUR DESIRES CLEAR, AND
TO REDUCE THEM TO WRITING.

You will also understand the necessity of PERSISTENCE in carryi 601“\&110—

tions. \e C
The thirteen principles are the stimuli ‘% “J@ou acqgﬁlule ability to reach,

and to influence your sub {s o not b raged, if you can-
not do this upon §) rgc Re %lf}— e subconsc1ous mind may be
the directions given in the chapter

volu IEY y thro
élg ou have 1@}@‘ me to master faith. Be patient. Be persistent.

A good many statements in the chapters on faith and auto-suggestion will be re-
peated here, for the benefit of YOUR subconscious mind. Remember, your sub-
conscious mind functions voluntarily, whether you make any effort to influence it
or not. This, naturally, suggests to you that thoughts of fear and poverty, and all
negative thoughts serve as stimuli to your subconscious mind, unless, you master
these impulses and give it more desirable food upon which it may feed.

The subconscious mind will not remain idle! If you fail to plant DESIRES in your
subconscious mind, it will feed upon the thoughts which reach it as the result of
your neglect. We have already explained that thought impulses, both negative and
positive are reaching the subconscious mind continuously, from the four sources
which were mentioned in the chapter on Sex Transmutation.

For the present, it is sufficient if you remember that you are living daily, in the
midst of all manner of thought impulses which are reaching your subconscious
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There are other positive emotions, but these are the seven most powerful, and
the ones most commonly used in creative effort. Master these seven emotions
(they can be mastered only by USE), and the other positive emotions will be at
your command when you need them. Remember, in this connection, that you are
studying a book which is intended to help you develop a “money conscious-ness”
by filling your mind with positive emotions. One does not become money con-
scious by filling one’s mind with negative emotions.

THE SEVEN MAJOR NEGATIVE EMOTIONS
(To be avoided)

The emotion of FEAR

The emotion of JEALOUSY

The emotion of HATRED

The emotion of REVENGE

The emotion of GREED

The emotion of SUPERSTITION

The emotion of ANGER \(
Positive and negative emotions cannot occupy the mind g the. One or
the other must dominate. It is your responsibilj ‘ 2 that positive emo-
tions constitute the domlnatlng 1nﬂue\ﬁ<® 1nd the law of HABIT

will come to your aid. O" 2
% \Smﬂ an@ gné&]&osmve emotions! Eventually, they will

ur mind @ that the negatives cannot enter it.

Only by following these instructions literally, and continuously, can you gain
control over your subconscious mind. The presence of a single negative in your
conscious mind is sufficient to destroy all chances of constructive aid from your
subconscious mind.

If you are an observing person, you must have noticed that most people resort
to prayer ONLY after everything else has FAILED! Or else they pray by a ritual
of meaningless words. And, because it is a fact that most people who pray, do so
ONLY AFTER EVERYTHING ELSE HAS FAILED, they go to prayer with their
minds filled with FEAR and DOUBT, which are the emotions the subconscious
mind acts upon, and passes on to Infinite Intelligence.

Likewise, that is the emotion which Infinite Intelligence receives, and ACTS
UPON.
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clairvoyance through any physical theory of radiation. All known forms of radiant
energy decline inversely as the square of the distance traversed. Telepathy and
clairvoyance do not. But they do vary through physical causes as our other mental
powers do.

Contrary to widespread opinion, they do not improve when the percipient is
asleep or half-asleep, but, on the contrary, when he is most wide-awake and alert.
Rhine discovered that a narcotic will invariably lower a percipient’s score, while a
stimulant will always send it higher. The most reliable performer apparently can-
not make a good score unless he tries to do his best.

“One conclusion that Wright draws with some confidence is that telepathy and
clairvoyance are really one and the same gift. That is, the faculty that “sees’ a card
face down on a table seems to be exactly the same one that "reads’ a thought re-
siding only in another mind. There are several grounds for believing this. So far,
for example, the two gifts have been found in every person who enjoys either of
them. In every one so far the two have been of equal vigor, almost exactly. Screens,
walls, distances, have no effect at all on either. Wright advances from this con-
clusion to express what he puts forward as no more than the mere ‘h at
other extra-sensory experiences, prophetic dreams, prem saster, and
the like, may also prove to be part of the same{t X%aaer is not asked to
cess

accept any of these conclusions unless @@ %t the evidence that
Rhine has piled up must ¥?© %

In vi (@, anno Cﬁ&gﬁﬁnectlon with the conditions under
é‘& d resp @

e terms “extra-sensory modes of perception,
I now feel privileged t& add to his testimony by stating that my associates and I
have discovered what we believe to be the ideal conditions under which the mind
can be stimulated so that the sixth sense described in the next chapter, can be
made to function in a practical way.

The conditions to which I refer consist of a close working alliance between myself
and two members of my staff. Through experimentation and practice, we have
discovered how to stimulate our minds (by applying the principle used in con-
nection with the “Invisible Counselors” described in the next chapter) so that we
can, by a process of blending our three minds into one, find the solution to a great
variety of personal problems which are submitted by my clients.

The procedure is very simple. We sit down at a conference table, clearly state
the nature of the problem we have under consideration, then begin discussing it.
Each contributes whatever thoughts that may occur. The strange thing about this
method of mind stimulation is that it places each participant in communication
with unknown sources of knowledge definitely outside his own experience.
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THE FEAR OF CRITICISM

Just how man originally came by this fear, no one can state definitely, but one
thing is certain- he has it in a highly developed form. Some believe that this fear
made its appearance about the time that politics became a “profession.” Others
believe it can be traced to the age when women first began to concern themselves
with “styles” in wearing apparel.

This author, being neither a humorist nor a prophet, is inclined to attribute the
basic fear of criticism to that part of man’s inherited nature which prompts him
not only to take away his fellowman’s goods and wares, but to justify his action
by CRITICISM of his fellowman’s character. It is a well known fact that a thief
will criticise the man from whom he steals-that politicians seek office, not by dis-
playing their own virtues and qualifications, but by attempting to besmirch their
opponents.

The fear of criticism takes on many forms, the majority of which are petty and
trivial. Bald-headed men, for example, are bald for no other reason than their fear
of criticism. Heads become bald because of the tight fitting bands hyt e\é.ich
cut off the circulation from the roots of the hair. Men w % tause they
actually need them, but mainly because everyﬁrélg&

The individual falls into 1 ﬁg lrwwse les %5individual CRITI-
CISE him. Wome K bal é‘— thln hair, because they wear
hats ﬁ (@\t @ rpose of the hats being adornment.

But, it must not be sup osed that women are free from the fear of criticism. If any

woman claims to be superior to man with reference to this fear, ask her to walk
down the street wearing a hat of the vintage of 1890.

The astute manufacturers of clothing have not been slow to capitalize this basic
fear of criticism, with which all mankind has been cursed. Every season the styles
in many articles of wearing apparel change. Who establishes the styles? Certainly
not the purchaser of clothing, but the manufacturer. Why does he change the
styles so often? The answer is obvious. He changes the styles so he can sell more
clothes.

For the same reason the manufacturers of automobiles (with a few rare and very
sensible exceptions) change styles of models every season. No man wants to drive
an automobile which is not of the latest style, although the older model may ac-
tually be the better car. We have been describing the manner in which people
behave under the influence of fear of criticism as applied to the small and petty
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THE FEAR OF ILL HEALTH

This fear may be traced to both physical and social heredity. It is closely associ-
ated, as to its origin, with the causes of fear of Old Age and the fear of Death,
because it leads one closely to the border of “terrible worlds” of which man knows
not, but concerning which he has been taught some discomforting stories. The
opinion is somewhat general, also, that certain unethical people engaged in the
business of “selling health” have had not a little to do with keeping alive the fear
of ill health.

In the main, man fears ill health because of the terrible pictures which have been
planted in his mind of what may happen if death should overtake him. He also
fears it because of the economic toll which it may claim.

A reputable physician estimated that 75% of all people who visit physicians for
professional service are suffering with hypochondria (imaginary illness). It has
been shown most convincingly that the fear of disease, even where there is not
the slightest cause for fear, often produces the physical symptoms of the c&s&ase

feared.
cO- U

Powerful and mighty is the human mind! It Quij a\groys Playing upon
this common weakness of fear of ill h sers o t medicines have

reaped fortunes. This fo g@ upon cf % anlty became so
prevalent some EW tha 1 agazine conducted a bit-
ter cam w&tés some of t ffenders in the patent medicine busi-
nes@ ( P ag

During the “flu” epidemic which broke out during the world war, the mayor of
New York City took drastic steps to check the damage which people were doing
themselves through their inherent fear of ill health. He called in the newspaper
men and said to them, “Gentlemen, I feel it necessary to ask you not to publish
any scare headlines concerning the “flu’ epidemic. Unless you cooperate with me,
we will have a situation which we cannot control.” The newspapers quit publish-
ing stories about the “flu,” and within one month the epidemic had been success-
fully checked.

Through a series of experiments conducted some years ago, it was proved that
people may be made ill by suggestion. We conducted this experiment by caus-
ing three acquaintances to visit the “victims,” each of whom asked the question,
“What ails you?

You look terribly ill.” The first questioner usually provoked a grin, and a noncha-
lant “Oh, nothing, I'm alright,” from the victim. The second questioner usually
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these things. I have felt fine ever since I learned FOR CERTAIN that I must die. I
made up my mind then, to accept my fate in good spirit.”

As he spoke he devoured a dinner of proportions sufficient for three men, eating
every mouthful of the food brought to him, and apparently enjoying it as much as
if no disaster awaited him.

DECISION gave this man resignation to his fate! Decision can also prevent one’s
acceptance of undesired circumstances. The six basic fears become translated
into a state of worry, through indecision. Relieve yourself, forever of the fear of
death, by reaching a decision to accept death as an inescapable event. Whip the
fear of poverty by reaching a decision to get along with whatever wealth you can
accumulate WITHOUT WORRY. Put your foot upon the neck of the fear of criti-
cism by reaching a decision NOT TO WORRY about what other people think, do,
or say. Eliminate the fear of old age by reaching a decision to accept it, not as a
handicap, but as a great blessing which carries with it wisdom, self-control, and
understanding not known to youth.

Acquit yourself of the fear of ill health by the decision to forget sym
the fear of loss of love by reaching a decision to get alon\@hO é 1f that is

necessary. tes

Kill the habit of worry, in tq ﬁachl %&nket decision that
nothing which llf wo 1 orry With this decision will
corrép?éq nd a@ m ought which will bring happiness.
A man whose mind isged with fear not only destroys his own chances of intelli-

gent action, but, he transmits these destructive vibrations to the minds of all who
come into contact with him, and destroys, also their chances.

Even a dog or a horse knows when its master lacks courage; moreover, a dog or a
horse will pick up the vibrations of fear thrown off by its master, and behave ac-
cordingly. Lower down the line of intelligence in the animal kingdom, one finds
this same capacity to pick up the vibrations of fear. A honey-bee immediately
senses fear in the mind of a person-for reasons unknown, a bee will sting the
person whose mind is releasing vibrations of fear, much more readily than it will
molest the person whose mind registers no fear.

The vibrations of fear pass from one mind to another just as quickly and as surely
as the sound of the human voice passes from the broadcasting station to the re-
ceiving set of a radio-and BY THE SELF-SAME MEDIUM.
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