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HOw I Raised Myself Fro.m' Failure

To Success: Some of Bettger’s Secrets

-—INSPIRATIONAL —

Bush League Baseball

To Big Time Salesmari;|

Career Told in Nutshell

Here are the pe'rmnal cxperignces of one of the countiry's
most successful men. The principles of his success can be applicd
by any man or 16omgn in any business, suys Dale Carnegie, noled

consultunt and author,

“l urge wou fo re-read Mawy times . . .

to wtake. a high

resolve that wow will double the enthusigsm you put inio your

tife . . . If you do .

. you probubly

will double your income

e yonr happiness, » geclares Carneg i, hie is a condensalion

. of chapters from Frank Betlger’s book:

‘How [ Raised Myself

From Failure to Success, published by Prentice-Hall, Inc.

By Frank Bettger
SHORTLY SFTER I starled otit as a professional baseball

Player, I got one of ihe biggest shocks of my life.

That was back In 1997. I was playing for Johnstown, Pa.,
I wax young and ambitious—wanted to get

the Tri-State League,
to the top—and what happened?

in

I was fired.

My whole lfe might have been different if I hadn't gone 1o

1o say.

he told me.
not lazy?"

Bettger

“Frank,” he said.
that is holding” you down.
here, for heaven's sake, wake yourself up, and put seme life
anil enthosiasm inte your work!”

A8rvouUsSness.
it

I had been making $175 a month at Johnstown.
Chester, Pa,,
a month.

fired there, I went down fo
where they paid me only $25

“Well, Berl,"” I said,
Lthat I want t¢ hide my fear from the crowd, and
especially Irom lhe other players on the team. Iy
hoped 1that by taking i easy T'd get rid of n*y

will never work., Thal's
Whatever you do after yon leave

. the manager and asked him why he fired me.
The manager said he fired me because I ivas
Jlazy! Well, that was the last thmg I expected hiin

“Y0U DRAG YOURSELF around the field like
a veteran who has been playing ball for 20 years,”
"Why do you aet that way I you're

“I'm 0 nervous, so scaced,

the thing

After being
in the Atlantic League,

WELL, I COULDN'T FEEL very enthusiastic on that kind of

money, but I began to act enthustastic.

After T was there three

days, an old ball player, Danny Meehan, came to me and sald:
*Frank, what in the world are yeu doing down here in a rank bush-

j_league like this?

“Well, Danny,” I replied, "lf T knew how te” get a better job

I'd go anywhere.”

A week later, Dal‘ll‘l)’ induced New Haven, Conn.,

trial.

oi‘y as a gréat event in my life.

to gn’e me a

My first day in New Haven wﬂ[ always stand sut in my mem-

Mo one knew me in that league,

50 1 made a resolution that nobody would ever accuse me of being

- lazy.

] FROM THE MINUTE I appeared on the field, I acted like n|,
" man electrified. 1 acted as though T were alite with a million bat-

teries.

- that.it almost knocked our infielders’ hands apart.

1 threw the ball avound the diamond so fast and so harcl
‘|thoughts passing across the mind

Once, apparenily trapped, 1 slid into third base with so much
energy and force that the third baseman fumbled the ball and I

avas able to score an important run.

-aect [ was pulting on. H

DID 1T \WORK? It worked like,

“riagic. My biggest lhrill came the
Jellowing morning when I read in
- a New Haven ncwspaper:

“This new pluyer, 'Pep’ Betiger,
-has a barrel of enthusiasm. He in-
spired our boys. They nol only won
- the game, but looked betier than at
any time this season.”

+ I mailed the newspaper clip-
ping ta Bert Conn, manager of
Sdohnstown. Can you imagine the
» expression on his face as he read
-“abeut “Pep” Betiger, the dub
:he'd tied a can to, three wecks
« bef ore—-for being lmr.} H

*. Within ten days, enthusmsm took
‘e from $25 a month lo §183 a
“nonth--it ncreased by income by
1400 per cent. Let me repeat-—noth«
-ing but the determination (o act
-enthusiastic increased my income
: 700 pei cent in ten days! 1 got this
Tincrease in pay aoi because I could
=throw a hall better—or catch a hit
“beller, not because I had any more
ab:lny asa baIl player.

, TWO YEARS .LATER, I W'\s
. playing third base for the_SL Louis
v Cardinals and had multiplied - my
“incame by 30 times, What did it?

. Enthusiasm alone did it; nothing
bur enthusiasm. -

. Twa years afler that, wl-uie play-

'1ng against the Chicage Cubs, 1
- had a bad accident. Pickinzg up a
" swinging bunt while on 2 full ‘run,
-I- attempled to {hrow in the oppo-
- gite direction. Something snapped
:In my arm.

.- That aceident forced,me Lo.give

up baseball. This seemed -Jike a
- great tragedy to me at the time,
Thut E now look back on it as one

of the most forfunate events of my
2 dife, i :
~+ 1 returned home, and for Lhe
shent two years made my living as
.collector for an installment furni-

Tture concern. After two disma}
- ‘years I decided to try selling in-
* gurance.

" x L]

. LJ
*r THE MAGIC OF Enthusiasm
. worked for me in selling and in
- bur‘ness, Just as it had in baseball.
L» T wonld not want to give any-
- bod:y {he impression that 1 think
. enthiusiasm consists of fist-pound-
virg ..
" wau need to arouse vourself inside,
. then I am overwhelmingiy for ic.
- I know tais: When I force myseif
; 1o uet enthusiastic, I socon feel en.
s ‘thuelashie,
ST Iraring my 32 vears of selling.
"4 Wave seen enthusiasp double and
«iretle the income of dozens of
< zalesmen, and I have séen the Tack
of 1% cause hundrads of salesten
1o mail
_- Enthusiasm is by far the highest
- paid quaity on earth, probably be-
wcauze I is one of the rarest; yet it
. Is one of the most contagious,
17 wou are enthusiastic, wour
© Jistener s very likely in becomas
enfhusiastie. Without enthusiaim

hut if fist-pdunding is what{"

Yes, it was all a show, an

your lalk Js about as dead as last
year's turkey,

-Y0U MAY be sitting quietly in
your home ., . ., an idea occurz to
you , ., that idea beging to develop

Ilnullv you become consumed
mm enthusiasm , , ., nothing cen
stop you.

Enthusiasm will help you over-
come fear, become more success-
ful in business. make more money,
enjoy a healthier, richer and hap-
piet life, .

i « =
A FEW YEARS uago I made o
six monlhs' coasl-lo-coast lecture
lour with Dale Carnegie.

We addressed audiences of sev-
eral hundred- people five nighls
every week—people anxious to i
prove .thomselves and 'their abilily
to hanile and dea! with olhers.
They were in varlied occupalions
sterographers, teachers, cxeculives,
homemalkers, allorneys, salesmen,

I had never made a lecture tour
before, and it was the most exelr-
ing advanture of my life. When
returned home, I was eager Lo do
twa things: get back {0 selling
agu’n and, lell evervbody about my
exeiling experience.

the president of a wholesale and
retail mitk and dairy producls
comrany of Philadelphia. [ had
previousiy done considerable busi-
nes; with him, |

He seemed genuinely happy 16
gee yme. As I sat down eppasite him
at kis desk,  he offered me "a
cigarete, and said, “Frank, iell me
all abouk your trip.”

“#lE vight, Jim,” I rcpiied, “but
first, I'ma anxious te hear all about
vou. What have vou been doing?
How is Mary? And how is yout
business? "

1 listened \\'llh eagerness as he
{alkeqd about. his business and his
family. Later he got i teliing me
about a poker party he and his
wife had been in the night belore.
They had playeq "Red Dog.”

WELL T ITAD never heard of

“Red Dog and- by that time. I
would much rather have lold him
aboul my leciure tour and done
some bragging about mysell.
But I laughed with him as he
explained how the game-is played
and how muck {un you gel oul of
it. .
He seemed Lo have a grand time
and when ‘1 started to leave he
said: “Frank, we've heen consid-
ering insuring the superintendent!
of our plant. Whai wowid $25,000]
cost on hig life?”

talk shant mysell hut
thera with a wnies order which
T'm  pretly suze some

talked himsell oot of,
This tanght me 2 Tesson which

I've had fo learn: the import-

TITE FIRST man I cailed on was '

‘1 never il .gel » chancé fo |
T Teft

piher |
salesman hiag sold, hut probably -

H v

WHEN THE DOCTOR told Frank Betiger he. could
never play baseball again, he left the major leagues to
become one of Ameriea’s top salesmen.

FRANK BETTGER at his desk.
into the face of the mnexi person you meet with eager,
absorbed interest.(cven if it is your own wife).”

‘v’

“Try lecking steaight.

qing

) i L
since, however, thal many success-
ful men, prominernt in public af-

‘1alrs, are haunted by the same

fears,

as Ilock back on it now, L real-
ize what a fool T was, how many
times I failed 1o take advantage
of opporiunities, because I was
afraid to talk to important people.
Calling oen Archie Hughes was an
importam. step in my selling ca-
reer.

I dreaded 10 go in 1o see him,
ang was terrified when [ got in.
I T hadn't admitted 1 was seared
I would have gonce out of Lhore
whipned!

‘Thal ane experience helped me
{o geb into o higher income brack-
or, It showed me that this man
really was a simple, approachable
ma, after all

1 'HAVE heen surprised to finl
that many of thé ideas I've used
in my business, I first Jearned in
bazehall,

For instance. while I was play«
with Greenville, S. C., the

manager, Tommy Swouch, said o
me one day: “Frank, if vou could
only hit, . the hig-league clubs

would be alter you”

“Is there any way I could learn
to BT I asked.

“Jesse Burkell was no beiter
hitter lhan you," declared Tom.
“Yet he became one of the grest-
est hitters in basebali!”

“How did he ever do that? 1
asked, doubifully,

“BURKETT MADE up hh mind
he was coing w learn how t¢ hit,”
said 'lomm\ 30 he wenr out to
‘the bait palk every morning angd
hit three hundred balls, He paid
some boyg a few mc-l\lcs to chase
them whiic one boy pitched 'em
up. Jesse didn't wry Lo slug® the
ball, but he practiced a irce,
smooth swing, untll his liming be-
came . perfect,”

T.lat stery sounded oo good, T
had 1o see it for mysslf. So 1
looked up Lhe records: Only lwo
players .ever had balied aver .400
in more than one season. Qne of
them was Lajole. The other was
Jezze Burke(y!

I got so excited nbout ihe idea I
iried to get a [ew of the other

ance of bheing a pood lisiener,
showing the other person you
are sitcerely inlerested in whit
he iz saying, giving him all {he
cager alfention and appreciation
that he eraves and is so hungry
Tor, but seidem gets!

Try Jooking slraight Inte Lhe
face of the next person who speaks
te you, with- eager, absorbed in-
terest {even if it is your own|m
awife), and see the magic effect it
has both on yourself, and the one
who is doing the talking.-

There js nolhing new about this,
Cicere said, 2,000 wearg ago:
“Thare iz an art in silence, and
there is an eloguence in it, too”
But lstening has become a for-
gotlen art. Good lisieners -are rare.

L % #

ALL OF us would profii by ut-
teri'ng Lhis prayer évery morning:
“Oh- Lord, help me .lo keep my big
mouth shut until I know what I
am talking. ahguf + + « Amen”
There 'were many times when I
could have kicked myself in the
ieeth for talking on and on, when
shoild have been able to see
the man wasn't lislening, but my
mingd wag so intent on what I was
saying Lhat it took 100 long for
men to get it through my thick
‘head that he wasn't paying al-
fention. )

Many times there is a, parade of

of a man, and unless we give him
a chance o do some of -the talk-
ing, we have no way of knowing
what he is thinking,

Experience has taught me -that
it is a good rule to make sure the
olher fellow does a liberal share

.{of (he talking in the fifst half

Then when I talk I am more sure
of the facts and more likely 1o
have an attentive listener.

We all hate {0 be outsmartied,
outwilted, inlerrupted, ctit of( be-
fore we finish, hy some fannel-
motuth who knows what we are
going to say bhefore we say it,

You knoaw the kind; he throws
his mouth inte high gear belore
his Dbrain is turning over, ex-
plaitts to ¥on where snd why
you are mistaken, and straight-
ens you oub before you can make
yoursell elear.

By thal time, you feel like
straightening him out—with a lefy
and right uppercut to the chint

i [ *

THE MOST poawerful word in
Lthe English language, I believe, Is
Lhe liltle word "why'—but- It took
me years of stupid stumbling to
lind it ouf,

It was one day when a friend
of mine invited me to lunch with
him, that I really learned the
power of ithis miracle-performing
word,

My Iriend’s name is James C.
Walker, president and principal
owner of Gibson-Walker Lumber

Company, Philadelphia.
Alter we ordered lunch Jim
said: “Frank, Tl tell you why I

wanled fo sec You, Recently I
went down Lo Skyland, Virginia,
on a slag party. We had a-great
time, We ail stelp on cots at mght
in & large, one-room cabin,

WELL, TITE first night, instead
of poing rig]u to sleep, we staried
lalking wack and forth, One by
one they fell asleep unlil, finally,
1 was the only one left talking.-

Every time. 1 stopped lalking
the fellow next to me would say:
“Why, Jim? Why'-—and like a f{ool
I would go on,. ahd go inlo more
detail,” unlil’ he snored. Then 1
realized he had been trying {0 see
how long I could talk!”

We both let out a big laugh,

“Right there,” Jim went on, “it
suddenly occurred to me that
here was the way 1 bought my
first life insurance. I don't know
whether you realized what you
werg dolng, Frank, but the first
lime you called on me, I told you
that { was going to tell you the
same thing I tcld every other in-
surance salesman who came to see
1 dont believe m life instr-
ance'

“INSTEAD OF launching into a
long argument,-like other sales-
men did, youw merely asked. ‘Why?'

“As I explained why, you en-
couraged me to keep on by re-
peating, ‘Why, Mr. Walker?
“The more I talked the more 1
realized that I was on the wrong
side of the argument. Finally 1
convineed myseif that T was wrong.
“You didn’t sell me. 1 sold my-
self, But I never knew just how
it happened wuntil that night I
talked {ee much down ai Sky-
land.

“Now, Frank, the point or the
sfory is this: Since I got back,

and now I wanted to try the ma-
jors. -

The first. *big shol” call I made
was on Archie E, Hughes, prosident
o! the Foss-Hughes Company of

Philadeiphia. He was one ol the
leaders in the automobile indusiry
on the Eastern seaboard, Mr.
Hughes was a busy mau. I had
tried several- times -to get in 1o
see him. Finally I got an appoint-
meant.

.AS HIS secrctary ushered me
into his luxurious office I hecame
nervous. My voice trembled as I
began Lo speak. Suddenly I lost my
nerve completely and just couldn't

o on,

There I slood shaking with fear.
Mr. Hughes looked up In astonish-
ment. '

Then, \\'itljout kno\\'ing it, I
did o wisc thing, a simple” litile
thing -that turned the interview
from i ridicvleus.failure to sue-
cess. T stammered, “Mr, Hughes
caa Xy .. ubh .. noew that Um
here,” I'm- 50 ‘nervous and scftrcd

‘I can't . talic?

Even while I spoke, to my sur-

prise, my fear began lo Jeave me.

My dazed head c¢leared, my hands
and knees stopped shaking, Mo
Hughes suddenly seemed to become
my friend. He ohviously
pleased that I should regard him
as such an Important individval.

A kingly
hiz face as he said, "“Thal's per-
[ectly ali right, Take your time.
Ive felt lhe same way myself
many times when I was a young
man. 3it down and lake it easy.”

HE TACTFULLY enceuraged me
to go on by asking me guestions,
1t was apparent if I had an idea
which he could use. he was def-
Initely going to help me make
the sale. [

I didn't sell Mr. Hughes, but
I galned something which - later
proved to be far more valuable
than the commission I would have
made on that gale. I discovered this
simple  rule. Here L is: " When
you're stared . ., admit it,

E ] - A .

This fear complex of being alraid
to talk to important people T
thought was due 1o a lack of cour-
age. I was ashamed of . I tried
to keep it a secret. I have learned

was

e\plesston came over

players on the Leam o try it with
me, but they told me I was crazv,

BUT MY roommate, Ivy “Reds”
Winge, a calcher from Noreross,

got hoid of some boys who were
glod to earn a few nickles, and
went oul early every morning.
Heds 2nd I each hit three hundred
balls,

We put some preity hig corns
en our hands, bat outside of
that, it didn’t hurt ys & bit, and
we had o lot of fun doing it,

That sunumer Re@s and I were
both sold -tg the St Louts Card-
inals,

Now what has that got to do
wilh your business? Just this: Ten
years laler alter I gave up base-
balf, and had been se!lma for a
couple of years, a big, nandsome
Soulharner mnamed Fred Hagen.
was lransierred from our com-
pany's Atlanta office, lg Philadel-
phia.

Fred had a million-dollar smile
and personalily, bur all his selling
experience had heen armong South-
ern farmers, so he had to aeve]op
some new salés talks. He began
praciicing them on me,

Ga., said he'd like 1o try it So wel

FL WAS the same jden I first
learned it baseball. I told Fred
the story about Jesse Burkett end
about “Reds” Wingo and myself
hitting 300 balls, Fred became ens
thusiasiic about the idea ang in-
sisled that I defiver my talks Lo
nim.

We kept on g:\mg our lalks o
each other, until we knew them
backwards. I got so that I loved
{0 give them, 1 wanted o Zive &
sales laik to evervbody I met!

Result? 1 pegan making more
callz. When 2 salesman stops mak-
ing enough calls, [requently ihe
real reason is that he has lost in-
terest and enthusiasm for his own
sales story

A l\L\S’bl‘«lPF‘R man  enlied
backstage one night to interview
Johin Bmu more afler his §61h per-
formanze of Hamlet, He had to
wall an hour and a half yntil siter
rehunrsal,

Wrnen the great aclog finally ap-
pearcd. the reperter said:  “Mr.
Barrymave, I'm surprised 1hat you

periormances on Broadway. Why,
Youre being acelaimed 1he greatest
Hamlet of al)l time and p genius of
the stage!™

'LlSlL‘ Barrymore said, “Do
YOu want to Enow the truth? For
[ive monihg, nine hours every dgay,
I read, re-read, studied and recited
lha_ part. I ithoughy I'd never get
it into my head. Severa) llmea I
wanted to quit. I thought I'd
missed my calling, and hat it was
a pdstaike for me ever lo hava
gone inlo acting. Yes, a vear ago,
I wanted 10 quit, and now they are
calling me a genius, Isn't thad
ridintlous?”

I was in & slurap atv the time
I read that stovy. It prompled
me 10 ask our manager to lot me
ghve a sales demonstration be-
fore our ageney. From the wary
he Jooked. I guess he'd never had
anyone ask for it pelorve.

That put mie on the spot, so 1
rercarsed iU, and rehearsed, ang
tehzarsed. As my lalk i"np:o\.er',
I put more punch inte it -1 g0t
mere excited abour it,

Snoruy alter 1 pgave the
demonsuration, 1 closed a large
sale that I know I wouldn’( have
nm‘e it I hadn't gone through

i those rehearsals. Every tlime
I '1 1we been asked Lo dramatize
a sales interview before any
greup, [ have benelited more-——
Tar  mcie, probably--than my
audwnce,

“w a -

NOT LONG before he  dicd,
Knine Rockne, famous foothall

coarh of Notre Dame gave one of
the most praclical messages ['ve
ever read. Here was his conclusion:

“¥You can’t develop perfection

by looking in your mirror and:
congratulating your company for

taidng you on. You've got to

DRILL and DRILL and DRILL.”

Trat's what saved John Barry-
more [rom wanting to quit, helped
him 1o be aeclaimed the great
Hamlet vt his day.

*That's what raised Jesse Burkoett
from a weak hilter Lo one of base-
ball's inonorials,

Yes, thal's.what helped me gat
cut of ihe minors and put me in
the majors in baseball, and In
selling. :

(Capyright by Prenlice-Hall, Inc. Dls-
tributed by United Peaiure Srndicate,
me.)

I've sat in my office and sold

more lumber, right over thae

FREE PICKUP AND D

telephope, than I ever sold he-
fore, just by asking ‘Why? So
1 wanted to let you know in
case yon didn’t already know
how you sold me my first pol-
ic‘ "

Jim Walker Js one of Philadel-
phia’s most successful lumbermen
and a busy man., I have always
been graleful to him for taking

me aside to make me realize as I
never did before the prwver of this
little word “why."
I am amazed that many business
people are ifraid lo use it
* ®

I TOLD this story in our lecture
courses a few ¥years ago, and had
salesmen and others in various
fields of activily ail over the coun-
try tell me how tlhey started us-
ing *why' the next day, and how
it helped them.

- Let’s just take one example. In
Tampa, Fla., a machinery sales
agent got up in our school one
night, and sald: “When I heard
Mr. Bettger talk about ‘why last
itight ¢ thought I'd be afraid to
use it. But ithis morning a man
walked into our place and priced
a Jarge machine. I told him it was

$27,000. .

He said: ‘Thal’s too mu<h
monsy for me.) :

I satd: ‘Why?

‘Because,: he said, ‘it would

never pay for itsell.

‘Why?' 1 asked.

‘Do you 1think
asked frankly. . .

‘“Why not? It has been & won-
derful investment for everyone
who has bought them,” I replied.

'T couldn't afford it he said:

'Why? I asked.

Each time he offered an objec-
tion, 1 asked him ‘'why.’ He then
clahoraled on his reasons. 1 fet
him talk, He talked enough to fing
that his reasons.did not agd up
right, so he bought that machine.

it was one of the guickest

sales T ever made. But 1T know I
wouldn't have made it if I had
given him my usual long-drawn-
out saley hlk.”

* *

SOM.EON‘E ASKED me the other
day if 1 had ever been scared?

Scarcd is ne word for it I was
terrified?

It happened long ago when I was
slruggling along eking out a bare
existence “trying to sell life in-
surance. *Gradually it dawned on
me that if-1 wanted to become
more successfal, I'd have to eall
on some bigger people and sell
larger policies. In other words, I'd

it would? ke

been playing in the bush leagues,
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