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Lorne McGibbon as one of the most powerfully
aggressjve. Aîîd lie is only forty-two years of age.

But as to the Sunday afternoon. I was to see
him at his house-20 Ontario Ave., just off Sher-
brooke, and next to.the new Art Gallery. A big
red-brick bouse; flot outwardly aestbetic, but de-
cidedly roomy, elegant and comtfortable-and the
owner was flot alone: some visitor in the Sun room
-S0 I went upstairs to another sun-room balcony,
and indulged in a f ew stray cigarettes left, there
for visitors until lie came Up.

A big, clieery, swinging sort of man, with a grey
,check suit; fie was soon talking in the kind of
voice that bias done a good deal to concentre the
attention of other men. He sat sidewise and dîd
flot smioke. 1 had dismissed ail notion of, asking
him about ruliber or boots and shoes or feits or
whlite-wear.

Yet at bottomn McGibbon is a trader. He knows
values. He spoke with haif amused interest of his
early days at Medicine Hat, when he bad set uP
,opposition to Tweed. I imagine that if to-morrow
he were to be cuit loose from the big interests ini
the East, he could pack bis trunk for any old town
ýon the prairies and do it ail over again.

A restless, partly ruminative sort of man; once
in a whule lie closed bis eyes as he ran over in
his mind the things that would most likely interest
-other people. I'm n ot sure that it seemed to, bim
like anything marvelous. Certainly he had no
liigh-brow elevations, and mnade no effort to im-
press me witli the mystery of making uioney.

"ln fact the mere money cuts a very smal
-figure,"' he said. "It's the game 1"

And lie whacked the arm of bis chair. McGib-
-bon has an oddly dominant way of emphasizing
his convictions by hammering a chair or a table
ýor poking bis fingers into your collar-bone with
the energy of a prize-fighter. And this candid,
ýoutspoken, liurdle-jumping aggressiveness has done
a great deal to put bim wbere he is,

"Business is a grand gamç," he repeated.
"And not a ganible"-was just on the edge of

reply, when lie swung into a dissertation:
"Arm-chair methods are no use. In this country

a man mxust get out into the open. There's too
much of the eternally interesting about business
problems in Canada for a really effective man to
lie anywhere but on the traîl. But I can't teacli
:another man how to make money. That's per-
-sonal-"

"And you have certain characteristics that you
had to develop; had them in a crude way when
you were a lad. How did you develop tbem ?"

He rapidly ran over lis career.
"But tliere's nothing in a mere outline like that

to instruct anybody. The real tbing is in fighting
up. I believe in obstacles. If a man gets things
easy he's the loser."

Notbinig stagey about him; lie didn't bite a cigar
and look fixedly at an imaginary spot on the floor.
He had no tragedy to unfold. It was a story of
cheerfull optimism and bard slambanging into the
teetli of things. Certainly lie said nothing by way
of bravado; nor did lie give me any idea that
there were any mystery-cabinet tricks about getting
on ini the world. But emphatically lie made it clear
-that lie believes profoundly in bimself; whicli is'
a sort of unmistakable and necessary egoism; also
that lie bas a shrewd instinct for tbe value of
otber men.

"You don't believe in being a dictator ?"
"I'd lie a fool if I did. Any man that lielieves

in tlie qualities that make lis own success ouglit
to make a dead set on the peculiar capabulities of
other men. Tbis is an age of co-operation."

"How does that affect consolidations ?"
"it's just about the wliole gospel."
"How do you work it out?"
"By going opposite to, the conventional ideas

about business-building."
"For instance-?"
"The average axiomr is-develop a job or wait

for one to turn up, and find a man to do the job."
"How do you work that on the reverse?
"Simple enougli. First get the man-and find

a job to, suit him. If the job doesn't exist--create
one."

"But of course that means studying men."
"And tliat's the whole basis of business as well

as of politics. If I didn't study men I miglit as
well quit. Heavens, haven't you seen businesses
enougli run by mere systemns? Isn't it a common-
place to find the head of a business studying up
bow to instal somebody else's system or one lie
reads about in a magazine or a trade paper?
Wbat's the resuit? Ini a large percentage of cases
absohite or comparative failure-unless along with
the systei you have the riglit kind of men to
operate it. It's the creative element in men that

nie-down tlieory of making business systems and
getting men to fit tliem-wvell some men may lie
able to work it. I can't. And if I could, do you
tbink tliere'd lie any real game in it? Aren't men
more interesting than systems? Isn't tlie biggest
problem of alI liow men evolve the way to work
a thing out ?"

And lie slugged the chiair again.
I liad beard Van Hornc say a similar thing a

few days before; not with McGibbon's peculiar
empliasis of almost exaggeration. In fact it's the
way McGibbon lias of putting on the accent and
once in a wbile tbe loud pedal witli tbe tubas that
makes the piece lie plays so confoundedly interest-
mng. 0f course a man minus a million miglit say
the same thing and neyer carry it out; or the pro-
prietor of a. small sbop miglit carry out the prin-
ciple of men first, job second-and neyer be
noticed. It's the f act of a man at the liead of
buge consolidations tbat lie lias effected by metliods
peculiar to lis own personality in conjunction with
otlier people's, that makes tbe fascination of the
McGibbon way.

Oh, it's quite possible that D. Lorne bas a nunîber
of business flaws in bis lierculean makeup; and tliat
it sometimes takes the wisdom of otlier men to
balance him up. But if lie gets into co-operation
witli the kind of men able to, do that sort of tbing-
wliy tliat's probably wliat lie got tbem for.

"Mistakes ?" lie repeated in a loud tone. "Well
I guess I've made may share. I wouldn't give mucli
for a man that liasn't. It's by facing the facts and
f rankly recognizing our mistakes tbat we get ahead
at ail. But if possible I never make the same error
twice. I learn my lesson. 1 can recall some in-
fernally bad mistakes that I made before I had
enougli intuition developed to keep me clear of
them. And you bet M'I neyer forget them 1"

We talked of the smootb sort of sixtli sense a
mani gets in business, wbereby tlirough experi-
ence lie is able to see at a glance wbat years before
lie liad to, take home with bima over niglit, and speil
out with bis wife-and then not do it or leave it
undone as lie should.

"Well I think- I have a fair degree of that sort
of sense," he said, cautiously. "I know-as vividly
as thougli it were tbis morning-how more than
once I've been confronted witb a proposition that
to, everybody else round the table looked bona fide
and as solid as a rock. But from something sonie-

(Concluded on page 21.)

J uly loth.


