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Self Confidence Vital Element in Business.

By A BUSINESS MAN.

Some time ago, when I received
a query from a man reading “ How
can 1 develop sclf-confidence in
business and ease in social hfer” I
felt the temptation to answer with
another personal question: “Why
haven’t you this self-confidence al-
ready to the degree that you pos-
sibly could need it?” But therey is
food for a discursive treatment of
the man’s question, for however
responsible he may be for his con-
dition, he is deserving of sympathy
and the possible suggestions which
may be pointed out.

There is one possibility that the
man lacking this confidence and ease
never may have had it under any
conditions. This is a certain neu-
rotic type of person who sees noth-
ing but his own imperfections, and
decries them systematically. Just as
the ego mania type sees only his
own perfections, this depressed type
sees and feels his unfitness and
shortcomings. Only.some diagnosis
of his nervous disease, with a nos-
sible treatment and cure, can help
this type.

But in the great majority of the
timorous ones in business and in
society this feeling of painful self-
consciousness in work or in recrea-
tion comes from the inward confes-
sions of the person that he is im-
competent in business and underbred
for society. Why should this be s0?
How can the feeling be eliminated?

As a common sense proposition,
no person is entitled to a place in
the business or social world if for
any length of time he shall be in
such a state of mind. In business
his whole atmosphere is that of un-
certainty, and therefore is disconcert-
ing and destructive to business
method. In society the same lack
of ease in the person himself be-
comes a painful ordeal for a whol:
company,

There are young and old men and
women in these positions in both
these worlds, however, and to treat
the topic from a remedial point of
view the individual must be asked
to ask himself why within himself
these things are so. One can im-
agine a businass office where the
atmosphere is such that the best and
most conscientious worker possible
to the field could be ill at ease. In
the same way there are social “sets”
where any one who has conscience—
no matter what his mental and con-
ventional equipment 'may be—could
be nothing else than uneasy and
under painful stress.

What is the cause of your lack of
self-confidence in business? \f\fhy
have you been pained and strained
when in some social miliing process?
There are business houses in which
the development of any degree of
self-confidence would be impussible.
There are types of men in business
as proprietors whose innate vanity
and self-worship make it impossible
that they should ever delegate
enough of the routine of business to
another to make that other person
sensible to the real necessity of a
self-confidence. This old, jealous
type of business man is dying out
in the building of the great corpora-
tions, but there are enough of him
left to disturb the equanimity of
some of the young adventurers into
his business feld.

With this type of business man,
who stands in under the most trifling
details of his big business, a testy
temper is a natural accompaniment.
He cannot handle all details as he
would like. He is irritated at the
results of his failure. But when an
employee, ‘'seeing an opporhinity to
practice a little self-confidence by
taking an initiative, comes to the
rescue of a business move, he
promptly is choked into submission,
or as promptly he rises in protest in
defence of his position and act—and
is discharged. But in all emphasis
I would like to say for the benefit of

the young man who is in such a
position: —

That discharge from such a firm
for such a cause never can be more
than a first step upward for such a
man as has the qualifications for-.a
successful future!

That there are two kinds of em-
ployers, one of them the absolute
an.txthe&s of the one 1 have des-
cribed, can be shown in a little
anecdote that came to me the other
day from a big business house in
Winnipeg. The manager of the
company had been away for several
weeks. His advertising ‘'manager in
that absence had overlooked a chance
that just before the manager’s return
proved to have been a great oppor-
tunity. The manager called his
deputy in and made inquiry and
comment upon the opportunity.

“ But if I@hade taken that chance
and it hadn’t proved a good venture
I would have got ——,” was the de-
fence of the advertising manager,

“ But don’t you think it would
have been better to risk — for
doing something than to be getting
—— for doing nothing?” was the
retort of the company manager.

Concerning self-confidence in busi-
ness, it may be said without chance
of contradiction that the man who
has the material in him for the
making of a self-reliant business
man scarcely need worry about “de-
veloping that . necessary self-con-
fidence. Just as he advances in the
natural course of his business evolu-
tion, the mnecessary self-confidence
will accompany the advancement, 1t
cannot be otherwise if the man has
undertaken only so much -~ he can
handle. If an abnormal vanity and
egotism have brought about the
person’s overweight of  business,
probably he never will discover the
need for examining into the causes
of his resultant failure.

No business ever has succeeded
without the full complement of self-
confidence in its management. Many
people have an idea that all great
businesses are mathematically exact
in all their relations that have led
to success. As a matter of tact, the
most successful business in the
world would be unable to keep track
of its success without the ledger ac-
count of “profit and loss.” TLoss is
one of the inevitables of business
activities. How to turn a real loss
into a potential gain commands ad-
miration, but the man who makes
the transformation will have his
losses later, as already he has suffer-
ed them before,

Is a man justified by all the busi-
ness circumstances and by all ‘the
judgments of a competent brain in
taking a certain business risk? This
is the only question asked to-day in
many lines of business. Mere loss
in the deal does mot figure a3 essen-
tial to undoing self-confidence, if
that confidence has been based in
real qualification and judgment.
Without the acceptance of the gauge
of Risk, there would be mo such
thing as busin2ss activity; there
could be no requirement for self-
confidence in the business man.
Conducting his own business, the
man who is young or old must
measure himself and find his self-
confidence or fail. Where that man
is an employee in some one else’s
business, my warning would be:
Don’t stay where you must be a
self-conscious figurehead, devoid of
all initiative and all responsibility.

John D. Rockefeller:—None can
gainsay the power of the press, but
the press should be truthful and fair
to both sides 1n any controversy.
You newspaper men should always
bear in mind that one part of your
mission, of inestimable wvalue, is to
make some of us in this great world
better acquaimted with some of the
others. Youf duty to do this is plain,
and that duty well carried out is
more than likely to smooth out many
of the rough spots which all must en-

counter,

6rHre Western Home Ménthly

Hundreds of men wanted
to fill positions as Fires
men and Brakemen, We
teach and qualify you by

$75 to

$150 mail—and assist in secur-
ing positions., Write to-
day for full particulars.

- per Dominion Railwa,
M en month y

Correspondence
Sehool

Dept. B. WINNIPEG.

A LIFETIME

of practical experience in the Grain Trade and an active connection
with the trade of Westen Canada since its infancy should be
worth considerable to producers and shippers generally. Ship your
grain to me and get the benefit of this experience. My facilities

for handling consignments are up-to-date.

200 Grain Exchange s' SP’NK. Drawer 1300

WINNIPEG

REFERENCES:—Union Bank of Canada and Royal Bank of Canada.

Our STAFF, 1905-08.

TEACHERS

are born, not made. It is the
men behind the teachers’' desks
that make the school. To the
work of our teaching staff do we
ascribe our splendid success.
Write us for catalogue ‘‘A"
giving full particulars. Address

CENTRAL BUSINESS GOLLEBE

WINNIPEG, MAN.
F. A, WOOD, WM, HAWKINS,

) PRINCIPALS.

——%

311 NOTRE DAME AVE,,

7—————.—&--———4 ——

f You Were Certain

you could save §$15 to $40 by buying a

Wingold Range, and it would give you better

satisfaction than any Range you could buy

elswhere at double our price, you would no
oubt favor us with your order.

No statements or claims we can make
will convince you as quickly as the actual
use of a Wingold in your own home. That
is why, we make you this THIRTY
DAYS' FREE TRIAI, OFFER. Send us
our price, and we. will send you the
tange with the understanding and agreement
P that you can usethe range in your own home
for TrirTy DAYS, during which time you can

ut it to every possible test, compare it with &
other stoves you have used, and with stoves
used by your friends and neighbors, and if
ou do not conclude that, size for- size, kind
or kind, the range we send you is in every
way better than any range you can buy from
your dealer at home or elsewhere ; if you are
fot convinced that vou have made a BIG
SAVING IN CosT To You, you can return the
range to us at our expense and we will im-
mediately refund your money with freight
charges you paid,

THIS WINGOLD STEEL RANGE has six 8-inch 1ids ; 18 inch oven, made of 16-gauge
cold rolled steel; 15-gatlon reservoir; large warming closet and high shelf; top cooking sur-
face 30 x 34 inches ; guaranteed to reach you in perfect order., Shipping weight 400 1bs,
Thousands now in use and every one

DON'T BUY A RANGE FROM AN

giving satisfaction.

VYONE AT ANY PRICE until you get our cata-
logue. We are manufacturers and SELL DIRECT TO THE (‘n_.\ SUMERS at one small margin
of profit. You will save the dealer's and wholesaler's profit by buying a range from us,
Every range guaranteed. Write for further particulars,

WINGOLD STOVE COMPANY,

WINNIPEG, MANITOBA. ’
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