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T H E  W A Y  TO SU C C E ED

W e heard of a boy not long ago who applied to a 
firm for a situation . One clause in his le tter of re ­
com m endation was sufficient to at once secure him the 
place. I t  was this: “ H e is a boy who knows how to 
c a rry o u t an order to the m inutest d e ta il.”  It is need­
less to say th a t the m erchant did not care to look for 
fu rth e r testim ony as to his fitness. T hat was the kind 
of a boy all business men are looking for. T h a t boy 
is on the  way to success—because he knows how to 
obey orders.

W hy is it th a t some young people can carry  out 
orders so fully as to win the com m endation of their 
em ployers while others seem always to leave out some­
th in g , to bungle and confuse, perhaps, the most im ­
portan t th ing  of all? I t m ust be because they are not 
seeking to please their em ployer and make his business 
theirs. T hey are after the pay, but do not take a 
personal in terest in the work. They oo not give their 
whole m ind to their business, but give only half a tte n ­
tion , and they do not grasp all the details of orders 
given them  and so fail to carry them  out.

Such young people are found everyw here. W e have 
to deal w ith a few boys and girls here at Chemawa 
who have these failings, and they are like broken staffs 
upon w hich we lean and which fail us. I t is a sad 
com m ent upon anyone’s character that it m ust be said,
‘ ‘ I cannot tru s t him to do w hat he is told. ’ ’ Boys and 
girls, ask yourselves if you are ready to carry  ou t or­
ders to the  m inutest detail, ju st as they are given to 
you? If you are, then you have that which will re ­
com m end you to those who are looking for faithful 
and conscientious workers.

Business men do not employ half hearted, inattentive 
people. Now is the tim e to learn this lesson tha t it 
may be of use to you when you leave here to assume 
the du ties and responsibilities of outside life.

No m atter w hat business you take up, if you want 
to succeed, you m ust do what is assigned you a little 
better than  anyone else about you— better than  the 
o ther fellow—so that the attention of your superiors 
will be attracted  to you. Simply doing your duty will 
not do, for everyone is expected to do his du ty . You 
cannot m ake people believe tha t you are interested in 
your work if you are not.

Everyw here we see men and women m aking “ bad 
breaks” which cost friendships and positions sim ply 
because they have never developed the quality  known 
as tact. Business men lose custom ers, lawyers lose 
their clients, physicians their practice, preachers lose 
their power in the pu lp it, teachers and o thers lose their 
positions, studen ts lose their standing, all because o f 
lack of tact.

No m atter how much ability a person may have, if 
he lacks the tact to use it effectively, to say the  righ t 
and to do the righ t th in g  at the righ t tim e, his ability 
is practically valueless.

It is said tha t m any business concerns and in s titu ­
tions put tact a t the head of a list of requirem ents in 
their em ployes. A tactless person does not get along 
very well w ith o ther people because of the faculty of 
antagonizing others. T hey  seem to say the w rong 
th ing, hurt people’s feelings, because they lack an ap ­
preciation of the value of tact.

Tactful people make friends rapidly because they 
have a way of draw ing people out and inducing  them 
to express the best w ithin them . Tact is adm irably 
described as “ the ability to pu t yourself in the o ther 
fellow’s place and consider the m atter as it appears to 
h im .”

If you would win friends you m ust also be generous. 
Large-hearted ness is always popular. Learn to say 
pleasant th ings of others. Look for the good in others. 
Be fair and ju s t in every criticism , and beware always 
of people who are constantly  criticizing others, find ­
ing flaws and defects in their characters, or insinuating  
that they are not quite w hat they ough t to be. Such 
persons are dangerous.

It is the little th ings here at Chemawa which make 
your education, m orally, academically and vocation­
ally. All the big th ings are made up of little  th ings, 
so if you attend to the little th ings you are on the 
rig h t road.

A person possessing these qualities cannot be hu rt 
too deeply for recovery, noth ing  can in ju re  him per­
m anently, noth ing  can stop him —it serves him . and 
he in tu rn  serves all hum anity , a power in the  land, a 
w onderful, com plete, successful man or woman.

So, for success three th ings are essential: In telli-
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