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$How To Sell. If you have
something to sell, you can

give yourself a basic course in
sales psychology by simply dis­
covering why you buy. . . . This
reminder comes from Joseph F.
Baltley, president of the National
Paint, Varnish, and Lacquer
Association. Why, he asks, does a
man buy an electric drill for
example? It's not rcally the drill
he wants, but theQiolesjit will
make..・.And why do folks
buy cameras? Basically because
they want to remember people
and places. . . . Analyze what
you buy, says Mr. Battley, and
you'll discover it's the sizzle and
not the steak. So just concentrate
on the sizzle, and you'll sell.
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Our greatest glory 4* nnt in ncv^r f(tiling, but Cn rifting
every Htne ice fall.—Confucius,
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MAN!
In all matters, before beginning; a diligent preparation

should bo made.—Cicero.
* *
*

The path to excellence and success, in every calling, is

that of appropriate preliminary education, diligent

application to learn tho art and assiduity iu practic­

ing it.—Edward Everett.
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PREFACE.
Tbo need of a book setting forth some of the impor-

liiut points that wore requisite to success in writing Life
Insurance was so patent to me that I set to work to
produce such a book, which I hereby offer to the Life
Insurance fraternity. I have tried to set forth with pith
aud point, some words that would inspire diligence in
this, one of the greatest benefactions that has been
evolved by modern civilization. I do not claim that all
the ideas advanced are original with me, for I think if not
quito, it is almost true that, 44There is nothing new under
the sun." I have drawn freoly from every source availa­
ble, and in a few cases have copied almost bodily matter
which I folt was better said than I could say it, hence I
use it not in the sense of plagiarism, but as a compliment
to its author. Hoping this little work will accomplish its
missiou, giving tone, energy, and success to those engaged
hi this great work,

I am very respectfully,
THE AUTHOR.
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WANTED! A MAN.
*• Wanted—men ；
Not systems fit and wise;
Not faiths with rigid eves；
Not weal til in mountain piles ；
Not power with gracious smiles；
Not even the potent pen.
Wauled—men."

"The world has a standing advertisement over the door
of every profession, every occupation, every calling,
，"'anted—A Man： n

"Wanted—A man who is larger than his calling, who
considers it a low estimate of his occupation to value it
merely as a menus of getting a living. Wanted, a man
who sees solf-devolopmont, education and culture, dis­
cipline aud drill, character and manhood, in his occupa­
tion.

"Wanted, & man who, no stunted ascetic, is full of life
and fire, but whoso passions aro trained to heed a strong
will, the servant of a tondei1 conscience, who has learned
to love all beauty, whether of naturo or of art, to hate all
viloness, aud to respect others as himsolf.

“God calls a man to bo upright and pure and generous,
but he also calls him to be intolligont aud skillful and
strong aud brave.

♦•Tho world wants a man who is educated all over, whose
nerves aro brought to their acutost sensibility, whoso
brain is cultured, keen, incisive, penetrating, broad,
liberal, deep; whose hands are deft, whose eyes are alert,
sensitive, microscopic; whose heart is tender, broad,
magnanimous, true.
1 °The whole world is looking for such a man. Although
there are millions out of employment, yet it is almost im­
possible to get just the right man in almost any depart-
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ment of life. Every profession nnd every occupation has

a standing advertisement all over tho world: 4Wanted, a

man., "

When Garfield was asked in his youth "what he meant

to be," ho answered: "First of all, I must make myself

a man; if I do not succeed in that 1 can succeed in

nothing." As I was traveling in one of tho southorn

states I foil in company with Judge D., and ontering into

conversation on tho subject of a demand for men. To

illustrate ho said: "We were allowed $1,000 for a court

stenographer, and were very careful to select ono who

wo were sure was strictly first-class, thinking that the

salary should got the very best. Wo found a man who

was thoroughly qualified and employed him at tho salary

named. Wo could have gotten stenographers at all

prices ranging from $300 to $600 salary, but they could

not fill tho place. Tho oug we selected did his work so

well that wo were unable to keep him, as ho was offered a

salary of $1,600 by another party, and, of course, ac­

cepted it.

There is a demand for good timber; timber that is soft,

tittle, full of knots, wind-shaken, won*t do; it must bo

'rong, tough, hard, clear of knots; that's tho timber iu

emand. Men who havo qualified thoroughly in tho work

they would do, will find a placo to earn a living; others

ar© loft out. Wanted—A Man.

I mot Mr. B., who is a large manufacturer, employing

over 1,000 people, whose wages range from $6 to $25 per

week, aud a few whose salaries aro from $2,000 to $5,000 a

year. **I fouud it no trouble to get help in the depart-

incuts, where but little skill is required, but for tho

places requiring skill and closo attentiou to business,

there are vacancies all tbo time. Much attention is

given to watching the worker? with reference to finding

persons who can fill tho better positions, promptness,

thoroughness, attoution to details, aud espoeially those 
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who report for duty every working day in the year. There

is always a demand iu ray factory for thorough men."

And so it is over all tho world. Wanted, a Man.

Mr. S. is a carpenter. I had occasion to build some

half dozen cottage houses. I employed Mr. S. to super­

intend tbeir building. ITo was so persevering, prompt

and correct in his work I employed him as superintendent

afterward to build a largo store for general merchandise.

I wanted it quick. The weather was bad, but there wero

working hours between tho showers. lie did not say wo

can't continue the work; he did not sit brooding with his

head bowed in his bands, but was on tbo move. Ho be­

lieved if there was not a way clear ho could make one.

In a few weeks tho store was finished and Oiled with

$20,000 worth of morcliandiso, and thus my business

moved on. Somo years after, by chance, I saw this same

Mr. S. at Fresno, California, just completing a largo

brick hotel, for which he had a contract. I observed the

same elements of energy, push and thoroughness I had

seen years before. I was located a year later in i west­

ern city and wanted to build some houses. I wanted a

man, and it seomed he was hard to find. I thought of S.,

and wired him. Business being a little dull in Fresno, bo

replied: ,l Will come."

He did come, and in tho course of the following two

years, every day he was oa duty, and built for me about

oue hundred houses ranging in value from $200 to

$15,000, all the work in its class was the best in tho

city. Mr. S., being a man himself, was able to get the

very best service from the other men they could possibly

render. Manhood in one man stimulates manhood in

others. Mr. S. acquired some good property, but the gen­

eral crash throughout the west brought him losses. Did

he s让 down and grieve? Not he! ho removed to a small

town iu Missouri, since which time, about four years, he

has acquired a good homo and other property. Lie has
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built by contract some of the best houses in the town,

among them a fine school building. Anywhere, evory-

whero, they are wanting: men, nervy, plucky, thorough

men.

A broad minded man, with largo capilal, some years

ago in looking over the wants of the human family, deter-

miued to manufacture an article that was in constant

demand in every household. Ho knew he must meet

stubborn competition from the bousos that already bad

established trade. Ho know millions of money must be

spout before ono cent of profit could possibly be realized.

He know also if be would get this article in general use,

be must have a good force of strong men to place it on

salo; mon who could command salaries ranging from

$5,000 to $10,000 yearly. The conception of such an

undertaking was enough to paralyze tbo averago man,

but it was made and became a fact of history. It was

my fortune to represent this mammoth factory some years

ago. I learned that there wore a great many men who

could All tho places required for tho smaller towns, but

the mon who could fill tho places paying a bettor salary

were scarce. If an agent was appointed who did not

show results, he was cut off. But I found this, as in

other things, that ''The victory was not to the strong

alone, but to the vigilant, the active and tho bravo.n I

recall an incident in point. While in Now Orleans I re­

ceived a wiro to go to Galveston and take the agouey

from Mr. U---- as he was not holding the trade. I was

expected to find another man. 1 went at once. When I

met Mr. U---- and after I had a short talk I felt that ho

was the other man I was to find. I found him an earnest

and untiring worker, straightforward and popular with

the jobbers, and the loss of trade was through no fault of

his. Together we discovered the difficulty and removed

it. Reestablished confidence, and ever sinco Mr. U----  
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has been one of the best agents the company has; a great

worker, truthful, qualified, a man: Wanted—A Man.

Wanted—A Man.
Everywhere there can be found
A place for men, alive and sound.
Men, who do not shrink from work;
Men, who duties never shirk;
Neri, brim full of truth and grit ；
Men, who rather move than sit ；
Men, who find no place to loaf;
Men, who never use an oath ;
Men, who active, wide awake；
Men, who would a record make.
Such men arc wauled, all the time,
In every place, in every cliine.

I represented at ono time, one of the largest con­

cerns of its class in the world. In my jurisdiction I

employed about seventy-five men, each was employed on

the condition that he would prove a producer and no

salary was promised tbo first month, as it would take at

least that long by olose study and application to details,

to work successfully. Those who proved efficient were

retained, their salaries dating back to the time they began

The others were set adrift at their own expense. Those

who had suflicient manhood in them co bring success, not

only had a good, lucrative position, but many of them are

now state agents with a salary that will soon make them

independent. They had pluck, thoroughness and indus­

try; they are men. The boys who were dropped out, I

will say here, many of them, wore possessed of very

much better natural ability aud education from a book

standpoint, than those successful, but there was some

element in their mako-up which caused failure. Some

needed thing was wanting, either will force, industry,

thoroughness, lack of atteution to details, concentration,

or some other link in the chain that turns the wheels of

success, that made th hl chain useless for the purposes it
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was made. Jnst here let mo say a word about the man

who is nt the head of the great concern spoken of above.

He grew up a poor boy on a farm; had no capital, but

that he had within him, but that was enough, he labored

hard, and by indomitablo will force, unflinebiug energy,

untiring industry, he is to-day the owner of a good fortune,

has one of the finest homes in the west, and is amply able

to pass the remainder of his life in case and comfort.

He possessed manhood, which is over the best capital if

a man would succeed in life. Wanted—A Man.

I have in mind one of the most successful men, it has

been my fortune to know. I knew him in boyhood, in

youth, in early manhood, and now in tbo prime of vigor­

ous raanhood. As a boy he adhered to all those princi­

ples and qualities that mako a manly boy. Obedient to

parents, vigorous and spirited in work or play, but never

rude; was truthful, polite to all and raore especially to

ladies and older persons. As a youth, he was ambitious

to excel, his motto was, never bo second in his class at

school. If any anything was hard he would work tho

more, fie knew hard problems required hard study, and

applied himself tho closer. While zealous to develop the

mental man, ho was also careful to- strengthen the

physical; getting knowledge of those exercises best suited

for physical developcment and practicing them. Early

in life, he choso as his profession the business of editor

and printer of a newspaper, buying a small plant work­

ing four or five men.

By close attention to every detail, doing only the very

best work, both on his paper and in his job-work, what

was the result of this fixed character and bold detormined

man? By gradual and sure steps, he now conducts one

of the finest printing establishments in the west. His

paper is a model of neatness, and every issue is chock full

of good things, acknowledged to be the best edited and

printed in the state iu which he lives. He publishes and 
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binds all tho legal books for several states; works all the

time one hundred to one hundred and twenty people.

Every book pubished tbere goes without a single error.

His integrity is such that every statement he makes is

known to be fact; therefor© ho has the confidence of

business men. So busy a man, we would suppose,

would not have time left for religious duties. Not so; he

is connected and prominent in forwarding all charity and

religious work; helps to look after schools, and a teaeher

in Sunday school. There is no limit to the work a well-

rounded, well-balancod mind can accomplish. He is

every whit a man. Such men are wanted everywhere.

The call stands over every door: t(lVantcd—A Man.**

'Twas ever thus, *twi!l always be(
Successful men do all agree,
Of all the assets on the earth
Mannood is of greatest worth,
If one would wish great power obtained ;
If one would wish great wealth to gain.
If one would wish to do great good,
If one would wish to earn his food,
If one would wish success in life.
If one would wish to win a wife,
To succeed on any plain,
The chiefcst thing is: Be a man,
In every town in all the land
This sign wc see: Wanted—A man.

The busy managers of all the great business institu­

tions of this country are out ou a great tower with field

glasses looking in every direction for men. This is espec­

ially the ease with tho managers of the "great Life Insur­

ance companies which not only represents one of the

greatest business iuterests of tho country, but it has to do

with the future of the loved ones the father would pi otect

from want and poverty. Life Insurance eomes with its

benign influence to bind up tho broken heart, to keep tho

wolf from tho door, «to ward o£E the chilly winds >of

winter, its fountaiu ever flowing to bring gladness and
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comfort to tho unfortunate. To present properly before

tho people the importance of this great work requires

men. These managers know that this work, like all other

great business interests, meets with sharp competition.

(They know their standing as a company largely depends

on the character and standing of the men that represout

them in each communty. They know they can not write

business without the agent has all the requesites of a suc-

•eessful man. If ho is a man "waiting for something to

turn up;'' if he sits idling, expecting a harvest where ho

ihas not sown; if he is earoloss and slipshod in his habits;

he spends his time loafing, and especially about doubt*

ful places; if be is lacking in perseverance and industry,

he is not a man, therefore doos not fill tho requirements

of the contract; ho is not wanted, and need not apply.

rrhey want men who know that

"Life is real, life is earnest.**
Tho poot, Young, says:

•'Open (hy bosom, set ihy wishes wide.
And let in manhood—let in happiness;
Admit the boundless theatre of thought
From nothing up to God."

Remember well there is always Wanted—A Man.

II.

LIFE INSURANCE.
Tho primary object of life insur-

The Primary Ob- anco is protection—a means by

ject. which the widows and orphans of
the insured may not be left homeless.

The uncertainties of the life of tho average individual

render the accomplishment of this object impossible

without the co operation of others; consequently a life
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insurance company is simply a corporation composed of

members mutually bound together for the purpose of insur­

ing each other. The contributions (or ,,premiu1ns,,') of

tho many th us united, constituting tho fund out of which a

stipulated amount is paid to tho representatives of the few

fwho are taken away each year; in other words the losses

of the few arc borne by the many.

The cost of life insurance is made

The Cost. up of two items—the amount re­

quired for the payment of the death

claims and for expenses of management. That tho

aggregate of these two items can bo determined,

almost to a certainty, is proved beyond dispute, by data,

contained in official reports, extending over a period of

nearly two hundred years. If this were not the case, life

insurance would be a game of chance and not a science.

Tho strongest company would be unable to guarantee tho

fulfillment of its contracts, as it might be wiped out of

existence at any time, by the demands made upon it.

Every policy issued, by lifo insurance companies, takes

it for granted that the amount required for the payment

of death claims, is not an unknown quantity.

AH experience shows that the death rate of a well

managed and progrossivo life insurance company, after

tho first few years of its existence, fluctuates between

narrow limits, aud does not necesssarily increase with the

advancing years of its history.

"Life insurance is a protection against financial loss

by death, and is based upon the present and future pro­

ductive energy of tho insured and the infallibility of the

death of the insured to occur some time in the future.

The home, tho domestio circle, is the greatest con­

sideration of any civilized people, and any institution

that has anything to do with so sacred a trust, should be

thoroughly understood, all uncertainties cleared up, and

reduced to the plainest system o£ business.
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Life insurance deals with mothers and babes, in fact

with widows unwed, and orphans unborn; it permeates

the home from tho beginning to the ending, and should

show upon its face tho sacred trusts assigned to it; and

bo reduced to that degree of simplicity that every policy

holder should understand the certificate of membership.

There is nothing nearer the American homo, tban tho

institution of life insurauco, and the millions of money

expended year by year, domonstrates the hold that it has

upon the people.

Every mau, who amounts to anything, has productive

energy. The productiveness of our being, is the insur­

able part, and no man who can get a policy should be

without one.

Tho most valuable thing today is the productive

energy of the human mind. The things that we have at

present, that wo never dreamed of years ago, testify to

this most wonderful creation.

The greatest acquisitions of mind over matter have

occurred in the past fifty years, and as we stand before

these wonderful triumphs, it is not to divine the future,

or to speculate as to the probable outcome, but to ask the

question if progress has been all along the line. We

don't believe it has, and the theories and policies of old

lino insurance companies, will carry us out in that

belief. The same system, the same premiums of over­

charge that utterly debars tho poor, and makes insurance

an expeusive luxury to tho rich, is still in vogue, which

was practiced when the only moans of transportation

were steamboats and ox wagons.

The poor man whose productive energy is limited, and

who has family responsibilities that require most per­

sistent and frugal use of tho samo, can find no relief

along this line, and turns his mind's eye upon the institu-

tiou of Natural Premium Li Co Insurance, which bears 
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upon its face the marks of progress, and reflects tho

privileges of the poor man as well as that of the rich.

Nothing that deals with the welfare of the American

people can stand still; creative genius will break the

bonds and como forth, and all the power of the earth can

not keep it back.

Twenty-five years ago, there was but one class of

iusurauce known; that system was the level premium or

old lino insurance. For fifty years its monumental

buildings, mixed assets, overestimates, and alluring

promises have attracted the insuring public, and for

the first twenty years, hold tho field undisputed. Tho

undisputed fields of conquest seem to breed a disposition

for extravagance and profligate management, aud failure

after failure, one after another, involving millions of

dollars, marks the history of this grand munificent

system.

The result of these failures, and bad management bo.

came very unsatisfactory to the people and the thunder of

revolution was heard from shore to shore, and a general

stampede followed. In the universal condemnation of

the old line companies, and the excitement incident to

their abuse of confidence, exorbitant premiums, tho peo­

ple went to the extreme on the otbor hand, and there fol­

lowed a period of post mortom assessment insurance,

which was unscientific and that in most cases speedily

came to grief.

The unrest that gave birth to the unscientific assess­

ment insurance, and their extremely short period of life,

bred a disposition to thought and research, and stop by

stop can the progress of the great scientific system of

natural premium insurance be traced as plainly as the

handwriting ou tho wall."
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III.

Life Insurance is the greatest of

What It Is and known benefactions. Its growth

"Why It Exists, marks the progress of the human
race toward a higher civilization.

It is the twin sistor of Fire Insurance, which was the

immediato outgrowth of the neeessitios of man, who

found that ho could not save his house from flames nor

himself from death by invoking the gods or conjuring tho

evil spirits, so turning from them he invokes the groat

laws of average, and conjures by statistics; if his houses

burn they are rebuilt, and if ho dies his loved ones are

eared for and protected; yet it is neither a charity nor a

beuovolenco.

IV.

Life Insurance has become one of

Its Benefits for all. the great business interests of the
world. Fifty years ngo it had

hardly begun to attract general attention. One or two

companies were organized and struggling for a precarious

existence; their systems were erudo and tho cost con­

fined its operations and benefits to the wealthier classes.

Its progress has been uninterrupted and marked by moro

oquitable systems and moro accessible and benign forms,

until to-day it is brought within the easy reach of every

prudent and industrious man who has loved ones to pro­

tect; its beneficent influences are felt in every commu­

nity, and should and soon will be felt in every home.

V.

The Life Insurance agent is en-

An Honorable gaged in an honorable and legiti-

Caliing. mate business; he is representing

an article that is as staple as flour,

and in demand throughout the civilized world. Almost

the entire business of the country is carried on by the
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aid of agents, who for intolligeneo, integrity, and busi­

ness capacity compare favorably with any class of men

in the world.

VI.

There is no field more inviting nor

It Pays, But Re- more remunerative to capable men

quires Prepara- than Life Insurance. But it is a

tion. business, a vocation not to bo

picked up temporarily to pay tho

expenses of a proposed trip or journey, nor to fill an

interim until some other employment is found; not for

"deadboats'' or idlers who have failed to earn a living

elsewhere, but for active, energetic, capable men who

look upon it as a legitimate business, and adopt it as a

permanent vocation. Nor is there a greater error than

the too prevalent opinion that any one can solicit life

insurance; that it needs no preparation beyond an oily

tongue, cheek, and self assurance and an outfit of sup­

plies.

This shallow estimate of the requirements of the busi­

ness has induced many who were lacking in every qualifi­

cation to enter the business, trusting to luck for success.

It has also misled many otherwise capable men who with

a, proper knowledge of the business, would have achieved

success, but who only floundered among the uuknowu

quagmires and quicksands uutil they sank ignominiously

from sight.

VH

It is a business that requires, in

Thorough. Knowl- addition,to the ordinary quulifica-
edge and Indi- cations necessary to success in

viduality. other business, a general knowl­

edge of life insurance and a thor­

ough knowledge of the particular plan he represents, of

its methods, requirements and capacity; or in other words
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complete preparation for the work. If an agent is thus

equipped in the Hold, and is possessed of untiring energy

and a determination to succeed, success is almost certain.

But the methods of successful agents are as different as

their appetites, nor could either succeed by attempting to

adopt tho exact methods of tho other. The fluent talker

and jovial companion sometimes oxcites the envy of the

less giftod, but persistent worker, yet the graceful and

aetivo hare is often outstripped iu the race by the slow

and uncouth tortoise. *'There is no royal road to suc­

cess it must be achieved by oaoh in his own way.

VIII

No man ever attained a great suc-

JReserve Power, ccss in anything unless it was con­

ceded that all his forces were not

in uso, but that he had an accumulated reserve held back

to be called for in case of necessity. The groat gon oral

always has a strong reserve _fore。held back to give

strength in battlo. The successful bank keeps a large

rosorvo to be used only in case of a great omorgency. So

an agent to bo strong in presenting his business, must

have a strong reserve. This can only be acquired by

closo attention to details of the policy he would write,

must know tho standing of bis company, have a general

knowledge of the plans and standing of other companies,

especially those with whom he is directly in competition.

The greatest lawyers seem to have come to prominence

by genius, but when we leara their history, we find they

have been close, hard students and had a large reserve,

which brought them into' recognition. Gather a little

here, there and everywhere accumulating a good reserve,

and suocoss will crown yonr efforts.
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，/ IX.
\ In entering the great work of se-

Fully Appreciate curing Life Insurance, one of the

the Value of first requirements is to fully realize

What You Sell, the importance of the work you

havo to do. No mau ever suc­

ceeded in anything worth doing unless ho realized that the

result of his work was worth something. If the farmer did

not know that there was a demand for tho products of his

farm,do you think he could get up early and work late mere­

ly for the pleasure of seeing the crop grow? No! He knows

there is a demand for food, and although ho realizes that

many others are engaged in raising wheat and corn and

thus cutting off the possibility of getting a big price, that

very fact stimulates him to greater effort, so that the quan­

tity will be suflQciont to buy all things necessary to the

life and comfort of his family. There are some articles

now in great demand, that only a few years ago were sel­

dom seen, but now are shipped to all parts of the country

in car lots. For instance, there is a demand all over tho

country for bananas,while only a few years ago they were

seldom on sale. The man who is alive to the importance

of tho banana trad© tries to secure tho best and places

them so temptingly before the people that they are glad to

exchange their money for the luscious fruit; so au agent

soiling life insurance must know where he can get the

best contracts and then know how to place them before

the people so as to make them acknowledge their superior

merit. You must believe in the value of what you sell, to

be successful in selling it, hence get a good stock of in­

formation on hand regarding insurance, so you can talk

intelligently about all the details of the subject. If you

would succeed, know well your business in all its details,

and you must know it, too. You can't appear to have what

you have not, aud you can't sell what you havo unless you

know you have it. The merchant knows what he has in bis
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store. If you ask if he has combs, he don't say, I don't

know, and have to go through all his stock, searching

through show casos, to find a comb. If ho has combs he

knows it, and knows also whoro to find them. So when you

aro asked if you have a certain kind of policy, you must not

rummage around in the rate book to find it, but bo able

at once to answer, yes or no, and also bo able to tell of all

its special advantages to the insured, how he pays the pre

mium, and what accumulations, if any, he may expect.

X.

The day for securing business by

Truth. downright falsehood is past. Tho

public will order you back into tho

darkness as Poo when ho addressed tho raven:

••Leave my loneliness unbroken,
For that lie thy soul has spoken."

There possibly may bo extreme cases whore deception

might be justiGable, but in the ordinary transactions of

business a lio is poor capital. I£ you invest in it you will

always find tbo investmont vanish away as tho mists and

fogs before the morning sun. Truth stands a deep foun-

datiou laid in solid rock, holding the structure firmly in

place. A lie is a foundation of sand that gives way before

the streams of water played on it by a discerning public,

causing a sure fall of the structure above. You aro not

compelled to tell all you know to point out the weak

points, if there any. There is enough of truth in this great

work of humanity to fill volumes. When your labor of lovo

will be folt in the coming time, when this wise provision

will gladden the hearts of the widow and orphans as they

reap the reward laid up by a wise father, securing to them

food, raiment, and education. One of the great troubles

we have to meet in talking Life Insurance is caused by

broken confidence caused by some smooth, deceitful artist

securing business by deception. Their day is past. Bet­
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ter men must write Lifo lusuranee if any is written. If

you would bo successful, be a man; tell the truth, for a

truer couplet nover was pounod than this:
“Oh what a tangled web we weave
When first wc practice to deceive.**

XI.

If a traveling man selling soap

Don't Try to should como into your store und in<

Build by up troduce his talk by tolling you about

Tearing Down, all other soap makers making soap

unfit for use, that all other soaps

aro made of material taken from dead animals that died

of contagious diseases, therefore entirely unfit for uso,

and if used these germs of disease would get into tbe blood

taken into the system through the pores of the skin, yon

would think (if you did not toll him so) that this fellow's

soap might bo tho very soap containing these bad qualities

and be full of disease and death, and if you believe ho

tells tho truth about soap you would not buy any soap aud

would quit using it and take chances on dirt aceumnla-

tions. Don't say all insurance is a fraud but that which

you sell, if you don't want to be considered a fraud your­

self. If you raito cotton, you just as well say nobody's

cotton is any good but yours. If you grow wheat, just as

well say yours is tho only good wheat. There is a differ-

enco in wheat, some is bettor in quality than other wheat,

so some insurance is better than others. Prepare yourself

to show the superior quality of the artielo you sell. If

necessary, make it plain why yours is better. Bnt-donit-

think_for.a^momenLyou. can builc^up by tearing down.

There are many insurance companies doing a noblo work

providing as they do for tho unfortunate. Get the best

and you will succeed. Present your work on the merits

and special features your company offers, that will make

the insuring public realize you have as good, if not a bet­

tor contract, than thoy can secure olsowhero.
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XII.

If you do uot choose the right time,

Choose the Right all you may say is lost. There aro

Time. cortaiu times that the gate leading

to a man's heart are closed and

locked, so you may bavo ever so many skeleton keys, none

of them will unlock tbo gate. You bad just as woll try to

topple over Washington monument with ono blow of tho

fist as to try to insure a man when his mind and thoughts

aro intently riveted on some other subject. The men who

aro fully able to pay the premium on a policy of Life In-

suranco are usually busy men. Don^ lalk_to. him when

heJs busy; if you approach him at such a time, try to make

an engagement to seo him at some appointed liour. Yet

impress him with the idoa that the subject you have to

talk about is of great import to him, and the time you will

require in explaining your plans and setting forth tho con­

tract you have to soli will bo time well spent. Then again,

don't enter into an argument with a man you would in­

sure ;avoid a condition wherein ho will liue his forces up

in battlo array to make a valiant fight agaiust you; that

will novor secure au ^application; but rather impress him

that you wish to do him good; that you want no fight, but

a concerted action iu a cause that is for your mutual good.

XIII.

If you expect success, bo caroful

Privacy. to got an audience in private. If

you try to talk to two or three at a

time, you may be sure you have failed already. All im-

^jx>rtAut.]j.usijiess_is-doiie -BJiyatAlx. If you would buy a

horso, you would wish to see the owner alone. Life In­

surance is no exception to this rule. In talking, thoro is a

certain magnetic current circulating from one to the

other, which does uot admit a force iutroduced that will 
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draw it from its desired point. A current of electricity 3

that Jadcus a certain wire, will produce a great and bril-"弋

liant light at a certain point, but a small wire thrown

across the conducting wire and attached to the damp

ground, will put the light out and leave the dynamo power- j

less to produce the light again until the cause is removed.

So it is in talking business, a{third party will absorb all or、:今

/ part of the effect. To win a girl you would make your '

wife, you don't talk to her about the important affairs of

the heart before others, but you would want to see her {

alone, and then you can pour forth your soul to her in v ，
strict confidence and thus be able to secure the prize. " t

See your man alone, fix your eyes on his, and present your 2

claims in earnest. Find your man alone, unemployed, and~^ J

in a good humor. •*

Above all things, do not talk too much. Thousands fail , 7*

through this fault. Every man has his peculiarities and Q

thinks ho knows what he wants. You must find out what . \
his peculiarities are and then, adapting your words to the of 弋

same, show him. that you have just the goods to meet his>^

taste. But how are you to find this out if you do all the
talking and do not draw him out, so as to discover the pc- CI

culiar bont o£ his mind? \

Also oaeh man has his own prejudices. Tliere are some

things be very decidedly does not waut. If you let him j

talk you may discover these points and be able to steer \ -

clear of his sharp corners. Do not try to tell all you know, Q

but tell what you think your customer wants to know.
is often and truly said that an agent, to be successful, mustTA

bo a good student of human nature, and be able to read , 二

his man; but no oue can read his man by simply looking 二"
at him and doing all the talking. He must let his cus•.湛 J

tomer express himself. It is very important that you

just the right thing and stop there. It is often as im- (
portant what not to say as what to say. -J "
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XIV.

Your success will depend largely

To Meet Objec- upon youv ability to moot objec­

tions. tions; but never answer an objec­

tion 'till it has been raised, and

even then do not dwell on it any lonirei than is necessary

to dispel it. Meet it with a strong, unanswerable argu­

ment in a calm, respectful manner, and then leave it,

drawing the miud of your customer uway to some other

subject.

XV.

The most important factor in sue-

Closing the Con- cessCul soliciting is the ability to

tract. close with your customer; to de­

cide just whou to stop talking and

begin writing, requires all the skill and diplomacy of the

agent. The time comes when the only thing for the agent

to do is to get out a blank, ask the man his full name and

commence filling out his application; and you ofteu reach

this point before tho mau has really ffiveiLhis consent that* , —■ ____ __ _________ ___ ______ _—*_■——
you should do so. His manner alono may be the only

thing to justify you in so proceeding.

XVI.

Ono of the best ways to canvass

Getting His Opin- a man for life insurance is by get-

ion. ting his hearing for tho express pur­

pose of securing his opinion. There

are many men whose interest can be elicited in this way

when a direct soliciting would do no good. Most men

have a special dislike to the idea of being canvassed or

drummed; this is especially the case with men of recog­

nized influence in tho community. They look with droad

at the approach of an agent who they think will give them

an urgent appeal to buy something.



Wanted! A Man. 25

Yet these very men can bo approached very snccess-

fully by asking thorn to examine your contract or propo­

sition with reference to getting thoir opinion. The largest

policies are often written ia this way, and as a rule they

make persistent and influential policy holders. Tboy will

not only take a policy themselves, but they aro active

helpers in securing applications of their friends. In this

way they more thoroughly acquaint themselves with the

leading features in tbo policy and their judgment being

fixed as to its special merits, they can do a great deal

both directly and indirectly in helping you iu your busi­
ness.

XVII.

WJioevor saw nn agent sttecessful

Cheerfulness and in getting business if he was cross,
Good Humor. morose, sour, and snappish. Ono

of our American poets has truly

said, "Laugh and the world laughs with you; weep and

you weep alone.M It is very difficult sometimes to bo

cheerful when things are not going well with you; but so

sure as you do not cultivate a cheerful spirit, you will have

au expouse bill that will exceed your income. When you

discover a tendency to bo what is called "Down in the

mouth," say something, think of something, do something

that will buoy you up with a measure of glad thoughts.

The very effort will have a reacting offect on your low

spirits, and bring you out into a normal condition. Read

a book of humor, or join in conversation with some "hail

fellow well met," and you will find that cheerfulness is

contagious and that kind of contagion that brings both

health and success.
••Some murmur when the sky is clear

And wholly bright to view,
If one small speck of dark appear

1 In their great sky of blue.
••While some with grateful love arc filled

If one small streak of light,
One ray of mercy gild.

3 The darkness of mcir night.**
f
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Thou:
"Let us gather up the sunbeams,
Lying all around our path,
Let us keep the wheat and roses,
Casting out the thorns and chaff：
Let us find our sweetest comfoit
In the blessings of to-day,
With a patient hand removing
All the briars from the way."

XVIII

Self assurance
and Self con­
fidence.

Two young men start ed out to

travel for a wholesale grocery.

They both went to tho same school,

wore classmates; both were bright,

but ono never could properly ap-

preeiato himself, was really too

liumblo to succeed; ho failed and camo back disheartened.

The other appreciated the value of himself, the value of the

houso he represented, and also the goods he was out to

sell, and succeeded; and soon became one of the most

successful mon ou the road. Most men when they start

out, are always looking arouud to see some other follow

coming aud turn out of tho way. Don't do that if you

know your wagon is stronger, your horse is fleeter, your

merchandise as good or better, stay in the middle of the

road." If you have the right o£ way, keep it. In this

day of sharp competition you can not afford to disparage

the value of yourself or what you sell. Crowd to the front

and secure your share, 'tis the only way to "get thore.M

We would not advise you to be unscrupulous. Oh, no!

But acquire tho knowledge necessary to present your

claims with force aud confidence and it will go far- to

make success.

"Conquer your place !n the world
All things serve a brave soul."

“Find a way or make ono; the world always listens to a

mau with a will in him."
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XIX

No point is so essential to success

Industry and 眼 industry. Without it no great

Courage. work was ever accomplished. Per­

sistent, faithful work is tho koy to

unlock tho coffers all around us ready to pour forth their

treasures; but they never have opened without this key.

We look around us on every side and see the stately build­

ings, the productive farms, tho busy railroads, yet nono

of these could have been brought into existence without

faithful and continuous work. It seems mighty slow when

wo seo men working on the railroad with pick and shovel,

though slow, it be it prepares the bed on which the great

iron horse rushes from town to town, city to city, state to

state, ocean to ocean. Hear the sound of tho ax in tho

wood, follow and seo the tio choppers, so slow as stroke

after stroke, they chop and hew, yet these persistent

strokes enable tho roads to lay cross ties all through the

land. The great building in Chicago, thirty-two stories

high, was completed by industry, brick after brick, stono

after stone was laid, very slow, but persistent industry com­

pleted the work. If you would succeed as an agent solic­

iting life insuranco, you must keep at work. You should

appreciate the value o£ time and know success will come if

you keep a keeping on, hard at it, always at it, brings suc­

cess. You can not hope to reap unless you sow; sow a

big Hold reap a big harvest, sow a little field you will reap

a littlo harvest. The farmer does not work ouo hour and

quit, but work all day, so i£ you would succeed don't

oxpoct to go out one hour, wander aimlessly around about

throo or four blocks and then expect business, but talk to

each man you meet, pass a few words and let him know

what you roprosent, ono of tho best agents in the country

said the secret of success was to talk to every man. You

see a man, pass on and think to yourself, no ho is not a

caudklate. You can't toll, tho tenth man you come to
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may be the very man you aro looking for and should you

pass him and go to tho twelfth, who does not want any

insurance and would not have it, you have lost your op­

portunity. Get men of influonco first, study the standing

and influence, get the biography of leading men thou talk

to them of their success, learn how they attained it, show

an interest in thoir welfare. During business hours work,

and if you loaf go somewhere and loaf by yourself, in the

dark, out of sight, but don't loaf; thero is no proper place

to loaf, but koop busy and when uot out soliciting study

youi* lesson. Don't think you know it till you do know all

about it.

Cultivate the habit of industry. "A bad habit is a

liability, a good habit is an asset." Have nerve, industry,

pluck, you will find the way to success. Bo idle, depend

ou luck, nnd poverty aud rags will certainly be your

portion.
"Lives of great men all remind us.

Wc can make our lives sublime,
And departing leave behind us

Foot-prints on the snnds of time.”
“In the world's broad fields of battle,

In the bivouac of life；
Be not like dumb driven cattle,

Be a liero in the strife **
"Let us lhen be up nnd doing,

Wilh a heart for any fate;
Stil! achieving, still pursuing,

Learn to labor and to wnit."
“You plow deep, while sluggards sleep

And you'll have corn to sell and keep.**

i'



Wanted! A Man. -9

NX

PUT MONEY IN THY PURSE.
**To catch Dame Fortune's golden smile.
Assidious wait upon her.
And gather geer by every wile,
That's justified by honor.
Not for to hide it in a hedge.
Nor for a train attendant.
But for the glorious privilege
Of being independent.**

The above lines, contained in Burns* letter of advice to

his young friend, aro good; and, although he was a poet

poor in in the self-control and elements that go to make

up a great man, they aro certainly the words of a phi­

losopher.

It is impossible for you to be independent and your full

solf, without money in your purse. It not only gives you

independence that is necessary to success, but it com-

mauds the respect and services of those around you. If

you have one dollar in your pocket the world is your slave

and will do your bidding to the extent of that dollar.

People like thrift, and they like the man that is thrifty;

but you should not only gather money for the purpose

above mentioned, but to enable you to improve and culti­

vate your mind, to take bettor caro of your body and in­

crease your iuQuenco in every department of life. It is to

the men who have accumulated money that we are in­

debted for the development in sciouce and art. It is

money combined with labor that builds our railroads,

steamships, and the cables that connect us by wire with

all parts of the world, that enables us to ride iu the palace

car with every comfort of the well regulated homo.

We are largely indebted to those who accumulate money

for the little blessings that we enjoy at a small cost,

which, by associated capital aud labor and large output,

place tluiu within our easy reach.
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Disparage not the man who accumulates and saves his

money ho is carrying out tho purpose of an all-wiso God,

and the result of his accumulation, if not during his life­

time, may be tho moans of placing many blessings in tho

reach of the masses they do not now enjoy.

But bear in mind that all wealth is the result of labor,

and that with the openings and facilities we now have for

securing it, tbor© is no need if we properly use those

moans, which the God of nature has placed within our

reach, for us to dony ourselves and families the comforts

o£ life and at tho same time accumulate wealth, that will

be tho means of continuing those blessings after wo have

passed away.

XXI

Nothing adds more to your ability

Personal Appear- securing tho attention and ro-

ance and spect of those you meet than a neat

Dress. and tidy personal appearance with

clean, faultlessly clean, linon. It

not only assists you in securing the respect and attention

of those you meet, but adds to your self-respect, for above

all things,
•*To thine own self be true.
And it must follow, as the night the day
Thou canst not then be false to any man.M

“Costly thy habit as thy purse can buy.
But not expressed in fancy; rich, not gaudy;
For the apparel oft proclaims the man."

XXII.

WHAT TO READ.
Printing is the art preservative o£

Books. a】】的均，and is the greatest inven­

tion of any age, it enables the

man of to-day to have before him, boiled down to the very

essence, tho results of sciontifio investigation, and tho 
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cream of thought of all the great philosophers, scientists,

and writers of all ages. The student can procure books

at 3 slight cost, and gather in ono hour, what cost tho

writer a lifetime of study and labor to produce. Of

course you should read good books and fill your mind with

a store of useful information, not only for tho purpose of

gaining knowledge； reading good books gives you thought

and language that enables you to express yourself iutelH-

geutly ou tho subject under discussion; besides it takes

you away from doubtful environments, aud enables you

to associate with the great and good of all ages. It seems

suportluous to advise anyone of this day to read books.

If you would be a man you must take advantago of this

privilege which is always at baud. To-day, a man of

thirty should bo a greater philosopher, a greater historian,

a greater statesman than Confucius was at sixty.

With thoir wonderful facilities for

The Daily gathering news, the great daily

Papers. papers give to us every morning

tho history of the world the day

before. I can not eoneeivo how any man who pretends to

do business would attempt to go through life aud expect

to aecoiuplish anything without keeping abreast with tho

times by reading one or more of the great daily papers

which are now found in every city of any importance. On

theso papers there are thousands of men of th© brightest

talent and best thought, and a largo number of great

invontious used to bring to you the current events of tbo

world, the discoveries in science and art, the thoughts of

brilliant minds, the works of philanthropy, the political

situation, not only of this but other countries; iu fact,

everything that a man, to be a man aud do business with

the world, should know. What would yon think of a man

comiug to you representing an important interest, that

knew nothiug o£ the monetary system of our country; tho
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proceedings in congress； the war in Cuba; the famine in

India; the cruelty in Turkey; the destruction of cities by

fire, cyclones, or otherwise.

Few people realize the importance

of what is called the country news­

paper. Although the newspaper

published in a village or town may

The Country
Paper.

accnpy an office 8x10 iu some garret, it is the most im­

portant factor in that town. When you visit a commun­

ity for the purpose of procuring business, if you will read

tho local newspapers carefully you can form a better idea

as to the character of tho people with whom you propose

to do business, than from any other source. Perusing its

columns you can discover who are the progressive mer-

ehauts, what local events are receiving the attention of

the people; it enables you when you meet a man to

engage in conversation on the subjects or enterprises that

aro engaging the attention of a particular community.

Besides, you learn the social movements; in other words,

you should become iuterested and identified with those

people so that you enn talk with them on a subject of local

interest and tell tbem something of that which they

already know. People love to talk on a subject with

which they aro familiar, and in which they have some

personal and social interest. I have never visited a com­

munity with a view of doing business without reading

very carefully the advertisements in the local papers, nud

the informatiou that I gathered from such perusal was

always valuable to me in prosecuting my work. Besides,

somo of the brightest minds in journalism are engaged in

work on the country newspaper. You can often gather

ideas and store your mind with gems not to be found in

the great metropolitan papers. There is somothiug in the

environments of tho country editor that makes him supe­

rior in many respects to those of the metropolitan dailies, 
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who are so much crowded in their busy life that they lose

sight of many things that would bo of value and profit to

their readers.

Insurance
Journals.

There are numbers of journals pub­

lished in the United States devoted

to the interest of life insurance.

They aro edited and managed by

bright, brainy men, who strive to place before you every

fact and thought that will enable you to more thoroughly

understand and pursue your work. TJieso journals also

contain letters from agents actively in the field writing

insurance, all of which are valunble and a great help in

prosecuting your work. Somo of these journals are bottor

than others, but I have yet to read a copy from which I

did not derive information that I felt was of great value

to me. If you are going to be an insurance man select a

fow of tho best journals and bo a regular reader of their

columns. Do not understand me to adviso you to neglect

business to read books or newspapers, but if you will

leeonomizo time you will bo astonished at the amount of

Tending you can do, while not actively engaged.

XXIII.

C---------------If you are a member of the church

i Attend Church./ you will atteud divine services as a
f _ — —' duty. Aside from this, to attend

church is profitable to every business man in more ways

than one: in tho first place it takes the mind from busi­

ness, gives needed rest from secular work which is neces­

sary for both mind and body. It is my opiuiou that one

who lias the opportunity of hearing a good man preach for

thirty or forty minutes, on a subject ho has jirobably spent

weeks of preparation, and, docs not do so is, if not foolish,

at least not wiso. Besides, a busy man gets relief aud in­

spiration from the congregation, the music, iu fact tho sur-
3
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V roundings, which aro ennobling in every way. In acldi-

:tion you make the acquaintance of the very people who

“ are candidates for life insurance, tho best people. How

• - [ much advantage it is to you when you meet a man on Mon-

day whom you have met at church on Sunday to bo able

•'[ to spoak to bitn in regard to tho sermon of bis pas-
：、< tor, you havo an introduction that you could not have lind

— -U otherwise. Besides, it is an advantage to any man to sit

an hour in a church, listen to a good sermon, hear the in-

sj?iring music, surrounded by beauty and culture, who

come in their best garb with bright and cheerful faces.

Do not understand mo to say that I would advise you to

< attend church to advance your pecuniary interest, but I

make this suggestion showing you that it does, aud at the

same time, builds you up in a better and nobler manhood.

A Sabbath well spent makes a week of content. On this

f line the following thought, let mo give you to practice

every night.

••Let not soft slumber close your eye
'Till you havc recollected thrice
Tlic train of action through the clay.
Where have iny feci chose out my way,
What have I done that's worth the doing；
What haw I said that's worth the saying；
What know I more that's worth the knowing.
These self inquiries arc the road
That leads to virtue and to God."

XXIV.

1st. Don* t give away prcmiuins^pay

Recapitulation. for servueos^ rendered) but bear in

mind your goods aro worth t he mark­

ed soiling price, as much so as the goods of a merchant in

a store. 2nd. If you select a medical examiner, got the

best one, and see that ho knows what kind of policies you

sell; his influeneo will do much to aid in securing busi­

ness. 3rd. You can't work without tools, see that you
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have all the supplies necessary. Know well what yoa

need, and keep well posted. 4th. Don't try to work too

many plans, find out what policy yon can write best. You

can soon learn what policy is best adapted to tbo particu­

lar case you aro soliciting and talk that plainly and clearly.

If you chaso two rabbits atone time, you will be sure to

catch neither. 5th. Bo careful all questions in applica­

tions aro answered truthfully and clearly, both family and

personal history should bo plainly stated; look well to this

point for it is 1 he basis of tbo contract. Gth. Don't argue;

it docs no good, but much harm. 7th. Don*t try to es­

tablish youi/clf by^lisparagiug others. Talk your own on
i^Tspecial merits. 8th. Don't try to misrepresent any­

thing; all substantial business is founded ou truth. 9th.

As a rule got influential men first, but don't thiuk you

know who you can write, talk to everyone worth talking

to. 10th. Be honest in your statements, persistent in

your work, gentlemanly in deportment; but don't submit

to any indignity to yourself, your company, or your work.

11th. Don't try to insure a man when ho is busy or per­

plexed. 12th. Don't try to insure a man in presence of

others, seo him alone. 13tb. Don't talk too much, many

fail through this fault. Say enough, no more. You are

wise when you learn this point. 14th. Learn how to meet

objections, but bo careful not to magnify them. 15th.

Dave in view the main point, closing tho trade. It is a

fino point; study it well. IGlh. Get a largo stock of in­

formation on tho leading principles of life insurance, it

will give a good stock of reserved power. 17th. One of

our great statesmon said: nThore is no oxcollenco without

groat labor." Be an untiring worker. Lastly. Be a

man. You know what that means, have a high standard

o£ manhood and work to possess it.
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XXV.

SPECIAL INSTRUCTIONS.
Applications.—Carefully examino both sides of every

application and sco that every question is correctly an­

swered, and that all dates and signatures aro complete,

before mailing it to tho home oflice.
Correspondence.—All correspondence between the

homo oflice and the agent must be regarded as strictly

contidcntial.

Delay.—As the issuing of a policy is often delayed for

want of information, you should pay special attention to

instructions in these matters.

Ink.—Always use pen and ink and see that all names

are plainly written and correctly spoiled.

Interest.—Tho benofieiary must have an insurablo in­

terest in the applicant.

Names.—Writ© the namo of the applicant and of tho

beneficiary or tho beneficiaries in full and very plainly.

Beneficiary.—Caro should bo taken in stating clearly

to whom tho money is to bo paid on the policy; if more

than one, state their names, ages, relationship to the ap­

plicant and the amount to bo paid to each one. If tho ap­

plicant requests the policy to bo mndo payable to his es­

tate, explain to him that it is liable for his debts and has

to pass through the hands of an administrator as any other

property. Wo think it better to have it payable to his le­

gal heirs or legal representatives, where he does not wish

to name the beneficiary. You can explain to him that ho

can change tho beneficiary at any timo during his lifo.

Tho main object of life insuranco is to protect the wife, as

no guardian is likely to tako as much iutorest in caring for

tho children as the mother. It is bettor, goueralJy, to

make the wife the beneficiary as the children, otherwise,

would require a guardian and tho money would be so di­

vided up that it would not bo as wisely usod, as the mother 
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could uso it by keeping the funds altogether as sho could

use the money to provide a homo or pay an incumbranco

on one, which is often the case, and thus protect the estate

and bo able to keep tho family together. In caso of a

young man, if be does not wish it made payable to father,

mother, sister, or some near relative, he can have it made

payable to his legal representatives and when married ad«

vise him to have it changed at once and mado payable to

his wifo.

Tho foregoing instructions, under­

Remarks. stand, are general and such as will

apply to any company, but tho

aj^ent should study carefully the special instructions of tho

company ho represents. Acquaint yourself thoroughly

with tho difforont policies you write, and especially on

those policies you aro most likely to write, bo able to

explain in full detail every point uoeossary for tho appli­

cant to know.

XXVI.

A term policy is ono which ex­

Renewable Term piros at tho end of the term stipu-

Insurance. lated when it was issued, and if tho

insured does not dio witbin tho

period covered by the policy, the only benefit ho receives

is tho protection which tho insurance provided while it

was in force.

A Rouowable Term Policy is one, which, like the term

policy, expires on completion of the term of years fixed at

the date of issuo, but is renewable at an increased

promiutn.

Old System Companies have writton millions of business

on this plan, tho majority of those insured being unaware

of the kind of policy they were taking. Uudor such a

coutruct, tho company cau iucrcase tho rato on advanced 



38 Wanted I A ^lan.

ages to such an extent that the insured would be forced

to allow his policy to lapse.—J. Thomas Patterson.

XXVII.

Tho ingenuity of man has never yet

Life Insurance a succeeded in devising a better or

Business more consistent plan of mutual

Principle. help than lite insurance. It is on©
of tho most useful products of

modern civilization, and is fast becoming an indispensable

adjunct of business success, for tho simple reason that the

condition of mind which renders business success possible

is most surely engendered by tho freedom from harassing

caro which life insurance alono can socuro.

For this reason tho life insurance of to-day bears tho

stamp of unqualified approval, put upon it by the sagacity

of tho keenest business minds and tho shrewdest com­

mercial intellects. They pronouneo it an essential elo-

mont of success and they are quite right in frowning

down those* who, in ignorant neglect of its supreme

boueficence, prefer to loave thoir depondont wives and

children to the su/Teranco and charity of others who have

beon more prudent in their unselfish forethought.

Just as a conscientious and honorable business man

indignantly rejects the suggestion to leave the future sus­

tenance of his loved ones to tho precarious exigencies of

friendship and acquaintanceship and to the varying

chances of utiinate business success; so doos he recognize

correctly that no one thing contributes more to socuro

that ultimate success than life insurance. Thcrofore the

prudeut forethought which takes into account all the

possibilities of tho future, as well as the recognized re­

sponsibilities aud necessities of the present, not only

prompts the man of conscientious and honorable intent to

do that which no reasoning man can fail to recognize as

oue of tho highest duties of fatherhood and citizenship; 
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but at the samo time he doos that, which, by securing

peace of mind to himself, directly contributes to the degree

of business success that he aims to attain.

Business men do not look very kindly upon those who

leave their loved ones to tho untender charity of the

world. They feel that they have proved themselves

recreant to ono of tho recognized axioms of business

honor; and they rightly east discredit upon tho memory of

those who have proved thorasolves so utterly selfish, and

so totally unable to exercise the degree of provident

forethought that they themsolvos would not dream of

ignoring.

To say that life insurance involves a principle of busi­

ness honor is to say only that which every right-minded

man must acccdo to and indorse. It follows logically that

every one who neglects it lays himself open to tho con­

demnation of all those of his business associates whose

good opinion and indorsement ho would highly value—and

what is so dear to tho average business man as tho respect

aud confidence of tho wholo business community with

whom his business dealings may bring him into contact?

It is true that life insurance as a business proposition is

so closely akin to tho beautiful principles that pervade

active charity, that we often unconsciously permit its

sympathetic relations to acquire too great a prominence.

It is just as perfect, just as effectual, just as far-reaching,

just as necessary, and just as actively beneficent, as any

organized or personal charity that elevates manlcind; but

for all that it is essentially a business--a business of the

very first importance to the conditions of modern civilized

life—something really indispensable to tho business world

of to-day. As such let it be recognized wherever business

principles ai*o hold in deserved respect. Appreciate as

fully as you please every ono of the beautiful and senti­

mental principles that its practice involves; but nover for­

get that it is a legitimate business; that it has its own 
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XXVIII.

Economy with­
out Avarice.

legitimate business sphere, and can nover be ignored

without violating correct business principles.

Th© man who is not positively sure of a competency

sufYicicnt to provide for the future of his family in spite of

every possible adverse contingency, inusst insure his lifo

unless ho is willing to violate in his own person, one of the

strictest principles of the code of business honor. No busi­

ness man wishes to willfully do this, because he knows

that such neglect will hand down bis own name and busi­

ness reputation to woll-merited opprobrium, and to tho

scathing condemuation of all his business associates.—

The Inglcsido.

Thoro are certain kinds of economy

which are liable to penuriousness.

Such was the old stocking-leg

saving. To hear ono coin dink 

upon another was so plensant that it became a passion to

hoar it as often as possible. Most men who are tbeir own

bankers aro liable to this temptation and yielding to it

beeotno slaves to avarice without enjoying the comfort

which their savings might afford them.

The man who patronizes tho savings bank may acquiro

a similar passion, in his anxiety to add entry to entry in

his bank book. Even tho worthy motive of laying up

something for the future welfare of family may lead him

to treat them ponuriously in the present.

There is auother form of ecouomizing which is more

effectual than either of the above, and at tho same timo is

froo from the temptation of avarieiousness.

The man who carries insuranco on his lifo, to the extent

of even $1,000 or $5,000, feols much easier about tho

future of his family thau tho man who is putting away a

few hundred every year from liis savings. Death may

como any year, and before ho has saved sufliciont for their 
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comfort. After he lias put the first five hundred in the

bank, and before ho can add another to it, death may

como. Ho is haunted with the fear, and to hurry his

accumulations he is tempted to parsimony and pinching.

How different it is with a man fairly well insured! lie

knows he can support liis family comfortably while health

and strength continue, and that tliey would be sure of the

whole amount of his policy at any time if he should bo

taken from thorn. Ho can thus enjoy tho present without

meanness, and bo encouraged to moderate economy to

provide for his family when taken away by death.—

Selected,

XXIX

I would encourago every young

A Catholic Priest man, and especially every father of

on Life Insur- a family, to have bis life insured,

ance. and not to have tho widow or de­

pendent friends, in caso of inis-

foitune, humiliated down to tho very earth in seeking tbo

charity o£ this or that organization. We Catholics show

heart in our liberal support of charitable institutions, but

wo could show more wisdom by removing many of the

causes that make them necessary.

Not very long ago, 1 was present at the death of a com­

paratively young man, who left his widow and five young

children to bo provided for. His great regret was that

his wife had persuaded bim to discontinue his life insur­

ance paymouts in order to get a piano on tho installment

plan. The good woman, I fear, will have moro music as

a result of her folly than she expected. I say "ns a result

of her folly." It is unpardonable foolishness to barter

away the necossitios of life for aceomp!isbments dubiously

profltablo. I would advise young ladies to demand of

any youug man as the first introductiou to her friendship,

a policy of at least $1,000 written on his life. lu this I 
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am perfectly serious. His life insurance policy and mar-

riago certificate should both adorn tho proliminarios of a

wedding breakfast.
I would advise mothers of families to so iraportune their

husbands that life insurance would bo tho only condition

of domestic peace. Oh! but it costs so much. This is an

excuse that springs from shiftlcssness. It does not cost

five cents per day for a $1,000 insurance policy. What is

$20 a year to a man who will spend double that amount

to gratify bis whims? Usually those who aro alarmed at

the expense have more money to squander in some life

destroyer than in life insurance. Life insurance money is

bread money, and tho man who needlessly denies it to

his family is unworthy to have a family. Think it over,

tell your friends about it and get them to participate in

some o£ tho good things.

XXX

Rev. T. DeWitt Talmage is an

What Talmage earucst advocate of tho beuoficent

Says. principles of life insurance. In au

editorial upon this subject, in the

Sunday Magazine, ho recently said:

°It is meanly selfish for you to be so absorbed in tho

heaven to which you are going that you forget what is to

become of your wife and children after you are dead.

You can go out of this world without leaving a dollar, and

yet die happy, if you could not provide for them; you can

trust them in the hands of the God who owns all tho har­

vests, and tho herds, and tho flocks; but if you could pay

the prominins on a policy, and neglect them, it is a mean

thirg for you to go to Heaveu while thoy go to tho poor­

house. You, at death, move into a mansion, river front,

and they move into two rooms on tho fourth story of a

tenoment house in a back street. When they are out at

the olbows and kneos; tho thought of your splendid robe 
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in Heaven will not keop them warm. Th© minister may

preach a splendid sermon ovor your remains, and the

quartette may siug like four angols in tho organ loft; but

your death will be a swindle. You had tho means to pro­

vide for the comfort of your household when you left it,

aud you ueglocted it.”

XXXI

Taking it for granted that you are

Character of the all well aware of tho fact tbat the

Agent in the character of tho life insurance

Field. agent is not what it should be, I

will not weary you by a descrip­

tion of what ho is, but will give you a fow brief sugges­

tions tending, as I believe, toward tho improvement de­

sired.

It must bo conceded that tho character and reputation

of a company*s agents in tho field, to a very large extent,

decide the ehftractcr and reputation of the company

itself; and that the fact that the agent, like tho brook that

feeds tho river, is a suurce from which a company derives

its lifo is too often forgotten. What would wo do then to

improve the many fountains that flow into this sea of lifo

insurance?

First, I would suggest a course of study for an agent by

tho arrangement and adoption of a fow well selected text

books upon the principles of lifo insurance. You do not

expect a doctor, a lawyer, a teacher or book keeper to

enter upon tho duties of his vocation without some prepa­

ration for his work, yet after a man has made a failure o£

everything else in life, he goes to selling life insurance,

and imposing upon a generous public by trying to make

them, understand something ho does not understand him­

self; and tho company ho represents is thus worse than

not represented at all, as its reputation is compromised.

Upon the priuciplo that education and knowledge im­
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prove the charactor o£ all men, educate the agent before

you allow him to sell or attempt to sell life insurance, and

I doubt if this convention can enter upon a more profitable

matter that will tend to put life insurance as a science

further toward the poal of fame it so well deserves, than

to enter into an Agreement prescribing a course of study,

and demanding that the agents who represent them shall

at least be able to define tho fundamental principles. \Vo

have in our schools and colleges, our chairs and professor­

ships of liistory. mathematics, law, and civil government,

and many other branches o£ education too numerous to

mention. Thon why not demand and educate tho people

up to a necessity for a chair of life insurance in some of

our schools?

Second, I would in some way have the agent impressed

with the grandeur and nobility of his vocation; for too

many look upon its duties as a menial service, and they

go about thoir work in a half-inspired spirit with the steam

always at low pressure, and accomplish littlo. But ele­

vate tho ideal by education and teach them that tho serv­

ice they render in persuading by all honorable means

some defender and supporter of tho family to provide for

tbeir wants when ho shall not be there, is the grandest

service man cau give to bis brother. And teach him that

there is something attractive about the plan of life insur­

ance that this convention is called to defend in the fact

of its unselfishness, a man ready to lay down his life to

win, satisfied with death, the greatest victory on record,

when ho has provided abundantly for his family.

Third, I would see to it that the agent is an honest man.

I do not want to preach morality, but I Attribute 33% per

cent, of the lapses in life insuraueo to the dishonesty of

tho agent in tho field; he has too often told the applicant

anything he could make him believe, to get his insurance,

and gradually he finds that ho has been fooled, and he

cursos tho company, while the agent is couveuiently 
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browsing in tho uoxt field, and out of reach. Education

does not always make incu houest only in that it tends to

make them despise the things that are low and mean.

Fourth and last, there seems to be a scarcity of life in-

eurancG agents to-day, and one of the gi-eatest problems

that faces the company is the want of good men to repre­

sent their plan, notwithstanding the fact that to tho man

who can do the business there are few things that pay

better. Then there coines the greatest argument of all

for a sdiool of ]ifo insurance. Look tho broad kind over

and tell mo where a man can go to perfect an education

in llfo iusuranco. Then establish a school of life insur­

ance and educate agents for the fields. And educate tho

people to some oxtent upon tbo false doctrine of large re­

serves, and dividends, and cash surrender values, and

that if he saves his money at all he must take speculative

insurance, and thus will this grand, protective plan of

life insuranco take its most rapid strides toward the proud

position in the minds and hoai ts of a people it so justly

deserves.—Ira E. Randall al the Natural rrcmium Conven­

tion, Kansas City.

XXXII

VICTIMS OF POVERTY.

Rev. Harrison Bradford, Secretary of United
Charities, Tells of Dallas* Poor.

[From Dallas News, of Dec. 13, *96.]

"Before I took charge of this oflice I had but a vnguo

idea of the destitution that exists to-day. The number of

honest, worthy people who are really in need of help is

startling, and the conditions surrounding some eases are

pitiful in tbo extreme. Since last Tuesday morning I

have visited tweuty-one differcut families and persons

scattered over the town.' In all except one or two cases I 



46 Wanted! A h Taii.

found them deserving of aid and almost on the verge of

starvation. Aid has been extended to all worthy of it.

The poor of Dallas are not eonfined to any ono part of the

city. They are to be found everywhere. One peculiar-

ity that I have noticed is the fact that nearly all so far visited

arc widows, many of thorn with from ono to five children

who are non-supporting."
Tho above mentioned widows doubtless had devoted

husbands who provided the comforts of lifo while living,

but neglected to provide a life policy, so when taken

away, thoir familios bavo to suffer tbo consequcuces of

thoir neglect.

XXXIII

All Old System companies, char-

"What Becomes of tcred by states in which tho non-
**Liegal Re- forfeiture law is in force, must

serve?0 apply tho reserve belonging to

policies which are terminated, for

non-payment of premium, after they have been in exist­

ence for three or more years, to tho purchase of paid up

insurance or in the payment of cash surrender values.

Prior to tho existence of the nonforfeiture law the reserve,

belonging to policies terminated for nonpayment of

premiums, could bo used in the payment of dividends to

policy holders. Tliis together with a high rato of interest

and tho ccouomical management then practiced by Old

System companies fully accounts for tho handsome divi­

dends paid and tho ^marvelous results" of policies issued

twenty-five or thirty years ago.

Under the changed circumstances now existing, viz: a

low rate of iuterest, extravagent managcraeut and the non­

forfeiture law, dividends are decreasing every year and

the results of policies maturing, twenty years hence, will

bo marvelously disappointing..
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It is a well known fact that the expense of writing new

business, in the majority of Old System companies, ex­

ceeds the total premium, at ordinary life rates, paid the

first year and when tho policy's share of death losses for

tho first and second years and its share of expenses for

the second year nro deducted, the whole of the second

yearns premium is gone, from which it follows that tho

amount required for Legal Reserves for the first two years

of tho policy's existence, must be mado up from Legal

Reserves belonging to policies which bccomo claims by

the death of tho insured. This being tho case it is self

evident that Legal Reserves aro used iu tho payment of

expenses of management, surrender values and iu the pur-

chaso of paid up policies, at tbe expense of those who

keop up thoir insurance and not in the payment of death

claims.

No ono who will take tho trouble to master tho facts re­

lating to tlio Legal Kesorve and expense features of Ok

System companies will have any difliculty in understand

iug wliy the rates are so high.—J. Thomas Patterson.

XXXIV

Man's duty to society is so large a

Life Insurance a subject that it can not here bo en-

Social Obliga- tered upon, but every right-think-

tion. ing man must admit he owes some

duty towards helping along tho civ­

ilization into which ho has been born and which has done

and promises to do so much for him. Grant him full tide

o£ years and ho may perform his part. Death iu early or

middle lifo would leave tbo world littlo or no better for his

having lived. Lifo Insurance alone offers him a sure

means o£ performing his duty to society. It replaces the

lost braiu-cupilul if bo dies.—Selected,
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XXXV

It has taken fifty years of bard

Women and Life work, and the payment of $3,000,-

Insurance. 000,000, to prove to women that

Life Insuraueo was conceived tor

her and for tho homo; that lovo prompted and worked out

tho great principle which is evidenced by every man that

ever bought a life policy. He has shown his love for

others, and not for himself. It is not in tho experience o£

any agent of any company that ho over wrote a Lifo In*

surance policy for a man who did not love his family.

Women are coming more and more to understand and

appreciate the blessings of Life Insurance, and aro fast

becoming its strongest advocates; for they seo tho homo

saved, children educated, aud all tho m-itcrial blessings

of the bread winner continued. Though ho be gone, still

he lives. Tho great principle of Life Insurance is fast

finding its proper place in tho atlairs of womanhood, and

it can be safely said that thirty years boneo woman will

be the ehiof advocate and solicitor, for sho will know that

Lifo Insurance was first thought out and practiced for

woman, and it will never do its best work until it finds its

natural home, which is iu tho warm hoart of womanhood;

then the maiden, the wife, and tho mother will be its

most earnest advocates.—Selected.

XXXVI.

“They offer fearful temptations, to

Expert Evidence unscrupulous and designing men, to

on ''Legal get possession of a company in order

Reserve.'* to uso or manipulate those trust

funds for their own personal ad­

vantage.n—Shcpj)ard Homan's Actuary.

“It is au unquestionable fact that not less than half

a dozou companies iu this state alouo, which, but for the 
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interfereneo of the state, were destined to a long career

of usefulness have been destroyed by it. * * * *

If the same principles were applied as a test of solvency

iu mercantile business they would put a stop to the trans­

actions of commerce in every ono of its departments."

—Hichard A. McCurdy, President Mutual Life, N. Y.—

'^ndcpendent,March 26lh, 1891.

“Tho cold arbitrary legal action which dissolves a

company that doos not como up to the strictest require-

ments of the law, perfectly safe before in its general

influence for good has olcmonts of danger in it now—

dangers not simply to tho company affected and its policy

holders, but to every other company and its policy

holders/,—Extract from Fourteenth Annual Report, Su­

perintendent of Insurance, N. Y.

"At best it is but a mathematical device, having

neither justico nor good sense to recommend it. It has

wrought greater ovil iu one year than it can repair in a

lifetime. It has proved an arbitrary, uncompromising

element in life insurance, wholly foreign and antagonistic

to tho benevolence and purpose of tho tho scheme. In-

stoad of protecting tho insifred, it has been made an

instrument for utterly destroying their rights and expecta­

tions.M—Extract from report'made to Legislative Committee,

by li. L. Douglas.

“To mako the matter a little plainer, an ordinary

life policy is in fact an endownment maturing at the end

of the Mortality Table, or ninety-fivo years. In other

words, the reserve ou a liCo policy would at the end of tho

ninety-fifth year amount to exactly tho face of the policy.

It will be noted that the insured, from his preruiums must

pay his share of death losses and expenses in addition to

the amount sot aside as a reserve.M—N. Y. Insurance

Times.
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XXXVH.

Some three years ago Col. E---- , a

A Woman Who noble man, was soliciting Li Co In-

Opposed a Life suranee in a small town in tho

Policy. northern part of the state of Mis­

souri. Among those ho was talking

to about tho importance of securing a Lifo Insurance

policy, was a barber, whose shop was so arranged that he

bad his living rooms just in tho rear o£ tbe shop. Col.

E----was accustomed to go there for his shaves. Tho

barber agreed to take a policy for $2,000, but the wife

overhearing tho conversation spoke out in angor from tho

adjoining room, “No, Frank, you are not going to take

any life insurance from that old man. We need all tbo

poney we can get for other things. If that is what he is

fter I wish he would stay away from here." The colonel

vns mortified to hear hor speech, and detorminod to say

nothing more on tbo subject as he did not wish to bo tho

cause of any domestic trouble. But the barbor was not

willing to drop tho subject, so as a compromiso, made ap­

plication for $1,000, contracting to pay his premium quar­

terly. When tbe third payment was due, seven months

later, be was down with typhoid fever, his premium then

duo was made up and paid by his friends. Ho died. A few

days later Col. E---- called to pay the claim. Bursting

into tears tbe now widow with tbroo small children, fully

realized the folly of a few mouths previous, upbraiding

horself for the foolish position she had taken. By tho

advice of Col. E---- sho bought a little home for $400 and

placed tho rest of the money at interest, and has been

able with this lielp to make a living and keep hor family

together, otherwise sbo would have had to find homes for

hor children and go herself to tho washtub or somebody's

kitchen. She daily blessos tho man who brought hor the

opportunity thus to provide. When there aro thousauda 
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of such instances will anyone deny the blessings secured

by lifo insuranceT It is great business beneficence pro­

viding com forb in place of distress, hope in place of

despair, independence iu place of depeudcnco. Will any

woman refuse tho blessingT

THE DECISION OF THE SUPREME COURT
OF NEW YORK.

'Wo call tho attention of onr readers to tho rccont

decision of tho Supremo Court of New York, found else­

where in this book, iu regard to the reserve set aside by

tho Fraternal Orders and Assessment Associations. By

this decision it will bo sceu tbat this reserve belongs to

the living members and can not be used to pay death

claims. It is as much a liability as the Legal Reserve of

the Old Lino Companies.

A careful reading of this decision by people who are

carrying this class o£ policies, and others in the natural

premium Companies (which Companies are attempting to

work on both sides of the fence) will see the absurdity of

their proposition, and also that their liabilities are

greater than their annual statements show them to be.

In the Merchants' Lifo Association we have uo liabilities

of this kind, or any other. It is tho true system of Lifo

Insurance, founded on scientific principles and run in the

interest of the poHcy-holdor to protect those who are

dependent upon him, and provide for old ago if he lives

beyond his expectancy.

THE DECISION.

“Tho Rosorve Fund of the Insolvent Reserve Mutual

Life Association, under a decision of the Supreme Court

last month, is the property of living members. This fund

amounts to $120,000 while the unpaid death claims 
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amount to $300,000 and there is no money to moot thorn.
This will strongly impress many as another one of the
inconsistencies of this class of business. An ordinary
Life Company with reserve fund under its control would
regard such fund as primarily and altogether for the
benefit of loss claimants. It is for these that tho Com­
pany is organized and does its work.

"The Court was legally correct in respect to the owner­
ship. but tho average insured will ask whether tho plan
which, arranged such ownership was not a defective
onetn—Monitor, December issue, 189G.

THE STANDARD OF SAFETY OF A LIFE
INSURANCE CORPORATION.

A paper read before ihc National Convention of Mutual Life and
Accident Underwriters, in Boston, September 13, 1S91,

By Wm. A. Ellis,
General Manager o£ the Merchants Life Association of tho

United States, St. Louis, Mo.

Mr. President and Gentlemen of the National Convention oj

Mutual Life and Accident Underwriters.

The Standard of Safety of a Life Insurance Corporation,
or the available funds that a Corporation should have in
hand to meet its death claims in excess of tho current cost,
can not be determined, or a formula constructed for its
solution, without first knowing the cost of Life Insurance.
By the cost of Life Insurance I moan tho average cost, as
tho average is the only natural level, and the only true
basis of measurement. To determine tho average cost,
upon the basis of past experience, we find that the priuci-
pal Old Lino Companies, since their organization to
January 1, 1894, a period greater than tho average 
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duration of life, have collected in premiums $2,513,033,430；
and have paid out in death claims $789,216,131, or an
amount- paid out for death claims about one third of the
amount collected.

Now, ns it is well known that the average preminm col­
lected by these companies was about $30.00 per annum
for each one tliousaud dollars insurance, it is plainly seen
that the average net cost was one third of this amount, or
$10.00 per annum for each oire thousand dollars insurance.
Having thus determined tho average net cost per annum
during average lifo for each ono thousand dollars insur-
anco, tlio Standard of Safety of a Lifo Insurance Corpo­
ration, assuming tbat its risks had been properly selected,
would be tho average net cost per annum for tho number
of years of the Corporation's existence for tiic meau itisur-
anco in force, less tho amount paid out for death claims
during tho same timo.

For example: If a Corporation had been in existence
for ton years, and its mean amount in force was $100,-
000,000, and tho doatb cost during that time had been
$G,000,000, then the Standard of Safety, or tho ainonut of
available funds that tho Corporation should have in hand
to meet future deficiencies of tho current cost, would be
$4,000,000.

If "A" represented *tbe average net cost per annum,
“B‘‘ tho number of years of tho Corporation*s existence,
y the number of $1,000 that tho mean amount con­
tained, “D‘‘ tho amount paid out for death claims, and
“S‘‘ the Standard of Safety, then the mathematical formula
for its solution would bo A B C—D=S.

If a Corporation collects tho averago cost and pays its
death claims from a fund created thereby, then the balance
of said fund would represent the correct Standard o£
Safety, as its credits and debits would naturally represent
tho entire averago cost received for tho mean amount in
force and the total death claims paid. If no such fund
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was provided, and a reserve or surplus fuud was created

from the mortuary receipts in excess of the current cost,

then, in order for the Coi-poration to eomo up to the proper

Standard, such reserve or surplus fund would have to be

equal to tho value of future deficiencies computed as per

formula. If the Corporation was organized as an Old

Lino Company under tho Legal Reserve Act, then in order

for it to come up to the Standard, it would bo necessary for

it to have assets in excess of its reserve (the reserve under

said act being liability) equal to the value of future defi­

ciencies computed as per formula; also a current income

equal to its currout death claims.

Years ago, when the Old Line, or Legal Reserve System,

was established on the basis of the theoretical current

cost, there might have boon some excuse for it; but now,

tl)at the sworn experience o£ these Companies extends over

a suniciont period of time to attain the proper average,

there is no reason why tho theory should not bo substituted

for tho facts, especially when tho record shows that the

theoretical currout basis has produced $1,724,417,299 in

excess of the actual death cost.

The present Legal Standard System, both for Old Lino

mid Assessment Corporations, is a fraud upon the public,

as tho Old Lino has tho stamp of approval if its liability

reserve is intact, though it may not have ono dollar to pay

its death claims, except tho reserve on tho maturing

policy, that will only average about one tonth of its face

value, while the Assessment Corporation is allowed to

sail under suspicion with one death assessment in ad­

vance, so long as current losses aro paid. If the old laws

were repealed and now ones enacted, giving to the public

a Standard of Safety, based upon colloeting the proper

statistical average cost and paying death losses tberofrom,

and providing for an additional call sufficient to pay the

maturing policy, if from any eauso the Corporation's

mortuary funds were exhausted, then the public would 
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have permanent, level, or unifoim premium insurance

guaranteed to it at cost, and the $900,000,000 liability

reserve now held by the Old Line Companies could bo

returned to their policy holders. In estimating tho aver­

age cost, interest earnings wore not taken into account,

which would be moro than suflieient to cover any doubtful

contingency.

In properly constructing a table of rates under this

system, tlio average cost should bo the mortuary element

of tho premium, which, with the emergCHCy fund required

under tiie present law, should be equitably graded accord­

ing to the expectancy of tho age at entry, after which a

uniform amount for reasonable expenses should be added.

All first-elass Assessment Companies aro practically

operated under this system, but as they havo been com­

pelled to organize undor the same wide-open assessment

law with others that are not first-class, in order to avoid

collecting from their members the Oid Lino reserve, the

lino o£ discrimination, at least in tho interest of tho public

welfare, should bo properly drawn by legislative enact­

ment, and the same should be advocated by this conven­

tion.

REVISION OF THE LIFE INSURANCE
LAWS.

A paper submitted to the National Convention of Mutual Life and
Accident Underwriters, at Atlanta, Ga., October 22,1S95,

By Wm. A. Ellis,

General Manager of the Merchants Life Association of the

United States, St. Louis, Mo. •

Mr. President and Gentlemen of the Convention:

Life insurance laws aro so constructed that Life Insur-

auco Companios or Associations are necessarily compelled
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to be operated under one or the other of two systems of

insurance, ono known as the Old Line or Legal Reserve

system, and the other known as tho Assessment system.

Under the Old Lino system tho premium and interest

income is practically divided into two parts, one part

styled Reserve and tho other part Surplus. The Reserve

which, on an average, amounts to three fourths of tho

Companies* assets, is tho legal tost of tho Companies' sol­

vency, although it can not bo used to meet its liabilities

except in tho liands of a receiver.
An euiinent Old Lino actuary says: "The Reserve is

simply and purely a bank deposit belonging for life or

death to tho depositor, and having no more real connec­

tion with tho Insurance risk than a corresponding deposit

in a bank across the street would have.0

This comparison of the Reserve with tho bank deposit of

a bank is erroneous, and therefore doos not fully explain

tho absurdity of such a deposit being made part of a Life

Insurance system; for instance, the bank deposits of a

bank can bo used by a bank to meet its liability or tho

demand of any depositor, while under tbo law the licscrvc

of an Old Lino Company can not be used to meet its liabil­

ities except in the hands of a licccivcr.

If tho law was applied to the bank deposits of a bank,

tho same as it is to the Reserve of an Old Line Company,

there would be no such thing as safe or successful banking,

as a bauk would be compelled at all times to meet its lia­

bilities Awn its Capital w Surplus, though it had millions

of assets.

If the law was amended so that the Old Line Companies

could use and were compelled to use their entire assets in

payment of their just debts or liabilities the samo as re­

quired of any individual or any other business concern, then

the policy contracts of these companies would bo safer

than they now are with ono half of tbeir present promiuni

aud interest income.
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If tho assets of the Old Line Companies could bo used

and were used to meet their liabilities in the ordinary

business way, then it might be truthfully said tbat tho

Reserve properly computed represented tho future liabili-

tics of these Companies, and tho Surplus would then be a

Surplus to policy holders in accordanco with tbeir sworn

reports to the Insurance Departments, and in accordanco

with thoir published statements to tho public.

As it is, these colossal Old Lino institutions, with their

hundreds of millions of assets which can not be used in

payment of thoir just debts, or in accordance with tho

insurance theory upon which these vast accumulations have

been collected, aro with tho aid of the Jaw deliberately

dcccivhiff the public, not only as to theii, strength and ability

to moot their contracts, but as to the true cost of Life In-

surauce.

Tbo doceptiou of the Old Lino Companies, augmented by

legal approval based upon the sufliciency of their Reserves,

doos not stop as ono would think with tho Life Insurance

business, as tbo law permits them to attach all kinds of

investment schemes to thoir insurance contracts, the princi­

pal ones when so connected being known as Tontiuo and

Endowmont Insurance.

These contracts show dclibcralo fraud upon their face,

as the policy holder is deluded into paying for both the

maturity of the policy under the insurance part of tho

contract, and for tho maturity of the policy under the in­

vestment part of the contract, two conditions that are im­

possible to harmouize, it being impossible for the policy to

mature for both benefits unless tho policy holder could bo

both dead aud alive at the same time.

It was the largo and unnoeessary accumulation of

funds under tho Old Lino system and the legal locking up

of tho Reserve so that it was necessary to hold the Surplus

to meet liabilities instead of returning it to policy holders,

that caused tho inauguration of the Assessment system.
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It was, therefore, the desire of the people who inaugura­
ted this system of insurance that it should bo stripped of
all accumulation features, by the simple payment of death
claims from assessments upou the surviving members as
tho deaths occurred. Accordingly, this principle was
adopted and laws were enacted in most all the states so
defining Assessment Insurance.

In after years it was found that the Assessment system
pure and simple was wrong, because the current cost from
one death loss to another failed to provide for tbo actual
cost of the insurance （luring ordinary life, witliout making
increased assessments from timo to time to cover dofieien-
eies of the current cost, occurring when current mortality
was below tho normal or actual cost.

The Assessment laws have been amended so that funds
may be accumulated to meet any plan of insurance, but no
policy holder is protected in tho accumulation of the
funds for the rc（lc）nplion of his policy, unless the purpose
for which the premiums arc to be used is plainly stated in the
policy, as in this case tho policy holder can enforce the
conditions of th。contract as to tho disposition of the funds.

It makes no difference on what piinciplo you collect
funds for the payment of death claims or for the redemp­
tion of policy contracts, unless the same principle is rec­
ognized iu the disbursement as well as in the collection
of funds; or, iu other words, it makos no difforonce what
amount is collected, if tho amount is not itscd or kept for
uso for the purpose for which it is collected.

Therefore, the Life Insurance Laws should
be so revised, that the policy contracts issued.
by ANY Company or Association would con­
tain a definite agreement with the policy holder
as to the amount of the insurance and the
premium to be paid, the mortuary portion of
the premium to be used for the redemption of
the policy, and if the mortuary fund should 
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become impaired, that an additional premium
would be called, sufficient to make good any
deficiency of the mortuary funds.

TALK WITH THE AUTHOR.

A Bi-iof History of the First Volume of
**Wanted—A Man.".

Believing that tbe history of an onterpriso which has
assumed such largo proportions iu so short a time would
prove interesting to the readers of tho Tuncs-Hcrald, a re­
port or was detailed to interview Mr. J. W. Johnston, the
editor and compiler of "Wanted—A Man/1 and obtain, if
possible, some facts concerning the history of that enter­
prise and the event which led to its publication. Mr.
Johnston was found amidst a score of stenographers aud
office men and almost too busy to be interviewed.

"Mr. Johnston, we would like for you to give our read­
ers a brief bistory of your interesting little book, “Wanted
—A Mau,'' and with what success it has met since its
publication.M

*4Well, sir, part of th© history of fWantod—A Man* is
private history, but if you think it will do your readers
any good and you will be especially quick about taking
tho interview, I don't know that I have any serious ob­
jections to making it public. The book is purely the re­
sult of necessity. While conducting tho affairs of an
institution which required tho employment of a largo
number of men, I found it extremely difficult to obtain
tho services of real mon. I would contract with a man
one day and he, knowing nothing of the business and
really incapable of understanding it, therefore of no value
to it. I was too busy with other details of my business to
personally investigato the character and capabilities of 
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every man who applied to me for a position and as a result

many were contracted with on tho recommendation of

friends and without any questions other than those of com­

missions, work required, etc., being asked. I had so

much difficulty in securing any real men by this method

tbat I at one© determined to issue a book of instructions

to applicants, doiining a real man, wbat was expected of

him, and what his station in life would be if he cboso to

live by my instructions. A copy of this book was to bo

given to every* man who applied to mo for a position; ho

was to be told to go and read it carefully, study it, and if

he thought that ho was such a roan as described in tho

work and could meet the requirements, he was to bo given

a trial. This plan came to mo all at onco. Quick of

thought and quicker of action, I hastily dictated to my

stenographer the thoughts which came to me, and which

you now sec in tho book. Tho stenographer's manuscript

was in turn handed over to the printers in Mr. Ycager*s

establishment at Waxahachie ns -fast as a page was

printed, and the result was that witbin one week after I

first conceived this plan tho book was printed. At first I

ordered only 1,000 copies of tbo book. Believing that I

had more than enough to meet the requiroments of my

business, I sent a copy to several friends living in difTer-

ent portions of the United States. It met with a hearty

reception. I was besieged with letters from these friends

and otliers to whom they bad loaned the book, asking for

additional copies. I found my supply exhausted and

ordered another 1,000 printed. Tbo work became known

to iusuraneo companies and applications from tliis source

began to pile in and I found myself in the midfet of a tre-

luendous clamor for books, with no books to supply. I

was therefore compelled to get increased printing facili­

ties, and the result is that I now have four establishments

at work on this book, getting out 20,000 copies per week,

which will be iuercasod as the demand requires.
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“While in Waxahachie I met Rov. B. D. Cockrell, pas­
tor of the Cumberland Presbyterian^chureh. Finding bim
to be a gentleman of more than ordinary mental attain­
ments, I asked him to write an article for the second edi­
tion of the book on tho sentence found on tho back cover
page: 4,Knowledge is tho greatest power on earth when
skillfully used with industry." Ho complied with my
request and tho article which you now see on the last
pages of tho work camo from his pen. So well did ho
perform this task and so thoroughly was I impressed with
tho idea that in him could bo found the qualities of a real
man, tl)a& I engaged bim to assist mo as editor of
•Wanted一A Man/ which it became evident would have
to be published monthly. I accordingly engaged rooms
in Odd Fellows, buikliug there, fitted up tho finest suite of
rooms in the state, and moved Dr. CoekrelFs library into
them and installed him as assistant editor of my publica­
tion at that place.

“The necessity for increased printing facilities and the
demands of my insurance business brought mo to Dallas,
whore I am located in rooms 412, 413, and 414, Trust
building. Room 412 is handsomely fitted up as tho edi­
torial room, where a prominent minister of Dallas will
move his library and tako editorial charge here, as my
time will be occupied with the Lifo Insurance work.一
Times-Herald, li.
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“WANTED-A MAN.”

Letters Received by the Editor of th© Little
Book.

The following is from Rev. G. L. Black, trustee of

William Jewoll College, Liberty, Mo., a prominent Baptist

minister:

Liberty, Mo., Feb. 4, 1897.

My Dear Brother Joe：—Your book, ^Wanted—A

Man,n reached mo several days since. I have read it, of

course I have. Much useful information is crowded into

lit tlo space. Your views of man and busiuoss are certainly

orthodox, and thoir relation to each other philosophic.

Tho book is timely and will do good. It should bo in

every young mau^s hand.

Well, Joo, you are still busy, I soe. You have done

already work enough to kill ten lazy mon. If you can got

time, write mo a letter, and accept my grateful thanks for

the book and copy of Daily Light."

Affectionately your brother,

G. L. Black.

Asiilaxd, Mo., Feb. 7, 1897.

J/r. J. IV. Johnston, Waxahachie, Texas:

Dear Joe：一Yours of January 29th came to hand； also

received the book, "Wanted—A Man/7 Further on re­

ceived a copy of the u Waxahachio Daily Light." I ex­

amined the book and paper with much interest. Your

book is putting things along the right lino. The thoughts

and suggestions contained in it could be used to advant­

age very much in every avocation of life. Thanking you

very much for your kindness, 1 remain,

Yours truly,

E・ Penter.
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The following is from Rev. Wiley J. Patrick, a promi­

nent Baptist minister of Missouri, and the pastor of the

editor during his early manhood:

Bowling Green, No., Jan. 30, 1S97.

Dear Brother Joe：—Your favor of the 27th is before

me, also the book, “Wanted—A Man," you kindly sent

mo. I am gratified to again hear from you. I have read

with interest your letter and the book.

Your treatment o£ "A Man," as a paramount question,

is correct, timely, definite and clear. Coming from a

business man and illustrated by facts drawn from active

life, it will reach many, unroachod by more elaborate

works. Such a man is wanted.

I trust that our Heavenly Father may give you prosperity

in all things temporal and spiritual.

Bemember me kindly to your family.

Your brother in Christ Jesus,

Wiley J. Patrick.

Mr. Joe W. Johnston, Odd Fellows Bldg., Waxahachie,

Texas:

My Dear Sir：—I nm iu receipt of your valued favor of

tho 27th ult., together with your publication entitled

"Wanted—A Man." I have hastily glanced over tho

pamphlet and unhesitatingly pronounce it a gem. It is a

very useful instructor to life insurance agents, and should

be in the bands of every live and up to date agent. I

sincerely hope that your book will have a largo sale, as it

certaiuly merits it. Yours very truly,

Henry J. Reinmund, Pres.

Tbo Security Mutual Life Association of Binghamton, N. Y.
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The following from Mr. Charles M. Turner, Secretary

and General Manager o£ the Security Mutual Life Asso­

ciation, Binghamton, N. Y.

Binghamton, N. Y., Fob. 9th, 1S97.

Mr. J. TF. Johnston, care of Connallyf Rockett Co., Junc­

tion Bldg.y Dallas, Texas.

Dear Sir：—I have in hand your esteemed favor of tho

Gth inst., containing copy of a circular letter to your

agents; also sample book, "Wanted—A Man," which I

have hurriedly glanced over. It strikes me as one of the

best publications of the kind I have ever seen, and I have

no doubt will bo very valuable, in getting now business,

in the hands of your agents. It seems to me, however,

that the volume can be properly used only in connection

with agents, and that it would not be a proper book to

send out to prospective policy-holders, because of tho

fact that it deals principally with tho duties, requirements,'

methods and practices which go to make up a successful

agent, or, in other words, "Such a Man as is Wanted.I

say this because of tho suggestion in your circular letter,

that a copy of the book bo sent to the individual before

ho is solicited for insuranco. You will pardon mo, Mr.

Jolinston, if I suggest that if the specific instructions to

agents were left out of the volume, it would bo a mudi

more valuable document for tho purpose of writing new

busiuess.

The advertising matter on the back pages is all light

and meets with tho approval of tho Association.

Very truly yours,

Chas. M. Turner.

Sec*y & Geu'l Manager.
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Mutual Reserve Fund Life Association (incorporated),

305, 307, 309 Broadway, New York. Edward B.

Harper, Founder; Frederick A. Burnham, President;

John W. Vrooman, Treasurer.

New York, February 6, 1897.

Mr. J. W. Johnston, Odd Fellows Bldg., Waxahachie,

Texas:

Dear Sir：—Your favor of the 27th ult., addressed to

President Burnham, has been referred to mo for answer.

Replying thereto, I beg to tbank you in behalf of tho

president for the book you have forwarded, which is

replete with valuable information. Owing to the fact that

our presidcut is just now overwhelmed with business in­

cident to our annual meeting, he will not for tho moment

be able to give attention to your suggestion, but hopes to

to do so in the immediate future.

With best wishes for the largest measure of success in

tho work in which you are engaged, and assurances of

highest personal regards. I am,

Very truly yours,

John W. Vrooman, Treas.

Ennis, Texas, Feb. 12, 1897.

Mr. J. W. Johnston, Esq., Dallas, Texas.

Dear Sir：—Your book, "Wanted—A Man," is a store­

house o£ wholesome advice and sound logic, deep thought

(Bid true philosophy, valuable information and unadulter­

ated truth. It contains deep wells and i-unning streams

and sparkling fountains, at which ho who driuks will find

living water springing up into pure thoughts, noble deeds,

honorable ambition and a lofty, broad, true manhood.

To the agent your book is a valuable text-book, and an in­

centive to success, to the uninsured a voice of warning and

an earnest eutreaty. May it have a large circulation.

Very tmly,

6 A. F. Jones.



66 Wanted! A Man.

The Merchants Life Association of tho United States,
General Office, St. Louis, Mo.

St. Louis, Mo., Feb. 6, 1897.
Mr. J. W. Johnston, tl Wanted—A Manff Publishing Co.,

Waxahachie, Texas.
Dear Sir：—Replying to your recent favor advising me

that yow l)ad sent mo yonr book, n Wan ted—A Man." I
have received the book and have read tho same with great
interest. It is undoubtedly a valuable book on tho sub­
ject of life insurance in tho field, and should be carefully
read by every life insurance ngent. I shall recommend it
to our field representatives and trust that they will pur­
chase and road it for tho valuable information that it con­
tains. With best wishes, I am,

Yonrs truly,
Wm. A. Ellts, Gon. Manager.

That New Book.
Readers of tho Light will take especial notice of tho

splendid advertisement of tbo new book, *4 Wan ted—A
Man," in tiiis issuo. This book of information was com­
piled by Mr. J. W. Johnston, of this city, and has boon
pronounced by those who know, to be ono of tho smartest
productions from any pen in Ellis county. Mr. Johnston
came hero several mouths ago as a representative of tho
Security Mutual Life Association, and his work is tho
result of a careful study of those elements of man which,
when properly combined, make a man, a hue successful
creature in business. Mr. Johnston doos not claim to bo
a pedant; ho has studied human nature and has been
classed as an adept in the portrayal of character. The
book which is entitled, “Wanted—A Man/1 is filled with
points and examples of what constitutes a successful man
and should bo read to bo approeiatod.— Waxahachie Daily
Light, January 2G, 1897.
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“Wanted—A Man.”

Waxahachie, Tex., February 5.
It h二s been apparent to successful business mon all

over the country that tho great need in all departmeuts of
business and in all professions was better jnoparation and
bettor equipment for life's work. There camo to our city
a few mouths ago Mr. Joo W. Johnston, a man thoroughly
furnished unto tho success in his important liuo of busi­
ness, and the needs of thorough preparation ou tbo part of
others engaged, or who would engage in the samo business
was keenly felt by this gentleman. So he set to work,
wrote, compiled, and edited one of tho best little books
ever issued from tho southern press. IIo entitled this
book, 1'Wanted—A Man.n In this work he set forth in a
fow brief chapters, making about one hour's careful read­
ing, tho very essential elements of manhood and success.
The little book has met with such a phenomenal sale, in
fact, is so popular with the business men employing large
numbers of workingmen, in fact, with everybody, that be
determined to issue a new volume each month, in which
ho would have the contributions from the pen of most suc­
cessful men and practical articles on the lino of thought
embodied in the first volume. One of tho largest and
handsomost rooms in tho Odd Follows' building was
rented aud furnisbed. in a most elegant and appropriate
inauner and will continue to be the main office of tho pub­
lication. lie has secured tho assistance of Rev. B. D.
Cockioll, pastor of the Cumberland Presbyterian Church
of this city, who will occupy the newly fuiuishod aud
fitted editorial room, while Mr. Johnston, on account of
his removal to Dallas, will havo an office in tho Junction
building. Upon tho evo of his departure, February 2, a
reception was held in the new quarters by Mr. Johnston
and his assistant editor, and for two or more hours the
brilliantly lighted quarters reverberated with the congiat-



63 Wanted I A Man,

illations of more than one hundred of Waxahachie^ best

people, all joining in expressions of congratu]ations over

tho success of tho littlo book and its prospects for the

future. Tbc best musical talont of the city was prosent

and a delightful concert was the feature of the reception.

Misses Blaydcs and Ragsdale and Prof. Fischman all were

at their best, and thoir music, both vocal and instru­

mental, was enjoyed intensely. Littlo Eva Schmidt

delighted tho select audience with her swoet littlo voice,

playing her own accompaniments on an ologant piano that

was kindly furnished by Mr. C. A. Arnold, our popular

musical instrumont dealer. Tho room was dedicated by

prayer by Rov. C. McPherson, pastor o£ the Main St.

Christian Church o£ this city, after which fivo-minuto

poechcs wore made by tho ministers, and others, among

hem Mr. Elbert McClure, of Dallas, who expressed bis

appreciation, not only of tbo book, but the very happy

occasion which he was privileged to enjoy. While Mr.

Johnston was heartily congratulated, many regrets were

expressed that his bnsiuoss called him away from our

city, but his prosenco aud intiuenco will coutinuo to be

felt in our city and county, as a result of tho reading of

bis littlo book, *'Wanted—A Man," which has met such a

phonomoual sale, not only liore, but everywhere in the

United States. A Looker-on.

Dallas Times-Herald, Feb. 5, 2897.

An Author in Waxahachie.

Many of our readers will seo tho largo, attractive ad.

of tho "Wanted—A Man" Pub. Co. iu to-day*8 paper and

we deem it worthy of more than a passing mention. Tho

book, <4\Vautod—A Man," is of, for, and by a busy man,

one who by many years of experience and careful observa­

tion, has been enabled to issue a publication setting forth

in a concise, yet clear and forcible manner, tho very

csscueo of all that is required to mako a mau successful.
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Tho book is by Mr. J. W. Johnston, who came here sev­

eral months ago to represent the Security Mutual Life

Association, and his work is tho result of a lifetime of

careful study of those elomcuts of man which when prop­

erly combined, make a man a true, successful man. The

Enterprise recommends that ©very man, especially tho

young, road the book, which unmistakably points out the

way to success. 'Tis mighty good reading.— Waxahachie

Enterprise, January 2G, 1S97.

Rev. \V. M. Anderson, pastor of the First Presbyterian

Church, was asked by a Times-Herald reporter yesterday

afternoon for an expression on tho littlo book, “Wanted—

A Man.° Ho replied:

“I have had only a little limo as yet to examine the

book, ♦ Wanted—A Man/ but I am very much pleased

with it. I wish a copy of it wore in the hands of all our

men, especially our young mon.

4,I think tho first chapter is an index to tbo character

of the book. I am and have been a 'stickler' for almost

all the points brought out iu the book. I have mado talks

along those lines to educational institutes and business

colleges, and tried to accomplish the samo general pur­

pose at which this book aims.

*•1 freely confess that tho author has far surpassed my

ability to specify and detail tho duties and important

points. 1 think overy man ought to read the first chapter

twice, and then slowly read the entire book. I could

hardly say that any chapter is superior to the others for

all aro valuable.M

The Fidelity Mutual Life )
Association of Philadelphia. L

Dallas, Texas, January 20, 1897. J

Mr. Joe TV. Johnston, Waxahachie, Toxas.

Dear Sir：—As requested, I have examined your

book, *4Wanted—A Mau,M very carefully, and liud that 
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you have so ably downed the duties of an agent to him­

self, to his company, and to the public, that there is

nothing left for me or anyone olso to say. Were all

agents to observe tho rules laid down, they would not

only achieve greater success financially than can bo had

in other lines of business, but the business of life insur-

anco would bo raised to that standard of dignity and

respectability it so richly deserves. Yours truly,
------ A. J. Brown.

The following letter is from E. L. Sykes, a prominent

gentlemau o£ Aberdeen, Miss.:

Aberdeen, Miss., February 4, 1897.

J. W. Johnston, Esq., Waxahachie, Texas.

My Dear Sir：—I havo just finished your little volume

entitled, Wanted—A Alan,” and I want to say you havo

condensed your knowledge of men and measures in a

manner that shows the road to success, not only as a

solicitor for life insurance, but in any of tho walks of

lifo. Some who read your book will be glad to i)rofit by

the valuable information it contains, and will make a

success in life, others either will not or can not take

courage from thu oxperiencos recited in this littlo volume.

aud will go through life, drones. With assurances of my

esteem, I am, very truly, etc. E. L. Sykes.

Tho following is a letter from N. Green, who is ono of

the highest authorities in the United States, and has

probably wielded a larger influence tbau any other mau

iu tho south in stamping tho eloiuents of successful inau-

hood iuto tho characters of men. His work is felt iu

every council of great mon in the nation, many of his

pupils being congressmen, senators, aud prominent in

every x'oeation of lifo:

Lebanon, Tenn., February 9, 1897.

JRcv. B. D. Cockrell, Waxahachie, Texas.

Dear Brother Cockrell:—I have received the little

book, ••Wanted.—A Man," aud think it contains much in 
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the way of advice, argument and illustration calculated

to stimulate young men.

Many of th© sentiments aro worthy to bo engraved on

their foreheads and in their palms.

Wishing you success and happiness always, I remain,

yours ever, N. Green.

Below will bo found a communication from the Rev. C.

McPherson, pastor of the Main St. Christian Church at

Waxahachie. Rev. McPherson is ono of the strong raeu

of this church; a man that not only edilics those who

listen to his sermons, but instructs in those elements

entering iuto the lifo of those who would be built up in a

nobler, purer, and more successful manhood. Read whnt

ho says:

Wan ted—A ManM is addressed specially to those who

represent a certain lino of business, but the principles

laid down are in point with every man. Tho young man

who will carefully read it will bo impressed with the truth

that it is mon—strong mon, industrious men, brave men,

earnest men, faithful mon, real men for whom the world

is always socking. I would bo glad to know that its

lessons could bo stamped into the uaturo of every young

man to whom tho book may go.
C. McPherson.

Waxahachie, January 26, 1897.

Tho following is a letter from liev. T. W. Lewis, pastor

of the First Methodist- Church of Grenada, Miss., to Mr.

Williams, chief stenographer of the "Wanted—A Man*,

Publishing Co.:

Grenada, Miss., February 19, 1897.

Mr. Williams, Dallas, Texas.

My Dear Sir: —Your letter reached me several days ago

and I ought to have replied sooner, but I mislaid the book,

aud had to borrow the 0110 you sent your mother to read

it. Say to Mr. Johnston that I like the book vnr/ mrob.
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It is filled with wholesome advice, and is ealeulafed to do

great good. Its lessons so thoroughly accord with my ideas

that I wish I could thunder them into the ears of every

young man in this land. He strikes the key note when ho

says that we need competent men in all the walks of life.

It is certainly true in the ministry—from tho log cabin

church in tho back woods to tho high steeplo cathedral in

the great city, our need is a stronger pulpit. The need is

great in all other professions and vocations. Plcaso accept

iny thanks for your kindness. T. W. Lewis.

KEY TO SUCCESS.

The Reading of the Book Has Been Valuable
to Mr. Hinsdale.

The following letter, written by Mr. C. M. Tlinsdalo,

traveling salesman for tbo Deering Harvester Company,

is self-oxplauatory:

Cleburne, Texas, February 8, 1S97.

"Wanted—A MayC Publishing Company, Dallas, Texas:

Gentlemen：—Your favor of tho 3d inst. at hnnd and

contents noted. I bavo read nnd re-read with tho great­

est interest your littlo book entitlod *• Wanted—A Man,n

and can truly stato that I have never seen gathered in so

small a space so much instruction of practical, everyday

business application. It brings to tho caroful reader's

mind many business points applicable to the everyday

use of merchant, clerk, salesman, and solicitor—in fact

available aud valuable in almost any connection with the

great, busy, everyday world, as well as to the specific

business of life insurance. A careful reading of this book

and a careful application of tho business methods therein

set forth would enable many a clerk, salesman, or solic­

itor to locate his faults and shortcomings, ancL^irect his

way toward tho goal which all seek—a successful busmess 
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life. In fact this litfele book will prove, in the hands of

innny a thoughtful reader, the key which will open the

gates of success, tho clear and forceful instructions and

illustrations therein enabling him to steer clear of many

rocks and shoals of business life, which otherwise he

would sco too late, and this will apply to many a walk of

life besides that of a life insurauce solicitor.

This writer feels (hat tho reading of this book has been

of decided value to him, and would point out some pas­

sages of especial value to beginners in business, as well

as to some who have had years of experience; but it is

hard to pajticularize among so many good things, and the

careful perusal of every chapter and lino will prove of

value to any young man who will make uso of bis brains

as ho reads, for it will prove of little use to any oue who

reads as ho would a dime novel.

Wishing you all possible success in your enterprise,

I am, Sincerely yours,

C. M. Hinsdale.

Rev. J. B. Riddle, an eminent Baptist minister, pastor

of tho First Baptist church, of Waxahachie, says: "After

reading carefully the little book, -entitled 'Wanted—A

Man/ with interest and much profit, I am constrainod to

cheerfully comiuend it to every one desiring to bo useful

and successful in every occupation of life; full as it is

of rich treasures o£ thought, so needed by every indi­

vidual.、
The world is a big iron safe that has a combination \

everyone must learn before he can open to its treasures. j
You must make so many turns oiie way and then another I

until you can got it open. Some of tho points on the dial \

are persoveranco, industry, manhood, nerve, vim, truth- '

fulness, and others you can learn by studying carefully I

the little book, "Wanted—A Man.” /

MWanted—A Man" is at the book stores, or will be /

sent to any address, postage prepaid, on receipt of price— /
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paper cover, twonty-fivo cents, cloth, fifty cents. Address

“Wanted — A Mant, Publishing Co., Trust Building?

Dallas, Texas.

SUCCESS IN LIFE.

A Few Suggestions on How to Attain It.

MR. A. J. BROWN TALKS INTERESTINGLY ON THIS SUBJECT
TO A TIMES-HERALD REPORTER.

A Times-Herald reporter called on Mr. A. J. Brown,

slato manager for the Fidelity Mutual Life Association,

and asked him for au expression on the little book

nWanted—A Man,M which is creating such extensive

comment in literary, social, and business circles of this

city. Mr. Brown has been in the life iusurance business

for a number of years and for the last seven years has

beou occupying the position which he now holds, that of

state manager. During tho course of his career in this

business ho has employed several hundred men as agents,

bookkeepers, etc., and now has a largo number working

for him. He is, lliereforo, eminently qualified to criticiso

any work intended for the good of mankind in general.

Ij> bpeaking of tho work, ^Wanted—A Alan/* ho said:

•*1 have read tho book carefully, aud have given it no

little consideration. I unhesitatingly say that tho book

impresses mo as being tbo best work that I have yet seen

printed on tho subject which it haudles. If all young

men would read it and heed the advice given, a great

many more would be successful in a busiuess way. Oue

of tho reasons for so many failures in li£e is for the want

of a fixed purpose. lu beginning life, if all young men

would select a line of business or profession with a fixed

determination to succeed and follow the advice given by

Mr. Johnston iu bis book, they would find success within

easy reach and have less reason to complain of hard
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times. Tho advice given is applicable to every line of

business or profession and every accomplishment neces­

sary to success is treated in a-very eloar, concise, and

practical manner. The chapter on personal appcaranco

struck mo as being very forcible. That, in my opinion,

is the main-spring of success, and Mr. Johnston treats the

subject in an admirable manner. Another thing which

he dwells on is the fact that to succeed a person must not

try to build himself up by tearing others down. That is

one tiling which all business men must learn before suc­

cess can be assured. In fact, the book is brimfull of sug­

gestions, told in boautiful language and an interesting

stylo, which, if read and heeded, will prove tho most val­

uable over given to mankind. It is indeed a literary gem,

on a practical everyday business proposition, and ono

which should bo in tbo hands of every man, no matter

what his station or position in life may bo."—Timcs-LLcr-

aid, February 12, 1897.

REV. SMITH'S OPINION.

A Critical Review of the New Book **Wanted
—A Man."

Rov. J. Frank Smith, pastor of tho First Cumberland

Presbyterian Church, in conversation with a Times-Herald

reporter concerning tho now book, “Wanted—A Man,''

said:

°My attention was called to tho work through a well

known minister, and I gladly availed myself of the oppor­

tunity to look into tho Something new under tho sun/

Tho Gist chapter interested me beeauso it rang the

changes on 'Wanted—A Mau* and attempted to show by

facts that thoro aro prepared places for prepared mon.

Cicero'8 words, ^before beginning, a diligent preparation

should bo made/ run like a thread through tho entire 
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book. I needed uo argument to convince me of the wis­
dom and duty of life insurance, and my first impression
was to throw the book aside when it began to talk to
insurance agents, but I found, on examination, that the
author in marking the elements of a successful insurance
man had, with singular vividness, characterized tbo suc­
cessful man in any walk of life. The sections ou reserve
power, truth, cheorfulnoss and good humor, self-assur­
ance and solf-confidonco, industry, and courage and 'put
money in tby purse/ are timely. The sentence in the last
named, *if you have $1 in your poekot the world is your
slave and will do your bidding to the extent of that dol­
lar/ is a new thought to be set over agaiust the sentiment
that poverty is a virtue. The section on church attend­
ance would not satisfy tlio theologian, and even the less
reverent also might take some of the reasons for atteud-
anco with a grain of salt, though the author protests his
innoceneo of auy pecuniary motive. 'Wanted—A Man*
is a bright little booklot and read carefully by a young
man must result in a rcsolutiou to do more nobly what he
does, and nobler resolves, though silont and never fully
carried out, have a re fl ox influence. If 4 Wanted—A Man*
is to bo published monthly to help young mou to a nobler
preparation for their respective callings, it will supply a
felt want. The young man needs every incontivo that
can bo put into his life, and I wish tbat tbo clcar-cnt
teaebiugs of * Wan ted—A Man' may be enlarged in future
issues and help thousands."

Waxahachie, Texas, Jan. 30, 1S97.
Mr. Joe JF. Johnston, Waxahachie, Texas:
Dear Sir：—I have carefully read with much interest

and profit your little book, “Wanted—A Man," and can
heartily commend it to all who wish to rightly discharge
the obligations of this life, and make for themselves a
name worthy of remembrance.
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Tn my humble opinion, no man or woman of righteous
ambition, whether old or youug, can spend twenty-five
cents and two hours timo to much greater profit, than to
buy and road, “Wanted—A Man." Indeed, it is worthy
to be read over and over again, every page of it. It is
full of inspiration and practical knowledge, and will not
only lead the ^Insurance Agent" to eminent success, but
every other person who carefully observes its principles.

Very truly,
W. T. Wadley.

Pastor of First Presbyterian Church, Waxahaohie, Texas.

CHRISTIAN OBSERVER.
Established 1S13.

Youxg Pnori.E*s Department. CONVERSE & CO.,
Rev, W. M. Anderson, Manager. (Incorporated.) Publishers.
R 1. 197 Crutcher Street, Dnllns, Office, 51a Third St., Louisville,

Texas. Kentucky.
Dallas, Texas, March 11, 1897.

Mr. J. W. Johnston, City.

Dear Str：—I regrot that my duties this week and the
extra calls made upon mo have so taken niy time that I
can not do all that I had expectod and hoped to do for you.
I send you herein a thought or two, which you will pleaso
read carefully and then consign to the waste basket. I
will tako it kindly, for I know that it deserves such a fate.

、 - .■ Yours truly,
- '(~ W. M. Anderson.

“ATTEND CHURCIITM—Yes, by all means.
]st. "Church going" is, in ouo sense, a habit; an<l a

good habit, especially for a thiuking man. "Staying
away" is also a habit. Get so you will "miss somo-
thing" if you stay away from church.

2d. It is also a personal privilege. The benefits arising
from this privilege are mauy aud various. It is a social
and spiritual privilege.
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3d. It is also a personal duty. The church is not an
optional human society. But it is a Divine institution
founded upon the Bible. It is distinguished from all
human societies by the spiritual nature and design of its
government. Its great object is instruction. The Bible,
tho unique book of the world, is tho only text book of the
church, God's school. Man must know tho revoalod
truths of God. Preaching is God's plan for spreading
the truth. He who persistently rcfusos to attend church
at all, or attends but seldom, neglects an invaluable
opportunity for personal improvement and advantage in
many ways.

Ho who stays away from church is not released from
obligations to God and truth and duty. Man by no pro­
cess can absolve himsoK from these duties. Ho can
realize them and meet thorn. ATTEND C11URCII!!

L. L. Cueveh, Edwin A. De Wolf, R. II. Stockton,
President. Treasurer. V. President.
MAJESTIC MANUFACTURING COMPANY.
Oflicc and Factory： No. 2014 to 2020Morgan St.

St. Louis, March 5, 1897.
Dictated by R. U. S.—J. TV. Johnston, Esq., Waxahachie,

Texas.

Dear Sir：—Your book was received, for which 1 thank
you. It cortainly shows the same force of untiring
work, energy, comprehensiveness, and ability of which I
believe you possess more than any one 1 J)avo ever mot.
Hoping you will bo entirely successful, I am

Yours truly,
 R. H. Stockton.

B. M. Baker,
Judge Thirty-First Judicial District.

Canadian, Texas, March 2, 1S97.
Mr. J. W. Johnston, Waxahachie^ Texas.

Dear Sir：—I have received and read "Wanted—A
Man." The Lifolnsuraneo companies ought to mako it a 
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text-book and refuse to employ any man as agent until he
can stand a thorough oxamination on "Wanted—A

Man." I wish every young man in any vocation would
read it carefully. It is the very best booklet I have ever
read. Respectfully,

B. M. Baker.

Book and Job Printers. Public Telephone Station,
Wholesale Paper Jobbc rs.

BROAD1IE/\D REGISTER.
The Best Advertising Medium. W. R. Hotchkiss, Proprietor.

Broadhead, Wisconsin, March 8, 1897.
** rFantcd-A-MaiV, Publishing Co., Waxahachiet Texas.

Dear Sirs：—I notice in the Dallas Daily Times-He raid

your ad. and extracts from your book "Wanted—A Man.M
As a young mnn I became quite impressed with the tone
of tho work and decided to go deeper into its contents.

Enclosed please find 25 cts. for a cloth-bound copy.
Will you kindly give mo your agent*s prices and your
price on a quantity? Would it not bo a good premium
to give my subscribers? Will you permit mo to copy a
few chapters of tho little book in tho licgislcr, of course
giving you tho proper credit.

Pleaso send me a copy and give mo your best terms,
etc., by returu mail. Respectfully,

W. R. Hotchkiss,

Broadhead, Wisconsin.
P. S. Do you ever give the exclusive sale of the book

to one mau in a certain territory? W. R. H.

Waxahachie, Texas, Jau. 23, 1897.
Mr. J. TF. Johnston, iraxahachie, Texas.

Dear Sir: I acknowledge the receipt of your kind in­
vitation to present to you a few thoughts on the subject
expressed in the following sentcuco: "Knowledge is the
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greatest power on earth, when skillfully usod with indus­

try?1 And I eabmit herewith a very few thoughts, which

I have hastily penned for lack of more time for ma-

turer thought. You will ploaso accept the same with

the promise of a bettor paper when a moro favorable

opportunity is present to me. Very respectfully,

B. D. Cockrell.

In answer to our request, tho following gem from tho

Rov. B. D. Coekroll, Pastor of the Cumberland Prosby-

torian Church of Waxahachie, and formerly president of

tho Tehuacana College, wo commond to tho readers of

"Wanted—A Man." It will bear reading many times.

This is the moving sentiment of

'Knowledge is the 比馆 publication. In the old form,

Greatest Power "Knowledge is Power," thore was

on Earth, When 必wnys misgiving in uttering this

Skillfully Used proverb, but dressed in tho above

•With Industry.** m°diflcntions,tho declaration flows

forth unchallenged. Knowledge

skillfully and industriously employed coupled with persist­

ence and used only in a righteous cause is uone other

than tbe dynamics of Solomon's teaching. A thing more

precious than rubies and all elso that ono can desire on

earth is not to be compared to it.

Tho skill and persistent industry with which knowledge

is to be employed, and which make it a groat power on

earth are even present to the choice soul after knowledge

has been acquired, but tho acquisition of knowledge

implies unremitting toil and taxes patience to the utmost.

It is not merely the harvesting of facts, tho gathering of

unfamiliar items for future use, but it is a development,

a training of Psychic powers. Tho gathering of signifi-

caut facts and tho seizing of fundamental principles are

incidental to education.
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Growth is comparatively slow, and knowledge is a

growth. The seed of the Jonah gourd are lost.

•'Heights by great men reached and kept,
Were not attained by sudden flight.

But they, while their companions slept.
Were toiling upward in the night."

This is why this great dynamic is so rare. So few arc

willing to patiently wait and prepare. Skill has nothing

to oxcrciso itself upon 'till knoiclcdgc is acquired. With­

out knowledge, industry wastes itself and aceoniplishos

nothing. Skill is the edge o£ the tool. Knowledge is tho

weight bohiud tho edge. But for tho weight of the axo

behind the edge it would be a useless tool. Industry keeps

it sharp and bright. Acquire knowledge, therefore, at

whatever cost of time or toil or patience.

Moses was forty years in Egypt's school; ho was fortj

years in tho desert uuder the private tuition of the

Almighty; eighty years in preparing for forty years ol

service. The Christ was thirty years preparing for about

four years of ministry. But such a ministry! Its teach­

ing has enhanced the value of every life, made friendship

doaror and sweetened every home throughout an over

widening Christendom. So the choice soul that acquires

full and thorough knowledge has within reach of easy uso

the greatest power on earth. The husbandman waits

long for a brief harvest and toils, sowing, tilling and prun­

ing while he waits. Oh! tho long and to.l^omo summer

days! But the harvest comes and gladdens his winter

rest. It paid him to toil and to wait. So he that getteth

knowledge bas that which skillfully used with industry

makes him master, a rare soul with the rarest of powers.

“How few and precious arc the words
Which the lips of wisdom utter!

They be chance pearls Hung among
The rocks by the sullen waters of oblivion

Which diligence loveih to gather up
And hang 'round the neck of mcmor,.''
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•*llow shall I a habit break?"
As you did that habit make.

As you gathered, you must lose；
As you yielded, now refuse.
Thread by thread the strands we twist

Till they bind us neck and wrist.
Thread by thread the patient hand
M ust untwine ere free we stand.

As we builded, stone by stone,
We must toil, unhclpcd, alone.

Till the wall is overthrown.
But remember, as we try,
Lighter every test goes by；

Wading in, the stream grows deep .
Towards «he center's downward sweep ；
Backward turn, each step ashore,

Shallower is, than that before.
Ah, the precious years we waste
Leveling what we raised in haste;

Doing what must be undone,
Ere content or love the one；
First across the gulf we cast

Kile-borne threads lill lines arc passed,
And habit builds the bridge at last."

—John Boyle O'Reilly.

AIM AND FIELD.
The aim of this work is to develop manhood, true, holy,

energetic, and eilicient in every department of proper

human activity. If a man's work is to break rock for

building streets or macadamizing roads; whether an attor­

ney at law, a physician, or whatever his occupation, pro­

fession, calling, or avocation, the aim of this work is to

develop in him that which will make him the most effi­

cient, and enable him to achieve success.

The publisher of a country newspaper remarked: "Since

I have been in business, probably one thousand printers

have called on me wanting a job, aud wore given a trial.
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I do not reoall but one that I considered first-class in effi-

ciency." Similar is the experience of all employers.

This book is addressed to tho nine hundred and ninety-

nino. It comes "to call not tho righteous but sinners to

repentance.M There is room and demand for all the well

equipped. But in these times there is neither room nor

demand for the nine hundred and ninety-nine as. they

now are.

This is a practical dip into sociology. What can bo

done for the unemployed multitude? Tho ever increasing

company of ineflicientsT Tho irremediable incompetonts

arc really few. The hopeless aro provided for in tho

Eleemosynary institutions with which Christendom has

dotted tho country over. But tho physically, mentally,

and socially hopeful must be developed to a degroo of

successful eflicioncy.

Every cross-roads pessimist can dopict the deplorable

condition of the nine hundred and ninety-nine, ami justly

abuse them, condomn them, ridicule and laugh at them,

but tho masses need ratbor Samaritan influences, that

will pity and lift up. Christ came not to condemn tho

world, but tbat the world might be saved, and tbat

through him. The world needs Christ! and Christ wants

(not needs) the world. To bring each into full possession

of the other, is the work in which wo aro now engaged.

Then tho nino hundred and ninety-nine will find, not only

“bread and butter" employment, but comfort and pleas­

ure, and an over dovoloping capacity for higher aud still

higher joy.

The Supreme Being knows all the

The Guide Book wonts of his creatures. He knows

to Successful the utmost needs of man and has

Business. made provision for meeting them.

Directions full and simple aro laid

down in tho Bible by which man is to avail himself of that

provision. The Book not only gives directious but sets 
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forth tho spirit in which those directions are to be under­

stood and followed. No ono has over followed those direc­

tions in the right spirit but has found his need supplied.

Tho Book has stood the severest tost. It is not a book

for a particular class, but one for all classes. It is not a

Book for the particular only, pointing the way from oarth

to heaven, but for all righteous purposes and relations.

It is every man's Fade Mecum. It is true that parts of it

are specially applicable to particular relations.

A successful business man in Now York was asked by

a young man to suggest the best business guide for ono

just starting in life. Tho merchant handed tho youug

man a copy of the book of Proverbs, with the remark that

he cousidored it tho best guide book in existence for a

young business man.

We have spoken of "wisdom, or a good understanding"

is essontial to good success, and on this same subject

ipeaks tho book of Proverbs:

“Happy is tho man tbat findeth wisdom and tho man

that getteth understanding, for the mercbandisomont of it

is better than tho morehandisemout of silver, and tbegain

thereof than fine gold. It is more precious than rubios;

and all tho things thou canst dosiro are not to bo com­

pared unto it. Length of days is in its right hand, and in

it's loft hand riches and honor. It's ways aro ways of

pleasautncss and all ifs paths are poaco. It is a tree of

life to them that lay hold upon it, and happy is every

one tbat retaiueth it." We have spoken of purity as

essential to manhood and success. So the book of Prov­

erbs spoaks: "Drink waters out of thine own cistern, and

running waters out of thine own well."

"Let not thine heart decline to her (Impurity) ways, go

no astray in her paths; for sho hath cast down many

wounded; yea, many strong men have been slain by her.

JUcr house is in tho way to Hell, going down to tho cham­

bers of Death."
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We have emphasized diligence and industry—so

Proverbs,—4,JIo becometh poor that dealoth with a slack

hand, but the hand of the diligent maketh rich." "The

thoughts of tho diligent tendeth to plcnteousncss." **I

went by tho field of tho slothful and by the vineyard of

the man void of understanding, and, lo! it was all grown

over with thorns, nettles had covered the faco thereof

and tho fence thereof was broken down. Yet a littlo

sleep °sayeth thou," "A little slumber, a little folding of

tho bands to sleep? So shall thy poverty corae as one

that traveleth and thy want as an armod man." "Seest

thou a man diligent in his businessT Ho shall stand be­

fore kings, ho shall not stand before obscuro men.**

Wo have advocated friendliness and sociability. So

does Proverbs. <,Plcasant words aro as au honeycomb,

sweet to tbe soul and health to the bones."

Thus I might cull chapter after chapter for a business

manual out of that portion of tho Bible. Think not then,

that tho Biblo which your mother gave you on leaving tho

ohl homo, is only to be road to fit you for hoaven. It istc

fit you for business in this lifo as well. It is to make yoi

a man. Heaven is, or will bo, full of men, just men m：id(

perfect, but ou earth men aro searco. Your mother wnnfs

you to bo a man on earth, hence she gave you tliat Biblo.

If you and I master that Book it will make us men, men

among men. Whether you and I ply tho samo eraft or

our occupations be widely apart, we shall meet with

cqaal success, each in his own line, each in his day, and,

dear reader,

“Wc'11 meet, at one gate when nil's over.
The ways, they are many nnd wide,
And seldom arc two ways the same. Side by side
A(ay we stand at the same little door, when all's done.
The ways they are many, the end it is one.
He that knocketh shall enter； who asks shall obtain ；
And who seeketh, he findeth—remember, Amen."

—Lucille.
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The Law of Life
and Remun­
eration.

All life is from above. The lowest

mineral world has to obtain life

from tho upper vegetable and ani­

mal worlds, if any one of its parti­

cles is to be incorporated into an

organism. The life of tho vegetable goes down into the

lower mineral world, brings up its particles and appro­

priates thorn in the formation of loaf and stalk. So vege­

table substance depends upon tho higher animal sphoro

for life in order to bo incorporated in tho human organism.

And agaiu, the human being depends upon life from tho

heavenly sphoro, in order to be sharor in righteousness and

true holiness. Thus the mineral gets into tho vegetable

sphere by moans of life from the latter. Tho vegetable

gets into tho animal sphere by moans of life from tho ani­

mal. Tho animal gets into tho human sphere by means of

life from tho human. Tho human gots iuto the heavenly or

livino sphoro by moans of life from tho divino. Henco,

it was said by the Son of God as ho looked down on all

orders of creatures from the highest to the lowest, "I am

come, that yo might have life, aud that yo might bavo it

more abundantly.0 Thus it is to bo seen that in every

department of life the higher we rise, the more and bet­

ter lifo wo have, and this wonderful natural law, true in

tho spiritual as in tbo natural sphoro, gives us a i-ule to

work by in tho dovolopniont of manhood. Life pulsates

in its fullest power in tho highest spiritual realm, and

diminishes in force as vro descend, until we come to tho

inorganic and mineral region, where thoro is no life at all.

And now we appropriate this thought witbin tho sphoro of

human business activity; let us notice that for a man

to rise from tho lower plane of activity to a higher one, is

to take on a new life. A man may be filling the position

of a cobbler aud ho may riso to the sphere of a groat shoe

merchaut; bis Hold is largely extended; his aetivitios aro

multiplied, his lifo is moro intonso. Again, a man may bo 
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a carpenter employed in the construction of a building.

By tho development of manhood and an enlargement of

capacity, he may rise to the position of a largo contractor.

In this sphere his thought must bo more iutenso, and en­

gaged on higher subjects. Ho must compass a much wider

field of thought and engage in a greater variety of activi­

ties; in fact, live a higher life. Tbo salary and income of

an individual also increases as he thus rises from lower

into higher spheres of activity. In other words, as he

takes on moro life he receives a lai ger remuneration.

Hence, wo come to every man, whatever his business

sphere, with this exbortation, to riso iuto the higher life. It

is according to the nature of things that a man should rise

higher, after having filled tho lower place full and well;

and so continno to riso forovor, for there is no limit to tho

height of life into which oue may riso. On tho con­

trary, it is unnatural and abnormal for a man to go

from a higher to a lower sphere. Retrogression is to a

business sphero a sure sign of business death. A young

friend of the writer, began when quite a boy to sweep out

a drug store and make the moruing fires. Ho filled this

very low position so full of lifo and activity, that he was

promoted to tbo higher sphero of clerk. Ho filled this sec­

ond sphere so successfully that ho was promoted to tho

position as prescriptionist. From this he aro^o to a part-

nersbip in tho business, and when the old proprietor fin-

i>hed a useful lifo and passed away, this young boy became

full and sole proprietor. Not content, he enlarged tho

business, increasing his activity, aud likewise gi-oatly in­

creasing bis income; he became a manufacturing drugpst

and took on a large wholesale business. He is at this

writing, a princely druggist with a large fortune, and is

considered a mau of great influenco aud power for good in

his city.

Another acquaintance of the writer has quite a differ­

ent history. Inberitiug a large fortune he was placed at 
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onco, full of life and hopo as a young man, in charge of a

large and constantly growing business. Unfortunately ho

seemed to think that ]ifo camo from below, so he went 

from lower to lower ploasuros, forming lower and still lower

habits; losing by degrees his vitality and , at tho

sarao timo experiencing a constant dwarfing of his

business, until dobts and bad habits closed him out

altogether, and ho found himsolf without any occu­

pation. Instead of being a master, ho becamo an em­

ploy oo and being a poor hand he was seldom employed.

Not arresting himself iu his downward career, ho soon

become incapacitated for any work, was turned out

on tho streets, went from ono place to another seeking

in vain for something to do, and finally became a penni­

less beggar.

Let tho reader loam this lesson, that all life is from

above, and in order to have more and more life we must

ise into higher and ever higher spheres. And to this

ienutiful and glorious ascent thero is really no limit for

•ve may rise even unto tho very lifo of God; but if we on

tho other hand, descoud from higher to lower spheres we

shall finally reach an end, nnd that ond is Death.

There is a law that when obeyed,
Obedience is amply paid.
For every mitetherc is a sphere ；
It may on higher, plain appear.
\Vc seldom think when wc look on
The homely clod at early moru,
That in it lies a lovely flower,
Such change is wrought by higher power.
The farmer works behind his plow,

\ Yet thinks he little why, or how,
*rhat in the mould lie's turning o'er.
Lies now, his richest harvest store.
The elements (hat make the wheat
Kight then arc found beneath his feet.
You pass that field in winter cold,
And can not see the wealth untold;
The life and beauty that shall come
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Of green and gold in harvest sun.
If lifeless clay transformed can be
To hues so bright, for us to sec.
Oh ! what may we expect in truth.
To be the goal of man and youth.
Then ever strive and upward look,
True to thyself and God's own "Rook.”
If from the worm, kind Nature brings
The butterfly with golden wings:
Oh ! man life up thy thought, thy soul.
To live with God whilst ages roll.

Boardman says: "Sow an act, reap

Seed Time and a %bit; sow a habit and yon reap

Harvest. a character; sow a character, you

reap a destiny." How few stop to

think about tho result of every day's sowing. Every

being possessed of soul and intellect is sowing broadcast

some kinds of seed, not dead seed, but seed in which aro

tho germs of success or failure.

Tho small boy, the yontb, tho man in his vigor, and the

old man are scattering seed, planting in tho soil, fertile

soi】，which will germinate and bring forth fruit. Oh boy!

oh, youth! oh, man! what is tho nature of that seed,

Tho harvest will como by and by; what will that har­

vest bo?

Tho boy bows at his mother's knee, and there is taught

ine truth as God gave it in tho "Book of books," com­

manding; “Thou shalt not take the name of the Lord thy

God in vain." The little boy fully feels the necessity of

steering clear of "swearing," yet be goes out and hears

oatli after oath repeated so often by little people and big

people, that after a little while ho concludes it is really

manly. The bad seod germinates in his heart and shortly

springs up a poisonous, accursed weed—and oat cotncs

that wicked oatb. Oh! seo him with gleaming eyes, hat­

ing himsolf, for then and there he feels, he knows, the

good angels of purity have taken their flight. There has

left him the influence of the dear loving mother, whose 
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anxious heart has been so full, that she has shed copious

tears, as she prayed God to keep her boy pure. He can

see the oyes of Satan, as ho looks on with that satanic

grin, and in gleeful mood exclaims, "that boy is mine.''

Pope says：

••Vice is a monster of such frightful mein
That to be hated, needs but to be seen ;
Yet seen too oft, familiar with his face,
We first endure, then pity, then embrace.**

An ancient motto was, “Resist Beginning."

The folly of the child grows into the vice of the youth,

and tho crime of the mnn. "Sow to tho wind and reap

the whirlwind.M Wrong is a smooth, even decline that

takes its votaries down, down, down, with an occelerat-

ng motion. Right is a hill to elimb, and only tho wise

re willing to toil up its nigged pathway. Yet the reward

• great, and it gives vigor and endurance. Sow to tho

ne, reap bittoniess and sorrow; sow to the other, reap

sweetness and joy. It is said that a pebblo thrown into

a great lake mnkos a wave that is felt on tho opposite

shorn. Words, acts, even thoughts, nro seed sown. Kind

and generous words and noblo acts bring a harvest of

warm friends.

Ono wrong deed sown among many good ones, has

caused many a man sorrow all his days. Know certainly,

you enn not indulge in little sins, but they will surely find

you out. If the world does not see and know it, you aro

conscious of it, and are weakened just so much in man­

hood.

Oneo a man getting angry with his neighbor, deter­

mined to do him great barm. Ho knew the neighbor was

very careful not to allow weeds and burs to grow in bis

field. Tho angry man went at night and sowed cocklo-

burs all over his neighbor's field. They grew, aud it took

much hard labor to hoc, pull, and plow them out. If you

have any cause of feeling bard toward any man, revenge

is poor remuneration. "Overcome evil with good," but 
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if you should got ugly burs growing in tho field of char­

acter, hoo them, pull them, plow them out.

I remember when a boy, passing by a wooded place

near an old log schoolhouse. My uncle was with mo and

bo said, 4,Twenty-five years ago when I was a boy, under

that old oak treo, I gave a boy the worst thrashing I ever

saw a boy get." I asked how it huppenedf Ho replied,

"The boy was bigger and older than I, and on tbo pre­

vious day he struck me and hurt me very much. I looked

him in tho face and said, ‘I will get ovon with you, sir/

So tho day I whipped him, I took somo fine watermclous

to school. At uoou I told all tbo boys I )iad something to

show them. They all followed, when I rolled out from

under the bushos my melons, and began to cut them in

large slices, and they were luscious. My friend (T) stood

a little back from the other boys feeling that noijo of the

rich feast was for him. I took up tho latest piece, so

red and sweet, and gave it to him. Me accepted it, and

as he ate, the great tear drops trickled down his cheek.

When his fccliugs would allow him to speak, ho said,

,Will, you have gotten even with inc.' Ono of tbo best

friends I ever bad, iu school and in after life, was tbo boy

I whipped under that tree." Sow bad seed as did Adam's

first sou, Cain. The wicked Ahab and Jezebel, his wife.

The heartloss tyrant Nero, who, 'tis said, engaged in

revelry and music wbilo Romo burned. Their influeuco

still goes on. We are reminded of the Hues of Keblc:
,, Wc scatter seeds, with careless hands,

And dream wc nc*cr will see them more.
But for a thousand years
Their fruit appears,
In weeds that mar the kind."

Sow good seed, the harvest will come very soon, and bo

resown to bring forth good through tbo agos to come,

reaching out ovon uuto otomity. Noah, Abraham, David,

Job, Solomon, Socrates, all sowed seed that have brought

rich harvests, and tho good seed aro being resown yet, 
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as their words and thoughts are treasured in tho hearts of

tho wise of to-day.

"Be not deceived, God is not mocked; whatsoever a

man soweth, that shall ho also reap." In the physical

world wo see this forcibly illustrated. Great earo is taken

in selecting the very best seed. Man is so constituted

that by studying tho naluro of certain seed, ho greatly

improves tho quality above that found in tho original.

AH tho Ano luscious apples wo enjoy have been propa­

gated from tho littlo bitter crab. Then how important in

sowing tbo seed for making a man, to solect tho very best,

and by pruning and training wo can improve on what lias

gone before. Let Americans, ns representing freedom

and progress, husband that which will advance thorn in

all that builds up a stronger, better character; thou all

tho ^vorld will turn thoir eyes in wonder and admiration,

it tho happiest, strongest, and best people on earth.

We can give only a few ideas ou this great subject, but

.vhat wo wish is, to put tho people ou a Huo of thought as

to tho best plan of successful seeding.

No wiso engineer will hitch his

Keep the Machine engine to the train, or to tho ma­
in Order. chinery of tho hall, until he gets it

repaired, oiled, and rubbod up

ready for running. No wiso plowman will attach bis team

to tho plow, till his plow is put in ruuning order. No

good carpenter will begin his day's work until his tools

are all gathered, sharpened, and ready for uso. Think of

a barb or having to stop to heat his water and hono his

razor every timo a customer comes into his shop! Think

of a miller having to firo up his engine, oil his machinery,

mond his bands, and clean out bis hoppers, every time a

turn of com comes to mill! No; all this preparation is

made in tho early morning, boforo tho day's busiuess is

begun.
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So every man should put his body in good trim before

he leaves his room or his homo. Tho body is a man's

machiuo, and a full and comfortable day's work will

largely depend upon his morning toilet. Tho body is an

intricate piece of machinery. It was divinely planned.

It is grown, not artificially constructed. It is self-ro-

pairing and selC-lubrieating. lu many minor parts it is

automatic in aclion. In its development from cmbric to

full perfection, it is under the unerring law of its own

divino architect. Hence, it is fearfully and wonderfully

made. But for alion influence, it would always como to

absolute perfection. Tho coral will always build a per­

fect reef of perfect coral, if its work is unaffected from

without. A hoalthy hon will always lay a sound egg. So

i£ proper caro is taken to ward off deleterious, extraneous

causes, a man's body will be developed into a perfect in­

strument, perfectly performing its every function. A

man's body should bo so sound, so healthy, so per­

fect, moving in obodicnco to every lawful requirement

of tho soul within, as not iu tho least to disturb the per­

fect comfort aud smoothly flowing activitios of that soul.

In order to attain such a desirable eud, certain duties

and respousibilities are imposed upon the owners and

users of theso bodies. Like tho engine, tho tool, the

razor, which must be cleaned, oiled, and sharpened, tho

body must bo attended to every day. All obstacles in

tbo way o£ its i)erforming its functions, all foreign olo-

monts that would causo friction, etc., must bo removed.

The body must be properly cloausod, fod, clothed, and

exorcised, to bo kopt hoalthy, and £roo from paiu to the

man within.

We should never forget that life is more than moat, and

the body more than raiment. Ono of the first considera­

tions in looking forward to a business life, or to success

of any kind, is that the body should receive its due pro-

portiou of attention. Great souls reside in sound bodies.
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No man can hop© to reap groat reward if ho has a feoblo,

sickly, dofectivo body. While this lifo is more thau meat,

and the body moro than raiment, and whilo it is true also

that lifo is more than body, yot the body is of uo mean

consideration. Tho Bible spoaks of man boing marvel­

ously and wonderfully made, and this reference is to bis

body. Such an organ, if kept in proper trim, is capable

of uulimitod activity. If a man will tako even roasonablo

care of his body, it will perform its functions with ease,

and with ploasuro to its owner. Every worker in life's

vineyard uoeds, aud has a right to, a good, smooth-work­

ing body. People that aro sick or always bodily ailing,

can not hope to accomplish much, and what they do ac­

complish is with pain to tbomselvos, and engages tho

sympathy of those around tbem. Everyono should carry

a suushiny face into his business, a faco like tho morn­

ing, out of which beams always a happy, cheerful spirit,

but this is impossiblo without a good body. A sound and

healthy physique is normal; a sickly, emaciated body is

abnormal.

A customer walks into a store, or a shop, or an office,

and if a man with a good, strong physique, a sunny faco,

and a beaming, liappy spirit meets him, he is more likely

to do business with such a man, than with a proprietor

with a distressful look upon his faco, with a suffering body

affecting bis language and appoaranco in such a way as to

forbid and repol. The moaus of maintaining a good

physique aro now so well understood and so easily ap­

plied, that a sound body and good health aro an easy

horitago of ovory man. The small matter of bathing,

alono, is more than bal£ tho oouditiou of perfect health.

If you can not have access to ouough water, you cau take

a friction bath. No ono is so poor but that ho can own a

rough towel, and to rub your body from head to foot

thoroughly and hard every morning, is a guarantee agaiust

takiug cold, injures good feoliug through the day, aud is
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more valuable in luaintaining good health than a whole

drug store. If you are able to supply yourself with a

rough hair strap and gloves, and will regularly and vigor­

ously uso them in taking a friction bath every morning, a

water bath for the whole body two or threo times a week

will be quite suflicient.
Just come with me and I will show
The engines moving to and fro.
Their work would not effective be
To move the heavy trains you see,
If dirt and gum were left to clog
Their onward march through vale and bog.
J ust watch her, when she gives a puff.
Now as she pulls such loads of stuff.
She could not climb up grade the hill
If all the parts with dirt should fill.
When Locomoter's kept in trim,
The work is done with might and vim.
So all machines that man has made
To serve the ends of life and trade,
Must be in order all the while,
And then it does the work in style；
Then to yourself this thought apply.
And if you fail, there is a why;
You can't in life have much success
If your machine is in distress.
Then keep the body in good plight.
That you may make a gallant fight.

BE BOLD.

••Courage in danger is half of the battle.”
—Plautus.

"No great deed is done
By falterers who ask for certainty.*'

_George Eliot.
"Fortune befriends the bold *,

—Drydfn.
“Tender handed stroke a nettle,
And it stings you for your pains；
Grasp it like a man of mettle,
And it soft as silk remains.'*

—Aaron Hill.
,• We make way for the man who boldly pushes past us."

—Havre,

I
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Tho most sure manifestation of true

Be Strong. manhood is strength. Weakness

and wickedness aro twins, and

they souud aliko. When Joshua came to take Moses*

place as leader of the Israelites, he was charged fivo

times to ube strong!n One© by Mosos before ho died,

three times by tho Almighty himsolf and once by the peo­

ple of whom ho was to take the lead. This, also, was tho

advice given by David to Solomon, and by tho.rebuilders

of tbo temple to the workmen. Much of Paul's noble soul

goes out in his injunction to the Ephcsiaus and to Timothy:

"Be strong in the Lord and in tho power of his might.

Bo strong in tho grace that is in Christ Jesus." And

again to tho Corinthians, “Watch ye, stand fast in tho

faith, quit you like men, be strong?*

Weakness is tho inclined piano leading down to wicked­

ness, loss of manhood, loss of hopo, and to uttor ruin.

A young man was invited to a style of living which his

salary did not justify. Ho was too weak to refuse. Fast

and high living soon found him flnaueially behind. Too

weak to stop, manhood failing, to keep up tbo means for

fast living, ho takes questionable liberty with his em­

ployer's moans, whioli, in tho course of business, passed

through his hands. As is always tho case, his petty

thefts, undiscovered, led him to take larger liberty—dis-

grace followed disclosure一and now mauhood and self-re­

spect all gone, poor soul, ho takes his place with tho

criminal multitude, and sends his fair young wife and

helploss babo into the obscurity of the rear apartments of

hot old home to be mourners for lifo. O! for strength to

say "No," when "No" ought to bo said, and "Yes," when

“Yes" ought to be said.

The eyes of all employers aro searching for strong men,

and they are the cynosure of society.

Strength of character is tho result of conviction. Con-

victiou is the result of a sober aud careful survey of all
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the facts about a given matter and is the mature conclu­

sion thus reached. All men have opinions, but few men

have convictions. Luther had a conviction as to true

Christianity; that conviction gave him strength to resist

error, although in a strongly organized form. His convic­

tion rendered him intrepid. Paul had a conviction which

strengthened him to champion the cause of the gospel

among the Gentiles, so that, in season and out of season,

he preached from Jerusalem all round, even unto Illyri-

cum. Daniel had a conviction, and with it, strength to

resist the kings decree. All great men have been men

with great convictions. A weak man has no convictions

about anything and hence, his weakness. If, tbereforo,

O reader, you would have strength, roach a thorouglj con­

viction that manhood is of more worth and more necessary

in tho warfare o£ life, than gold or family prestige.

“Come, I will show thco a friend;

Friendliness. J W'U 吧毗 °n0 产件 o£ "y
trust: thmo heart shall not be

weary of him; thoa slialt not

secretly despiso him. Thou art long in learning him, in

unraveling all his worth; and ho dnzzleth not tLine

oyes at first, to bo darkened in thy sight afterwards,

but riseth from small beginnings and reaeheth tbo height

of thino esteem."

He that would have friends must show himself friendly.

Friondliness is a grace with which one may easily adorn

his character and life. Weed out all selfishness, and true

friendliness will spring up in life of if 8 own accord.

''As frost to tho bud, and blight to the blossom, even

such is selfishness to friendship;

“For confidence (tho ground of friendship) can not

dwell where solfishucss is portor at the door.”

Friendliness is attractive in a dog, how much more in a

man. Unfriendliness invites poverty and desertion, re-
7
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pels customers and is the forerunner of failure and bank­

ruptcy.

These lines deseribo a false friendship:

**What is Friendship but a name,
A chann that hills to sleep?
A shade lhal follows wealth and fame.
But leaves the wretch to weep."

But true friendship, while choice of her companions, is

kind to all, generous to all, it speaks out of a full soul and

owns to all the sympathies of manhood. Confidence

opens the lips of friendship and it's heart pours out kind-

nesf?. It stands not upon the top of tho hill and beckons

others to come up, but toils up with them, hand in hand,

bearing their burdens.

Friendship shows itself in friendliness and scatters snn-

>eams around. True manhood requires us to show a

nendly spirit to our enemies, to the cross and bearish, to

3ie uncouth and to tho unwashed. True friendship is tho

forerunner of success and victory.

Two neighbors had fallen out. Shortly afterwards they

chanced to meet on tho highway. Mr. A. thought to show

himself friendly and said, “Good morning, neighbor."

Mr. B. growled in reply, "1 don't speak to a dog," whera-

upon Mr. A., with a friendly twinkle, said, "I do." Thus

the spirit of friendliness always gains tho victory. Without

it there is no claim to manhood. Great and noble spirits

nro friendly. The sun pours forth it's light upon all the

planets and moons, largo and small, and those in return,

reflect back his light or give forth verdure and beauty. So

the great sou), full of kindness, manifesting forth the ele­

ments of noblo manhood, will reap iu return a host of true

friends. And in itself is success.
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There aro certain themes which aro

Personal Purity, so frequently dwelt upon by that
class known as tbo clergy, that wo

como to thiuk of them as belonging exclusively to the pul­

pit and tho church. This subject of personal purity is one

of that class. It is, however, so important in society and

iu business, is so groat aud fundamcutal that even tho

wise skeptic has borrowed it from the preacher and mado

it prominont in his anti-Christian teaching. But for our

present purpose, engaged as wo are in the general build­

ing up of manhood, we need jnuke no apology for preseut-

ing a chapter on tho saino subject. What wo mean by

^Personal Purity** is simply this; that a man should bo

inwardly as clean as a perfect gentloinan seeks to be

outwardly; that tho foelings and tho thoughts of mon, tho

purposes and aims of meu7 should bo pure. Paul tells

Timothy to take a littlo wino for his stomach's sake and

oft infirmities, but in doing so ho must see that ho keep

himsolf puro. This is our exhortation. The great Psalm­

ist of Israel asked this question: ^Wherewithal shall a

young man cleanse his way so as to keep it clean accord­

ing to the Word?" Hero the Psalmist is dealing with tho

same subject, aud it is iu auswer to his question that we

write.

In tho first place one may ask tho question: "Aro we

impure to begin with?" An affinnativo answer to this is

the only ono which history, observation and experience

can give. We find ourselves in this lifo corrupted from

birth, and we are to go forth waging a constant warfare

against tho impurities born iu us. One of tho autborities

quoted above has said: "Wo are born in iniquity, and in

sin wcro we conceived and that consequeutly wo go

astray from tho womb, speaking lies/* honce the great

aim in life is not only to correct our commercial mistakes,

our educational mistakes, our social mistakes, but to 
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eradicate, by availing ourselves of tho proper means, all

the evil there is in us.

It may also be asked, “Why is it necessary to bo

morally puro?0 What has that to do with success in bus­

iness? How doos that affect tho highest development of

manhood? »In reply it must bo said, that all this lies at

tho very foundation of every ciTort to uplift mankind.

Ono can not be a man truly, unless he can look bis follow

man squarely in tbo face; but if morally impure this is

impossible. Not only so, but a true man ought to be ablo

to oxclmiigo glances on a level, with tho purest man or

woman found in society. To do this, is an unmistakable

sign o£ manhood. But without personal purity this is

utterly impossible. It takes a clean soul to live right, and

to do business successfully, for mon read us largely by

our countenances, and if we aro not able to maintain a

good countonanco in tho presence of tho purest and best,

we are universally discounted. Wo must, therefore, have

that iu us which will enable us to hold up our beads; to

look mon in tho face, and present, under all circumstances,

a goodly countonanco.

Whether we hoar it said or not, yot still it is true, that

such a man attracts everybody, wins everybody, and

engages in his behalf that which will insure good success.

Again it is just as true, that true development and oiuinent

success depend upon a mnn's having in him thoso forces

that make for righteousness, as it is, that he should

gather about him favorable influences from without. But

such mfluencos as make for righteousness dwell not with

impure souls, will not keep company with low motives,

low thoughts and lecherous feelings. A man must mako

up his mind, therefore, either to cherish impur.ty and

consequently have no elements o£ succoss in him, or to

cherish purity and consequently bo filled with thoso

forces which make manhood and good success of easy at-

tainmout. While we are not advocatiug tho doctrino of 
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making a gain of Godliness, yet the highest authority

declares that Godliness is proGtablo for tho life that now

is, as well as for that which is to come. Why should not

we then avail ourselves o£ that equipment, whether it

conies from earth or heaven, which will furnish us best for

the fulfillment of our immediate life work?

Tboro is another phase of this subject which we must

not pass over. Strength is an absolute necessity in the

warfare of tliis life, but impurity robs us of that strength

while personal purity supplies it in tho largest measure.

Why should a man bo, or do, that which robs him of God­

given strength? Why should a man indulge a momentary

gratification depriving him of eternal joy? Why should a

man indulge iinpui-o desires and consequently go the

roinaindor of his life shorn of strength, a poor drivelliug

soul incapable of any nobio enterprise?

Receive, then, dear, reader, an exhortation to be pure,

and consequently bo filled with those forces that insure

righteous success. Bo pure and consequently maintain

always and everywhere, that noblo bearing and attractive

countonanco which will win all influencos and forces

around you to your aid. Thus go forth to be a Godlike

mau, and the result of life on earth will surely be crowned

with both joy and success.

Following will bo found some chapters that will appear

iu °Wanted—A Man" number 2:

Mr. Micawber was made to say by

Income and Dickens, some very good things,

Expense. among them was this: "Income

1000 pounds, expense 1020 pounds,

result misery; income 5 pounds and 6 ponce, expense 5

pounds, result happiness.” :

I have in mind, just now, a striking illustration of this

truth. Mr. C., when a boy of sixteen, was employed by

his brother-in-law in a store, at wages of $12.50 per mouth, 
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and had to board himself. Ho saved $100 that year.
You boys who smoke, drink, wear fine clothes, and pay
big livery bills think of this. Be a man. You say you
have no show. Do you think so? If you get $25 per
month, or $300 a year, have you no show? No, of course
you have no show. Your expenses are $400. You aro
short $100. You aro discouraged, you owe your employer,
and, although you aro no account, you are retained
because your employer wants to get oven with you.
Your self-respect is gone, you aro a piece of fungus, no
individuality, no manhood, no qualities that a man should
have. Wlion you live beyond your ineomo you are very
liable to become a thiof. You don't want your account to
show up so ugly. You are tempted to take out ten cents,
then a quarter, then a dollar. You liko to bo regarded ns
one of the "bloods;" fill your pockets with cigars. You
think you will charge them at first, but your memory gets
bad, and you manage to forgot it. You are no part of a
man. When you uso mouoy you have not earned, you aro
blighting your chances of a successful life. If you are
not guilty, these words are not for you. If you aro guilty,
shako off these habits that lead you to tho Devil. Tliis
same Mr. C. of whom I spoke, was scrupulously, I might
say religiously, honest. While yet a young man. he
owned a largo store of his own, and prospered all along
life's journey. Ho novor mado big money, by speculatiou,
but always lived witbin his income. Ho left an estato of
$300,000. Among other legacies ho loft $20,000 for the
benefit of tbo deserving poor of his native town, making it
an endowmont, three fourths of tho interest was to ho
given each yoar to tho poor, one fourth was to bo added to
tho principal; thus making a growing fund, which will in
all the years to com。, perpetuate his memory, makiug glad
the hearts of tho poor and needy, when it brings tbom fire,
food, and clothing.

Would this bonign legacy evor have been known had
this boy started out living boyoud his income?
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I knew two boys who commenced together clerking in a

store. They were both bright. The quicker, wittier,
livelier of the two got very smart, dressed fine, lived
high, played cards, and Inter drank whiskey; often he
would express pity for his comrade, John, whom ho felt
was old-fashioned. Dick was a "high roller." Although
many thought he would mako a grand record, his
expense bills exceed his wages. At the end of the second
year he was out of employment and $150 in debt. He
was too fast, like a horse in the race, got to be "knee
sprung/* ankles enlarged, and weak all over. To-day he
takes any kind of a job )10 can get; is married, but his
wife is bowed with sorrow and discouragement; his
children are ragged, they have a bloated, cruel father.
She has a "drunken sot" for a husband. When be started
ho lived beyond bis income.

John has a substantial business, a good home, a happy
wife, and bright, cheerful, intelligent children, beeauso ho
started out to live, and did live within his income. Which
one aro you? Dick, or John? Throw away your man­
hood, spend more than you earn, and if you don't land in
the j)oorhouse you aro uo better off. It were better you
bad never been born.

My boy, now live within your means,
Do learn it well, while in your teens.
And if by work, you earn a dime.
You save a nicktc every time.
If you succeed in any art.
Out of the whole just save a part,
And when you get to be a man
"You'll know you've struck the wisest plan,
To help yourself and others, too,
Then try it Boy, yes try it, do.
You life is better on the earth,
It helps, and makes you more oi worth,
And then again if you would go
Into that home where blessings llow^
Keep Income than Expenses, more,
O, be a man, I do implore.
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In nil nature we see two oppos-

Opposing Forces. in® foroes' each struggling t。ovor

come tho other's influence. When

these forces are properly adjusted

we have order, when not, we bavo confusion. In the

rotary motion of tho earth wo have the law of gravitation

sufliciently strong to hold the component parts together,

otherwise tho centrifugal forces would eauso it to break

asunder and fly into limitless spaco. We have heat as

opposed to cold. Withdraw tbe heat and as we aro now

constituted we would all peri sb. Increase it greatly and

we would bo burned to ashes. Light is opposed to dark­

ness. Increase tho power of the light, it could bo made

so great that every eye on earth would be struck blind.

Introduce total darkness and every oye would be useless.

We have the law of cohesion and repulsion. Break tho

cobcsivo properties of iron and we could have none o£ the

many useful articles now made of that substance. In all

things one of these opposing laws must predominate.

So it is in tho moral world, wo have opposing forces,

each counloracting tho other. Truth over opposing

Falsehood; where Falsehood predominates, doubt aud

uncertainty is the sure result; where Truth prevails, con-

fideneo is felt. Tho laws of temperance properly observed

promote long life and happiness. The opposite conduces

to early disintegration, followed by trouble and death；

Good audEvil are counter-forces operating iu every mnn,

woman and child. Good is from, and of God; Evi] is

from, and of tho Prince of Darkness. If tho good spirit

rules, virtue and happiness follow; if tbo evil spirit

reigns, hato, anger and misery is a sure consequonce.

There is iu almost every man a conviction in early life

as to tho lino of labor or vocation he should follow. To

him it is principle of law. If ho follows that law, his life

work is successful; if ho does not, ho fails. This convic­

tion is tbo coutripctal force that, if obeyed, concentrates
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all his faculties to tho accomplishment of an end that

assures success. When he disobeys this law of his nature,

these divinely implanted impressions, ho is governed by

tho forces of the centrifugal nature, and all work under­

taken, results in blasted hopes and utter failure.

I knew a man who had a conviction that ho should

engage in the life-work of a minister. He felt impressed

that his life's labor should be to instruct and lift up man-

kiud to tho observance of God's law. Ho fought against

this conviction and tried first the saloon business.

Instead of using his life to savo, ho undertook to render

hopeless. Did he prosper! No, he failed not only morally,

but financially. Then ho tried merchandising—in that

he failed. He continued to fight against tbe law calling

him to better work, tried farming and stock-raising; no

harvest of success still. He then surrendered to the great

law of bis conviction, gave up all hope of finding success

in aii)thing but tho work impressed upon him. Me knew

if he was to succeed even in this, a preparation was neces­

sary. Ho walked twenty-live miles to tho train, on bis

way to school, fie knew he bad to get his course not by

smooth, even sailing, but by dint of hard study in study-

hours, and actual labor and toil with hand and head dur­

ing vacation and holidays. But obeying tho law of his

conviction, he was able to leave college after eight years

of arduous work, with a well developed manhood. I Io

served as pastor somo years, and continuous success

crowned his efforts. Ho was soon appointed dean of the

principal school of his deuoiuinatiou, and bow ranks with

tbe best iu every element entering the character of a

higher, nobler manhood.

Aro you obeying the law of yonr nature? If not, seek

it out and obtain work in line with your bent.

A boy was ouco constructing, what to others seemed a

machine useless for any purpose. His father thought so,

as it consumed time and caused neglect of other duties.
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So, vexed and in a spirit of anger, ho marcbod up and

kicked tho machine to pieces, picked up the fragments

and placed them on the firo. The boy was overwhelmed

with grief; he sobbed and wept bitterly till late at night,

Being worn out, ho foil asleep. For some days ho seemed

a hopeless, cheerless boy. Yot ho bad the constructive

forces so strongly marked, he later resumed work on the

maebine. That invention revolutionized a great industry.

The boy, after ho became a man, supported his father, in

his declining years, from the proceeds of his great inven­

tion.

Tho boy was following his conviction, observing the

law that Nature's God implautcd.

The father broko a law that should govern a wise par­

ent.

I make no comment. Let every one study and think,

and ever bo as ,•Wise as a serpent, and harmless as a

dove." When you see counter-forces impelling you, this

wny, and that, bo careful to obey that law which will

conduce to tho betterment of your manhood, and prepare

you to more successfully fight in tho great battle of life.

A law of darkness and of light,
The one brings day, the other night.
A law uf cold, a law of heat,
The one gives rain, the other sleet.
A law that binds the atoms close；
And one that brings rcpcllant force；
Each law is good when in its place,
And proper time to suit the case.
Now if ihc law of darkness reign,
We'd search for beauty, all in vain.
And yet wc would not wish for day.
If day wiih us should always stay.
Should Wniicr come with icy hand,
And hold in frost our goodly land ；
We'd perish for the want of food,
We'd long for Summer, warm and good.
From each, in time, great blessings flow,
If cither stays, there's naught but woe.
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To now apply this thought to Man,
He must be governed in his plan
By what will bring to him success,
lie must adopt the laws that bless.
He has before him wrong and right.
The one brings weal, the other blight.
For such a law then he should search
Thai will not all his manhood smirch.

IO/

Of all elements entering human

Pluck and. Grit. character, no two aro more impor­

tant than those expressed in these

two words "pluck" and "Pluck" brings a man

to the front to face tbe enemy in battle. "Grit" keeps

him in line and endows him with endurance to stand

unflinching till victory is won. ,These qualities are ro-

quired in every vocation. The farmer, blacksmi(l), sales­

man, luerehant, doctor, lawyer, preacher, in fact every- .

body.

If tho farmer has not pluck to go out to his daily toil,

and grit cuough to stay with it, his harvests will bo scant,

his reward will be small. Picture to yourself a man who

obtains his daily broad, his clothiug and other comforts of

life, by labor, lying abed in the morning waiting for some­

thing to "turn up." Nothing "turns up" in the battle of

life, unless there is a moving power behind it to make it

turn. Charles Sumner said, “Three things aro necessary;
1st, backbone, 2d, backbone, 3d, backbone." Backbone J

without braius is wortb more than brains without back- ------—

bone.

In digging in the dust and ashes of tho buried city of

Pompeii, at the sentry box, the workmen found tho skel­

eton of a Roman soldier who was on duty at the command

of his government, at the time tho ashes, debris and

molted lava bdched forth from Vesuvius, buryi)g forever

tho great city. This mass carried desolation, horror, and

death before it. While others were fleeing for their lives

through the sentry gate, to places of safety, this soldier
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stood unmoved at his post, and refused to join the multi-
tudo of refugees fleeing from the city. Soo him there,
his face beaming with resolution and a heart filled with
true grit. Total darkness, changed for a moment by the
flash of flame, and the lightning glare flashed ou bis livid
face and polished helmet, yet his stern features remained
composed. Erect and motionless lie allowed himself to
be buried there where ho stood on duty.

Pluck ever commands admiration. Grit commands ad­
miration mingled with reverence.

IPluck and grit are strongly illustrated in the history of
journalism as follows: Many years ago in a great city
was published a small paper. Its subscribers were few
and its columns wore filled with local and commonplaco
matter. Tho son of the proprietor was plucky aud full of
true grit. The paper had been steadily losing money.
This son begged the father to let him have full control.
Consent was roluetantly given. The young journalist
began remodeling tho establishment and introdueiug new
ideas. Before this tho paper had no part in moulding
public opinion, and possessed no individuality or charac­
ter of its own. Wrong, peculation, and unjust contracts
in the public printing, were alike condemned in strong
terms. The result was, that tho little public patronage it
had was withdrawn. The father stood in utter dismay,
the son would soon ruin both the paper and himsolf, but
no remonstrance could swerve tbo sou from his purpose
to give tho world a great journal, which should have
weight, character, individuality, aud independence. The
public soon saw that a now power was concentrating its
force, and used behind tho paper. Its articles wore full
of interest, new thought, new ideas, uow blood was in­
jected into the insignificant sheet. A mau with pluck,
brains and tenacity of purpose was at the helm. A man
with grit, who could make a way when he could not find
oue. Lie had great oppositiou from othor papers, aud also 
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tbo governraent; but he was there to push, to move, and
he did move. Tho paper grew, till in that early day ho
could not supply the demand, and had many printers set­
ting up tho paper in duplicate and triplicate. He gave 3
new impetus to journalism and soon ranked first in the
world. This was in about 1810. This paper was "The
London Timcs.,t The man was John Walter, Jr., and it
is to-day, a paper probably the greatest printed on earth.
A striking, forcible illustration of the great power felt in
t])e world by the "pluck and grit/' of one young man.

If you expect to make your mark,
And would not wander in the dark,
You never can get in the light
Without these weapons in the fight.
These two you must have buckled on,
With them full half the battle's won.
Mold steady now the sword of Pluck,
And don't rely on one called Luck.
And when you're in the hottest fray,
Old Bonaparte you must obey.
And wlicn the battle rages hot,
Don,t Hinch, but stay right on the spot.
Present the gun wc call old Grit,
It scares the foe clear out of wit.
Then when from war you've found release.
And in your age sit down in peace,
These trusty weapons put away,
Yes, "Pluck" and "Grit" that won the day.

A thorough business education is
Keeping Books, probably not within the reach of

every man. Nor is it even contem­
plated that every one should have a thorough knowledge
and training in scientific and technical bookkeeping, but
the systematic keeping of accounts, in ©very relation of
life, is a necessity to tho maintaining of manhood and the
attaiuing of success.

There is no certain way of keeping one's expenditures
within his income except by keeping books. It is a little
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tedious at first, but the habit of being systematic, tho

practice of economy, and tho exact knowledge of ono's

financial condition, which it begets, repay for the pains

many times over. Ono should keep books with his em­

ployer. Every amount received on salary should be writ­

ten down with dates, places, and other circumstances. All

amounts of money passing through tho employee's hands

in the absence of the employer, should bo put to record on

these private books, so that tho exact records can bo pro­

duced i£ nceossary. Cliaractor and reputation are both

involved.

Keep books for yourself and family. All the income of

an individual or family and all tho oxponditures should be

made a raatter of record. And this not merely for tbe sake

»f economy, though that is suflicicnt, but for tho formation

>£ character, for business training, for tho sake of living

a regular, systematic life. A man who has a soul full of

integrity and is determined to live an honest life, will

want to know what tho necessaries of life are costing him,

and in what luxuries ho may indulge, and still keep with­

in his income. A faithful keeping of accounts is tho only

safe way. In tbe case of a family, ono member should

be bookkeeper, and all incomes and expenditures reported

daily, with items suflicient to make an intelligent record.

Koop account of your charity and offerings; this is the

most important of all. Friendly reader, here is dropped

for you a renl secret, tbe sure way to success in temporal

alTairs. "Honor the Lord with thy substance and with

the first fruits of all thine increase, so sball thy barns be

filled with plenty, and thy vats shall burst out with new

wine."

Every soul is required to honor God with a proportion of

bis income, not bis net income, not his gross iucome, but

tho latter less the outlay, the real income. He may give

a tenth, or a greater or less proport ion, but let it be a

grateful proportion, and thou keep books to see that you
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give tbo tenth, or proportion whatever it may bo. Per­

fect, unswerving integrity in this, is tbo secret of temporal

prosperity. Losses aud reverses, failures and assignments,

are not the experience of the titho-payers. You must keep

books, set aside, or lay by in store, a certain proportion,

and that with scrupulous exactness, to bo given in some

appropriate way for tho promotion of God's glory.

This book could bo filled with unquestionable testimo­

nials of tho truth of tbo above teaching. But I will givo

ono, and that from the highest source, “Bring yo all,

tithes into the Lord*8 treasury, that there may bo means

for His cause, and prove Him therewith and seo if Ho will

not open to you the windows of heaven, and pour you out

prosperity more than you shall be able to appropriate/*—

Mai. 3:10.

Tho writer was personally acquainted with the following

history: A boy living in K. hired out during tho cropping

season for $90. At tho end of tho season ho returned

home with his hiro. A preacher camo to spend tho night

at his father's house, and presented iu the course of the

evening the Bible doctrine of tithing. Tho boy drank iu

this touching aud resolved to practice it tbrougb life. Ho

kept his good resolution, tbe promised prosperity came

aud the writer is witness to tho fact that his income

reached $30,000 per month.
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Wo take ploasnro in calling the attention of our readers

to the advertisements found elsewhere in this book, of

Messrs. Seay, Terry & Bird, real estato agents. We

cheerfully commend this firm to any of our readers, or

friends. who may have any business in their lino to trans­

act. These gentlemen have done some business for us,

and wo find they are geutlomen and thoroughly reliable

In every respect.

Tho firm of Harris, Etheridge & Knight, whose card

appears in this issue of tho little book, MWanted, A

Mnn," we tako pleasure in commouding to our readers

who have any legal business in Texas. Wo find them to

be thoroughly posted, untiring workers, and well equipped

for any legal work entrusted to them.
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B. T. SEAY. L. R. TERRY. MARSHALL BIRD.

SEAY, TERRY S BIRD,

REAL
ESTATE
AGENTS.

FARM LANDS, RANCH LANDS,
PINE LANDS, CITY PROPERTY

BOUGHT AND SOLD.

We collect rents and render statements to our land­
lord at the end of each month.

We buy and sell only as agents, and charge a reason­
able commission for our services.

We negotiate Loans on Improved City Property and
Farm Lands.

We render property for taxation and pay taxes for
nonresidents.

Prompt attention to all business intrusted to us.
Correspondence solicited.

SEAY, TERRY S BIRD,
NO. 255, MAIN STEET. DALLAS, TEXAS.



ii6 The Merchants' Life Association

Wm. H. Collins, President. Lko Rassieur, Vice-President.
Wm. A. Ellis, General Manager. J. S. Eggleston, Secretary.

A. C. Bernays, Medical Director.

Clje 2nercl?anfs5 £ife association
...of tlje United States...

General Offices: St. Louis, Mp.

TO THE PUBLIC:

We desire to explain to you the IM­
PORTANCE and ADVANTAGE of becoming
a member of our Association. The DIS­
TINCTIVE feature of the Association's pol­
icies is that they DEFINITELY state the
PORTION of the PREMIUM that is to be
used for the REDEMPTION of the policy, and
as the amount so stated is SUFFICIENT,
ACCORDING TO PAST EXPERIENCE, to
redeem the policy, and the same is PLACED
IN TRUST TO BE HELD WITH INTER­
EST EARNINGS for the SOLE PURPOSE
of redemption, you can see that the Associa­
tion^ ABILITY to meet its contracts can
not be QUESTIONED. Under the present
defective insurance laws ALL FUNDS that
are AVAILABLE for the payment of death
claims can be used by the management for
ANY purpose; therefore no policy-holder
is protected in the ACCUMULATION OF
FUNDS for the protection of his policy unless
the PURPOSE for which the premiums are
to be used, AS IN OUR POLICIES, is stated
in the policy, as in this case the POLICY­
HOLDER can ENFORCE THE CONDITIONS
of the contract as to the DISPOSITION of 
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the funds. Trusting that in the interest of a
much needed reform in Life Insurance you
may be induced to join us, we are,

Yours truly,
Geo. D. Barnahd, Pres. Geo. D. Barnard * Co.
Hon. Riciiakd Bartholot, Member of Congress.
Chas. W. Bak stow. Paints, Oils and Naval stores.
A. C. Bek NAYS, Phvsicinn and Surgeon.
F. W. Biehincfr, Pres. L'ounh National Bank.
Jas. Blaik, Counsel Union Trust Co.
C. R. Blake. Pres. Sligo Iron Store Co.
Chas. W. Bullen, Pres. National I5ank of the Republic.
Geo. W. Calk, Freight Trnflic Manager Si. L. AS. !•'. It'y Co.
MUKkay Cakleton, Vicc-Frcs. Wear& Rougher D. G. Co.
J. B. Case, Pres. Lincoln Tmst Co.
Hon. Seth XV. Cobh, Merchant, and Member of Congress.
Wm. II. Collins, l,rcs. formerly of Collins Bros. Drug C<».
Kjciiakd J. Compton, Pres. Compton & Sons Litho, and Ptg. Co.
J. 11. Conrades, Pres. J. II. Conradcs Chair and Par. Furn. Co.
J amks F. Coyle, of Coyle & Sargent.
JJamilton Daugiiaday, Vice-Pres. Crystal Waler Co.
J. B. Dksnoyeks, Pres. Dctnoycis Shoe Co.
E. C. Done, Fres. Donk Bios. Coal Co.
Wm. A. Ei Lis, General Mnnagci Merchants' Life Ass'n.
David Evans, of David G. Evans & Co.
Jas. P. Ewing, Agent Michijran Salt Association.
C. II. Fjllky, Vicc-Prcs. Excelsior Mfg. Co.
S. J . Fisiiek, of Fisher & Co.
Samuel \V. Eokdyce, Pics. St. Louis Southwestern R'y Co.
August Geuner, Pres. Germ:in-American Bank.
A. II. IIandi.an, Vicc-l,rcs. and Manager M. M. Buck & Co.
Jekomu Hit.n, Pres. Jerome Hill Cotton Co.
1£. A. Hitchcock, Pres. Cn-sta! Plate Glass Co.
Rykon F. Hohart, Pres. Kansas & Texas Coal Co.
Riciiahd Hostes, C:t>.luer German Savings Institution.
W. B. Jonks, Gen*l Claim Agt. Mo. Pae. R'y.
J. B. C. Lucas, Pres. Ciiizcns Bank.
Otto L. Meksman, of Nelson & Mcrsman.Rca) Estate. '
T. A. Meysenherg, Pres. Tudor Iron Woiks.
Tiiko. F. Meyer, Vicc-Prcs. Meyer Bros Drug Co.
Chas. F. Oktiiwein, of Onhwein Bros.
Gaius Paddock, Pres. Paddock-Hawley Iron Co.
Hon. Leo Rassikuh, Judge Probate Court, St. Louis.
Jonathan Rice, of Ricc.Stix & Co.
Richard W. Shapleigh, Vicc-Prcs. A. F. Shaplcigh Hdw. Co.
J. A. J. Shultz, Pres. Shultz Belting Co.
\Vm. Somekvili.e, Pres. Missouri Glass Co.
A. C. Stewart, Counsel St. Louis Trust Co.
Chas. H. Turner. Capitalist and Real Estate.
Hon. Cyrus P. Walbuidce, Mayor of St. Louis.
Chas. F. Wenneker, Pres. Wennckcr-Morris Candy Co.
J. J. Wektheimer, Pres. Wertheimer-Swans Shoe Co.
Titos. II. West, Pres. St. ],ou is Trust Co.
J. C. WiLKiNson, of Ilargadinc-McKiurick D. G. Co.

BOARD OF DIRECTORS.
J. W. JOHNSTON, Manager Texas Department,

Oflicc 41a to 414, Trust Building, Dallas, Texas.
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@be 2Hercl}ant5, §ife dssociation

...of tljc ilniteb States...
General Offices, - St. Louis, Mo.

OFFERS UNDER ITS

Natural Level Premium System of Insurance
Ordinary Life, io, 15 and 20 Payment Life Poli­

cies and an Annuity Trust Deposit Policy,
which provide for the Beneficiaries of

deceased members and for advanced
age at the end of average life.

•Vm. H. Collins, President. Leo Rassieuk, Vice-President.
Wm. A. Ei.i.is, General Mannpjcr. J. S. Eggleston, Secretary.

Dr. A. C. Buhnays, Medical Director.

ASSOCIATE MEDICAL DIRECTORS.
Albert Merrell, M. D. G. W. Cale, M. D.

SUPERINTENDENT OF AGENCIES.
F. S. S TELLING.

Rich. J. Comtton.
Jas. F. Coyle.

August Geiinek.

Jas. l?. Coyle.

EXECUTIVE COMMITTEE.
J. II. CONKADES.
H. Daughaday.

Chas. E. Wennekkr.

INVESTMENT COMMITTEE.
Wm. II. Collins.

AUDITING COMMITTEE.
Chas. E. Wennekkr.

Jas. F. Ewing.
Lko Rassieuk.

O. L. Mkrsman.

Rich. J. Compton.

J. W. JOHNSTON, Manager Texas Department,
Oflice 412 to 414 Trust Bldg., Dallas, Tex.
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211ercf)anfs, £ife Association
...of fl?e Unifeb States...

General Offices, Union Trust Building. St. Louis.
BOARD OF DIRECTORS.

Aug. Geiiner, Pres. German-American Bank.
F. XV, Bjebikgek, Pres. Fourth National Bank.
J. B. C. J^ucas, Pres. Citizens Bank.
Keo. Rassjeuk, J udge Probalc Court.
Jonathan Rice, Kice, Stix Ar Co.
J. B Case, Pres. Lincoln Trust Co.
S. W. 1 okpyci:. Pres. St. Louk S. \V. K. R.
Jekome Hili., l*rcs Jerome Hill Cotton Co.
Kiciiak n W. SHArj.EiGif, Vice-Pres. Shapleigh Harthvarc Co.
Hon. C. 1*. Wai.uk idge. Mayor of St. Louis.
J. 11. Conkades, Pres. Conradcs Furniture Co.
lion. Seth W. Conn, Merchant.
J C. Wilkinson, 1 largadinc-McKittrick D. G. Co.
.Wm. Somkrvili.e, Pres. Missouri Glass Co.

Geo. D. Barnard, Pres. Geo. D. Barnard Co.
C. JI. Bl.AKE, Pres. Sligo Iron Store Co.
Ciias. \V. Hui.i.en, Pres. National Bank of Republic.
Murkay Caki.eton, Vice-Pres. Wear N Booglicr Dry Goods Co.
T. A. Myshnburg, Pres. Tudor Iron Work*.
J. J. Wkhtheimek, Fres. Wcrtheimcr-Swaris Shoe Co.
Jas. L. Bi.aik, Counsel Union Trust Co. ,
Kiciiaki> J. Compton, Pres. Compton I.ithogrnph Co.
Thko. F. Mever, Vice-Pres. Meyer fires. Drug Co.
」£. C. Done, Pres. Donk Bros. Cbnl Co.
Uykon !•'. Hobart, Pres. Kansas N Texas Coal Co.
Chas. !•'. Orthwein, Onhwein Bros.
Gajus Paddock, Pres. Paddock-Hawley Iron Co.
Ciias. H. Turner, Turner Co. .
Hamilton Daughauav, Vice-Pres. Crystal Water Co.
C. II. I'n-LEY, Vice-Pres. Excelsior Mfg. Co.,
Ciias. E. Wennekek, Pres. Wennekcr-Morris Candy Co.
David G. Evans, D. G. Evans Co.
James F. Coyle, Coyle & Sargent.
Thos. I I. West, Pres. St. Lotus Trust Co.
W. II. Collins, President.
Riciiakd Hospes, Cashier German Savings Institution.
J. A. J. S1IU1.TZ, Pres. Shultz Beltinfi Co.
J. B. Dksnoykrs, Pres. Desnovers Shoe Co.
Geo. W. Cale, Freight Traffic M.gr. St. L. & S. F. R. R.
A. C. Stewakt, Counsel St. Louis Trust C。.
A. II. Handlan, Vice-Pres, and Mgr. M. M. Buck Mfg. Co.
Ciias. W. Barstow, Merchant.
1£. A. Hitchcock, Pres. Crystal Plate Glass Co.
W. E. Jones, Gcn'l Claim Agent Mo. Pae. Ry.
Otto L. AIeksman, Real Estate.
S. J. Fish eh, Fisher & Co. ..
James E. Ewing. Agent Michigan Salt Association.
Hon. Richard Bartholdt, XIember of Congress.
AVm. A. Ellis, General Manager.
A. C. Bek nays, Medical Director.

J. W. JOHNSTON, Manager Texas Department,
Office 412 to 414 Trust Building, Dallas, Texas.

Wai.uk
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Real Live Men who have the
Elements in them for
Attaining Success

Can Enter a Calling that will Pay Well
and Secure for Themselves a Permanent
Business.

Success in writing Life Insurance requires the same

qualities that are required in other vocations of life.

It offers the greatest field in America to-day, of any

other calling having to do as it does with the future of

every family.

We want active, wide awake, brainy, intelligent and

industrious men to represent

①腿 Zllercl)ants, $ife Association

...of United States...

Which is the best, safest, most aggressive, and most

Equitable Association writing Life Insurance in tlie

United States.

For full particulars, address
WM. A. ELLIS, General Manager,

St. Louis, Mo.
Or J. W JOHNSTON, Manager Texas Department,

Office 413 to 414 Trust Building, Dallas, Texas. 
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也be 21Tercl]anfs, $ife association

of 邸 United States.

was organized for the purpose of furnishing* pure and
reliable Insurance upon an honest, common-sense, bus­
iness-like basis to the business men of the United States
of good standing, and to those recoininonded by them.

ITS NATURAL LEVEL PRE­
MIUM SYSTEM

meets the wants of the insuring public in this respect, as
it provides a Mortuary Fund based upon Statistical
Average Cost from which death claims are paid, thereby
creating- a natural surplus when the death is abnor­
mally low, just suflicient to meet the death cost when
abnormally high. It also provides an Emergency Reserve
Fund for extreme safety, which, as a part oi the surplus,
is returned at the end of average life as a benefit for ad­
vanced age.

THE OTHER SYSTEMS.
are known as the Old Line and Assessment systems. 'Un­
der the Old Line system the premium and interest in­
come is practically divided into two parts; one part styled
Legal Keserve, and the other part Surplus. The Reserve,
which on an average aniounts to three fourths of the
Company's assets, is the legal test of the Company's sol­
vency, although it can not be used to meet its liabilities
except in the hands of a Receiver. The Assessment sys­
tem, pure and simple, fails to provide for tho actual cost
of insurance during ordinary life, unless increased assess­
ments are made from time to time to cover deficiencies
of the current cost, occurring when current mortality is
below the normal or actual cost.

THE ONLY TRUE BASIS FOR LIFE
INSURANCE

is the Statistical Average Cost, ns the average is tho only
natural level and the only true basis of measurement,
any other tlieory, in the light of past ex pericnce, being
only a. pretext for excessive rates, which the proposition
to return in extended and paid up insurance, dividends,
accumulations, or cash values plainly shows.
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HOW OUR PREMIUM RATES ARE
CONSTRUCTED.

Under our system of insurance, the statistical average
annual cost is the Mortuary portion of our ordinary lifo
annual premiums, which, with the Emergency Beserve
portion, graded according to the expectancy of the age
at entry, and Expense portion of the prennums, constitute
the entire annual prejniuins, as shown by our ordinary
life premium rales on the last page. Our limited payment
premium rates, as shown in coluins three, four and
live on the last page, are constructed in the same
manner, except that the ^Tortuary portion of the premium
is such that the amount paid during ordinary life under
our ordinary Jife policies is paid in ten, fifteen, and
twenty annual payments. The examination feo of ^3.00
is not included m our premium rates; therefore, the ap­
plicant must pay the same to the Medical Examiner and
nave it receipted for in the blank space of the applica­
tion.

OUR POLICY CONTRACTS
definitely state in the Insurance plan indorsed thereon
the premium to be paid, how it is to be used, tho
provision for making good the impairment of the Emer­
gency Reserve Fund, ii any should occur, and provide for
its return as a part of tlio surplus for the benefit of
advanced age. They are short, easily understood, en­
tirely free from conditions, except as stated, and are in
no way subject to any change or amendment of the By-

", THE MANAGEMENT.
The members of the Association at their annual meet­

ing elect a Board of Directors, consisting of fifty mem­
bers, who elect the officers and Executive Committee, to
take immediate charge of the Association's a flairs, ap­
point an Investment Committee to invest the surplus
funds of the Association, subject to the written approval
oi five members of the Executive Committee, and select
an Auditing Committee to monthly audit the accounts
and bills of the Association. '

DISPOSITION OF FUNDS.
The Mortuary and Reserve Funds are -invested with

the approval of the Executive Committee, and the secur­
ities therefor and the interest earnings of all funds are
deposited in trust, to be withdrawn only for the redemp­
tion of policy contracts, subject to an agreement with the
Trust Companies that said securities shall not be deliv­
ered except on a written order signed by a majority of
the members of the Bxecutive Committee.
J. W. JOHNSTON, Manager Texas Department.

Office 413 tu 414. Trust Building, Dallas, Texas.
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NO PERSONAL LIABILITY.
As it was decided that under our system of insurance

there could be no personal liability of the members of the
Association, the following was allowed to be inserted in
the charter:
Article 7. "The private property of the members of

the corporation shall not be lial)lo for the debts and
liabilities of the corporation.”

APPORTIONMENT OF OUR ORDINARY
LIFE PREMIUMS COMPARED WITH

THAT OF THE OLD LINE COMPANIES.
OLD LINE ArPORTIONMENT.

Age.
Portion
for Death
Claims.

Portion
for

Beservo.

Portion
for

Expense.

Total
Annual

Premium.

25 § 7.71 , $ 6.50 ? 5.GS ?19.S9
35 8.51 J0.33 7.54 26.38
45 10.55 16.57 10.S5 37.97
55 17.38 25.41 17.12 2.91

OUR APPORTIONMENT.

Age.
Portion
for Death
Claims.

Portion/
for

Reserve.

Portion
for

Expense.

Total
Annua!

Prennuin.

25 § 7.72 § 0.93 § 4.C0 ?12.G5
35 8.56 1.14 4.CO 13.70
45 10.G8 1.67 4.00 16.35
55 17.77 3.44 4.G0 25.21

As the - Ijegal Reserve of the Old Line Companies can
not be used, they have only §8.51 to pay their death
claims at the age of 35, out of a total annual premium
of ^2G.38, while under our system we have annually for
the siinie age ^8.56, plus the Emergency Reserve of 题 1.11,
making a total of ?9.70 out of a total premium of yl3.70.
This shows that we are able to give safer insurance for
less than the one half the premiums rates of the Old Line
Companies, as wc set aside out of our premiums—which
are less than one hall the Old Lins premiums—a larger
amount for the redemption of our policy contracts; with
the additional guaranty to the policy holder that the 
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same will bo held in trust together with interest earnings
of all funds for the sole purpose of redemption of poli­
cies, while the Mortuary portion of the Old Line premium
can be used, together with the expense portion of the
premium, for any purpose*

OUR ANNUITY TRUST DEPOSIT POLICY
which is issued at the same premium rate as our Ordinary
Lifo Policy, has been extensively called for by those
who desire that at tho maturity of the policy the amount
shall be deposited in trust and invested by the Association,
and paid lo the beneficiary In installments, together with
tho interest earnings, thus avoiding the expense of a
Guardian or Administrator, and enabling the insured to
direct the payment of the Insurance in such a manner as
to provide a definite annuity covering such period of time
as will absorb both tho insured amount and the interest
earnings. Tho advantage of this policy over similar
ones issued by the Old Line Companies is that the entire
interest earnings of tho Annuity Fund will be paid to tho
beneficiary in addition to the insured amount, and in tho
policy containing the same Surrender Clause for advanced
age, as is contained in our Ordinary Life policy, besides
the safeguard of having the Annuity Funds invested, and
tho securities therefor deposited in trust for safe keeping,
to be withdrawn onlji for the purpose of meeting the
payments required under tho policy.

OUR LIMITED PAYMENT POLICIES
were issued to meet a demand from those who desire to
vay up their policies during the productive period of life.
They contain the same provision for advanced age as do
our other policies, and if desired can be paid in install-
Dients to the beneficiary, the same as our Annuity Trust
Deposit policy. As the annual expense loading of the
premium extends only to the end of tho limited payment
period^ they are proportionately cheaper than any ordi­
nary life policy.

LIMITATION.
Insurance for 寺1,000 to $10,000, inclusive, will be granted

under all policies at and between the ages of twenty and
fifty years, and under Limited Payment policies 具,爪）0 to
$5,000, inclusive, will be granted at and between the ages
of fifty and fifty-live years.
For'further information apply to our resident agency

or to the General Oflice. WM. A. ELLIS,
GenU Manager.

J. W. JOHNSTON, Manager Texas Department.
Office 412 to 414 Truit Building, Dallas, Texas.
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In nddiiion to the First Anuunl Premium, an Agcnl*s Commis­
sion of $5 for the first Thousand nud Sj for each additional Thou­
sand will be charged and collected by the agent.

ANNUAL PREMIUM RATES FOR EACH $1,000 INSURANCE.
Which, after the First Annual Premium, may be paid Semiannually

or Quarterly, fts stated in the Policy.
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ILLUSTRATING
The sufficiency of premium rates for 1,000 persons Insuring in the
^Icrchants' Life Association al age 37, Ordinary Life, nninial pre­
mium $14.05； also showing the net surplus each vear until sufllcicnily
large to redeem all policies in force. The lapse and mortality
assumed in compiling chan is the actual average lapse and the actual
mortality experience each year o( the Mutual Life of New York.
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As the premium rates for all ages and under nil policies are the
equitable and mathematical equivalent of each other, and as the
entire premiutn and interest income, less the expense portion, is
held in .trust for the sole purpose of redeeming policies, the chart
conckusivcly demonstrates: '
,1st—That the payment of every policy issued by the Association
is guaranteed be von d question.

2<1—That the interest income alone, after the fifteenth year, is
suflicicnt to nay all policy claims.

3(1—That the surplus or surrender value of policies for the benefit
of advanced ngc, after the twenty-third year, will be equal to the
face of tlie policy. "

(Compiled and Copyrighted, 1896, by Win. A. Ellis.)
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①也 21Terc(7anfs, 3ife Association

of tlje 2Initcb States.
General O(Hees, Union Tnist Building, St. Louis.

DEAR SIR:
Every man should provide for his family in

case of death during the productive period of
life, and for his advanced age if he should live
beyond that time. The policies of our Associa­
tion provide for both these benefits at about
one-half the Ordinary Life rates of the Old
Line Companies, and the premium income,
which according to past experience is suffi­
cient, is placed in trust with interest earnings
as a guarantee for immediate payment.

The leading business men of St. Louis
organized this Association, and their names
should be a sufficient guaranty that its affairs
will be safely and economically managed. Only
business men of good standing and those
recommended by them are eligible.. For fur­
ther information fill out the inclosed inquiry
blank and forward same to us in the inclosed
addressed envelope. Very truly,

Wm. A. ELLIS,
Genl Manager.

J. W. JOHNSTON, Hanager Texas Department.
Office. 4ia to 414, Trust Building, Dallas, Texas.
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If pou will read
ibis tDrougb to end
pou will find

• Facts that will interest you.

r
 Facts that may surprise you.

Facts that every man ought to
know.

Facts that many do not know, and

Facts that thousands of men who are
now old and poor,

Wish they had known in early man­
hood or middle age.
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Cbe largest and most successful
Company hi Missouri
and among tbe Strongest
in tbe United states

The Merchants' Life Association of the United States

offers advantages and inducements which NO OTHER

COMPANY IN THE UNITED STATES PRESENTS.

It is purely mutual. AH profits from lapses, interest,

and all other sources accrue to policy holders.

The Association having been formed in good faith to

furnish pure Life Insurance at actual average cost, with

the lowest possible expense of doing business, the Board

oi Directors and principle ofllcers, while taking an active,

personal interest in its affairs, serve without compensa*

tion, and the sum total of Salaries paid, amounts to only

§3,350.00 per annum. IT WAS NOT FOUNDED AND IS

NOT MAINTAINED TO GIVE ITS OFFICERS, OR

ANYONE ELSE, BIG SALARIES OR EMOLUMENTS.

9
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J\ Savings Bank
with EiR Insurance
HnacbmeM...

OLD AGE PROVIDED FOR.

Our policy holders have the privilege, on reaching old

age, of surrendering their policies for their share of the

profits and accumulations in cash, which, according to

past experience will be the insured amount, thus en a-

bJing them,a iter providing for dependents through life, to

possibly receive back, as an old age benefit, the full

amount of the policy.

We have more insurance in force than all other Mis­

souri Companies combined (including both Old Line and

New Line), showing that our methods have so commended

themselves to the public that we have been enabled to

build up in six years a larger business than they have in

their forty years of legal reserve existence.
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in force for

Assets to each )1,000 Insurance m force.
Bay State Beneficiary - - -
National Life Association, Hartford

N.-\V. RInsonic Aid Association -
Hartford Life and Annuity - -
Covenant Mutual Life, Galesburg -
N.-W. Life Association - -
Mutual Reserve Fund - - -
MERCHANTS' LIFE ASSOCIATION

Average death loss per fl,000 Insurance
past five years:
All Fraternal Orders - - -
All Old Line Life Companies - -
MERCHANTS' LIFE ASSOCIATION -

It is true our death losses will iecrease, but m the
meantime, as we collect the full average (not current
cost), \ve are accumulating a surplus to meet the expect­
ed increase.

Its funds Safe.
Its premiums …

Its surplus fund is deposited with the Union Trust Co.,
the St. Louis Trust Co., and the Insurance Department,
and can be withdrawn ONLY TO PAY LOSSES, thus
guarding against extravagance or bad management in the
future. ITS FUNDS ARE SAFE BEYOND ALL PER.
ADVENTURE.
There is not another Company or Association or Fra­

ternal Order in the United States that can show both as
low an average death rate, and as large a ratio of assets
to Liabilities as this Association.
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Comparisons
witB fraternal Orders.

t
Our premiums are as low as any of the best of these

•when dues and other expenses are considered, and

remain uniform, not increasing with advancing age.

We have a reserve fund of about ?25.00 to each $1,000 in

force (which they have not) constituting： a guaranty

against increase in premiums, and, having charged the

full average cost of insurance from the beginning (which

they have not), we have no deficiency from the past to be

made up by new members, and no burden created by old

members which must be borne by the young.

Most Important of all,while our premiums are no larger

than theirs, we return in cash, all surplus accumulations

estimated to be equal to the insured amount,as a benefit for

old age, while they return nothing except at death. With

us you do not have to die to win, but can reap the benefits

of thrift during life, as all payments really constitute a

sacings fund payable at old age.
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If you fiave DJoiuy to Squander
Cake an Old Cine policy,
and Donate your Surplus to the
Millionaires...

If you are disposed to be
economical, take the best
goods for the least money,
and let your funds stay
where they will do the
most good.以 以以以

The following shows the total amounts paid in by a
member 37 years old, during average life, and the esti­
mated amount he will receive back for old age on each
$1,000 insurance, by surrendering his Policy, his family
having in the meantime had protection to the extent o£

$1,000:
AMOUNT PAID BACK

TOTAL PAID IN. AT OLD AGE.
10 Payment Policy - $374 40. $1,000 00

15 Payment Policy - - 391 20. 1,000 00
20 Payment Policy - 411 40. 1,000 00
Ordinary Life Policy - 421 50. 1,000 00
As compared with Old Line Companies, our premiums

are about one half, and the security greater, as can be

proved.
Our rates, while sufficient, are the lowest made by any

good, soundf well-managed company which has money
to back its contracts, our ability to make lower rates than
others being due to the fact that, unlike them, we never
have furnished insurance below cost, and have no deficits

to saddle on to new members.
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H Under 40,
you Can Carry §1,000
Insurance for 4 cts. per day.

Our policies are simple, easily understood, not loaded
down with fine print intended to be overlooked, and
which only confuses and deceives. They have few
restrictions, are definite as to conditions, and show ex­
actly what is Io be collected, and how the money is to be
used; are not subject to any change of the by-laws, and
limit the expense to a definite sum. They are honest and
fair—made by business men for business men—and not to
mislead or mystify.
If you have not provided for your family in case of

death, or for yourself in old age, please fill out the inclosed

blank. For further information address our Resident
Agency or
THE MERCHANTS，LIFE ASSOCIATION OF U. S.,

Union Trust Building, St. Louis.
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PointSe

Don't say "I can't afford to protect my
family" when less than 20 cents per day
will cany $5,000 insurance, and also pro­
tect yourself iu old age.

The fraternal orders have been of ines­
timable value, and the good they have done:
can not be overestimated； but evolution is
the law, and better and safer methods are
the result of the experience they have
afforded.

It is charitable, but it is not "business,”
for the，young raan to bear the burden of
older lives as he has to do in all orders and
associations where only the current cost is
collected.

Our board is composed of fifty promi­
nent, successful business men, who have
studied and approved the plan of the com­
pany, and know it to be correct, equitable.
and safe.
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CAUSE OF THE INCREASED ASSESS­
MENTS RECENTLY MADE

By Prominent Assessment Associations, and
the Remedy Therefor.

To the Public:

As several prominent Assessment Associations have re­

cently been compelled to increase their assessments, I de­

sire in the interest of sound, practical Insurance to state

the cause thereof and to give a remedy therefor, so that

those desiring insurance may be properly guided in se­

lecting the same, or so that those interested in any Asso­

ciation below the required standard may be properly

guided in placing it on a Natural Level Premium basis.

Until a few years ago the law governing Assessment

nsurance in all the states except the state of Missouri and

[ew others, only authorized assessments pure and simple

» meet death losses as the deaths occurred. Therefore

<nly the temporary cost of insurance from one death loss

to another during this time could be legally collected or

provided for, hence there was no provision for the in­

creased age of the member when the current cost so col­

lected was below the normal or average cost of insurance

during average life. For instance, the Statistical Aver­

age Cost of Life Insurance during average life, as shown

by the sworn reports of the prominent American Life

Companies has yearly averaged about $10.00 per thousand

net, while the current cost for the first ten years, on

account of the benefit of medical selection, has yearly

averaged about $6.00 per thousand net, being a deficiency

of the current cost for each year during this time, without

interest earnings, of $4.C0 per thousand net for the mean

insurance in force.
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There has been an endless amount of discussion between

the advocates of the Old Line sjTstem and Old Assessment

system as to the increased cost from year to year to meet

tho increased risk on account of the increased age of the

member, which hns confused the public instead of having-

enlightened it, as the Old Line advocates have a theory

for its computation which is at variance with past expert-

ence, and the Old Assessment a theory that new blood

would supply the deficiency. It is needless to say that

the new blood theory when measured by the Statistical

Average Cost, which is the only true basis of measure­

ment, i3 insufficient. It is this deficiency that has caused

the failure of the Old Assessment organizations in the

past, and it is this deficiency that will have to be met

by these Associations and all life Companies or Associa­

tions, whether Old Line or Assessment, that have not

provided a sufiicient redemption fund based upon the

Statistical Average cost to redeem their policy contracts..

A Reserve Fund having no connection with a Redemp­

tion Fund and only available for so-called dividends, as

under the Old Line system, or subject to the By-Laws or

option of the management, as in many of the Assessment

Associations, does not protect the policy-holder against

this deficiency. All Companies or Associations whose

Funds (available for the payment of death claims) are

below an average annual standard of $12.00 flat without

interest for each $1,000 insurance should be brought up

to this standard, and this amount collected annually

thereafter for mortuary purposes according tn the expect­

ancy of the age at entry for each §1,000 insurance.

To place any Assessment Association upon this basis its

Reserve Fund less the statutory provision for one death

assessment should be transferred to a Mortuary Fund, 



138 The Merchants' Life Association

and the deGeit in that fund brought up to the required

average standard, which could be computed in the follow­

ing manner: assuming the desired average cost to be

§12.00 per thousand and the number of years of the Asso­

ciation^ existence to be 14, and the mean number of

?1,COO policies to be 200,000 or the mean amount in force

^200,000,000, death claims all paid $15,000,000 and the pres­

ent Reserve Fund less one death assessment $-1,000,090,

then multiply the product of the assumed average for the

number of existing years by 203,009 and deduct §19,000,000,

the amount of assumed death claims and Reserve Fund,

and you will have §14,600,000 or about $7.00 per thousand

for the mean amount in force to be raised tor the Mor­

tuary Fund in order to place the Association on a Natu­

ral Level Premium basis, where statistics show that an

assessment in excess of the annual average of $12.00

per thousand for the Mortuary Fund would never be

needed.

To illustrate the evil of the indiscriminate power given

to the management for the disbursement of the funds, I

call your attention to the sworn report of the Mutual Life

of New York for the year ending December 31, 1S31,

which shows that their disbursement for the year

amounted to ?30,878,891.26, leaving a surplus to meet death

claims and investment contracts oi only 521,381,317.66,

about two thirds of the previous year's disbursements,

out of an annual average gross premium collected of

$30.00 per thousand, proving conclusively that it makes

no difference upon what principle you collect funds for

the payment of death claims or for the redemption of

policy contracts unless the same principle is recognized in

the disbursement as in the collection of the funds, or in

other words it makes no difference what amount is col­
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lected if the amount is not used or kept for use for the

purpose for which it is collected.
The present Legal Standard System, both for Old Line

and Assessment Corporations is a fraud upon the public,
as the Old Line has the stamp of approval if its reserve is
intact, though it may not have one dollar to pay its death
claims, except the reserve on the maturing policy, which
will only average about one tenth of its face value, while
the Assessment Corporation is allowed to sail under suspi-
cionwith one death assessment in advance, so long as cur­
rent losses are paid.
Every applicant for insurance should see that the

amount of the premium to be paid is stated in the policy
and that a sufllcient amount is set aside for the purpose of
redeeming the policy, as no policy-holder is protected in
the accumulation of funds for the protection of his policy

unless the purpose for which the premiums are to be used
is plainly stated in the policy, as in this case the policy-
holder can enforce the conditiotis of the contract as to th©
disposition of the funds. Yours truly,

Wm. A. ELLIS, General Manager.

THE MERCHANTS* LIFE ASSOCIATION OF TUE U. S.
Union Trust Building-, St. Louis, Mo.

J. W. JOHNSTON, Hanager Texas Department,
Office, 412 to 414, Trust Building,

Dallas, Texas.

Harris, Etheridge & Knight,
Attorneys.

Rooms, 215, 216^ 217, 218 and 21g.

No.th Texas Buildings

Dallas, Texas.



CHANGE IN ADDRESS.

The following letter was received too
late for the printer to ；nake the changes
desired by the publisher：

①块 incrc^ants* £ife (Association
of States.

J. W. JOHNSTON.
MAXAGEK TEXAS DEPARTMENT.

Office, ,•Wnnicd-A-Man Building,”
Corner of Elm. Ervay and Live O;ik Streets,

Dallas, Texas.

MR. E. W. STEPHENS,
Columbia, Mo.

Dear Sir:—Since giving you my address,
the Publishing Company have bought the
Junction Building, and we wish our address
changed, and instead of 412, 413 and 414
Trust Building, we want all addresses to
read "Wanted-A-Man Building,** Corner of
Elm, Ervay and Live Oak Streets, Dallas,
Texas.

Respectfully yours,
J. W. JOHNSTON,

Manager Texas Department.
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