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PREFACE

The design of this little work is to give a brief but 
accurate account of the “ theory and practice*' of per
sonal magnetism and will-power. It also aims at in
structing the student as to how to make use o f various 
other psychical forces.

During the last hundred years, very great advances 
have been made in regard to the physical sciences. 
The psychic sciences, however, have made but very 
little progress. But the general public seem to be at 
last awakening to a higher intellectual plane, and to 
be taking a greater interest in subjects psychological. 
We may, I think, therefore, hope that, in the near fu
ture, things may be accomplished in the domain of psy
chology even more marvelous than those which have 
been achieved in the past.

Already, the scientific development and utilization o f 
personal magnetism is rapidly coming to the fore in 
this country. By a large number o f people, however, 
the subject is not properly understood. This unac
quaintance with the science it is the object o f the pres
ent work to remove. »

The book is written in the hope of encouraging

3



6 SUCCESS AND HAPPINESS

through w hich persons are attracted to each other or 
repelled. 11 has much to do with one’s success o r  other- j 
w ise in business, love, or social affairs. We see its 
p ow er dem onstrated in everyday life. Success does 
not depend on intelligence or on moral w o r t h  alone; 
fo r  w e find people that have made fortunes w h o  have 
not been over-intelligent nor over-scrupulous. O n  the I 
other hand, w e m eet w ith people that have had a col*] 
lege education and have been o f thorough integrity, 
and w ho yet have turned out failures, so far as getting! 
on and m akin g m oney is concerned.

Som e people can g o  into business almost without] 
m oney, and yet prosper; while other people may start] 
business w ith plenty o f  money and lose it all, although] 
possessing a sim ilar am ount o f business aptitude. The j 
reason is that the person who started business with, 
ve ry  little m oney possessed a large supply of mag-1 
netism ; w hile the other person was almost devoid of it. I

Success, then, comes through personal magnetism. 
E veryon e possesses m agnetic power in a greater or] 
in a lesser degree. F ew , however, know how to de*! 
velop and how  to  exercise it, so as to make it useful to; 
them.

A  v e ry  large num ber o f people possess magnetic 
pow er, and exercise it unconsciously. They find that 
they are more successful in their business or profes
sion than their apparently equally or better gifted coni' 
petitors. F o r  instance, they sell more goods or receive
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a higher salary; customers or clients have a p refer
ence to be attended to by th em ; and so on. T h ey  can
not account for it; but it is all a m atter o f personal 
attraction, or magnetism. A  fortune aw aits the busi
ness or professional man w ho know s how to develop 
and use his magnetic power.

Magnetism can also be used to cure disease.
To develop your personal magnetism you must first 

get into a state of health. T o  do this, have plenty o f 
rest and sleep. Eat good, wholesome food. A void 
heavy or indigestible dishes— also intoxicating drinks. 
Keep clear of excesses o f every kind. D o not trouble 
or worry about things. B e cheerful. K eep up your 
spirits. Do not give w ay to undue excitement.

Trouble, fear, worry, irritableness, temper, etc., are 
very bad things. T hey use up magnetism, and thus 
impoverish the brain and the nervous system. There
fore avoid them.

Practice deep breathing. Breathe through .the nos
trils, slowly. Count six while you inhale; count six 
while you retain the air in the lungs; and count six 
while you exhale. T ake about twenty or more long, 
deep breaths daily; and you will soon develop your 
lungs and enlarge the chest. Remember that “ the 
blood is the life,” and that the act o f taking long, 
deep breaths tends to purify and oxygenate the blood. 
Consequently, also, it helps to— materially— develop 
the animal magnetism.
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F u rth e r, y o u  m ust h ave plenty o f  exercise. This may 
ta k e  the fo rm  o f  p h ysica l w ork , outdoor recreation, or 
a n y  k in d  o f  g ym n a stic  o r  athletic exertion. All the 
m u scles o f  th e b ody m ust be exercised regularly.

Y o u  m ay p ractice  ligh t dum b-bell exercise. Or you 
m ay  p ractice  w ith  y o u r  hands closed without dumb
bells, G o  th ro u gh  a fe w  exercises like the following, 
tig h te n in g  y o u r  m uscles and repeating to yourself 
( w h y , y o u  w ill see p resen tly) the w o rd s: “ I  am charg
ing m y b o d y  w ith  m agnetism

H old  both arm s w ith  y o u r  hands closed, above your 
head. P u ll them  dow n  slo w ly  to the shoulders. Again: 
hold y o u r  arm s out at fu ll length in front o f your body, 
w ith  the hands open. T h en  close the hands as if  you* 
had  som ethin g in th e m ; and d raw  them  towards your 
shoulders. N e x t, aga in  th ro w  them  out and draw 
them  in.

R ep eat the exercises d a ily ; and y o u  w ill soon be 
proficient. Y o u  m ay p ractice  an y  other exercises you 
like. S w im m in g is an excellen t on e; as it actionizes 
n early  a ll the m uscles, and. m oreover, expands the 
lungs.

B y  fo llo w in g  th e rules I  h ave laid down, you will 
cause yo u r body to  becom e healthy, strong, and 
‘ ‘charged'* w ith  personal m agnetism . T h e  magnetism 
w ill be stored up read y fo r  use. ju s t  as the bile is 
stored in the liv er  ready to  aid  the process o f  digestion.

M uch valuable m agnetism  is at tim es lost through
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its escaping from  the body at the tips o f  the fingers. 
The reason it escapes thence are  tw o. In the first 
place, the finger-tips (w ith  w hich  w e  m ost exercise  
the sense o f touch) are v e ry  sensitive. T h e y  contain 
much gray m atter sim ilar to  that constitutin g the 
brain. (W hen S ir  C harles B ell dissected the fingers 
of blind men, he found the tips o f  the fingers peculiarly 
endowed in this w ay, the blind usin g the sense o f  
touch much m ore than ord in ary  people.) T h e  second 
reason we are liable to lose m agnetism  a t the finger
tips is that those parts o f  the body are— com paratively  
speaking, o f course— v e ry  porous.

To prevent this loss o f m agnetism , it is w ell to  cu lti
vate a habit o f, w henever possible, keeping the hands 
tightly closed. T h is  hinders the escape o f  the •mag
netism. Y o u  w ill h ave observed how  m en fighting 
clench their fists. T h e  reason th ey do so is not 
merely because a  fist hits h ard er than a  palm. T o  
clench the hands is the natural w ay  o f preventing m ag
netism— and therefore force— from  leaving the body 
at the finger-tips, w hether the fighters adopt the plan 
because o f knowledge, because o f  instinct, o r  m erely 
because they w ant to  hit their hardest. A nd they 
would not be able to hit hard fo r  long i f  they kept 
their hands o p en ; fo r  their magnetism would soon go, 
— their energy soon vanish.

Make up your mind to succeed-in-life; and you will 
do so. But it w ill take time. Y o u  must not expect to
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am! tpf^y >our magnetism in a week or two. 
X * m  mu«t tirrvcvrfc for a few months. The more yoo 

the more successful >ou will become.



WILL POWEa; AND HOW TO I NC gKASfc IT

It was Xapoleon that said, ‘‘Where there’s a will, 
¿ere’s a way;” and to a great extent it is true. 
Some people cannot succeed-in-lifc; although they 
hve had every advantage. On the other hand, others 
an very easily secure what they want, simply because 
±cy have the will-power to get it.

I need not stay to define will-power. Says Professor 
James, in his “Text Book of Psychology:” “ Desire, 
wish. will, are states of mind which everyone knows. 
. . . We desire to feel, to have, to do, all sorts of 
things which at the moment are not felt, had, or done. 
If with the desire there goes a sense that attainment is 
dk posable, we simply wish; but if we believe that 
die end is in our power, we will that the desired feel
ing. having, or doing shall be read; and real it presently 
becomes, either immediately upon the willing or after 
certain preliminaries have been fulfilled. ' The only 
ends which follow immediately upon our willing seem 
to he die movements of our own bodies.”

Poor health means little magnetism; little magnet
ism means a weak will; and a weak will means failure.

CHAPTER II

II



I S U C C E S S  A N D  H A PP IN E SS

ineA s Thomas ja y  Hudson points out ir 
Psychic Phenomena"’ < page 1 15), people that ha 
much will power are ill, nervous, irritable,
Thev have no confidence in themselves, are
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cannot look anyone straight in the eyes, are always zi- 
ttcipating the arrival o f bad luck, and think there 2

* A r  ? n  f f w »  tTTfTTriP  H tTT t h e  W f> rk fccT 2 t*Lnothing for them in die future but the worthiest 
Even when thev are doing moderately welL they ir̂  

alwavs thinking o f failure.
This habi:-of-mind becomes so ingrained that i  3 

difBcuIt to get rid o f it. X o  one likes trie company or 
people that are ill and complaining; and altDcenm 
persons in this condition do a great deal to bm g cn 
themselves the failure they are always dreaing.

To people o f the class I  have described « and I h t t  
had to advise many o f them in mv time) X would ¿aj" 
Creaie some pleasant thoughts in vour mind- Eta set
keep thinking’ about the past. T t s o a r

•xr̂ -

I C a

to come. Look on the bright side, cresc tresn c 
pany and omnsenients. Go where tog be 
and encouraged. It is o f no use to keep crocacna: 
about things. Make a firm, a determined eifort to 5e 
happy. Trouble, worry, and fear t-TTT< thousands De- 
velop a good supply o f amma! magn^-harr - and then t« 
the aid ot 1%  strong will that t m ^ T l  ^  
direct that ma
others.

tnat you will ta re  developed 
power to the good o f vourselt aid

Think as I recommend ; and
v o u  w i c p a rc k fy  g e t  c u t
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L . of mentally dwelling on trouble, calamity.
\  Proverbs (toiii. 7) truly says that as a man 

'iinketh in his heart, so is he.” Think that you arc 
-ynv. von are free, you are prosperous, and you arc 
Access. This will make you feel more hopeful, and 
ics encourage you,— will make you feel that you arc 
force, and help you to “go in and w in”  the happiness, 

ie freedom, the prosperity, the success. (For of  
terse you will have to work as well as think.)

Study the lives of eminent, successful men. No  
¿dde. changeable individual ever did anything worth 
remembering. Some of the world’s greatest leaders 
save been literally human magnets, so full of magnet
ism were they. They have been able to rule people and 
sake diem do almost anything they wished. Consider 
-~*e will— power possessed by’ Julius Caesar, Napoleon, 
Ohver Cromwefl. George Washington, Robert Bruce, 

others.
ôu need not be unreasonably stubborn. But, hav- 
derided what to do, lay down a plan by which to 

*° u; and then never lose sight of the project until it 
55 tnnmphantly accomplished- This is what you must 
*°i: you wish to be successful. First make sure that 
^  *xe on the right track (and health and magnetism 

“* Sharpen your wits” and enable you to recognize 
b the right track). Then ‘‘go ahead f*  and firmly 

t*hKc to be turned aside by anything or by anvbodv. 
An initmching. persistent will, in‘a matter that is right,
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w ill extort rcsjxrct and admiration even from enemies.
I o  develop your will power, then, have a definite, 

settled purposc-in-life— some design that can be ac
com plished only by systematic application. Make up 
you r mind as to what you want to do, and that it would 
be right for you to do it ; and then bring every acces- 
sory-of-action to bear in its achievement. Learn that 
**I canY* is a childish confession. Whatever is worthy 
to be done create in yourself the knowledge and power 
to accom plish; and then— do it. Never allow circum
stances to dominate your will. Make circumstances 
and conditions your slaves. Recollect the heroic 
Nelson, who, when signalled to retreat from the battle, 
put the telescope to his blind eye and declared that he 
did not see the signal, and fought on and won. Be 
firm in everything you undertake; and you will “pull 
through.”  The person that says, “ I can; and I will,”' 
is the one to get on in the world. Never think of fail
ure, A lw ays think that you will get what you want; 
and persevere until you do get it. A s Longfellow says:

“ Be up and doing,
W ith a heart for any fate:

Still achieving, still pursuing,
Learn to labor and to wait.”



PERSONAL INFLUENCE; AND HOW TO EXERCISE IT

People are influenced in various ways. T h e influ
ence exerted over them acts on the different senses.

If you want to influence a person in the easiest Way, 
find out his “ weak spot.”  “ Touch him”  on th a t; and 
he will do almost anything for you. For example, to 
secure a favor from a lover of pictures, give him a pic
ture or take him to a picture-gallery. And so forth.

I have seen people listening to a brass band playing 
pathetic music; and the strains have made them cry. 
This effect is produced by action, on the auditory nerves 
(the nerves of hearing). The music recalls past mem
ories, and thus affects them for the time being.

Some people are influenced through the sense o f 
smell— as by smelling various pleasing odors, like 
those of flowers or like perfumes. That is caused by 
action on the olfactory nerves (the nerve's o f smell). 
To influence people of this kind it is a good plan to 
give them flowers or scent, or to take them to a flower- 
show, and then and there to ask them for what you 
want.

Some people are easily influenced by eating various 
15

CH APTER III
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M m li o f savory  foods. That is done by action on the 
glcm o-pharygeal nerves (the nerves of taste). After 
tirrson* o f  this kind have had a good meal, they will 
grant alm ost any favor fo r which you might ask. You 
have found their “ tender spot,”— have “ touched the 
right chord”  in their being,— have attacked them in 
their most vulnerable place. M any commercial trav
elers get large orders by treating certain people to a 
good dinner. A nd the cause o f charity is, notoriously, 
alw ays le tte r  served at a banquet than at a public gath
ering o f the ordinary kind.

Som e people are acted on through the spinal acces
sory nerves (the nerves o f touch). Y ou  will often see 
a m other w alking out with her child. Suddenly the 
child falls, or meets with some other slight accident 
T h e mother lifts  up the child and rubs his knees, or 
hands or head, or w herever else he may be hurt. She 
says: “ Y ou  are all right. Y ou  will soon be well.” 
And the child quickly gets over his trouble. The 
wounded place has been soothed and partly healed by 
the mother's hand (m agnetic healing— see Chapter 
V I ) .  M oreover, “suggestion”  (see below) has been 
at work (the mother's rem ark that all was well or that 
all soon would be).

A s I have said, some people are acted on through 
the sense o f sight (optic nerves), as by viewing paint
ings, sculpture, architecture, etc. W here what they 
see is o f a disagreeable or painful nature— as, for ex
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ample, a severe accident h a p p en in g  to  a p cr*o n . a 
train, or what not— i**oplc o f  th is  c la ss  o fte n  fa in t, 
or otherwise fo r the tim e b ecom e (K jw crlcss. T h e r e  
are, however, a lw ays p erson s presen t that a rc  at on ce 
ready to rush fo rw a rd  and ren d er w h a t h e lp  th ey  can . 
These are persons possessed  o f  s tro n g  w ill-p o w e r .

Some orators can sw a y  an a u d ien ce  to  an e x tr a o r 
dinary degree by  their e loq u en ce (d ire c te d  b y  th ou gh t- 
force) and their m agn etic  influen ce. T h e y  can  k e e p  
their hearers alm ost sp ellb ou n d  d u rin g  a lon g  sjieech. 
In ancient tim e, o rators lik e  D e m o sth en es, /E sch in cs, 
and Marcus T u lliu s  C ic e ro  a ch ieved  w o n d ers b y  m eans 
of the power w ith  w h ich  I am  dealin g . In later tim es 
we have had E d m u n d  B u rk e , D a n ie l O ’C on n ell, W ill
iam Pitt, H en ry  C la y , G e o rg e  W h itfie ld , C han n in g, 
Gladstone, and a  h ost o f  o th ers, all noted fo r  the re 
markable influence th ey  ex e rcise d  o v e r  th eir hearers.

W ith a little p ractice  yo u  w ill be able to  influence 
many persons.

The stronger the w ill-p o w er o f  a person, the m ore 
difficult is he to  influence. B u t ev ery  person (n o  m at
ter how stron g th eir  w ill-p o w e r)  m ay be influenced by 
some person or other.

To influence a  person, it  is necessary— as w e have 
seen— to use y o u r  thought force. D ecide m entally as to 
what you w ish  him  to  do. A b o ve  all, be sure that it 
is som ething that is  right fo r  you to w ish him to do 
(see C hapters I V  and V I I ) .  T h en — still m entally—
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**ordcr,# him to do it. Repeat the mental “ suggestion” 
to him as many times as m ay be necessary, and on as 
many occasion*. In the end, i f  you have carried out 
the instructions I have given you,— if  that is to say, 
you have sufficiently developed your powers— you 
will in all probability succeed.

A s  to the words in which you should suggest to the 
person you desire to influence shall do as you wish, I 
will give exam ples o f suitable phrases as I proceed. 
From  these you w ill be able to frame your own sug
gestions, as necessity arises.

T he follow ing is an easy test to show what progress 
you are m aking: W hen you are in the street, walk be
hind a man and look straight at the back of his head 
with both eyes. M ake the follow ing mental suggestion 
to h im : “ Y o u  must turn round and look at m e!” The 
thought-waves set in motion by your brain will vibrate 
through the ether, and travel to the brain of your “sub
ject.”  (T h is is called telepathy, or thought transfer
ence.) I f  your thought be backed up "by good, strong 
will-power, in a short time the person on whom you are 
experimenting will do as you desire.

Again, when you are in a train or tram, where there 
are a number o f people, gaze at a man you see wear
ing a watchchain. L ook in his eyes for a second; and 
then take out, and give a glance at, your watch. You 
will be surprised to see him look at his watch. Also,



other passengers will look at theirs. is liecaUMr
your thoughts are being responded to.

When you can set people doing these things, you will 
know that your influence is acting.

To see how different senses are acted on in differ
ent individuals is very remarkable. As I have said, 
a person is best—easiest—influenced through his weak
est sense. What is a person’s weakest sense may some
times be difficult to discover. Try to get the sug
gestions in through all the senses, where you arc in 
doubt. You will then be sure to be right.

When at any time you suspect that a person is try
ing to influence you, against your best interests,—  
against your better judgment,—you may guard against 
it by following out these rules: (i ) Do not look the 
person in the face. Look sideways: away from him. 
(2) Keep your hands firmly closed. ■ (3) Will in your 
mind that he shall not get power over you. Tell your
self that he cannot do so. (4) Do not be persuaded 
by him to buy anything that you do not require. (5) 
Do not be very attentive while he is. explaining things. 
(6) Be firm. D o not give way to his suggestions or 
persuasive powers. (7 )  Try to get out of his company 
as soon as possible.

SUCCESS AND HAPPINESS *9



C H A P T E R  IV#
* t ‘CCX5S tS F *m xO S II|p # LOVE, AND MARRIAGE;

AND HOW TO GAIN IT

íkmir people referí. Kvcryone seems to avoid them, 
aw! to have as few dealings with them as possible. A 
few people arc friendly with them for a short time; 
btil then they forsake them.

Tins is a bad sign ; but it can be remedied. If you 
feel that certain jieople do not care for you, and that 
everyone tries to shun you, it is clear that you are de
ficient in magnetism.

If you desire to win the good opinion and the friend
ship of jxrople, the first thing to do is to get into a 
state of health. To do this, follow closely the direc
tions I have given in Chapter I.

Cultivate a cheerful disposition. Be good-natured. 
Do not think bad thoughts. Be agreeable. Do not be 
envious or jealous. Try to adapt yourself to the people 
you wish to regard you better. Think and will people 
to act better towards you. Attend to all these direc
tions; and in a short time people will be glad of your 
society.

I have advised thousands of peopfe on matters of
20
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this kind; and a very large  jx rrccn u g c  o f them  Have 
been successful.

To insure success in love an d  m arriag e  i%, ordm artU * 
a difficult thing. By the  a id  o f personal m agnetiH tt, 
however, it can be m ade very  easy.

You may have noticed how  som e m en and  women 
get more adm irers than  o th e rs . A lthough  they may 
not be rem arkable fo r  th e ir  good looks, c leverness, o r  
goodness, they seem to  free ly  fasc inate  and  captivate 
members of the opposite sex . T h is— as you will now 
see—is owing to  the  pow er o f th e ir  personal m agnet
ism. They a ttra c t people ; they  a re  lik ed ; anti, if they 
use their pow er in  the  rig h t d irection, they succeed in 
their love affairs as they  can also  succeed in all others.

If you desire to  w in the  love o f a m em ber o f the o|>- 
posite sex, closely follow  out all th e  directions 1 have 
given above fo r  th e  gain ing  o f friendship . T he form 
¿he mental suggestion should take*is: “ Y ou must love 
me,—you ‘m ust love m e!” R epeat th is suggestion 
about six  tim es on as m any occasions as you can o r 
care to.

I f  you have reason  to  doubt the constancy o f your * 
lover, you can  m ake him  keep tru e  to you by suggest
ing to  him , in  y o u r m ind, th a t he m u st be true to you. 
W hether you a re  n ea r him  o r fa r  from  him, say men
tally: “ N ow , you  m ust be true  to me, and not think 
about any o ther g irl.”

D o th is  especially when you feel upset or uneasy.
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Hut try never to get downhearted or doubtful about 
your lover. Think strongly and firmly that he will 
marry you. He will feel the effects of it, and will act 
as you desire.

A large number of ladies have consulted me; and 
they have said : *T am sure my sweetheart will never 
marry me. I think he would rather have someone with 
money,” or “with more money” (as the case happened 
to be). It is a bad thing to allow thoughts like these. 
Do not worry about money, social position, education, 
nor anything else. Keep thinking that he will marry 
you,—that he must marry you; and it will turn out as 
you wish.

It is best to put into operation the above mental sug
gestions late at night. Your lover’s mind will then be 
less occupied than during the day. Consequently, he 
will be in a more receptive condition. Of course, to 
succeed takes time. «

Above all, never forget that, in using this* power of 
suggestion, you are using something that, used un
wisely, will cause you misery of the most awful char
acter. Remember that there is no hell-on-earth worse 
than married life when love is lacking, whether the love 
be lacking on both sides or only on one. Beware, then, 
how you start influencing a person to marry you. Care
fully—and prayerfully—read the warning given in 
Chapter VII.

Before you begin influencing anyone to do anything,



think no t m ere ly  once  b u t th o u san d s  o f tim es, lest you 
do som eth ing  th e  co n seq u en ces  o f  w hich you will bit
terly reg re t b o th  in  th is  w o rld  an d  in  the  next.

Should  y o u , u n h a p p ily , h av e  m arried  someone that 
does n o t lo ve  y o u , th e  d irec tio n s  given above will 
enable y ou  to  o b ta in  y o u r  l ife -p a r tn e r ’s affection. They 
will also, sh o u ld  h is  o r  h e r  love “g ro w  cold,” enable 
you to  reg a in . it.

SUCCESS A N D  H APPINESS 23



C H A P T E R  V
S U C C E S S  I N  B U S I N E S S  L I F E ;  A N D  1IOW  T O  ACHIEVE IT

* I o  a t ta in  success  in the  w orld  o f commerce requires 
a  ilea l o f  s tu d y  a tu l p ersev erance .

If you arc out of employment, do not let things 
trouble you. Especially be careful never to think fail
ure to obtain a berth possible. Go about the work of 
trying to get employment with a firm conviction that 
you t tnll get it. Repeat to yourself: “ I can and I will 
get a berth P* Rcs|>ect fully but boldly tell each person 
to whom you apply for employment that you are the 
kind of j>crson he requires. Tell him exactly of your 
worth. Explain to him precisely what you can do. 
Repeatedly say to him mentally: “ You m u st give me 
the berth ! Give me the b e r t h a n d  you will get it.

I f you possess occupation and think you ought to b 
receiving more remuneration, make a suggestion 1 
your employer. A sk for an increase— of course sayit 
it in such a manner as shall not offend him. Tell hi 
that you think you arc worth more money. If you c 
worth more, you will get it. But you must hi 
patience. And you must not expect too much at a til 

Employes like commercial travelers, insurant
2 4
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agents, and others, that have to call on a mimlirr of 
people a day,—many of these will, some days, not do 
a bit of business; while others so engaged will do a 
great deal. The person doing the most business |*o*« 
sesses the most magnetism. I have seen a traveler for 
pianos and organ dispose of quite a number on the hire 
system, all through being able to influence ¡»eojde.— to 
persuade them. I have also seen an insurance-agent 
able to persuade scores of people to join his society, 
lie is now in the same society, a suj>crintendent.

Every business, no matter how large or how small, 
can be greatly improved by the proper use and applica
tion of personal magnetism, practiced by the proprie
tors or by their employees in a fair, legitimate manner. 
Yes; if you are in business for yourself, you can make 
plenty of,money if you keep a good article and if you 
get plenty of magnetism and use it in the right way. 
The same rules applied in professional life will achieve 
a similar result.

As a trader, you can influence people by different 
methods. Thus: Will it in your mind that they shall do 
a certain thing. Repeat the suggestion six or seven 
times. If you desire to sell a certain article, and if you 
know the possible customer needs it and it is good 
value for the money, say mentally: “You must buy
the----” (whatever it is). Explain to him the good
points and the utility of the article, and do not let him 
go away until he has bought it.



SUCCESS AND HAPPINESS

N ev er let the thought enter your mind that you may 
not he able to sell him  the article. If  you think that, 
you w ill  not be able to sell him it. Have, therefore, 
plenty  o f  confidence in your persuasive powers. If 
necessary , speak in a loud tone (it makes a deeper im
pression on the m ind). Be calm, civil, and obliging in 
y o u r m anner. Custom ers will prefer you to serve 
th e m ; and  sales will be effected all the easier.

K eep y o u r m ind fixed on the person to whom you 
a re  try ing  to  sell the article. It weakens the mind to 
think about a num ber o f things. Always think about 

one th ing  only.
Say that you have been asked for a watch. If the 

enq uirer desires to look at a watch of the value of $15, 
hand him o n e ; and  let him examine it for a short time. 
W hile he is looking a t it, bring out two more watches— 
one valued at $20, and  the other at $25. Explain the 
superiority  o f the two o ther watches—how that their 
better qualities would make them better bargains than 
the commoner w a tch ; and so on. Then form a strong 
suggestion in your mind. Repeat mentally, as many 
times as possible: “ Now, you must buy the watch at 
$25, o r else that a t $ 2 0 .”  I f  you  m ake the suggestion 
strong enough, you will be successful. And you will 
thereby do more good, not only to yourself, but also to 

'your customer, than you would have done had you ; 
only disposed o f the— cheaper, and therefore less dura
ble— watch he had asked to see.
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Yqu can use this power for selling any article, no 

matter what the article may be. Keep on saying men- 
tally to the possible customer “ Buy the watch,— buy 
the watch,” or “the furniture,” or “ the boots,” or what
ever else you are endeavoring to dispose of. The cus
tomer will purchase just what you thus will that he 
should purchase.

Never show a lower-priced article than the one en
quired for. You will quickly be able to judge whether 
you can do any business with a given possible customer 
or not. And if you act as I suggest, you can soon make 
a fortune—provided, of course, that, as I have said, 
you treat your customers in a courteous manner and 
give good value for money.

The more you sell, the more you practice, and the 
more you practice the more successful you will become. 
The directions I have given may sound strange to some 
people; but nevertheless, perseveringly carried out, 
they will— as thousands of people have already 
found— do what I say they will do.

You can also, by willing possible customers to come 
into your shop, make them do so. And— again by will
ing it—you can make objectionable customers keep out 
of your shop.

The power I have described can be used at any 
time; and I repeat that, if properly applied, it will 
bring you success and happiness.

You may have tried to borrow money, and have
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m et w ith  fa ilu re . Il is because you had not developed 
y o u r p e rso n a l m agnetism , o r explained your case the 
rig h t w ay ; an d  y o u r friend  was afraid he might not 
g e t h is  m oney back if he lent it.

\ S o m etim es a person  is in a “good mood,” and some
tim es in a “ bad** one. By his “ mood” I mean his temper, 
d ispo sition , feeling, state-of-m ind, etc. It is, of course, 
best to  ap p ro ach  an d  endeavor to influence a person 
w hen  he is in a good m o o d ; as most success is obtained 
a t th ose  tim es. O n  o th e r occasions he will not be in a 

lit s ta te  to  receive the  suggestion.)
S u p p o se  you  w ant to  borrow , and that you have 

dcvcloj>ed y o u r personal magnetism . Decide only to 
ask  to r  a sum  th a t you m ay reasonably expect to get. 
T h e n  go  to  y o u r  frien d  w hen you think he will be likely 
to  be in a  good m ood. E xpla in  the m atter to him in 
fu ll. S ay  w h a t you  w an t the  money for. State how 
y ou  w ould  pay  it back, and  w hat are your prospects of 
being  able to  do  so.

W hile  he  is ta lk in g  to  you, say to him in your mind: 
“ L en d  m e th e  m oney,— lend m e the money. I t will be 
s a f e ; you  w ill g e t it  back. N ow , you m u st lend me the 
m oney. Y ou  w ill g e t it  back.”  A nd so on.

I f  y o u r  frien d  be in  th e  rig h t mood, and if you have 
m ade m atte rs  c lea r to  h im , you will obtain the loan. 
If,  how ever, the  rev erse  be the  case, do not relinquish 
th e  task . A ttack  h im  again. B u t be sure you play 
y o u r  p a r t  p roperiy . * A bove all, be sure th at you hon-



orably keep your'w ord, paying back the m oney a» an*l 
when you promised to do so.

Sitting for an examination is a very anxiou* nut* 
ter, examinations being exceedingly difficult to jci**—  
especially those for theology, law, medicine, chem istry, 
engineering, teaching, music, C ivil Service, etc.

It is very often noticed that even the best scholar is 
apt to fail at the principal exam ination— not because he 
is not well versed in the various subjects, but because, 
while he is in the examination-hall, nearly all his 
knowledge seems to leave him. F or the time being if 
is practically lost.

I have seen, in fellow-examinees and as an examiner, 
some remarkable cases like that. It is frequently caused 
through the examinee’s personal magnetism escaping 
from the body. I f  you are contemplating going up for 
an examination, carry out the instructions in the earlier 
pages of this book. Look to your health. D o not over
tax your strength— either with study or with exercise 
or anything else. E at light food. * Feed principally the 
brain and nervous system. Get the body well charged 
with animal magnetism. Do not mix up a number*of 
subjects. Learn to concentrate your mind on any one 
subject. Master one at a time.

Then, when you feel proficient to go in for the ex
amination make up your mind that you are going to 
pass. As much as you can, keep both hands tightly 
closed. Do not be nervous. Keep quiet and calm ; and

SUCCESS AND HAPPINESS >)
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work away a! the examination-papers until you get 
through.

If the exam ination be a v iv a -v o ce  one, do not “mum
ble.'* E  ven if you arc not sure of your facts, speak in 
a clear and a loud voice. You will thus make a “good 
impression”— which is always and everywhere “half 
the battle.**

Follow the above directions to the letter; and you 
will be successful. Should you not have carried out 
all the things I have enumerated, and fail, study afresh 
your subjects and my directions, and try again, until 
success crowns your efforts.



CHAPTER VI
HEALING BY MAGNETISM AND SUGGESTION ; AND l«OW 

TO DO ITt
In this lesson I will tell you how, by means o f  your 

developed personal magnetism and o f suggestion, you 
may cure various diseases. M any other complaints 
can be cured by the same means; but those dealt with 
below will, here, suffice.

The room where you treat your patient (or "sub
ject”) should be kept at one temperature,— as nearly 
as possible at 60 degrees, fahrenheit. Draughts should 
be avoided. The patient need remove no clothing 
beyond any heavy outer garment. H e should be seated 
in an easy chair, and the operator (yourself) be seated 
in a rather higher chair opposite. H is knees should be 
between yours, and your feet beside his. W here 
necessary, however, stand.

Tell the patient to be passive, and to try to think 
about nothing. The removal o f his ailment may cause 
a little pain, but only of a temporary character. The 
sitting should last for about a quarter-of-an-hour—  
longer when you find it necessary or think it advisable.

Magnetic healing is effected by means o f “passes."
3i
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conducted towards the sides of the body. (The blow
ing has a soothing and a curative effect.)

If the pain has existed for years, or was caused by 
a blow or a fall, it will take longer to cure, necessitat
ing a number o f sittings.

A t the conclusion of the sitting, suggest in a loud 
vo ice : The headache is gone |?

T he value o f the magnetic treatment in cases of 
b r o n c h i t i s  and e n l a r g e d  g la n d s  is specially empha
sized by Dr. Parkyn, jn his work, “ Suggestive Thera-i 
peutics." In treating cases, it is best to make dowm j 
ward passes over the painful part, and thus direct the j 
blood to some other portion of the body— as the feet ] 
or legs— away from the affected part or organ (the 
gland).

Suggestions for bronchitis: “You are breathing bet
ter.”  “ You are breathing freely.” “You will soon be 
well.”  And so on.

In bronchitis, a s t h m a , and all other diseases of the | 

r e s p i r a t o r y  o r g a n s , the patient should keep in one 

temperature as nearly as possible, and not breathe cold 

air (which irritates the. lungs). He should practice j 
deep breathing, taking about a hundred long, deep 
breaths daily. He should breathe slowly, and through 
the nostrils, keeping the mouth closed. This is the best 
exercise for developing and strengthening the lungs.

Enlarged glands can be cured by making upward 
passes and downward ones, and by slightly pressing



SUCCESS AND HAPPINESS 35

the gland from one side to the other. Accompany this, 
treatment with suggestions like “The glands arc log in 
ning to diminish in s i z e “They are decidedly 
s m a lle r a n d  so on.

Persons suffering from  b r o n c h o c e l e  (o r g o i t e r ) 

can also be cured by the methods I have described.
In the treatment of i n d i g e s t i o n  (dyspepsia), first 

give the patient an emetic: a teaspoonful of m ustard in 
a tumberful o f w arm  water, o r a similar quantity of 
warm salt-and-water, may be administered until the 
patient vomits freely. Then let him have a rest for an 
hour. A fterw ard s make passes over the stomach for 
about ten minutes, starting at the breast-bone and pass
ing downwards to the intestines. N ext, let the patient 
have another hour’s r e s t ; a fte r  which let him partake 
of a cupful o f boiled m ilk and some biscuits.

Suggest during treatm ent: “Your digestive organs 
are getting stronger.”  “ In a fe w  days’ tim e you will 
begin to enjoy your food.”  A n d  so on.

All fatty, greasy, sloppy, and heavy foods, like ham, 
bacon, pork, sausages, pickles, cheese, etc., must be 
eschewed. -T h e patient must eat light foods— like 
white fish, fru it, and thin brow n bread, with not much 
butter. H e  m ay drink m ilk-and-soda, barley-water, 
'toast-water, or distilled water. T ea, coffee, and cocoa 
he must avoid.

In a short tim e the patient will be cured. A  few. 
treatments w ill be enough in any ordinary case.



n M iXrnrATtox, upward ¡mscs should be made on 
. f l* 4 %tl̂ c l*lt  patient, transverse passes from the 

V* * t#J jttst above the hip-bones, and then
1 m  tm-ard parses on the left side. (About twenty of 
each should be given.) As that is the way in which 
the ascending, transverse, and descending colons (large 
in testines) lie, the passes will greatly benefit the 
patient, and a few treatments cure him.

Suggestions: “Your bowels will act regularly.”
MYou will have an evacuation once a day.” And soon.

O f  all the diseases treated by magnetism and sugges
tion. Rif E t’ M .v t i s m  is the one in which the most success 
has been obtained. In this disease, and in sciatica and 
all o ther d i s e a s e s  o f the n e r v e s  and blood, the pain 
is sometimes greatly relieved—and even carried off— 
at the first sitting. At others, it is merely dislodged; 
but it will gradually become soothed after a few 
treatm ents.

I f  the rheumatism  be in the knees or feet, downward 
passes should be made for a time, then a few upward 
passes. A fte r you have made some passes, suggest: 
“ Y our pain is caused by uric acid. This is now being 
dissolved. I  shall make it leave the system; and you 
will be perm anently cured.” I t sometimes takes time 
to  perform  a  cu re ; but if  you persevere your labors 
will not be in vain.

Some very bad cases o f that terrible complaint,

SUCCESS AND HAPPINESS
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e p i l e p s y , have b een  c u re d  by m ag n e t u m  am ! mi«*, 
gestion.

Let the p a tien t sit d o w n . T e l l  h im  n o t to  w orry  ** 
trouble about th in g s . A d v ise  h im  to  cat lig h t f<**!*, 
and to get o u t a s  m u ch  a s  jio ssib lc  in to  th e  i r e d t  a ir , 
but not to  go a lo n e ; a s  so m e tim es  a n  rjn lc jittc  lta% a 
seizure and  fa lls , m ee tin g  w ith  a  < criom  acc id en t,

To tre a t fits, p lace  b o th  y o u r  h a n d s  on  th e  patient** 
head fo r ab o u t th re e  m in u te s . T h e n  m ak e  slow  passes 
down the  sp ine  f ro m  a b o u t a  d o zen  to  tw en ty  tim es 
Ask how o fte n  h e  is  a tta c k e d . I f  h e  say s a lnw t th ree  
times a w eek , te ll h im  th a t  n e x t w eek  h e  w ill only have 
two fits. Im p re s s  th a t  o n  h is  m in d  th o ro u g h ly , hv 
repeating i t  in  a  lo u d  to n e  o f  voice. W h en  he come* 
again to  b e  m ag n e tiz ed , te ll h im  th a t he will only have 
two fits  in  a m o n t h . T h e  n e x t tim e  tell h im  th a t lie will 
only have  o n e  a  m o n th . F in a lly  tell h im  they  will go 
altogether. I n  a  s h o r t  tim e  y o u r suggestions will 
operate o n  th e  p a t ie n t’s m in d  : th e  m agnetiz ing  and  the 
right fo o d  w ill h av e  th e i r  e ffe c t; an d  th e  p atien t will 
be p e rm an en tly  cu red .



CHAPTER VII

W \ R \ | X G  AS TO T i l K  USE OF SUGGESTION

A il  righ t th o u g h ts  and action s ow e their origin to the 
Inner p lan es. C o n seq u en tly , to these planes only 
d io u ld  w c  d irect o u r  atten tion . I f  we do this, the 
resu lt w ill be a  g ra d u a l widening- out on the physical 
p lan e o f  ligh t, k n o w led ge , tru th , and goodness. If we 
d e v o te  o u r  a tten tio n  to  ev il o r  selfish designs, vve make 
th e w o rld  a ll th e w o rse — an d ourselves too. We pun
ish o th e rs— but w e  reap  fa r  m ore punishment our
se lv es.

G re a t c a re  m u st be taken  in m akin g  use o f the finer 
fo rc e s  o f  the m ind. V e r y  o fte n  it is a case o f “a little 
k n o w le d g e ”  b ein g  a “ d an gero u s thin g.”  Hence I 
d e sire  to  im p ress on m y read ers th e extrem e impor
tan ce o f  m a k in g  u se o f  the p o w ers I describe in this 
b o ok  o n ly  fo r  g o o d  pu rp oses,— o f  being sure before 
th e y  sta rt, th at w h a t th e y  a re  g o in g  to  do it is right 
that th ey  sh ou ld  do.

T h e  resp o n sib ility  a tta c h in g  to  those who use the 
fo rc e s  d escrib ed  is e x tre m e ly  g re a t. T h e  consequences 
o f  w ro n g  u se a re  a p p a llin g . T h e re  is not only the law 
fo r  o ffen ses p u n ish ab le  in  th is  w o rld . T h ere is also

3S
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whst I may term the outoiiuitic jHitii^ltmeftf tH.it 
wrongdoing brings on ourselves, 1m»iIi here and line* 
after.

The world is full o f evil. You add to that evil at 
your peril. Use the powers I dcscrilic for legitimate 
purposes; and only good can result. I ’ ** them with 
a desire to “ leave the w orld better than you found it**—- 
to help the suffering and the |>oor— and they will Ik* o f  
the greatest blessing to you and to others. Hut tt*c 
them for evil purposes; and it will l>c better that a mill
stone had been tied round your neck and you were ca*i 
into the sea. The evil you do will recoil upon yourself. 
You may injure others; but you will injure yourself 
ten thousand times more.

After this earnest and solemn warning’ that I give 
you, if you turn the knowledge this hook places at your 
disposal to any save the highest uses, you will only 
have yourself to blame for the consequences.
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1«e tUe t/j #ee {<|ìv«<i i/wl j<rv>f(i In th» at ir i 'u a l **^14, Y«ot * ” •  *** a fra  
dio^Vi lo 7<xjr frtm/W In aptrlt Ufo »**•! t lo T  1*4*» k n * »  »a*»»

fanfer, «tu t*. ai/ia t/j »** »1**1 U  «»Hi*« «o» a» •  M» «Sai* o**»o
toa *U1 alio fce *W*J to  *«■  into U«a paM or. J U »  ftilu f»  \ , . m  •111 l<* •!> *  •**
sfattili iuf'AuizXitfn, aii/j Ut r lte  a lt i/ » , u{ itw  ut ***** *ai *• V'*aa •***! I»  oM# **•
trai* fakWifi treavire; |/i finn ln*t frlA uH , bjdmmitt, «nd ; « p i  «a* « *

Wth Cliiit'/y«tes can a l» ; b» «fiori dm|>4«*rl t la ira i*rj u m «  la r  Oj4*t< “ ** 
Horiof/.

Ciyttal Oazin* r&ea/i» ìtt>/klnt Urto m r r n u l  ' a g l*** r u  | u t  |r»V* #4a*
w a ì&e kir l̂, j f  jrfy»j h**« ilmk/j«*»l th» fa*MI»y„ y '.** » u |, *fu*r •  »*»<41 tic»» a »  
rovi, ip tr* fit] f in »1**1 y*m or« b / A liif  liil/i, » Yhtm } * 'lu r *  » li » ta  #**
yr/AùfiiSìy hzr*s r*4***%*-*t Ut th» i a t i ,  pr »-**■ *.ù  «*r fM tu/t «atk^r #*f «r *4
wts wrvxi Utr nìttnu y>/vt ar« prae*l*lnif. l 'r w M ljr  t l«  (rtrta;« « ifl  dl*a^i*« a*»4 4é»* 

anirfher »HI l*k*> 1** I la/1*»; art/1 a i  #/n.
CLAiKVOYAXi'K A M )  i 'K T K T A l. CIAZI «.va» f>i 

W* y w  ttmy <Urt*r.</v Uahaì m arre Peia *r>/l InraJuablo {a*»<
S t a i  for th li  BocA a t  cure«. P rie* M  te o tt

V oi. 5 (C o « M « U ).

TABLE R A P P I N G  A N D  A U T O M A T I !!
W U IT IN G .

Ì “ ** *** Uro a * * ln f "  I>*oa r»*4 a l l ;  i r  la H l a m l r
w  to ¿ 1  Afl^ U Utero ba *  n *xt w«rl<l, ean  « a  o o a m u d k a ia  *W1» ti« * «

•F & s9irjn* th * l  fioro *<IUix*] tho m ln tU  <rf ro llìio r a
i^ A VK) St}.. A  V,> A W / M A T I ì : W K J T 1 M ;"  a>.«»*ra »ho 'in — »WNa i»  

affinTTi^^ «t* . ^  ^  <4'>o» tu*tre, I t  Urti* r 'm  Iv/tr yoo  «**,, a/*a«*er Uwm  In <*>• 
teli» you lorw y ^ j <r au* prora »J»al tl*»r« la *tw>u*«r tifa , */»H hw*» f 1*  

w ilh  OtMi «Irr^ll U»or*dr» T<» ♦ »** M *ta*1*U«l *4
--£«¡7, *». unnocoMMiry. Y ^ j  n*-o,ar,d *r)/W v »  iM rt H la ."

A T T O M A T U ; W K IT I.H O " ri»^a r a t  ln»Uur*Ui»*a hnw  
^  rriH  i<,T n*#^*az*-a fr*tn* ai^rtt fr i*•-!<», U/» «*/ »»«*hU oplMW
mrìZZr* n*iW o U> o f'lh ia ry  i '  * ÌA l> ^ » l(r* lk * u " t ; h*/» Ut ***
onurni u im n iw , 4r*MliiZ», «ju?., fr^/ui t i n i  ti*r# "p*% a»l v r r r f '  muti w» <*-

 ̂ k « l  far thU Bauli at m m . Prie* 30 coati

Voi. 4 (Co»

• a  fu ll p / t l m U i »  a# **

V o i. $ (C a a i* la te ).
HOW TO COXVKUHK W ITII HI’ IHIT

FUIKNOH.
..U d ì n J w d ik  lr//k( %<** otui ftjrlhor lnur ttw  a a l d o i i  d e a lt  w lth  In " T a ll io  l a * *  
iWMf *n4 A a»v iìi*Uc  W riU to*.''

A tuArinuu Ut *  rrfyiao trroaorw>o la nervuaaary l*ef<*ro •  » u tr ii  r * o  « u à *
" M f W  T O  l^ N V K J U ili  W IT H  W 'itó lT  K E ÌK .M H f" U rli* y io  U iw  y«oa 

*®f xw raelf «jLwHov win'U.undatl/! (*/**?», a i  a i  lo  lu  a lile  U> rocolro wioaaanoa fru ai 
» o  <iti*tsr *a «/jì<j -v»t**5fi olitim i ai'>ne.

J f t*  tesoti *!*'> Urli* y w  airi*it *Uffor*«it fd/ul* n f aulrlto, fnrlttdiint mvumJl*U*tm 
* &»/***") tutti, «filrit rtiM ea itilo  * v ìr i l  (rUrtt'i* 0 u t l  aro «rmatar*»ly w|t>» *«rti 
M»i ; z v / u t  ot/irit e'UtóP/J ( U w  « p ir l i*  w ortt iìtr<AUCh t h o  o r p u ilw « «  »/f tu **lìm m t ;  
a d  a W it «idrtt^iflron prom'>niU<Ai«/ w a n i Ime». <lo*ih~*lirn*. ot«. T b o  ttt'jrk, ruvr+-
v * r ,  r)r» s*  w w it  ‘A itv r i/)U *t*ttìti4  tutti vtkituuttet itttUXtAT,

‘ H W  T»> <>/JfVKRKK W IT J i K S 'If ilT  P Y U B X I/h " I* apoeU lly  caliAtlAMal (*» 
"ernuf'in tlaiao Uiat w / ir t L "

T o * un» 'if  tho »)« lUnotratirina a lv i»  *  Usumi**! ttunuU/Ax*o a/ul joauo ap irlt tunum  
è» muti tey a  utodluii*.

' Bea# fo r  tfclf Bauli u t  oaco. Prie# 39 eaat».
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