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clerks receive all the way from $ oo to $250. I
know of one chief clerk in New York who
holds a unique position in railway circles, & I
have been told that he gets $ i,000 ayear,
but he is the exception, & the only exception
I know of. Station agents get from $25
to $co. That is about the rangethroughout
the country, New York included. Pay is
about 20% higher in New York than in Phila-
delphia, & about 25% more than in interior
towns. The hours of work are the same as
in other lines of business.

Promotion for a railway clerk depends
more on the man than anything else. In most
offices civil service rules obtain. In my own
department I never go outside the officeto
fill a vacancy if I can help it. If I am forced
to, I try the other offices of the road, &, if
they cannot supply the man I want, I look
around for one who has had railway experi-
ence. Possibly his naine may be on ny wait-
ing list. Perhaps lie may be suggested to me
by one of my men & he may be working else-
where. In that case I write to his employer,
telling him what I am willing to pay for his
services & asking whether lie objects to my
offering the place to him. If he does not ob-
ject, I make my offer. If this fails I some-
times advertise for a man. I did that not long
ago & received a bushel of letters. Some
were written on paper from theHolland
House & Waldorf-Astoria. Two or three re-
putable clubs furnished applicants, but the
man who got the job came from the Mills
Hotel, where the living expenses are less than
$3 a week. If I f111 a vacancy by promotion
or create a new place, I recruit my office staffby hiring a new office boy & make promo-
tions ail along the line wherever it is prac-
ticable.

Many clerks never advance much above
their original positions. They are the kindof
men who work in railway offices merely to
draw their pay. They would work as readily
in any commercial office. They have no love
for their business, no ambition, & yet they
wonder why new men are promoted over
their heads, & lay it to prejudice, injustice &
discrimination. I know some clerks who
figure this way :

" I've got to be down at the office at 9.
I go to lunch at 12. I get back at i & leave
at ,. Between hours I can probably get out
in the hall for half an hour to read the paper
& smoke a cigarette."

And yet this is the very man who will sit
down in the evening @ver a smoke & tell you
bow the railway business ougbt to be run ;
give you some ideas of his own that ignorance
on the part of the chief clerk or head of the
department has prevented from being adopt-
ed, & will inform you seriously that he has
been kept down by jealousy from drawing
twice as much pay as he gets.

There are certain essentials that all clerks
must possess if they wish to hold their jobs
for any length of time. But many men over-
rate these necessary things. For instance, a
clerk must be accurate in his figures, gram-
matical in his expressions, neat & plain ina is
handwriting and respectful to his superiors.
He must obey orders & do the work that is
set before him. These are as requisite as the
wearing of clothes, but no more so. I know
some men who have been clerks for 2o years.
They have had all these essentials2 &ave
them still. Their manners are perfection,
their obedience is beautiful, their handwriting
copperplate, & their neatness like unto a Hol-
land housewife's ; but they are clerks to-day
even as they were when they began. Their
trouble was that they stopped at the essen-
tials, which are only the beginning of a ma's
career.

The clerk who advances is one who works
for his office, his chief, his road, as well as for
himself. He studies the work of the man
directly in his own way of promotion. He not
only does all that he is called on to do, but

finds tasks that are outside the routine of his
desk. He makes suggestions. He has ideas.
He doesn't find ideas by dreaming, gossiping
or talking wîth other clerks when he ought to
be at bis•ork, but by studying & by close
observation. There is not, a clerical place
that I know of that does not offer an ambiti-
ous, studious, observant man an opportunity
for impressing himself so strongly on the
management that promotion must corne to
him. Sometimes it nay be slow in bis own
office, but if he is alert & wide-awake, he can
find bis chance in some other office. There
bave been cases in railways following strict
civil service rules when capable men have
been kept back for years until vacancies in
bigher positions have occurred. But these
men couldseasily have found better pay on
other roads had they cared to make the
change.

The interests of a railway are so vast &
varied that almost any practiéal suggestion
finds a place in sone department. A clerk in
the cashier's office may have an idea for in-
creasing speed on engines, a man in the
motive power department may devise a new
plan of soliciting passenger business, a man
in my office may work out a plan for simplify-
ing the keeping of freight accounts. There
is room tfor ail these ideas, & the man who
makes them is the man who rises, &, if he
does not neglect the essentials of his daily
work wbile figuring out these problems, he
cannot be kept down.

Most men imagine, if they give the matter
any thought at al, that a railway clerk is
hired solely to take care of the line of work
be is set to do. If that were the case there
would betno such thing as promotion.A man
would have to begin as general superintend-
ent, general freigBt agent, & superintendent
of motive power. But this is not the case. All
of these higher places are filled by promotion.
There is not a general officer of a railway inthis country who has not served some sort of
apprenticeship in the service.

Railways are run, primarily, to make money.
To make money the public must be served
fairly & bonestly, & as generously as circum-
stances permit. Railways cannot exist with-
out business, & the two sources of business
are passenger & freight traffic. This busi-
ness must be solicited in a large measure.
The clerk who plans successfully to aid this
canvass may make himself an important factor
ini the management of the road. Let me give
you an illustration of the kind of work that is
useful in the passenger service. Not long ago
the Lehigh Valley Railway Company sent to
its passenger & ticket agents throughout the
country a circular concerning the proper
reading of newspapers for business. In sub-
stance it was as follows:

" Watch the local columns of the news-
papers. When you see items like these :

'Mr. & Mrs. Smith, of San Francisco,
are visiting the Jones' on Riverside Drive.'

"'Mr. Wilson, who has been very ill with
pneumonia, is convalescent.'

"'The marriage of Mr. Miller & Miss
Brown on the 25 th promises to be one of the
social events of tbe season.'

"I want you to clip these articles or to take
note of tbem, & at the first opportunity cail
upon Mr, & Mrs. Smith & explain to them the
merits of this line on the return trip to their
home; they will in nearly every instance be
glad of the information, & appreciate your
courtesy & enterprise, with the result that
business will be secured.

" Before calling upon Mr. Wilson you could
ascertain, probably without much trouble,
just what place & climate would be most suit-
able for his convalescence, as it would be folly
to urge imto take a long-distance trip when
he could not afford to go beyond 100 miles.
By studying custoers in this vay business is
increased. Those w o travel for pleasure or
for bealth are generally glad to be advised &

heped in this way, & it is wise policy to
do so.

' In the case of the bride & groom-this 's
the one period in life, of ail others, when cost
is not counted, so that you may feel secure 'I
suggesting al the luxuries as well ascomforts
obtainable if the wvedding jo'îrney is mlade
over the road.

" These points seem small in themselves,

but if once tried you will be astonished at the
results obtained."

This will give you an idea of the chance for
advancenient in a railway office for a qUick-
witted, industrious man, who bas ambitionse
ideas that extend beyond the walls of his OV.
particular office. The railway business 's
essentially one in which ideas count, & prac-
tical suggestions turn quickly into moneY'
My advice to clerks is to use their brains a
well as their hands, study the road & its in
terests, avoid office politics, & be loyal to the
head of the departnent. The chief trusts his
employes. He has to do so. If he did not he
could not do business. This confidence 015t
be reciprocal if good results are to follOe*
The clerk who is sure to go up nust do h'i
own work as well as it can possibly be done,
and at the sane time be prepared to do the
work of the man who is a step higher up. Fi
must get right down to " brass tacks."
must have a purpose in his work. le waS
not count hours. The day should be too short
for him--not too long. Not long ago al'aP'
plicant for a stenographer's place called 011me.aAfter he bad told me his name & experi
ence he said :

"What are the hours2"

aI think I don't want you at aIl," was n'y
answer.

Another thing to be remembered is the CuI'
tivation of tact, patience & affability. A cl
should treat every one courteously, frol td
president down to the office boy. He shoulralso always be polite to visitors. No matter
who the caller may be, or how foolish his 11
quiry, the clerk should answer it fully, sanSt
factorily & politely. Then again, let niea
vise ail clerks not to imagine that they knoW
it ail. I began as an office boy in a railWa
office in Cleveland 29 years ago. I have serve
as clerk in passenger & freight departmen ts,
in the accounting & treasurer's offices, under
the general officers & the superintendelt,
I know whereof I write. Don't know it a
You can't do it. I learn things every da)",s
so does every other railwayofficial who studi
bis calling conscientiously.

As to habits. The sanie rules obtain as 'ail other lines of work. The man who canot
control himself can never control others.
drinking man, a gambler & a man who do 5

not know how to take care of bis money &
always in debt is as sure to fail as he is tO 1ive.

This brings me up to the chances for enter
ing a railway office as a clerk. It s difficult,
unless an applicant is recommended by sofe
one the head of the departnient knows, or has
some peculiar fitness for the work. The best
advice I give is to be on hand when a vacacY
occurs. Every officer in New York City i
loaded up with applications for clerkshbs'
Every office is overrun with applicants
call in person to present their claims for efor
ploynent. And there are 5oo applicatiols
every vacancy. A man of 25, or thereabouts
with no experience in railwaying might WbiS
the streets of New York until he wore d
boot soles through looking for a job &'lot fia-
it. If, on the other hand, he bas had e r-ence in some other town & can bring a.cebot
able references lie might secure work withe
trouble. It aIl depends upon circumstae'
Sometimes clerks are taken from brakemaeat
firemen, conductors & mechanics, if the lehave sufficient education & adaptabilitY. btcourse the better educatic n a man bas the tr
ter off lie is. A college man stands a bet
chance than a common school gradoate
everything else considered. The mail
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