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BUSINESS TECHNIQUE

(The Four PFactors) -

_ - The elements that contribute to & doctor's success,
while gimilar to other professions, possess one, sharp -
distinection, This distinction is manifested in the patient's
health, o» lack of it, while vislting the doctor. When ill,
we don't have the proper mental atitltude. The calm, delibe-
rate judgment,so obvious in purchasing a house, radio or

automobile is woefully lacking in the doctor's offices-

Therefore, it can readily be seen that the doctor is
faced with a problem that does not confront other professions.
And to handle this Problem, he must have a knowledge of many
subjects. He must know psychology. Also, he must understand
‘humen nature with its attendant ramifications. What we are
leading up to is that the succeasful doctor must be more than
a doctor. Simply getting the patient well is not endughs You
may be an excellent techniclan and s4ill end up a dismal fail-
ure. Therefore, this faet becomes self=-evident.

In addition to technique, there are four other factors

- of vital importance. You must alsoc be s master salesman, an
astute psychologist, a brilliant individualist and an able
business man, After interviewing hundreds of doctors, we find
these qualities markedly pronounced in all cases. On the
contrary, we know clever technicians ekelng out a hand to

mouth existence. Others, who .are good salesmen en joy a large
practice, although their technique is extremely medlocre. From
these observationa, it is easy to deduce that the other -
factors are just 28 esgentlal as the actual healing., With them,
- you have a fair chance to attain your goal. Without them, you
may succeed, but your chances are extremely problematical.

: These foyr factors are the fundamentals of Businoss
Technique. We suggest that you study them asgsiduously. It
might be the turning point in your career. You may not be
able to apply all of the 1deas, but some of them should fit
into your practice. .

Before proceeding further, it might be fitting and
proper to offer one suggestion. In =& nation-wide survey of
doetors, we find that salesmanship is the most glaring weak=
hess in the profession. And yet, this is the most important
Pre~requisite in meeting the public. We earnesgtly suggest
that you study this part of the Manual intensively Tor we are
offering you a course in salesmanship especially built for

the profession,

We shall now discuss the four factors in the order of
their importance., :



SAT.ESMAN SHTP

Whether you be butcher, baker, or candlestick maker}
doctor, lawyer, or ststesman, it is imperative that you be a
salesman if you hope to svceceed in this fask moving world.
ind salemmenship becomes an abaclute necessity 1f your vocation
requires that you meet the public. In this category, we une-
hesitatingly place the doctor. Show us a successful doctor,
‘and we will show you a master salesman with few exceptions.,

Now you may ask, why is 4%t so important that a doctor
qualify as a salesman? The answer should be quite obvious.
To treat a pasient stecessfully, the dechor must get the
patientls confidence. Ang this requires salesmanship., More-
over, the patient must be sold on the doctor's skill and '
abillity to get results. In adcdition, we live in a land of
miracle seekers. Many patients have had an ailment for give
years yet expect a cure in five days. They want a miracle to
take place. Here salesmanship asgerts itself. AS*a‘doctor,;
you must be able to persuade them to continue the treatments
long enough to give you a fair chance to see what you can do,.

The question now arises, what is salesmanship? = Can
anyone learn 1t? Are salesman born, or made? Before procecd-
ing frrther, let's get this one point straight. Anyone who
can telk can learn to sell. A few salesmen are born, but most
of them are made. There are a few natural-born musiclans, but
most of them are mechanical players. If we had to depend upoh
natural-bern players, music would e at a premium. Regarding.
the definition of salesmanship, some have defined it as the
power to persuade. However, we prefer to define it as the
ability to talk interestingly, convinclingly, and logically.,
But to do this, it is nezessary to employ emphasis,. inflection
and the pvooeor spacing of words in speaking. So we might say
that salesmanship is what you say and how.you say it. Let's

oot

1llustrate with the foiTowing: -

"Mrs. Doe =T want to ask you & question. If you had
the knowledge ~ and knew exactly-what to do to correct thig
ailment, the gquestion is=wouid you follow 1t%" If you didn't,
it wouldn't do you any goud, and-it Wonidn't do me any good.

A chronic case such as yours, necessitates one hundred per
cent cooperation between the doctor and patient. UnlesS=you
follow directions implicity ~ % would rather not take the case,"

Now if you emphasize all words underlined by spesking
a little more forcefully and pause after all words followed by
a hyphen, you will speak convineingly, emphatically and clearly.
The pause after certain words is very essential for it 1s the
weapon by which you hold the patient's interest. For example: -

: Tomorrow night at midnight....evuvseceeI am leaving
for Chins, _
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Salesmanship {cont'd)

You can readily see that so long as you say nothing

- further than midnight, the patient is held in suspense and

does mnot know what is going to happen. Perhaps a bomb is go~-
-ing to explode, the world is coming to an end. But 28 long

as you don't finish the sentence, he is forced to listen to
every word. In this manner you hold his attention. Now the
pause should not last longer than three seconds. Any longer
pausge would make your speech disjointed and indicate a lack

of continuity. Persons who have to hunt for words to express
themselves, show a lack of coordination and are known as
gropers. Hesitation breeds doubt and in salesmanship, it. leads
the buyer or patient to bslieve that you don't know your busi~
ness. A good salesman has a pleasing continuous flow of speech,
never hestiating or groping for a word to express himself, If
expression is one of your handicaps, a good exercise would be
to practice reading ‘editorials out loud, as rapidly and as
clearly as pogsible.

There are two chief inflections, rising and falling,
You say Good Morning with a rising inflection, and Goodnight
with a falling inflection. Insofar as salesmanship is con=’
cerned, the following rule on inflection will suffice. You
ralige the voice on exclamation points, hold it at even tempo
on question marks, and commss, and drop it on periods.

Above all, avold monotone in speaking as you would a
plague. You can do this by employing emphasis and inflection
in your speech. A good exercise here would bes to engage in a
heated argument with someones It is a strange thing, but
when we become excited we use emphasis and inflection perfectly.,
It 1s just as easy to do so and mainbain a calm composure with
a little practice. Also, it is imperative that you avoid
repitition of words in the same paragraphs., Repetition is a
short cut to boredom, whether it be in the office or drawing
roos.

The followlng talks are not marked for emphasis,'pause
or inflection. Try and speak them correctly, Then turn to
rage 14, where you will find the correct answers.

Mrs. James, I don't want to scare you, or frighten you,
but st1ll 1 think you ought to know the truth, Overweight
shortens your life about fifteen years. Now, if you are slight-
1y tired of living, well, you just keep on like you have been
in the past. But, no doubt your husbsnd loves you; your chil-
dren love you; they don't want to sce you die. But you do just
exactly as you please. It is strictly up to you. A patient
just left here,her heart going like a trip hammer. Other
doctors have told her she had heart trouble, but it's nothing
but overweight.

Mr. Smith, smoking is a distinet hazard and greatly

retards improvement in a case of stomach ulcers. T realize
that 1t would be just as hard For you to quit smoking as it
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Jalesmanship ({cont'd)

would for me to stop eating. So, I am not going to ask you to
quifs But I am going to show you an easy way to cut down on
your smoking. Tomorrow morning, take your package of cigarsttes
and cut it exactly in half. Put one-half of the packags away
and carry the other half with you., In this way you will be
smoking only twenty half cigarettes per day, which cuts your
consumption fifty per cent. You will find that you will get
along very nicely, and it will greatly aid your condition.

The following week we can cut this amount in two again if con=-
ditions warrant it." :

Mrs. Woods, my diagnosis shows that you are over-acid,
and your diet confirms it« Now you can't keep on eating as you
have in the past and hope to get well. What T try to show my
patients is that foods have affinities Just like human beings.
You, for example, could not get along with every man and vice
versa. Place certain foods in the sfomach and they fight 1like
a bunch of tomecats out in the alley. Others get along harmonie
ously and agree, I am going to give you a diet and I want you
to follow it to the letter. Unlessg I can get your full cooper=
ation, I would rather discontinue the casge. Will you promise
to do this? : , '

WHAT T0 SAY?
{The Right Word)

"He who wants to persuade should put his trust not in
the right argument, but the right word. Give me the right
word and I will move the world." - Joseph Conrad.

, This is the truest axiom ever uttered by man and is
the very essence of salesmanships You can't say Just anything.,
Even the nearly-right word will not suffice. It must be absgo-
lutely right to gain the ultimate in successs Therefore, the
value of what you say depends upon the use of only such words
that have a direct bearing upon the subject and the amount of
logic and brevity you employ. It tokes some persons an hour
to say what should be covered in five minutes, This is due to
their propensity to talk about things that are irrelevant and
have no bearing upon the subject. This is also conducive to
making the listencr restless and irritables, We have seen
doctors actually aggravate a pratient's condition by their
mannepy of speech. A good rule to follow is to tpy and say as
much as you can with the usage of as few words as possible.
ich means that you must study brevity. Brevity, they say
i1s the soul of wit. It ig also insurance'against'going through
1ife as a bore. To lsarn brevity, there is no betfer teacher
than Shakespeare. He had a vocabulary of sixtesn thousand
words, yet he could 38y more in one paragraph than most of us
could describe in a lifetime. And that ¥s why men 1lilke Shakeoe
speare, Bacon, Tennyson and Longfellow, slong with famous
statesmen are quoted down through the éénturies. They made
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Salesmanship (cont!'d)

impressions that will endure sz long asg life lasts., And in
salesmanship today, you must malke impressions if you hope to
garner success. The following examples of brévity should be

sxamined closelye.

A doctor's client one time told him that her religion
permitted her to eat anything she wanted too, yet she was i1l
at the time, The doctor replied as follows: =

"Mrs. Jones, you wouldn't deliberately take strychnine,
would you? Why? Because it is a poisons Well, the only dife -
ference betwesn strychnine and the food you eat is that where
stryclmine ig a rapid poizon, your"foods are a siow poison, unm .
less you know hoW %o combine them. o

Now we consider the doctor's answer an excellent
example of brevity. He said & great deal with the use of very
few words., furthermore, his answer was logical and convineing,
With the resul® that the patient had to concede that his argns
ment was food for thought, No one had ever explained it to her
in just this manner before. This 8 conclucive evidence that
-there is a great deal %o brevity and the technique of grouping
words.

Quite often a doctor gets a patient who argues that
to do hard, manual labor he must have meat, although suffering
from constipation at the time. The following answer ig worth
consideration: | : '

"Mr. Patient, I don't say that you should not eat meat
under normal conditionss. But I would like to agk you a question?
You keep meat in the ice-box. Why? Because 1t spoils very
qulckly. Wow, when you place meat in the stomach, you are put-
ting i% into a virtual hot-box. It's ninety eight and six-
tenths degrees down thers. How long would meat last out in the
sua at that temperature? Not very long, would it? Therefore,
you can readily ses, Mr. Pationt, that 1t is all right to eat
meat, but when you do, the bowels must be in marvelougs condi-
tion. You should eliminate it in twenty four hours. 8o a
good rule to follow would be not to ont foods that decoy
rapidly if you suffer from constipation., In this category, we
Place meat, baked beans, spaghetti and macaponi.'

Here again 1ig an example of saying a great deal with
Tew words involved. Briefly, you have given the patient an
education on the digestive tract; you have compared the heat
of -the stomach with thot of the sun, and you have given him an
elimination diet, Moreover, you spoke the laymants language,
using only plain words that he could understand.

- If you find 1t Qifficult to use brevity, we suggest
that you read short storles or editprials ad then attempt to
relate them to your family or friends as briefly as possible,
yet 8till retain their interegt. This is very good practice.

u5n



PHRA SEOLOGY

The magic of words has not been exaggerated. By the
proper use of words, we create phrases, thence phraseology.
Angd 1f you wish to become a salesman, it is essential that you
study this subject. Let us illustrate first with a few verses.

A fire mist and a planet,

A crystal and a csll. '

A saurian and a jelly fish,

And ca#eé, where cavemen dwell,
Then a sense of law and beauty,
And a face turned froﬁ the clod.
Some call it EVOlut;on,‘

And others call it God.

Here in eight brlef lines, you have expounded the
entire theory of c¢reation as advanced by two separate schools
of thought+ 4nd you have an example of brevity at its very
finest., In addition, you have a sense of rhythm and masic
that for sheer beauty is unmatchable. _

Then take Shakespeare's ingenious ability in forming
phrases when he says: _ '

"There comes a tide in the affaips of men, which, if
taken at the flood, leads on to fortune.! He never mentions
the word 'opportunity'! but we grasp it instantly by his olever
phraseology.

_ The immortal Byron shows us how to avoid repetition
when he says: '

"Our only friend is Memory. Her eye brims with
understanding, her volce is caressing and tender, her btouch
1s magnetio with sympathy." ‘

And the incomparable Longfellow in the Psalm of Life
gives us hope and encouragement in those beautiful 1ines:

¥ .
'Lives of great men all remind us, we can make our

lives sublime, and departing, leave behind us, footprints on
the sands of time." o

And now to illustrate phraseology as applied to the
profession, let us quote from Dr. Crile, Director of the welle

.



known Clevelend Clinic.. Speaking of vibrations, he states:

"The doctor of the future will 'tune in' on the living
body as one does now on the ordinary radio. By 'listening in!
to the short waves transmitted by the various organs, he will
hear the symuhchy played by the living organism and will deter-
mine the riiythms of the 'dance of life!."

Then, take the expression, "We are tomorrow the rosult
of what we eat today." .

Also, "It 13 not the drug that moves the bowels, but
the bowels that move the drug."

"External beauty depends upon internal health."

From these examples of phraseology, you can recognize
the value .of the right combination of words. It nat only lends
color and beauty to your speech but most paramount of all, the
proper combining of words makes for what is called 'easy :
readdng's In addition to proper speech there are other vital
adjuncts to study in salesmanship. '

VOICE

Some doctors possess a tiny, squeaky voice that sounds
llke a ¢hicken first emerging from the shell. Others have a
rasping voice that grates on the listener., This is distinctly
detrimental to success. A male voice -should have a low, oro-
tund quality to denote magceulinity, while & woman's should be
clear and musical, on the order of a bell. Unless the voice
is right, it is difficult to assume the confidential tone so
~important to doctors. 4And in your profession, there are times

when the voice should be soothing, sympathetic and comforting
to the patient. If it is important for the actor to have s
good volce, it 1s equally important for the doctor, for he is
playing a 'part! on the professional stage juat the same as the
actor performs in the play world. And the doetor, in this case,
1s the Star of the play. Therefore, if you are one of the
doctors handicep ped with a poor volce, we recommend that you
take a few lessons in voice culture or drematic art. Tt will
pay exzcellent dividends. A good volce radiates confidencs and
accordingly, it is a potent weapon in building up the falth of
the patient. And the patient's faith in the doctor is indi-
apensable. '

PERSONAL APPEARANCE

There“is & saying that "To play the part, we must
look the part." This applies to the dootor as iwell as other
professions. The public like to deal with sucdessful people.
Therefore, it is important that the doctor look the part which
means that he must maintain g good front. This is exemplified
in a prosperous looking office. As the reception room is the
first thing the patient sees, it must reflect prosperity and
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modernity. This necessitates modern furniture and Venetian
blinds, along with other inecidentals. The treating rooms must
be light, airy and reflost sanitation. The equipment must be
the best and lock the best at all times,

Relative to personsl dress, it is imperative that a
white uniferm or jacket be worn on duty. The patients
associatess white with health, for they see it constantly among
nursed and hospitals. The doctor who becomes lax in this
matter need not expsct to tuild up a clientele among the better
class. Remember, the least you can do is resemble a doctor,
regardless of ability. I it 1s too uncomfortable to wear a
white coat in the sumner months, you can substitute ponges
which 1s infinitely cooler and looks equally as well.

As regards the rest of your dress, you should not
wear & sult that cosis less than fifty dollars, sheés less than
elght dollars, shirts less than two dollars and ties less than
one fifty. This may scund like expensive advice, but we assure
you, it is quite the contrary. Good clothes are not a waste of
money but an lnvestment just as surely as you buy a stoeck for
ten dollars and later sell it for one hundred dollars. And it
goes back to the old theory that the people like to deal with
successful people. They know that the sult mugt have cost
meney and you must be making money or you couldn't have paid
for it. Moreover, you will talk to the patients with much
more confldence when well dressed. You will radiate assurance
and the patient won't argue with you half as much as in the
past. We know of a salssman who never made any money until he
bought a sixty dollar suit of clothes. His income nearly

~doubled the first moantli, He told us that he seemed to stand

straighter, approached his prospects with more confidence and
talked with an ease that surprised him., But clothes are not
Just an emsemble of garmenta to cover the body. They must re=-
fleet prosperity. Therefore, if you attempt to purchase at a
brice appreclably lower than stated, you may defeat your own

- purpose. Look upon good clothing as an essential part of your

office eguipment
FEAR

L Making money 1is twenty-five per cent brains and seventy
five per cent nerve, or intestinal fortitude. Many business men
are afraid to make investments, fearing they will lose. Some
salesmen hesitate to call on a big man, fearing a cold reception.
Some doctors are afraid to ask for money. Others fear they will
lose patients if they insist on prompt payment of billls.

Others refuse to take a needed vacation, fearing their business
will go to a competitor during their absence. But let us here,
ask a question. Suppose that you fell heir to one hundred
thousand dollars. After you received the money, you waaldn't
worry about these trivial matters, would you? And you would
talk to your patients in an entirely different manner from that
time one You would adopt a, "I don't give a d--m attitude" '
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and, surpriaing though it may seem, your business would Probe
ably increase. We have seen patients rush into the office and
exelaim, "Doctor, I have a kink in my neck. I'm in a hurry
and I want you to fix me up right away," And the doctor, fear-
ing he would lose the patient did as he was told. Now if you
were the doctor and had one hundred thousand dollars in your
pocket, what would you do? You would lean hack in your chair
and say: “I don't treat patiesnts until T have mede. an examie
nation end ascertained the csuse, If yeu are in such & hurry,
Suppose you go on and come back when youhave more time." WLat
we are trylng to show is that you should be gently, but :
deliberately independent. Don't let the patient be the doctors

ive him what he needs, not what he wants, You may need the
money, but you can't afford to let the patient know it. You
collect the money because it is good business, not because you
have any particular use for it. ~ S0 eucn morning on the way to,
your office, try tevsating "I have a hundred thousand dollars,
over and over again and see if you don't tall differently to
your patients. Fear and worry are first cousins. And worry

- oanh cause constipations Perhaps you need a treatment not the

patlient. Remember, that ninety per cent of your worrisg never
happen and you can gamble on the ten percent. '

CONFIDENCE

‘ If you expect the patient to place confidence in you,
you must first have confidsnce in yourself'. You must belisve
that you are the best dochor on Earth; the best saleaman and
the best busincss man. And you must show this by a spring in
your step, a power in wvour voice and a confident smile on your
faces But you must also believe that your technique.is the
best and that your btreatments are worth more than you ask for
them and that the patisnt will greatly benefit from them. And
in talking with a patient, you should try to radiate an aip
that is not a question of your being able to cure the patient,
but only a question of whether you want the case or not.

And summing up, this 1s the esgence of salesmanship.
EKnowing what to say, how %o say 1%, personal appearance, voice
and the absence of fear, But to become & good salesman, necesg-
ltates study on your part. However, like the patient who
wemts an instant cure, don't expect rosults overnights It's
not quite that simple. But you can become a masterful salesman
if you persevere. Which means practice « practice and more
practice. But the results obtained, are worth more than the
effort expended. _

A thorough study of the following objections confronte
ing the doctor daily should be made. You will find they con-
tain logic and salesmanghip, are forceful and to the point.

We advise memorizing them fop they are actual excerpts taken
from the speeches of some of the most successful doctors in
practi§e today. B '
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OBJECTIONS

"What do you charge for treatments?" (over the phone)

"Why, I don't beliéve that I over made a price on a single
treatment., Most people put off visiting the doctor until the-
last minute so that a single treatment would not do much good.
I take a case over a period of time necessary to effect a cure
and I can't very well tell how long it will take, or the fee to

" be charged, until I have made a diagnosis. By the way, what
are your symptons? What makes you think that you need trveat-
ment? Your case might require something else entirely. I
employ many kinds of healing methods, depending on the nature
of the ailment. Why don't you run in and see me? My consule

“tation is free and places you under no obligation. I would
like to meet you anyway,"

"How many treatments will I have 4o talke?"

"®nat depends upon your condition and how far the disease has -
advanced. Also, some patients respond to treatment faster
than others. A4nd still others have more powers of reslstance:
to dlsease. After I have had your case for a couple of weeks,
I can give you a fairly accurate idea &8s to the number of
treatments it will take." '

"Do you guerantes a cure?"

"Bofore I answer that, Mrs. Smith, I would like to ask vou a-
question? Did any, doctor ever guarantee you a cure? f so,
he should not be allowed to practice. On your own admlssion,
you have been to five different doctors and now you ask me if
I gnarantee a cure? I don't think you are being fair to me or
yourself. I can only say that T have helped others who were
afflicted with the same ailment and I can gee no reason why I
can't help you. Simply because one doctor Ffailed to help you,
it does not necessarily follow that another one cannots In
addition, none of the doctors that you visited have given you
the form of treatment that I would prescribe."

"I can get treatments for one dellar."

"Of'courset You can go downtown and get a room for a dollar if
that is the kind of a room you want. That is strictly up to
yous If you wish, go and visit some other doctors. I hardly
think you will find the up-to-date equipment I use here. I
am supposed to have the best this side of New York., It costs
money but the best 1s none too good for my patientsi"

"I have no money."
"If your case merely called for the use of ny hands, I should

be glad to treat you and let you pay later. But your parti-
cular_case nedessitates the use of exXpensive electrical equip-
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ment which costs me money the moment Yyour first treatment
starts, Therefore, I have to have fifsy per cent down as a
minimime That is the very best I can do.

(As long as there are people on this Earth who will pay the
doctor's bill last, when it should be first, you have to pro-
tect yourself, So the short wave or dlathermy is your expen-
sive, electrical squipment and the patient cannot determine
the cost to operate. In addition, actual facts show that many
patients have a savings account, but don't want to draw on it.
Whether you belicve in the therapeutic value of a short wave
or not, it.will help you to collect mone. ) '

"My doctor says that my child's tonsils must come out,"

"I am sorry to hear this, Mrs. Jones, for in my opinion, remov-
ing children's tonsils i3 one of the biggeat rackets in America
todays It is seldom that they have to be taken out. Dp.
Alsaker, nationally known physician for the MacFadden Health
Service Bureau in New York, says that over a period of 2% years,
he has never found it necessary bto remove a single tonsil among
children. Now your doctor may be all right, but you wouldn't
compare him to a doctor like Dr, Alsaker, would you? He either
needs the money or is ungualified to judge tonsil conditions.
Why don't you ask him if he has had his children's tonsils
removed, and see what he says? I can treat your child for -
tonsilitis, and when through the treatments,he will 8till have
his tonsils. They may come in handy later on,"

"My doctor says that I can eat anything I want too."

"This advice would be all right 1f what you ate came from a
natural desire, not artificiality, But let me ask you a
questions When you were born, you didn't open up your coyes and
say to your mother, give me some meat and potatoes, did you?
Noe Your only desire was for milk. Asg we go through life, we
build up artificial appetites and desires. Asg a result, per-
haps we are consuming twice as much iron as we need and onee
half as much calecium, Accordingly, an ailment is in the offing.
All that you have %o know about the body, Mrs, Smith, is that
1t is composed of sixteen different minerals. ZEach have to be
fed., Neglect one of them ang sooner or later, Nature will
demand a reckoning, What we have to do i3 5o eliminate thome
artificial desires ang get you back to a natural way of eating,
This means a balanced diet, not too mich, not too 1little."

"I have gall stones. My doctor says this treatment does not
come under a Chiropractor and I have to be operated upon."

Mirs., Jemes, who 13 your doctor to say what allments do or do
not come under a Chiropractor? We treat nearly all the ajil-
ments of the body and if you will take the time to investigate,
you will find that our records of cures far surpasses the '
medieal doctors. There is no doctor on earth blg enough to say
which ailments come under what kind of doctors. After all,
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it 1s well to remember that dectors at best, are only correct
Fifty per cent of the time in their disgnosis." :

"Wow don't misunderstand me. Surgery 1s a fine thing, and
sometimes necessary, as a last resort. DBefore resorting to it,
however, you should try every known method of treating by
hatural methods. I believe that the organs were placed in the
body for a purvose and you need every one of them. Nature
never created the organs only to be removed so that s surgeon
could make a big, fat fee. A good slogan for you to adopt
would be, "Investigate before you operate.' '

"My doctor seys that I must take shots for this condition."

"Yes, I know. They give you diptheria shots, cold shots, shots
for arthritis and malaria. Give them time and they may give
you buckshots Years ago, the Indians shot our grandparents
with a bow and arrows and the arrow tlp was dipped in poison,
And when that arrow hit them, it was a cure for all diseases,
for they were very much dead."

"It is a strange thing but children who are given diptheria
shots still contract diptheria; people who take cold shots,
still cateh cold., Countries where vacelnation is compulsory
have more cases of smallpox than elsewheres And have you
noticed in the papers the great number of people dropping dead
at forty five and fifty years of age? If the truth were known,
I believe their entire system was poisoned by the many shots
they had taken. Better be careful that you are not getting

& polsoned arrow each day under the guise of medical aid."

"Do you use Chiropractic as a cure~all®"

"Absolutely not. While Chiropractic is the basge or Foundation
of our treatments, we also employ heat, electriclty, diets
and various forms of drugless therapy that we feel will help
our patients. However, we belleve that life itself has itg
origin in nervous energy. L1f we maintain the nerve supply
functioning smoothly throught the body, it is a big step in
keeping one healthy. Consequently, we work on pinched nerves
and all obstructions that interfere with their natural
objectives.”
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P SYCHOLOGY

‘ According to Webster, .psychology is the ssience

that treats of mental phenomena. Reducing i1t to a simple Form-

ula, we would say that it is the ability, by doing the unusual,

to make people think in a way that will be condueive to your

general betterment. And psychology plays an important role in

the doctor's profession. Let us clte some examplea: ‘
We know of a doctor who,tiring of the city, moved to

a small town of twenty flve hundred inhabitants. Hes visited

the leading office bullding and rented nine rooms. The rental

agent protested that no doctor had ever leased more than two

rooms and everyone had failed in that particular town. But

the doctor was adamant and insisted on leasing the entire nine

rooms. It was so unusual that it got into the papers; the

becple started talking and, to make this incident short and to

the point, the doctor built up & practice of 12,000 a years

It is needless to add that he was a clever psychologlste.

. We have in mind another doctor, who xlaces a sign on
hls door every week or two. "Gone Hunting", "Gone Fishing",
"Attending the National or State Convention', or "Taking post
Graduate Work™., He states that 1f the public thinks he can
~afford to do these things, he must be successful and they want
to deal with successful people. And he is absolutely correct
in his dlagnosis. '

We know of still another doctor who, after making the
diagnosis and examination, addresses the patient as follows:

"Mr. Jones, I would like to turn your case over in my
mind for a couple of days. Suppose you come back and see me
day after tomorrow. Then I will give you a decision. If I
declde then to teke your case and don't help you, there will
Eeka cgeck for you in payment of aIl the treatments you have

axKen. o

This 1s the most daring display of psychology we ever.
heard ofs You will note that the doctor has taken the play away
from the patient. Instead of the patient debating whether the
doctor can cure him, the doctor beats him to the punch, in the
- parley of boxing, and impregnates the thought in the patient's
mind that he doesn't want the case unless he believes that he
can help him. With the result that when bthe patient returns
and learns that the doctor will take the case, his case, his
faith is incressed ten-fold, And it works, for this particu-
lar doctor 1s eminently sucerssful and never has %o refund any
money s '

Someone said that we have two eyes and one mouth for
We prefer to see twice as much as we hear. The psychology here
would Indlcate that pictures in selliing are more effective than
the doctor's speesch., Therefore, you should back up your diag-
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nosis and treatments with photographs whenever possible., After
all, the organs belong to the patient and he likes to see what
they look like. Hundreds of doctors trent patients for various
disorders and it never occurs to them to show any pictures.
Don't clothe the body in mystery, or employ ten dollar words in
your dlagnosis. When the patient understands the body, he or
she bulld up a respect for 1t, which means a longer course of
treatments, which in turn means more money for yous We beliesve
that one of the secrets of Bernarr MacFadden's great success is
due to his beautifying the body. He accomplishes this by illu-
strating with the most beautifully colored charts made today.
Therefore, show your charts whenever you cane

It is excellent psychology to postpone treatments on
new patients until the following day, uniess an emergency 1is
Indicated, This shows that you are enjoylng a good practice.

it 1s bad psychology to sit in the reception room and’
visit. If you were successful, you would not have time to siti
Also, 1t looks badly to take in mongy 1if you have a girl to do
its Money is supposed to be secondary in your profession and
healing primary. Get the money, by all means, but don't make it

obvious.

It is poor psychology to ask the patient to do some-
thing that you would not do yourself. You are in the health
business. This should suggest that you should set an example
in health. If you become ill, the public are prone %o gay that
you don't practice what you preachs. Also, we know of doctors
who lose thousands of dollars in practice by drinking and
other forms of dissipation, If your practice is located in a
small town, this form of donduct is spicidal., For in small

~ towns everyone knows the doctor's business. If you preach

health to your patients you should be an active participant.

We know of a lady doctor who advertised reducing baths, although
she was overweight some eijghty pounds. Naturally, she was the
laughing stock of the community and her reducing baths Failed

to go over. The people thought, and rightfully so, that if the
baths were any good, she would take them herself. Therefore,

it would seem a good motto to follow, "The smaller the town,

the stricter the conducti :

It is excellent psychology to give yourself ample
latitude in treating patients. If your dlagnosis shows that
1t will take six weeks.to correct a'malady, tell them that it
will take about threé months. Then, if you cure them in two
months, they are ploased. Whereas, if you told them it would
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take six weeks to obtain results and it took eight, they
are generally displeased. '

, And here is the "pilece de resistence” in psychology.
A woman will pay millions to look well, wherse she wouldn't
pay & red cent to get well. TReoad this again, =md again and
remember it constantly in your dailly practice. If you doubt
this assertion, just make a casual survey of the besauty
parlors in your city. Milliona of dollars are gpent for
beauty each year. If you are mentally alert, you can cash
in on this knowledge. Instead of selling women treatments
solely on the basis of correcting an ailment, sell them on
the idea bthat a weekly treatment is greatly conduoive to
beauty. One of the leading ladies'bath parlors in the
United States has over one hundred women 3o0ld on taking a
weekly bsauty baths They never mention the word "health"
but stress beauty constantly.

From this, you ecan see that peychology 1s an in-
creasingly important factor in your work. It has its place
in your dress, speech and office equipment. You will find
that there is a psychologleal factor in writing a lettery
collecting a bill or vearing a red necktle 1If you happen’
to be the type. _

Certain modalities are almost one hundred per
cent psychological. However, thls is an unhealthy condition.
When youhave more psychology than therapy involved, it is
rather tough on the patient. Psychology 1is all right to
get a patient into the office and keep him there, but when
the treatments begin it 1s Best to adhere to solid thewa-
pautica. .
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THE PSYCHOLOGY OF SOUND

. Today there is a sclence, which for lack of 2 betther
name, can be termed the Psychology of Sound. Insofar as the
doctor 1s concerned, it deals with the prices he may charge
for certain items, Many stores and merchants price goods
according to tho sound that hits the ear drumse PFor example:

195 is fifty cents cheaper than $2.00 in sound value,

4625 is cheaper than $6.00. When we say cheaper, we mean
that the public will buy quicker at the higher price, More

chants have been known Lo teke an article priced at $10p00
that does not move and railse it to $15.00. Then they will
run lines through the $15.00 price and mark underneath
$10.48 on sales And the article will commence to move with _
sometimes remarkable rapidity. ' '

From the above, we learn to avoid flat prices., By
Tlat prices we mean $2.00, $4.00, or $10.00, for an articlo.
However, this does not apply to the price of a simple treate
ment for a bargain price would not dignify the rrofession,
and would defeat its own purpose., But it does apply to the
sales of vitamins or concentrates. If you have a vitamin
that sells for $2.00 it will sell better at $2.25, $3.45
instead of $3.00, $4.35 instead of $4.00, etes And this
difference will pay your rent. If you buy vitamins from o -
house who insist on printing the retail price on the labels,
it will pay you to seek another connection, unless they de-
slst from this practice. It is not right for the manufacturer
to dictate the retail price of an item for the doctor's ovep-

- head differs in various parts of the country. If you practice

in Chicago, Illinois, the chances are your overhead will be
much greater than it would be in Kokomo, Illinois,

- In addition to Vitaming, the psychology of sound
can be applied to other ltems. If you run a sanitarium and
charge $25.00 per week, you will find that $27.50 is better.
If you are a magseur, charging $2.50 for a bath and massage,
or ten for $20.00, try $22.50 instead. If,as a Chiropractor
or Naturopath you charge $2.00 per treatment, or $15.00 for
ten, you ean just as well get $17.50, but under no ciroum-
stances should you apply this psychology in the price of a
single treatment, Attempting to charge $1.95 for a $2.00
treatment, would be foolhardy. 'In this case, you agdhere
rigidly to the set price of two, two«fifty, or threec dollars
per treatment. It is only when you are selling a number of
treatments or vitamins that the Psychology of Sound applicse



INDIVIDUAL ITY

: If you copy, and don't creat you leave nothing to |
posterity. =« Winston 7. Churchill. '

One of the prime requisites of success is to build
up a distinet individuality. Make yourself different than
any one olse on Earth. Most of us are prone to copy others
instead of attempting to create semething new. Yet all
famous men were creators.  And most of the prosperous doctors
have developed individuelity by their creative instinect.

In building individuality there is one thing you
must never forget. Everything that you say or do that ig
commonplace will pass with the dying sunset. Everything that
you do or say that is different, unusual, will be impressed
indelibly upon memory. We shall now see just how this can be
epplied to your practice.

~ There are four scparate ways in whieh you'can deveis
op individuality. Your office, office equipment, dress and
speechs First, we shall discuss office equipment.

In purchasing equipment, try and get units that have
extra features or gadgets. They may be dublous &k to sheip
therapeutic value, but they add distinction., The Oscilloscope
. attached to a Sine wave has no healing value, but it makes

a tremendous impression upon the patient. The nobs of
handles on your equipment panted in lively colors will also
help. An amplifier system to call patients and time clocks
for your Physiotherapy units are distinctive adjuncts that
the patient will remember on leaving your officec.

Your office decorations give you an excellent chance
to create individuality. Decorative color- therapy now enters
the pictures, This is exemplified in soft, pastel shades,
soothing and pleasing to the eye. However, they must be unu-
sual, not gaudy. Inasmueh ag the great ma jority have in-
stalled Chrome furniture it now becomes commonplace. Rattan is
distinetlve and differvent, if you can afford it. A couple of
unique’ pictures in the reception will complete the setting.

: Ag white uniforms are standordized today, we can add
nothing that will enhance your individuality in office dresse.
But when you leave the office, a wide field presents itselfs
As stated before, clothes are not made just to cover the naked
bodys Primarily, they should reflect affluence. Also, they
should harmonize. If you are of slender stature, you should
Wwear unfinished suits or tweed to give you breadth. But if
gou are short and stocky, the exact opposite should be chosen.
Probably the greatest sartorial crimes are reflected ih men's
necktlies. Apparently, no Judgment is used here, whatsoever.
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Individuality (conttd)

The average man's tie is nothing more than a string, flapping
in the breeze. _ .

A cheap tle will nullify the effect of a good suit
of clothes, or an otherwise perfect raiment. However, you
can remedy this deplorable condition if you will remember to
buy enly ties that have a corded-rib fabric and avoid silk
or satin material. Silk will not hold its shape, whereas
& corded fabric will stay in position. Also, if you wish to
wear a tie with stripes or dots, then the shirt should be in
plain or solid colorss If you prefer shirts in stripes or
- checks, then the tie should be of solid color. Follow this

- simple rule and you will be surprised at the improvement,

But in seeking individuality in dress, don't rush.
You ghould spend an hour in buying a necktie, two hours for
2 ghirt, and 211 day for a suit, If you don't understand
the harmonlzation of colors, or what to select, according
Yo your height, stature or complexion, better consult an
expert. It will be a good investment. -

In no field of endeavor is there a wider renge of
possibilities to develop individuality then in speech. From -
the moment a patient enters the doctor?s office until he
leaves, the doctor's speech is of paramount importance. You
should ask yourself this question. Do I.tallk like ninety
five per cent of the other doctors, or do I say anythin g
different that the patient willl remember, when leaving? Do
I radiate a professional air? Do I talk %oo much or too
little? Am I too courteous, or too abrupt? Do I say the
- right thing at the right time. Am I too friendly? o I
radiate intelligence and confi dence?

‘ While this check-up will nelp, we cannot offer any
certaln set of rules on speech as circumstances alter cases.
But of one thing we are cortain., Vou should talk to your
patients in such a way that when they leave your office, they
wlll say to themselves, "Now there is a doctor Who khows
exactly what he is talking about." And these kind of patients

ecome booaters and are instrumental in getting the doctor
new patients. : ' ;

: New ifyican't create,and have %o copy, we suggest
that you visit other suecessful doctors and study their
-methods. For 1f you must copy, then copy successes, not
fallures « But watch your speech. Guard it as you would
your pocketbooks, LEvery word you utter should have a definite
‘bearing upon your subject. Mark Twain sald, "The difference
between'the'right word and the nearly right word, is the
difference between lightning and the lightning bug.
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BUSINESS MANAGEMENT

It i1s a common saying among the layman that the
doctor is not a business man. This is true in many, many
cases. The medieal doctors are notoriowsly poor collectors
while the Chiropractors are poor buyers. However, there are
other factors to be considered. Business management also
embraces overhead, location, publicity, and executive abllity.

First, we shall take up collections., The ideal soluw
tion of collections ia, of course, not to have any. And for
the past few years meny doctors are operating on a strictly
cash basis. They don't do as much business, but they have
Just as much money at the end of Bk year. If you do extend
eredlt, the patient should be taken into your private office
and distinetly told that you expect your money on the sxact
date agreed upon. .Impress upon him that you are a business
men, ag well ag a doctor, and you have an overhead to mainte
ain just like any other business. And the first time that
he fails to pay on time, discontinue treatments at oncee
Firmnesa and frankness on your part will not lose patients,
?ut gn the contrary, they are more inclined to respect you

or 1t )

As to overhead, it should be .in proportion to your
Income. Relative to purchasing ability, mostdoctors pay too
much for equipment and buy units of doubtful therapeutic
value. More rigid Investigatlion will get you lower prices
and eliminate doubtful modalities.

Regarding executive ability, this is the crux of
the doctor's eventual success. All doctors should strive to
build a health institute or clinic. This means agsistants and
depar tments. It is well to remember that you can't always
do the heavy work yourself. However, in discussing this plan,
the doctors bring up two objections. They claim that their
patients will not permit anyone else to treat them, and that
they cannot obtain assistant doctors who are permanent, bub
eventually go into business for themselves., This is positive
proof that the doctor lacks executive ablliity. If he would
pralse his assistants To the patients, the first ob jeetion
1s overcome, and if he will pay assistants more fhan they
could earn by working for themselves, he will not need to
worry about losing them. Assistants should be given a guar-
antee against commissions and a bonws at the end of the year.

During the growing process, you will need an office
assistant or secretary. As she is a vest-pocket edition of
yourself, she must receive precise and rigid training., When
you start to enlarge and employ agsistant doectors, she auto=-
matically becomes your office manager. But, unless you have
- executive ability, you cannot build an institution and take
‘things easy, as you are rightfully entitled too in the latter
years of your professional life, S
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THE EXAMINATION

The Examination is distinetly dmportant, for here is
the first intimate contact between the patient and the doctors
And, as first impressions are quite often lasting impressions,
this inaugural step in treatment must be exeonted with smoothe
ness and dispatch. Many a patient is lost during an examin-
ation befers treatments ars begun. However, 1f the examina-
tion is conducted intelligently, a solld base is formed from
which the patient is built up into a profitable connection
for the doctor involved. For Quring the examination, the
prospective patient is forming his or her ideas as to your
fitness to handle the case. Therefore, it 1s essential that
your technique be flawless.

- When the patient 1s seated comfortably in your pri-
vate office, ask him this question: "Is it just a local
condition you want me to examine, or do you want a complete
physical examination?"

The object here is ko get the patlent to explain hilas
symptoms without your asking directly what they are? The
patient is much more impressed if he thinks that you find out -
his symptoms without his telling you. By your adroit approach,
he tells you without realizing it. Thws, the above question
is significant,

k Regardless of the patients answer to the question,
your reply 1s that he wants a physical examination. The price
is generally $5.00. Of course, you knew from the beginning
that you were going to ask for a complete physical examination, -
but getting the patient to talk about his local condition, he
furnishes you the symptons without your émploying the word,

During the examination your gquestioning brings out
more symptoms. By inquiring, "Does it hurt here, or is there
any pain there", you are obtaining valuable information, but
the patient does not realize that he is supplying it. ~And all
the while, you are making notes elther oral or written, which
forms the basis of your summary. :

When the examination is completed, have the patient
dress and return to the private office. After you are both
seated again, pick up the summary and read to him your findings,
which, of course, is your diagnosis.

. Now some doctors give the patients their diagnosils in
small parcels during the examination. But we belleve it is in-
finitely more impressive when donducted in the private office.
In addition, habits of an iridelicate nature may have to be dis-
cussed and to reveal these openly, the private offlce 1s
distinctly advantageous.

) Back of all examinations is the thought that you are
trying to Ampregnate into the patient's mind that the examina-
tion is importent, exaeting and dignified. Once this is acconp-
lished, you have established & favorable and lasting first '
impression. -

f
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TARING THE CASE

. Charging patients so mich per treatment i1s distinctly
ungatisfactory. The reasons are manifold. As a doctor, you
are between a crossfire. The patlents uit if they get to
feeling better and they guit ifT they get to feeling worses

in a chronle case, there 18 generally a reaction. The patient
will feel worse before he feels betier. If this reaction
occurs when out of your office, he is 1likely to conclude that
your treatments are making him worse, and without notifying
you, will go elsewhere for treatment.

Now if the patient gets to Teeling better after a
gouple of breatments, he will quit also, although you know
that he 18 not cured., This is equally vngatisfactory. For
when the patient becomes ill again frem the same malady, he
is prone to tell his friends that Chiropractic helped him
" while he was taking treatments, but as soon 28 he quit, the
silment returned. This leads the public to believe that
Chiropractic relieves, butdoes not cure. What's the solution?
The solution 1s found in taking patients by the case or monthe

‘ Tnasmich as the case plan requires super-galesmanship,
we favor the monthly plan for the average Chiropractor. The
usual price is $50.00 per month. However, everything is
ineluded. You throw in the X-ray, Colonics, short wave,
vitamins, etec., the motive being to cover up the price of
individual treatments. This is gspecially important 1f you
have a price~cutter in the vicinity. We know of instances
where two Chiropractors practice Iin the 'same block. One
charges a dollar per troatment, while the other averages three~
fifty on the monthly plan.

Another advantage is that the patient has to continue
at least a month for you have hig money 1ln advance. And when
he has made an Investment in his health, the surprlsing thing
is, that he will actually respond better to treatment. Our
hearts seem to follow our poeketbooks.

Tt is not to be construed, however, that all patients
can be handled on the monthly plane ‘You will always have the
occasional kink in the neck, or a sprain, which only requires
one or two treatments. In these cases, you charge by the
treatment. But in chronic cases, the monthly plan is the
only feasible sysbem, It guarantees you a good return on
your investment, helps to sliminate price~cutters, and the
patient has a far better chance to recover.

When you collect in advance, the patient can't quit
for at leonst a month, and you have a potent weapon to combat;
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%outside Influence". It is well to remember that while the
patient is in your office, he is under your control, but when
he leaves the office, he is beyond your control. The monthly
investment gives you a much-needed leverage. :

Arranging the Fee

. . .. Before discussing the fee, find out from the patient
how meny doctors he has visited, “their diagnosls, thelr kind
of treatments he pedeived and how: long he continued with any
 of them? This is highly important for it debtermines your
course of procedure. If the patient hag only takeén a fow
treatments from any of them,. this is your cue t¢ take him
only by the month, for you are up agalhst a miracle seeker who
wants a cure overnight. Study the following talk cdrefullys

"Mp, Smith, you have a pronounced case of Prodtatitbis.
However, there is no oecasion for alerm, for 1% will respond
to treatments DBut 1t can't be corrected overnight. No doubb
you realize that the longer you have an gilment, the slower
the cure. This condition has been coming along for a long
time and the correction will be correspondingly slow. Of
course, I realize that you want to know, within reasonable
1limits, about how long it will take and the amount of money
involved. That is only good business. However, in a case of
Prostatitis, no doctor can definitely state the time limit,
for we don't know how readily you will respond to treatment.
Your age, physical condition, and resistance are factors we
have to contend with. Therefore, I only take these cases by
the month. I charge a flat fee of $50.00 a month. Ordinarily,
it takes about three months to correct this ailment. If it
should take any longer, L shall only charge you $20.00 a month
untll you are well.

After this talk, the patlent, in meny instances, will
ask how many treatments he ls going to recelve per monthe
Your reply is that he will receive sufficient treatments to
get him well. You may give him one, two or three a week, or
ohe a day if he needs them. Don't let him pin you down as to
the number he will receive. - {Three a week is about the
averages) _ '

Note:  The $20.00 a month reduction is optional with
the doctor.
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THE SECOND DIAGNOSIS

A1l doctors are naturally familiar with Diagnosis,
but its interpretation means only the dingnosing of dlsease.
Yot there iz a second diagnosis of equal and vital importance.
It deals primarily with analyzing a patlent from a ‘business
gtandpoint, to determine his worth to the doctor. A patlent
can pursue a course of actlon ao detrimental that the doctor
would be infinitely better off had he refused the case.

Summed up the second dlagnosis covers the following ten im-
portant points:. ' ' _

1s Will the patient follow directions?

2. Will he expect a cure overnight?

3. Will he pay his bill if credit is given?

42" Will he refuse to pay if you don't do him any good?
S5 Will he knock you to others if the treatment falils?
HGs:mWill he send you new patients?

7. Will he discontinue medicine while under treatment?

8. Will hé econsult a medical doetor about your treatment?
9._ Will he quit if he gets to feeling better?
10, Will ho quit if he gets to feeling worse?

These ten points form the basis of the second diage-
nosis, and it can be readily seen that unless the patient .
conforms to the basiec principles involved, & great deal of the
doctor's work goes for naught. Therefore, the doctor in the
case must check each one of the points thoroughly, and if he
finds that the patlent 1s weak on certain points, then those
points must be elaborated upon. If a poatient cannot qualify
on the ten points, the doctor will spend less time on him.
accordingly. Now you can see that the object of the Second
Diagnosis ls to shorten the Hours spent on patients where the
pay is doubtful and the cooperation poor. If the doctors
eould get back the hours they wasted on deadbeats and unapp-
_rveciative patients, the leisure afforded them would permit a
ten years vacation. Therefore, the Second Piagnosls becomes
increasingly important. A& strict adherence to the rules set
forth will mesn that the doctor will receive more money for
;?a time expended, After all, labor is still worthy of its

ireq ' '
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THE PREDOMINATING ATTRIBUTE

A doctor has to have many attpibutes. Ability alone
i8 not sufficient to warrant success. He must also be intel-
ligent, frlendly, courteous, gentle snd above all, inherently
honeat. '

Inasmich as the ma jority of the doctor's patlents
are womer, 1t is interesting to learn what they demand in g
doctor. In a survey made from one thousand cases, it was
found that honesty was the predominating attribute they required
in a doctor. This survey showed that sixty-eight per cent of
them, when recommending their doctor to & friend, emphasized
‘that "If my doctor can't help you, he will tell you so." |
Forty per cent of them also liked a doctor who seemed to take
a genuine interest in thelr case Thirty~two per cent desired
sympathy and friendliness. Twenty-eight per cent admired
their doctor because he spoke the layman's language and avoi-
ded ten~dollar words. Twenty-two percent disliked familiarty
and twelve per cent, abruptness.

The singular thing about this survey was the fact that.
only six women in the one thousand interviewed, mentioned
abllitys They seemed to take it for granted that a doctor had
ability or he would not be in practice 1n the first place.

And this is not a bad philosophy. You must have had some,
abllity in order to graduate from your respectlive school.
However, once you are practicing, there 1s, at times, an .
irresistable propensity to make money.your God and healing 1s
of secondary conzideration, But this course, if carrled: too
far, will invite disaster. Money-mad doctors are generally
on the move. They don't stay in one place very longe..

At least once a month, you should sheck yourselfl on
the above-mentioned attributes. Try and impress upon your
patients that you are sincere, which of course, means honesty.
4vold abruptness by being gentle, and let your conduct with
the patlent be gtrictly Impersonal. A woman likes to be
treated as a lady whether she qualifies or not. :

Summing up, once you have laid the grouhdwork, hased
on the premise, that Honeaty 1ls the Predominating Attribute,
your future is assured. Impress upon your patients that IF
YOU CAN'T HELP THEM, YOU WILL TELL THEM, and they in turn will
tell their friends. In the final analysis, what your patlients
say about you, 1s a good barometer to your eventual success.
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CORRECTIONS FOR PARAGRAPHS ON PAGE THREE AND
FOUR DENOTING EMPHASIS AND PAUSE.ssve ‘

Mrs, James, I don't want to scare you~or-frighten
you, but still - I think you ought to know the truth. Vore
weight just shortens your life about - fifteen years. Now =

if you are slightly tired of living, well- you just keep on
like you have been in the pastT. But - no doubt your husband
loves you ~ your chlildren love you - they don't want Io see
you die. DBut you do exactly as you please. It is strictly

up to yous A patient just left here, her heart golng like a
trip hammer. Other doctors told her that she had heart trouble
but -~ it is nothing but overweight.

Mr. Smith-smoking 1s a distinct hazard and greitl
retards lmprovement in a case of stomach ulcers., Now I roa-
1lize that it would be just as hard for you to quit smokinge
as 1t would for me to stop-eatlng. So~I am not going to ask
you to quit. But I'sm godng t0 show you an easy way to cub
down on your smoking. Tomorrow morning-take your package
of cigarettes and cut it exactly~in haif. Put one-half of
the package away and carry the other halfwwith you. In this
way~you will be smoking only twenty half clgarettea per day,
which cuts your consumption fifty per cent. You will find
that you will get along very niecely and 1% will greatly ald-
vour condibtion.  The following weekewe can cub this amount
in two again if~conditions warrant it.

Mrs. Woods-my diagnosis shows that you are-over acld
and-your diet-confirms it., Now-you can't keep on eating like
you have Deen in the past and hope-to get wells a try
to show my patients is that foods have-affinities, Jjust like
human beings. You, for example: could not get along with
every man and-vice versa. Place certain foods in the stomach
and they fight-like a bunch of tomecats, out in an alley.,
Others get along harmoniously-and agree. I am goling to gilve
you a diet and -~ I want you to-follow it to the letter.
Unless~I can get your full-cooperation, I would rather-
disoontinue the ecase. Will you promise-to do this?

Note: The subjects above serve a double purposes In addition
to lesson material to show how to speak correctly,s they
are actual excerpts gethered from successful doctors
illustrating how they handle various problems. Accord-
ingly, they should be digested thoroughly and employed
in. -‘pr{actice .
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PUBLICITY

Most doctors claim that they can sell the patient
sfter they get him into the office, but the alfficulty lies
in getting him in. :

The only way you tcan get patients into your offlce
is by some form of publicity. The old formula of one patient
telling another, or referred patients, is all right, but con-
sidered too slow in this day and age. However, advertising
is an art, just like any profession. It 1s defined by some
as an abbreviated sliort story, and adVertisers are baught ‘
that their opening statement must arouse “instant attention".
Therefore, you can understand that what you say in an adver-
tisement 1s equally as important as what you say in your :
office to a patient. For the patient sees the advertisement
before he gets to the office, so 1t must be extremely appeal~
ings However, it i1s not our intention to suggest that you
take a course in advertising. You haven't the time. There~
fore, we are going to glve you actual copies,of advertise-
ments and forms of advertising now successfully used by
doctors throughout the country.

The best paying forms of advertising are form
1etters, circulars and newspapers. Bubt newspaper advertising
ia only profitable in towns less than fifty thousand inhabi-
tants and in papers of suburban towns adjacent to, or part
of a large eitys You will do well to avoid the large,
metropolitan dailies, with the possible exception of the
Sunday lssues.

: In composing circulars, bear In mind that we are .
going through a color era. Black and white is out for the
present. In selectimg colors, green, blue and the lighter
shades have a cooling effect in summer; while maroon, yellow
and brown lindicate warmth in winter or falle '

First, we will take up form letbter advertising.
The key to form letter advertlsing is bo write only about
ailments as they predominate at different times of the year,
and to write certain classes of people who, due to the
nature of their work, are afflicted with certain ailments.
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Publicity {cont'd)

" For example, you would send out a letter on Tongllitls to

families with children during the autumn after the opening
of school., A letter on Hay Fever would be appropriate in
July and August. A letter on colds would be fitting during
the winter months, and a letter on Influenza should be
mailed during an epidemic. To all men over the age of Co
Fifty, you would write about Prostatitis, and to the barbers,
beauty operators, mail carriers and policemen, you would
cover foot diseases. Foot letters, of course, should be
gent out during the summer months when foot trouble predomi~
nated., , :

As to mailing lists, we do not advise buying these
from the outside. You can make up your own and save money
by doing it. If you want a 1ist to mail your tonsil letter
too, any school teacher can generally get this from the .
school authorities. In sending out a foot letter to beauty
operators, pdlicemen, barbers or mall carriers, these listas
are published by their respective associations, A little
ingenuity on your part will get these 1ists free of charge.

The following letters wlll give you a good idea on
composition. However, they are all subject to slight changes
to obviate the possibility of two or more doctors using the
same letters In a community at the same time.
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P T RE Ea L R,

FORM_LETTERS

A famous writer once said that, "Life beglns
at Forty'. This may or may not be true, but I do know
that PROSTATIC GLAND TROUBLE begins at 50 ~ and some=-
times sooner.

As a Doctor and citizen in your community, I
feel 1t is my professional duty to acquaint you with
the symptons of this dangerous malady. ' If the Prostate
gshows any signs of swelling, irritation, or you are
afflicted with any burning or excessive urination, see

‘a doctor at once. To wallt might prove dangerous.

But I believe it 1is equally dangerous to

operate, or premove this all-important gland. When

snyome tells you that an operstion is necessary, don't
take it for granted that it must be dones. I have
treated successfully hundres of severe prostatic cases
with no knives, drugs or medicings involved.

No matter what ailment you or your family may
be afflicted with, it would be wilse to adopt the slogan
"Investigate before you operate" . ‘ :

I employ a weéll-known method of treatment
with gratifying results. My consultation 1s free and
places you under no obligation. O0Office hours from
9 to 6, Evenings by appointment,

Very truly yours,

28



FORM LETTERS - (Cont'd)
ARE YOU A VICTIM OF A TONSIL SNATCHER?

When a nurse sends home a note that the
tonsils should come out, don't take it for granted
that it should be dons.

Let me guote from Dr. Rasmus Alaaker,
nationally known doctor who states: "Over a
period of 27 years, I have never found 1t necés-

sary to have a single tonsili among children re=
moved"

This should be indisputable prqof'that
the tonsils do not have to come out. And as a
parent, you owe it to your children to investi-

gate before you operate.

I believe that tonsils were placed in
the body for a purpose and that we need all the
organs we have. Nature never intended for us
to have organs only to be removed, And I sce
no reason for Tonsil Snatching, especially 1mong
little children.

I use the famous Alsaker method of
tonsil treatment with' the most gratifying results.,
My method is painless, with no medicines.nor drugs
involved and when through with the treatment, you
8till have the tonsils, which are essential to
growing children. ;

I sHall be glad to have you bring’your
children for a free consultatlions This places
you under no obligation.

My hours are from 9 to b and evenings
by appointment.

Yours very truly,
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FORM LETTERS « (cont'd)

Dear Madam:

There is a "Killer" at large in your city, who
is no respector of persons. He attacks ruthlessly, the
weak as well as the strong; the amall child as well as
the adult. He steals into your home like a thief in the
night. And the damage he creates i1s indescribable. But
at least we know the identity of this killer and there=
fore, can organize to eliminate hime.

For he is known aa Mr. Influenza, one of the
greatest scourges to humanity since the World War.

_ This is the btime of year when Influenza may -
appear and, as a docter and citizen of your community, I
feel that it is my professicnal duty to acquaint you with
- the general symptons that accompany this melady.

The characteristic signs of Influenza are a headw
ache, more or less viclent, aching pains in the limbs, a
coated tongue, dizziness on standing erect and fevers
When these signs appear, you should see a doctor at once.

Angd naturally, you prefer a doctor who obtains
results quickly and effectively. Perhaps you are unawapre
of 1it, but actual statistics show that Chiropractic . treat-
ments are one of the most effective methods of combating
Influenza . _ _

Some of our leading heaith authorities bellieve
that life itself has its origin in Nervous Energy. 4nd
the” chiropractor stimulates this energy by adjustments.

~ As a preventative measure, 1t will pay you to
visit a ehirepractor once a week whether you are 11l or
note If you are 111, he can help you, If you are well,
he ecan help you keep well.

I should be glad to have you call at my offices.
at any time where I ecan give you more details of the
amazing record compiled by Chirepractors in the succeas-
ful treatment of Influenza. '

| O0ffice hours from 9 to 5. Evenings by appointe.
ment.

Yours for health and more health,
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FORM LETTERS = (Cont'd)

Did you know that AGE 1s first revealed in the
FEET? _

It is a known belief that many people are preo=-
maturely wrinkled due to foot disorders. If you suffer
from foot trouble, the questlion is: _

WHY?

Most of us were born with perfect feet. Then
why should we be the victims of broken down arches,
aching leg muscles and flat feet? Improper stance in
walking and standing, poorly fitted shoes and undeve=
loped foot muscles cause moat of our illse.

“But 1% has also been discovered that foot
dlscomforts have a direct bearing on faclal beauﬁz.

Between lines in your face and lack of comfort in the

feet, which would you choose? After all, there 1s no
substitute for youth. It is life's most prized posges=-
sions, But by eliminating the pain in your feet, you
can recapture a certain part of youthfulness that per-
haps you lost too soon.

To ali sufferers whose work requires long

hours of standing, this is s message of hopes

FOR THERE I3 RELIEF

I use a famous system of foot culture with
surprising results. I shall be glad to have you call
and recelvera free consultation. Thls places you
under no obligation.

Hourséfrom 9 to 5. BEvenings by appointment.

Very truly yours,
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FORM LETTERS -« {Cont'd)

ARE YOU OVERWEIGHT or UNDERWEIGHT?

People who afe overwelght are SICK but do not know 1t,
Most of them die YOUNG. | |

You can add FIFTEEN YEARS to your 1ife by learning the
simple rules of natural health bulldings

It 1s EASY too. And I don't starve you to death in
doing 1t. |

I employ the enly safe way te reduce, a method endorsed

by the famous Bernarr Macfadden.

HOW TO GAIN WEIGHT

Correctly amd permemnentlys
The amount of food won't do ite.

Porced feeding won't do 1t,

I don'f éare'ﬁnw'many remedies you'have tried and falled
bysiﬁple yot detailed instructions. By building up
your welght to normal, you are better fortified to with-
‘stand the ravages of diseases when epldemica sweep the
couﬁtry. - - 7

Many a boy can't make the football team due to being
underweight» |

Many = girl has limbs that no silk stocking will fig,
Thess conditions CAN be remedieds

My oﬁfice hours are from 9 to 5. My consulta-

tion 1as free #nd places you under no obligation.

“Yours very truly,



CLIMATIC LETTERS

IT STARTED WITH A COMMON COLD.

They were not feeling se badly yesterday =. just =
1ittle headache and sore throats. Today it was
necessary to call a doctor.

The family sre beginning to werry for 1t was only
a "common cold yesterday."

Isntt it t&ue that nearly every ease of bronchitls,
laryngitis and pneumonis started with just a “common
cold?" ' '

If there 1s anything you should be concerned about,
1t is the so-called common cold. Mest doctors feer
it for they know it 1s insidious and can develep
into dengerous complications.

" Adjustments with nature help break up the internal
inflamation. It 1s far better to preserve good
health than to seck recovery from 1llness.

Take your adjusfmentﬁ nowj relieve the cold and
prevent illness. : .

Yours very truly,
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CLIMATIC LETTERS - {(Cont'ad)

THE CHANGE OF CLIMATE IS HERE.

You need attention now. BEnjey gooed health
fhreugheut the winter menthse. Protect your
bedy by having it adjusted. '

You winterize your autemebile. Why net
winterize yeur bedy? '

During the changing of elimate, your body is
subject te chemical changes. 4nd unless you
knew the secret laws of Nature, you are ex-
peged to the many allments se prevalent during
the winter months.

I suggest that you come in for = check-up. 4
few treatments now will help fortify you against
1liness so rampant during the damp, cold weather.,
An ounce of prevention is still worth a pound

of cure.

Very'truly jours,
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CLIMATIC LETTERS - (Cont'd)

AVOID SUMMER ILLNESS.

This 1s a matber of prime importance to your
comfort, health, business snd appearance.
Don t neglect your health.

It permits you to enjoy yourself and work with
eage in proportlion to its quality. Neglect may
cause you a great deal of trouble,

While you are repairing your house, car and
improving your Zwound, whait are you doing about
your health?

Hot, damp weather is,unfavorable to humanitye.
You will be pleased and surprilsed at the relief
ad justments wlll give you. A wonderful tenic
that helpa withstand the summepr heat.

Sincerely yours,

NOTE: These climatic letters are to be sent
to old patients already on the books,
not new ones., They should be mailed
out at the opening of the different
g0as0ngs
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Publicity - {cont'd)

There are ether forms of advertising, mere or less
direct, but none the less profitable, If carried to a success-
ful conclusion. One of the best mediums is found in organizing
a Physical Culture Club. We are going through a health era '
that ls sweeping the country. Every day we encountsr peepls
who ask us where they can Join such a elub, And it ig quite
amazing te learn ef the number of people whoe itravel hundreds
of miles to take part in the Bernarr MacFadden hlke, at Danse
ville, N. Y. You would no deubt like te jeoin a physical cul-
ture club.

. We knew of a doctor who organized such a club of twe
hundred members. Each month, they would meet and take a hike.
On these hikes, they would study plant 1ife and nature; geoclogy
and rock formations. If anyene became 111, naturally this
deetor received the business. He told us that eventuslly he
was delng more business than he could take care of, and incle
dentally he found that the club activities were a valuable aid
to hils own health. . -

As to the proper presedure in erganizing a club of
this nature, you may write te Physical Culture Clubs, 205 H.
42nd St., New York City, N. Y., and they will send you free
an illuseﬂated booklet outlining the fermatien in detall.
Another good plan is to orgenize a Physical Culture
Club fer working girls. This requires space, but will pay
geod returns. In small towns where there is no Y.W.C.A., these
girls have no place for recreation. And considering that mest
of them are employed in stuffy offices, their physical welfare
1s sadly neglected.

Many doctors;are the local physical tralner for the
High School football %$eam, while still others head a Boy
Secout Troope. -

There are unmistakable signs thet leeturing en Child
Welfare 1s going to take its preper place among the scheme of
thingss A few doctors have taken this up with tremendeus
successs Interest has been intensified by governmental acti-
vity, exemplified in parks and playgrounds, and the parents
in%erest has ingreased accordingly. However, the actual phy-
sical welfare of the child still rests with the doector, and if
you don't know child welfare, At will pay you te study the -
subject. There are so many, meny things a doctor can tell
parents that will greatly aid them in rearing the child.

One form of newspaper advertising will pay. If you
can get some patient whem you have cured to write g personal
for the lecal paper, it will bring good reburns. A personal
should run on the fellowing order:
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" Publieity - (eont'd)

F. B. CROUSE of THREE CORNERS, RECOVERS3

Mr. F. B. Crouse, of Three Cerners, is new back to
work, having regained his health after a long slege of sickness.
Mr. Crouse states: "I had been suffering from Sciatica Rheuma-
tism, Indigestion and lew=-bleod pressure for the past filve years.
Aftor apending hundreds of dollars on drugs and pills, I fine
ally went te Dr. F. L. Hayworth, druglesa physiclan, in Kingse
ville, and in the short time of three months I feel like a new
man. Mpr. Crouse also states that he ia delng now as much work
and feels as well as he d1d twenty years ago. Sufflice 1t to say
that he is new 2 firm believer in miracles after taking treatw
ments of Dr. Hayworth of Kingsville. '

COOPERATIVE ADVERTISING

Cooperative advertising might be defined as a case of
Wyou help me and I shall help yeu." There are certain itypes
of business houses and individuals not classifled as dectors
who are very active in the health business. Health food stores
are rapldly increasing in the country teday and they are in a
pesition to send & great deal of business Lo the drugless doe-
tor. Now we can almost hear you say. that you have tried te
work with health food stores, but with ne results. And for the
reason that you are beth in the foed business and therefore
competitive. However, your reasening here 1s somewhat lrratien-
als - You handle concentrated foods to get patients well, bub
the health food store handles a general line that most of us
should eat every day. You can't buy raw sugar, whole-cracked
grain or pure, whole wheat bread at any place except the health
store. And you can't agk your patient to eat three full meals
daily en the concentrated foods you sells Therefore, the health
food stors has its preper place in the world, and its increasing
pepularity attests to this fact. And most of the proprieters
of +these stores are qualified dieticians and have sufflclent .
knowledge of  the anatomy to determine i1f one of their clients
needs a docbows If you will visit these stores and show them
the beneflt Of an interchange of clients the arrangement will

Prove mutually satisfactory.

Masseurs are another class to coensider in cceperative
advertising. And massage 1s on the increase in the United

" States today. This is as it should be, for massage and knead-

ing is the oldest form of treatment, long before the advent

of medicine. If you get a patient heavily musecled, it is
almost impossible to give the "proper thrust" in Chiropractic
until you have lossened up the muscles. Therefore, 1f you yere
to send him to a first-class masseur, & half dozen sweat bathe

.'and massages will lopsen up the muscles so that when he re- ¥

turns, you will obbtain iInfinitely better and quicker results.
And the masseur meets a different eclass of patients than yeu

- do and he can alse send you patients, Perhaps you have tried

this and found the magseurs unethical in handling your patients
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Publicity - (cont'd)

by telling him that he doesn't need to come back to you for
treatments; that he can do eéverything you can and a great
deal more., But, we assure you that they are not all like
that. Thers are some ethical ones, It is up to you to pick
them out.

One of the cleverest forms of advertising is to
visit three or four high-class beauty parlors. Tell the pro-
prietdér that you will treat his employses free of chargs.
After you have treated several of these beauty operators and
gotten results, you will be agreeably surprised at the volume
of business they can and will send you. These operators make
excellent saleswomen for you, as during the beauty treatments
they have emple time to tell their customers about you. Your
arrangement with the proprietor is generally about ten per
cent of the amount you receive from patients emanating from
his shop. ' _

We know of one doctor who built his entire practice
in this manner and it was a class of patients he would not
have reached in the usual advertising channels. However,
it is not wise to rely upon Just one form of advertising, but
to diversify it as your business progresses, for some methods
work in one place, while in others it is exactly the reverse.

 This institution is no different than
any other business. Our overhesd must be
malntained. Effective finéncial arrange=
ments must be made before treatménfs-are
begun. .

8igned -- Dr, Ben S. Williams

We consider this the best sign ever concelved
to limit credits and assist cash sales. It should be
placed on the main door leading to the treatment rooma.
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MONEY-MAKING TECHNIQUES

ANNUAL BOWEL X-RAY DRUGLESS SANITARTUMS

FOOT CULTURE ‘ THE.PATIENT BUILD-UP

. UNDERWEIGHT DIETS

In addition to making extra money for yourself, you
‘are doing your patlents a great service when you educatse them
to get an annnal X-ray of the bowels. We consider this just
as important as the yearly X-Ray of the teeth. The average
person only assoclates disease with pain. Yet, as a doctor,
you know that many ailmsnts do not manifest pain until a con-
dition becomes acute. Prolapsus, adhesions and many other
conditions could be remsdied much easier, and in numerous
cases prevented, with the annual X-ray of the bhowels. Most
- doctors receive $7.50 to $10.00 for a 14 by 17 picture. And
the patient will pay for these plctures, for, after all, these
organs belong to him and he is intensely interested in them.

POOT CULTURE is becoming one of the big modalities of
today. Hundreds of Chiropractors, Osteopaths, Naturopaths and
Magseurs are entering this lucrative field of endeavor. How=-
“ever, foot culture, as we term it, should not be confused with
Chiropody. It has nothing to do with bunions and corns, but
deals with the manipulation, massage and exercise of the pedal
- extremities. And meny dcctors have discovered in numerous
cages where a patien®t would not respond to treatments of the
spine, they have gons to the feet and the patient has reacted
with alacrity, which would indicate that i% is possible t¢ have
en aliment of the legs, the hips, the back, or even the head,
and the cause lay in the feet, And the beauty of foot culbure
is, that In the summer mocnths when your other business gener-
ally lags, foot work is at its best. From the legal aspects,
you are perfectly in your rights in nearly all the states if
you adhere to the principles of Foot Culture as defined
above. We have investigated dozens of cases where doctors gob
into trouble but, in every case investigated, we found that the.
doctor stepped over the line. If a patient enters your office
with bunions or corns, turn him over to a Chiropodist and you
will get along all right. ‘ '

Underweight problems are rapldly overtaking overweight
as a money-making techniques And for very excellent reasons.
Football is becoming one of the big businesses of the day.

- There are hundreds of boys in high school and colleges, who
would give almost anything to gain ten pounds, for they can't
make the football team. If they get on the varsity, they go
from there to professional football and earn from fifty to one
hundred dollars per game.. And professional football is becow=
ing the big sports business of today. It is actually oube
drawing colleges in some parts of the countrys. In addition,
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wsoire ale untold; thousands of girls and women with spindling
¢alves that are 4msightly in these days of short skiriss. And
remember, that women will pay money bo look well when they
won't do anything to get well. You can round out these calves
until they are graceful and symmetrical with the proper exer-
cise and maasage. Bear in mind that forced feeding will not
put on weighte The technique hers lies principally in speclal
forms of szercise, In khandling underweight problems, you should
not take a case for a perind of less than ninety daya. Charge
them $£5.00 4 $50.00 For the couwrse. Weigh and measure the
patient in stdrting so that you have & bamze to work from. In
underveight treatuents, the petisnis taqumgﬁ% of the exerciases
at homs, but it L1s nscosgary for them to Visit the doctor twice
weekly for they sults oifien pverdo 41t and the doctor will have
to work out ithe zorencss of fthe muscles.

As Chirvoprachors are one class of dectors whe cannot
avall themszelves of tho régular hospitals, as conditions exist
today, it is becering increasingly important that they erect
their own hespitals or sanitariums. Here patients can have all
the conveniences and comfort and supervision of the medienl
hospital but s%till recelve drugless trsatments Pelitics is
completely eresed from the picturs. And there are generally
gufficient Chiropracters and Naturopaths in 2 clty of one hune
dred thousand to support such an institution, However, a lone,
drugless doctor in a small city can make a ganitarium pay for
he c¢an keep there the c¢lass ¢f patients who will not follow a
treatment without censtant supervision. We have personally met
scores of peocpls who aduiticd that they went to sanitariums
simply because they Iid nit have the will pewer teo follew a
treatment ethsryicn. o Ure iome docter in a amall city,
twelve te Liftsan beda weuld bhe ample.

The aversgs patient enters the doctor's office with

Some specific allmsnt *Ha% is troubling him. Usually 1t is a
backache, kink in ths neeck. dizsiness, headache, or an upset
stemache The doctor relisves him and he goes on his way re-
joicing. What's wrong with this pleture? Plenty, we assure
you. Government reseanrch shows that ninety per ecent of the
American people are cornatipated. This means that nine out of
ten whe vigit you are eick and need a course of treatments.

ind they would teke thesge trsatments if they were convinced that
they needed thsm. Now hsre 13 where the Patient Build-up comes
ins By build-up, ws mean that when the patient understands the
body, he builds up a respect for it, and accordingly will con=
tinue treatments twice and three times longer. We don't mean
to imply that he sheuld have a2 full worliing knowledge of the
anatomy, but he should know a normgl pulse count; proper urine
dlscharge and bowel elimination. When he understands Bxactly
how these organs should function, 1f healthy, the chances, are
excellent that he will visit you readily when he sees that they
~are off~colore. Therefore, you should fevise a small chart to
give to each patient. Print on the chart the Signs and Symptens
of Constlpation, Urine and Heart. Tell the patient te watch
these signs and symptons very closely fer they are the baro-
meter to his daily health. New we are going to tell yeu why
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this 1s lmportant. As stated prevggggly, the average layman
only assoclateg disease with pain. ‘Bubiyou know that in many
diseases, theré 1s no pain until the condition becomes acute.
There is no pain in a rapld pulse, the repention of the urine,
or in the feces emanating in liquid form but 1t 1is a warning
signal easily recognlzed by the doctor, Mt entirely innocent
to the laymen. And this is what we mean by the patient bulld-
upe You are making the patient health-conscious which in turn
will bring you increased earnings and more respect from the
patient. o '

DIETS: Due to the enormous publicity it has recelved,
diets are The leading modality today. ¥et hers, a singulsr *
pPhenomena presents itself, While most doctors prescribe diets,
very few have made any money in doing so. _And for the simple
reagon that they do not charge for them. If the patient tekes
the reguler treatment, they throw the dlet in free., Just what
form of logle the doctor# employ to arrive at this course of
action is beyond my comprehension. It costs money to gain a
dietetic knowledge jyst the same as any subject you would
studys Therefore, ydu should charge for knowledge. 4And the
patlent is willing to pay for i1t. But if you don't charge him,
he won't follow it. Anything that is free has a definitely
- limited values Incidentally, there ia more easy money made in
prescriblng diets than anything we can think of. We know of
doctors earning ten thousand amnually. There are several ways
that you may handle dietse. You can charge so much a month,
or a flat fee. Some doctors charge by the month and ineclude
neecessary, concenitrated foods. Some get ten dollars for a
diet; cther twenty,five and fifty dollars on a fiat fee basis.
Personally, we would not give a dlet under twenty-five dollarss
And you may rest assured that when the patient has invested
this sum of money, he will follow it to the letter.

Now there are doctors who do charge for dlets and are
‘making big money. We know of one doctor who is earning .
15,000, We know of another who has 150 patients paying him ;
10,00 per month sach. He hag no money Invested 1ln equipments
except diet material. The patients come once a week for a
check-up as the-diet must be changed as the chemistry of the
body changes. s : R

' " . Then, there is a new fisld of endeavor opening up v
that is worthy of mention. In various parts of the countn#%
there are Diet Sanitariims. They are nothing more than high-
class boarding housesy but a dietician ig in charge and ths
patient eats as direscted. These Diet Samdtarium have splendid
potentialities, T e L ¥

. At any rate, it can readily~bg geen that diets have
blg possibilitles if handled properlye. . Buaf ho results-tan be
vhtained by gilving them awaye. Figurg out some basis fop ctharg-
ing the patient, however smalle e S i
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- THE-$5,00 LECTURE PROGRAM

This 1s the latest end by far the most profitable
method yet devised to improve a doctor's practice.

A1l that is necessary is to contact a Ladies Club
or Church group and lnform them that you are putting on a
sepies of Fsalih lecbures and that if they will have twenty
of thelr membsrs attend one of these lectures, you will give
them $5.00. The lecsurss sre held in your reception room
which must e large enough to accomodate twenty persons. For
chairs, you can rent camp chairs at a nominal flgure. As %o
the subject of your lectures you have an abundance of material
to work ons Among the most popular tepics is, "Child Welfare."
And the partieuler subject of imparting Sex knowledge to chile
dren 1s one thai parents will llsten to with avld attention.
A lecture on Diets 1s always well received - gnd also Colonics.

During the lecture, you work in the various types
of equipment or modalitles used iIn your practice and iliuse -
trate their connection with treatment and health, As to the
length of the lectures, it should not run over cne hosir and
then allot fiftgen minutes for a question period. 4nd neturs
ally, no prices are quoted or diagnosing done at this times
But 1t gives the audlencs a chance to begome acquainted with,
‘test your knowledge and szamine the equipment or tpchnique
~ you employ. If they are iatorably imprqssed, thcy will return
for treatment angd alsc tell cthers. P .

As to ths Tirsiolal peturns,- every doctor we have
investigated using thie form of publicity is highly pleased .
with the resulta. - ¢as Jocter gave six lectures which cost
him $30400 and ‘tock in $338.00. This 1s better than ten to
‘one -on the inveshment and this form of publicity is- dignified,
jethleal and highly meritorius.

It edn be; resdily ee¢cn that the ultimate return de-
pends largely upon the interest you oreate in the lecture and
what kind of lmpression you make upon the audience. Now we
~don't mean to infer that you must be an orator or publie
speaker but the lecture should be outlined and glven in proper
sequences Some time should be spent in preparing your talk so
that i1t is interesting and convincing.

‘ “The lectures are held weckly or oftener if you have
the time. Evenings are chosen that do not conflict with
qlub or chnrch.work—

If you are in’ doqbt ag to the subject to lecture
upon, always choose diets. A greater percentage of the
public are- believers in diets and it is the easlest one to
giV@a . :

If you are adverse to talking before a group, start
with a halfédozen people and gradually increase it. Ycu will
find that after each talk, it begomes easier and eny embarrasse
ment will wear off qulcklye. . .



DIET LECTURE

Ladles & Gentlemen:

: - I am going to discuss tonight what I consider one
of the most important subjects in the world.  Important in
peace and doubly important in war. For in wartime, there
are considerably less doctors to advise you, I am going to
talk about dlets . - :

’ i Now you have undonbtedly heard dlet lecbtures - bes
fore, but I em goling to try and explain it in such a way .
that you oan reason it out for yourselves. I am going to let
you be the judge of its importance in your daily heqlth.

o When you were born, you were a laughing, healthy
baby without a hint of the pain to come. You were :happy,
carefree and disease was consplcuous by its absence, Why
@idn't you stay that way? If you had, all doctors would have
gone broke years agoe Very few animals have doctors and yet
gome of them outlive us 5«6 and 7 to 1. The olephant lives
to.be 150 years olde. Did you ever hear of an elephant doctor?
Noe You probably have met doctors who charged a whale of a
price, but not a whale doctor. The turtle lives to be 500
years old, but there are nowburtle doctors. : :

WHAT HAS THE TURTLE GOT THAT YOU HAVE NOT?

Did you ever stop to think about that? I1ll.tell
you-one thing that he has. He has a profound respect for the
fundamental laws of Nature and he obeys them to the letter.

And yet the baby and the turtle, the whale and the elephant
21l started out equal. They all had a healthy body. But the
animals kept thelr bodles healthy while the baby apparently
met with an accldent. Shortly after birth, he hit a debtour,
a detour that was cluttered up with all the diseases the human
body was heir to. So that when he finally grew up to look like
ou and me, he had contracted Constipation, Rheumatism, Arthrie
is, Gall Stones; Pneumonia, Flu, Tonsilitls and innumeradble
other allmentss But did you ever hear of an elephant with
High Blood Pressure, a whale with Arthritis, or a Turtle
coming down with the Flu? Hardly, Now some of you may say
that it isn't fair to compare you with animals, but when it
comes to foods; you have a great deal more in common than you
might imagine. It just so happens that most foods that are
good for animals are also good for you. But lets go back to
Ehe beginning and see how the baby got off from the beaten
racke R B

-,

5 You came from a combination of focds 'in the first
places  You wére made from foods. _ During the pre~natal ‘
period, when your mother was carrying you, she either knew
something about balanced dlets or she was under a doctorts
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gare, who saw to it that hér foods wers balanced and rieh in
nourishments So that when you opened your syes and first
gazed upon this mundane sphere, you were the plecture of health
with no aches or pains. Again I ask, why dldntt you remain
that way? - .

S I'11 tell you why.:  Because you started right in to
-violate all the fundamental laws of Nature. Nature demanded
¢ertain balanced foods to create you in the first place and
you immedlately proceeded to unbalance them. However, the
parents must shoulder a certain part of the blame. After you
had arrived safely in the world, they didn't think 1t necese
sary to exerelse the same rigid care in your diet as during
the pre-natal perlod when your arrival was a matter of cone-
jeeture. So after you got here, due to parental indulgence,
ou started to bulld up artiflieisl appetites and desjrese I
ay artificisl, for when you were borm, you didn't obven your
eyes and say to your parents, "Give me some meat and potatoes,!
@ld you? No. You acguired that. Your only desire was for
milk. But as you went on through 1life, you built up these
artificlial appetites. The first thing you Mmew you were cone
suming twice as much starch as you need and one~half enough
¢alclum. And so allment was in the offing. The perfect:
- body that you started with is now subject to stomschaches,. '
headaches, bllliousness, constipation and s hundred other aill-
mentse e ‘ ) . : .

Now inasmuch as you were made from foods in the first
place and the only thing-that you put inside, all through 1life,
$s foods, isn't i¥ Togical that they are the chief thing that
could make you sick? Doesn't it sound rémsonable 2 I frankly
belleve, that 1f the people ever learn how to eat, they can
live as long as any animal and also eliminate 75% of all ailm
mentse Of course, exercise, fresh alr snd environment play a
part, bt foods are paramount above everything else.

- ‘Assuming that you would like to 1ive longer and be
bgalthier, the question is, what should you eat?

;i YOU SHOULD REPLACE THE FOODS THAT CREATED YOU .IN THE
EIRST PLACE,, ' o

All thay you have to know about the body is that 1t
- 1s composed-of 16 different minemals, Calelum, phosphorous,
Lime, Potassium, Iron, Magnesium and others of lesser lmpore
.tences Each of them have to be fed in the proper proportion
to maintain health. Now I can't give a dlet to a group like
this,for condltions vary with each of youy It requires an
individual dlagnosis which should come from your doctor.

But I can give you one simple rule to go by. For every aclde
forming food you eat, you should eat three alkaline foods.

In applying this rule I might tell you what I eats I am in
the health business. I have never been 111. I haven't had .
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& cold in eight yesrs. 8o what I eat might be of interest to
¥oa. . : C

The first thing I do in the merning is to drink a

'glass of hot watber with the juice of a half-lemon. This

scours off the walls of the stomach, sweetens it and gets it
ready for the day, It is also an antldote for contaglous

-diseases, For breakfast, I have two slices of whole wheat

toast, toasted hard as a rock. One steamed, poached egg, a
dish of all~bran and = cuprof coffee,

For lunch I have a Peanut-butter gsandwich on
toasted whole wheat bread and a glass of milk,

For dinner, I have roassted or broiled lean mest,
with plenty of alkaline vegetables such as celery, spinach, .
string beans, peas, squash or cauliflowsr. Also a health
salad made from chopped vegetables over which is sprinkled
lemon juice and olive oil., A cup of tea and no bread com-

. Dletes the dinner,

Now if you wlll examine these meals closely, you
will see that I am getting practically all of the sixteen
minerals necessary to health. Meat is acid-forming so with
it, I eat alkaline vegetables such as I mentionsd. Thisg
glves you the all-important balance nesded in foods. If you
follow this simple rule, you may be surprised at the results,

o What I want to impress upon you, ls that foods have
affinities jJust like human beings. -You, for example, could
not get along with every man and vice versa. Place certain
foods in the stomach and they fight 1like a bunch of tomecate
out in the alley. Others get along harmoniously and agree. .
As sure as each poison has its antidote every foods has its
counteractive, The immutable law of balance is just as para-

mount in diet gs Nature itself. XNow I am going to trace the

- food through the digestive tract and show .you what happens

when they are not in accord with sach other,

'Asfsoon as you place fobd in the'mbuth, maétication

f-begins. The important salivary glands start their important

function- so that when the food reaches the stomach it is =
pulverized mass, There it is mixed with gastric juices and
further reduced to g liquid mass. It then passes into the _
smaller intestine where digestion and absorption 1s started,
From here, (illustrate with intestinal chart), it passes into
the large intestine for further absorption.  From the intes=-
tines that part of the food that is digested passes into the
bloodstream and the waste material goes on to the point of .
elimination, - o . : - : o

Now;I have‘traced the food thrdugh fhe digestive
tract and you know how_it works. You can readily see that
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the important factor 1in digestion 1s the geparation of the
vital food meterial that passes into the bloodatream and the
veste material which 1s expelled tlirough the rectum. But
suppose 1t doesn't separate. What then? Well, you're in for
8 lot of trouble. The blood does not receilve proper nourishe
ment and the waste material accumulates in the colon. - The
filrst thing you lkmow you are carrylng around a firsy=class
sewer and constipation the foundation of most dlgeages, 1s
upon you. Naturally, thls sewer must be cleaned out so here
Oolon Therapy enters the scene. (Show Colonie Unit and oxe
plain its workings in detall.) : ~
Now I have shown you what happens when the intes=
tines become clogged with waste material, but I want to: make
i1t still clearer. Suppose a dear friend of yours up in the
mountains had an aceident, and lost & 16t of blood. She
needs a transfusion and you are the only one who can take 1t
o hers You start out. In the mountains, you meet an obe
gtruction. A landslide has b¥ocked the road, and there is no
detour. What can you do? You can only wait until the road
%s cleared although your friend is dying. You wouldn't want
to go thriough that experience every day, would you? ' But a
great ma jority of the people are going.through this experi=
ence dally and don't know it. According to U. S. Government
research, nine out of every ten people 1n the U. S. are cone
stipated. When you have an obstruction in the Intestines, R
the blood 1s your desar friend on the other side that is dying
from lack of nourlishment. Don't think that because you have
a dally bowel movement you don't have constipations (Explain
Teces, size, color;, form and flotability.) - : ‘

Now you can commence to see the value of eating’
foods that harmonlze end are free from chemical discord.
It 1s beyond guestion one of the keys to longevity.

' However, there are two factors that might prevent
your sating properly. First, you may mot, for instance, like
the calcium~producing foods that you should eat, and secondly,
nearly all countries suffer from soll deficlencies., This
means that vegetables grown in such soil lack certain minerals
necessary to health. It 1s claimed that around Boise, Idaho,
lime is totally lacking in the soile As a result, persons of
~2ll ages are victims of Goiter. They buy iodine there by the
birrel. In western Texas, the ranchers suffer from impotency.
Here agailn is the result of soll deficilency. -‘Accordingly,

. VITAMINS

now enter the picture. Instead of eating foods that you dén't
like, you may take vitaming if you wish. And dont't get the
idea that becauge you live in sunny Galifornia you are frae
from soil deficiencles.. I don't belileve the Japs were overw .
zealous in their fertilizing. I eould name several states
back east where the vegetables have a better flavor than here.

.. . ®
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even if you like all the vegetables that contain the 186
different minerals, you still have to contend with goil de=
ficiencys Therefore, vitamins have thelr place in the scheme
of things and are an asbsolute necessity. But don't make the
mlgtake of walting until you are 1ll before using them.

They should be a part of your daily diet. Bernarr MacFadden
¢olned the slogan, 'Build Health's Don't wait until you are
slecke It will save you money. This brings up . o

THE GREAT ERROR

: Most people are gullty of a great error, & blunder
that puts them in their grave years shead of their time.,
This error is manifested in their belief that the lack of -
pain is a sign of health. This is one of the greatest fallaw
gles of mankind today. The graveyard is full of people who
ve never been sick. Haven't you read in the paper many . -
times about a person dropping dead and their friends, even
“thelr family, say they were never sick? What does that mean?
It means that they were sick but didn't kmow it, ' The fault
was, they only sssoclated disease with pain. But in many '
gilments, there 1s no pain until a condltion becomes acute.
There 1s no pain in a rapid pulse, retentive or excessive urie

- natlon, overweight or other ailments, but the intelligent

doctor would recognize this as a warning that should be heoded.
The very best adviece I can glve you is don't consider a lack -
of pain as a criterion of health.' It is the biggest blunder
you could ever make. LT R A

; To be safe, you should have a complete physical
examination every year. After fifty, twice a year 1a advise -
able. The doctor can ward off many allments if he gets the
patient in time., But if you wait until you are actually in
pain, his work 1s doubly harder and it is infinitely hapder .
on your pocketbooks, So visit your ‘doetor regularly. Always
remember that it 1s far easier to bulld health than regain
health. An ounce of prevention 1s still worth a pound of .
cure. Now if there are any gmestlons you wish to ask about
dilet, I shall be glad to answer them. S

Note: After the questloning period, dismiss the meeting,

give them one of your cards with the stated office hours..

Explain the rest of your equipment if they show an interest.

Do not quote prices or do any diagnosing, the leecture being .

purely educational. You may point out if they inquire that

- you would be glad to discuss their case at a later date ir -
Ehey'wish to. calle This must be handled with considerable
act. : . - '
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- HELPFUL HINTS

.INCLINE PIANE TABLE

The Incline Plane Tabls is employed in breaking up Adhesions and
correcting Prolapsus with the body on an incline, the head being
placed lower than the feet. This incline reverses the bedy on
the pull of gravity and thus replaces fallen vicera. Reversing
the patient on gravity improves blocod, lymph, nerves and other
circulations.

It has also been claimed by some that this treatment will grow
hair and turn gray hair back to its natural color. It is inter-
esting to nete that a famous charm school in New York places
women on an incline for some twenty minutes each day, clalming
that it is greatly conducive to beauty. In additlion, we find
that some doctors use the incline table in Short Wave or elec~
trical treatments. However, it should not be used where high
blood pressure or heart ailments are indicated.

The construction of an Incline Plane Table is similar to that of
a teeter-totted board with a strap at one end to prevent the
patient from slipping off and & lever to stop the table at any
desired angle. Most anyone can make an incline table but, better
still, you can visit a hospital where they generally have several
old medical examining tables, now out of date. They can usually
be purchased for five dollars and they make an execellent incline
table. However, it is ilmportant to remember that there are two
kinds of tables. Be sure to get the kind which has a small
wheel on the slde of 1%, This wheel has a lever on it. By
turning the wheel, you regulate the angle you wish to employ 1n

treatment.

Summing up, 1t is our opinion that the Incline Plane Table is
just in its infancy: the possibilities are unlimited and you will
do well to obtain a table and investigate iis therapeutic value,
As a great percentage of your cllents are women the beauty angle
must not be overlocked in your calculations.,

THE HOTEL ENTRE

For years the drugless profession has been trying to establish a
foothold in hotels and treat the transient guest. Hewever, this
business hasg generally been tied up by a house physician, usually
medical, Here iz a plan that has considerable merit. Pick out
several first class hotels and interview the bell boy, preferably
the captain, and make him a deal whereby he will send you business
whenever possible. When hotel guests become ill, they generally
call the bell boy to get them a doctor. He rscommends you as the
doctor and you return to him twenty per cent of your fee. We
know of one Chiropractor whose fees average $300,00 per month
from gix hotels.

THE $5.00 CREDIT PIAN

This is an excellent plan to induce your patients to send jou
patients. However, it requires considerable tact and diplomacy
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‘lowing talk, conducted—im pfivacy:

—

,‘_‘M\\ )

- . X '
to put lt over. "We suggest that—you adhere closely to the fol-

Mrs, James, there is a matter I would liks %o discuss with

you that is more or less private. You have been a gocd patient
and cooperated with me one hundred per cent. Therefore, 1
would like to show my appreciation. Hereafter, for svery
patient that you send me I am golng to take $5.00 off your bill,
O course, I realize that the %5.00 doesn't mean gnything %o
you but I find that I get a better class of peopls when they

‘are referred by my patients., And I would 1like to have more
_people get the benefit of natural heeling methods.,!

'fWhen you tell the patient that they don't need the money, it
- flatters them and regardless of social position or wealth, they

will admit that they do need it. This plan is bringing some ..
fine results with the different doctors: using it, .

ANSURANCE PLAN

Many people are tﬁrned down on insurance dus %o disabilityﬂidf"f

-111~health, etc. Howsver, many of these physdical defects could

be corrected and the insurance granted if they received treat~ -
ments from & competent docter. Of course, you are‘ that doctor, .
Get acquainted with two or three live wire life insurance salegs
men. Instruct them to call back on their elients whe have been’ .
turned down on insurance and inform them that they know of a -
doctor who after a few tresimsnts could probably get them in
shape to qualify for insurance. On this plan you pay ths in~ .

- 8surance agent nothing For he gots the commission, otherwlse

of hard work.

lost, without your tresiments. And the plean has =a three-wéy :
benefit. The patients get the lnsurance, the salesman gets hig
coimission and you get the business.- : : u

’

" THE PREDOMINATING AILMENT

| .In nearly all communitlies, there is a predoninating ailmeﬁt.fs

Find out what that ailment is and .then learn all you can about -
curing it, Vhen -you have perfectéd a treatment that is_rsasonw
ably suceesaful, notify your patients that you have specialized
in this ailment. Also do some advertising, directly or indirec-
tly. You might be agreeably surprised at the results. Some :.
dpotors have doubled and tripled their practice on this plan..
However, under no circumstances should you try this plan unless
you, can make good. It .is especially disastrous in & small town
where evelyone knows the dogtorts business, But you will find
that you can greatly improve your technique on most any disease
if you will spend the time and concentrate on it. As long as. |
there are diseasss that baffle science, improvement will be ~ -
noted with tho pussing years. That .improvement can Just as well
come from you as anyone else, Geniusm is generally the result

Al

¥* ¥ » %
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(Study Successful Men)

If you know of a doctor earning $20,000 a year (and they
do exist), go and study that man. PFind out what he had that
you have not. Note his speech, dress, equivment and office.
His technique and modalitles employed. By comparison, if you
are honest with yourself, you can easily determine the reascn
for his success and cash in onm it. Above all else, never for-
get that you can always be wrong, The most deplorable thing
about age is the inclination Tto become set in one's ways. By
the time that some dcectors become sold on a new technique,
others, more alert, have taken the cream. Above everything
else, keep open~minded at all times. During the hardest times,
some doctors are able to maintain a big practice., And when
one doctor earns $25,000 a year and another only earns $5,000,
there is generally an excellent reason for it, Pind that
reason if you wish success, Most successful men are glad to
give you advice and put you on the right track. We have never
known this plan to fail, when given and honest trisl.

MODALITIES

_ About 92% of the drugless fraternity employ modalities.
You may be one of the few doctors who dossn't belleve in modal=
lties, but if 929 of the docctors start advertising a technlque,
you are almost compelled to do likewise if you hope to prosyper.
. For the American people Luy what's advertised whoether it is

good or not. Therefore., to be successful you must give the
psople what they want. iie don't mean to imply that you should
use¢ a modality that you den't believe in but at the. same time,
you should not condemn a modality simply because you don't.
want to spend the money necessary to install it, OFf one thing,
. We are certain., It is posltively dangerous %o employ just one

modallty as a cure-all, Chiropractic, Osteopathy or DietetIcs
are not, by any strotch of the imagination, a panacea for.all
ille, If they were, thousands of other doctors would go hroke
and they seem to do surprisingly well, Each modality has 1ts
place in the correction of ailmentts The leading ones foday
are physlotherapy, electrotherapy, hydrotherapy and dietetics.

Of all modalitlies, dietetics are the most important.
Today, millions of people are firm believers in proper foods.
Witness the amazing progress of the health food stores, and
the space devoted to diet in the newspspers. If you don't-diet
them along with your other treatment, they will go elsewhere,
Worst of all, they are prone to tell their friends that you-
are not up to date. -
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It is regrettable that some doctors employ modalities
but do not know the technique of using them. For example,
colon therapy at times has a very definite value but a limlted
numbesr of doctors know its usage. Others use colon thsrapy
excessivly to get their money back when, at the time, there 1s
not a shred of evidence to support colonics as an aild to the
correctron of the ailment. The same can apply to Diathermy,
Bhort Wave and the X-ray. You should master all such lnstru-
ments and not make guinsa plgs of the public. Sufficient capi=~
tal to purchase an instrument does not mesn that you know how
to operate 1t. Don't give the patient anything that you wa id
not take yourself is a good rmile to adopt.

PRICE CUTTING

The standard price of treatment throughout the United
States is $2.00, ©Ncw there is an erroneous belief among a few
doctors that by lowering thelr price they will eliminate thelr
competitors. On the contrary, they are heading straight for
financial suicide. Wo know of no guicker way to go out of
business. Let's analyze this: Now bear in mind that what-the
doctor thinks is of no matter but what counts is what the
patient thinks. We know of two doectors in one town, each
charging $2.00 for treatments. One decided to lower his price
to $1.50. The other doctor immediately raised his price to
$2.50 and proceeded to run his colleague out of town. Now this
geems 1lloglecal but the truth of the matter is the public
judged that if he had to lower hils price,he must not be doing
much businsss or wes pubtting cut an infsrior brand of goods.
Furthermore, the standard prilce of office calls among the

-medical profession is $2.00, Therefore, if you charge $1.00,

the public believe you are just half as good as a medical doc-
tor. You are not cnly siraining your pocketboek and working
twice as hard for the same money but the pitiful thing 1s, you
are cheapening your profession. Think twice before lowering
your prices.

: As stated previously, them are ways and means of com-
batting price cutters. One effective way is to sell a monthly
health service, On this plan, the price runs from $35,00 to
$50.00 per month, depending upon loecal financial conditiong.

-

DOWNTOWN OFFICE OR RESID ENTIAL?

{83mall or Large Cities)

The trend today ils distinctly in favor of the residen-
tial office. Many factors have influenced this movement, Park-
ing has become an acubte problem even in small cities, and it
makes the patients nervous and irpitkable even worrying about
getting a ticket. In addition, the rural setting has a comfort-
ing and soothing effect and the patients will respond more
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readlly to treatment, Also, it is much cooler in Summer but
Just as pleasant in Winter. PFurthermore, your overhead is cut
in half as compared to the downtown doctor. Most surprising
of all the doctort's health is much better; he should live five
years longer in a suburban atmosphere. R

The office does not have to bhe on the main street but
it should be on a well-known street, paved and lighted. It
should be painted white, be well~kept and reflect prosperity.
A corner lot is of course preferable to an inside one as your
signs will have more visibility. :

Avbove everything else, avoid offices where the patient
has to walk uvpstairs. In heart ailment, this may act as a
boomerang. The comfort of the patient is the first consldera-
tion, If you do have an office downtown, the ground floor 1s
the only one to merit consideration,

Up-to-date schools advise thelr gradustes to practlice
in small towns. It is much easier to get started than in a
large city. The overhead is less and if you are good &veryone
knows it in 48 hours, However, our surveys show that small
cities are. preferable for all classes of doctors, Patlents
can be drawn from a radius of fifty miles and from different
citles. If a doctor will srect a high class office in a small
town on a par with a large city, the returns are highly gratli~
fying.

DR. SPEARS CLINICAL FUND

If there is anything that will cheapen the profsssion,
it is prics-cutting. And brutal frankness compels us to admit
that of all the different types of drugless doctors, the
Chiropractor 1s-the worst offender. Some lowered their prices
-~ during the depression on the excuse that the patlient could not
pey the standard $2.00 price for adJustments. However, many of
these game doctors did not raise their price back to normsl
when the depression was over, They found it essy to go down
- but difficult to come up. As a result they barely eke out an
exlistence and the whole Chiropractic profession suffers in lts
entirety. However, there is a way to handle indigent patlents
and still not cheapen the profession.

Dr. Leo 8pears has developed a method of handling these patlents
that, 1In our opinion, is par pxcellence. After he has deter~
3mined beyond any'doubt, that the patient cannot pay the stan-
dard $2 00 price for adjustments, he proceeds generally as
follows:

"fir, Patient, I know your financial conditlon end in
your particular case, realize that you cannot pay $£.00 for
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your adjustments. And at the same time, we cannot cut prices.
However, in our profession, there is a Clinical Fund that helps
defray the treatment cost of patients who nesed our service but
whose earnings are insufficlent to pay for them. In your par-
ticular case, I am going to let the Clinical Fund pay one dol-
lar and you pay the other. In this way, you will receive the
same hi%h standard of treatments and 1% will help you finan-
cially. : : e

We hwelieve this 1z the best plan ever coanceived to
handle incdigent pationta, or modus operandl during depression
years. The patient dees not look upon the doctor as a price
cutter and when he gets on his feet again, financially, he does
not expect the treaiments for one dolilar. In addition, you
remove the extreme difficulty of trying to raise prices after
a depression is over and the profession, as a whole, does not
lose face,

DECORATIVE COLOR-THERAPY

Many doctors are familiar with color-therapy but have

- failed to realize that coiors have a decorative as well as a
psychological value in the coffice. Certain colors will quiet
the nerves; others help a headachs., Psychologically, green
end vlue will make your office seem cooler in Summer dbut not
colder in Winter. The follcwing colors are almost standardized
in doctors offlces today: :

A1l wall and ceilings in Ivory, trimmed or bordered in Lettuce
green or 8ky blue. Chalrs are Blue, Green, Red or Canary
yellow. All knobs or handles on Therapeutic equipment painted
Red or Blue depending on the background., If you are not an
artist, we advise that you consult an interior decorator or
color expert. Most paint concerns furnish thls advice free

of charge, But avoid black and white until you attend a fun-
‘eral, Colors and a lct of them are the thing today. This
also applies to calling cards, stationery and ladies dressing
gowns., Get color-minded.
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PAITH.

Plfty percent of healing is faith. There is no dis=~
counting the mental attitude. A patlent can aggravate his
condltion by wrong thirking and delay recovery, whereas the
right mental atiitude will be conducive to betterment. He
must have faith in himself and alszo faith in the doctor. OF
the two, confidence in the doctor iz by far the most imporiant,.
Therefore, as a doctur, 1% is lmperative Hthat you bulld up
faith In the patient, and maeintein it during the course of
treatment. Tine best way to accomplish this is to impress upon
him that there is absclubely mo guestion but what you know your
business, and here agsiln is the necesslty of salesmanship.

Alsc, you must be mentally alert and one step ahead of
him at all times. By being alert, we mean to anticipate
objectionsg, before they are brought up. In the parlay of box-
ing, "Beat the patient to the punch". When he enters the office
don't give him a chance to say that he is feesling worse, but

~instantly remark on how much better he looks.

Now if & patient happens to like you, it will prove a
big factor in building faith. To be successful, 1t is impera-
tive that you make people like you regardless of vocation.
Nearly all great people are popular people. To gain a patieni's
admiration, there is no more potent weapon than flattery.
Wnether they belleve 1t or not, they like to hear it., And 1t
costs you nothing. However, flattery is an art, and must be
subtls. You can't tell a man he 1s handsome, but you can
inquire where he purchzsed nhls tle, where he buys his shirts
and that you have been huniting for d sult like he is wearing
for a long time. A womon iikes to recelve compliments on her
mentality, her abillity to grasp things, etc.

Also, to bulld faith, let us repeat, you must be a good
salesman. Supposing a salesman calls at your office. You ask
him a question and he answers with a, "Well, uh, I don't know, "
etic, Instantly, you logse faith in him and decide that he must
be a new man and does noet know his business. And you don't |
buy. Now reverse the procedure. Let's assume that the patlent
l1s the buyer and you are the salesman. Any stuttering or
stammering here will prove the old axiom, "He who hesitates is
lost"., Remember this in talking to your patients.

- Now, 1f you are not a good talker, the next best thing
1s to be a good listener. Some doctors don't know when to
quit talking. Also, you should be able to tell a good story
or joke, Most people like jokes., It has a tendency to get
thelr minds off thelr problems,

Here is a little schseme that will give you an excellent
ldea whether you are making a favorable impression upon the
patlent: When he leaves the offlce, employ someone you can
trust and have him leave at the same time., On the outside,
instruct him to engage the patlent in conversation and learn
what he thinks of you. You will be surprised at what he finds
out. You will learn that you are doing some things right and
possibly many things wronges DMake the proper corrective meas-—
ures and you are on the right road to ultimate success.
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_PROFESSTONAL_POINTERS

Equip your offlce with Health Magazines. Avoid movie or love
stories. - v

All gowns now are in crepe and in so0lid cclors. Blue, red and
o N : ¥
green are the faverites.
Permit the pmtient to talk at least part of the time.

Remember names and facas in talking to patients,

There 1s no Iinterest like self-interest. Get acquainted
with your patients, -Know thelr hotbies.

The public are eye-minded. Illustrate your treatment and
~ thelr ailment with pictures when possible.

Speech, dress, office and equipment ars four elements that
must blend into one complete artistic pattern. One element’
out of line is like a splotch of mud on an otherwise perfect
canvdss, . -

Don't use a‘mbdality just to get your investment back.
If the appointment is deisyed, notify the patient on times
The only solutign”ts'credits i3 a cash basis.

Jork by appoinitments onlys—if possible, Have a sign to in-:
dicate 1t. o

Unless each patlent sends ycu five new ones, you need treat-
ment, not the patient, -

Calling cards and ‘staticnery should be in twthoned print
and colored ink. Black and white is out for the present..

A mustache will add five years before thirty and take off
five after forty, It iz also conducive 4o a professional
alr, However it must be micrescople at all ages.

We are all human radios« 'fe either radiate honesty, confidence
and gbility; or sugpicion and doubt. Watch your rasdiation,

i
3
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THE TREND OF EVENTS

As we watch the trend of events, it becomes increase
"~ iIngly evident that marked changes are taking place in the
publict's attitude on health. They are becoming more heslth-
minded. Witness the amazing growth of the health food stores
and the interest displayed in vitamins. However, we find a
distinct difference in health interest betwsen men and women .
Women are interested in health broviding there is a beauty
angle connected with it, whereas men are interested in health
for health's sake alone. We offer as evidence the popularity
of Slenderizing throughout the country today. While it has

a therapeutic value, the slimming of the body, which is con-
ducive to beauty, is ite main appeal, We learn from this to
talk beauty to s woman and health to a man. Now let's see
how thls werks out in practice.

We know of several Osteopaths and Chircpractors who
have bullt up a gocd practice by treating patients, not for
any specific allment but by giving them one treatment each
week purely as a health insurance measure. - This especially
appeals to business men. They figure that it is cheaper to
stay well, and the weekly treatment of ad justment ig the best
health insurance they can get. Other doctors give women a
fifteen minute treatment daily on the Incline Plane Table with
a Pinger Massage, which is probably one of the greatest aids
to a gocd complexion yet discovered. Ancther technique is to
sell your patients on getting a real sun tan in the Fall as
the energy stored up in the skin ig a great ald In combating
the various ailments so prevalent during the long Winter
months. Here is where the Sun lamp does 1ts work. BEvery
man, woman and child should have this treatment. The smart
doctor will do well to watch closely and profit by the trend
of events, o

~ Reading between lines, the trend indicates that you
should "Build Health" and not wait for the patient to become
sick. This was the slogan of Bernarr MacFadden and we are
all familiar with his amazing success. Preventative Dentigtry
instituted by the dentists paid big dividends. Preventative
Chiropractic will work equally as well.

3% ¥ 3%
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More Regardh:ng

Bed-Wetting Children

I did not know that so many children in
Highland Park were thus afilicted. The
response was remarkable. One child had
relief in only four adjustments—The first
time in its life, ’

Mothers know the inconvenience—~The
child knows the embarrassment and hu-
miliation. Why hoth suffer. It is unneces-
sary, for modern chirepractic adjustments
do give relief.

Phone ALbany 2662 for an appointment,
Then bring your child and consult with

DR. WILL McCANN

THE CHIROPRACTOR
“HE GETS RESULTS"”

5134 No. Figueroa
Plenty Parking Space

FEMALE TROUBLE
- and
ONE CAUSE

DR WILL McCANN

THE CHIROPRACTOR, SAYS—Do you
know that eight girls to one boy have lat-
eral or side curvature of the spine, vary-
ing in amount?

Every abnormal eyrve in the spine pro-
duces a definite reduction in the trapsmis-
sion of nerve force to the various organs,
If this oceurs about the tenth or eleventh
dorsal segments of the spine {ahout seven
up from the sacrum), then the female
organs are affected. This leads up to fu-

‘ture female trouble. It is. astounding the

large per cent of women who suffer in this
manner.

Watch the children when yourg. Have
their spine checked for the least misalign-
ment and save them future misery.

DR. WILL McCANN, D. C.
(By Appointment Only)
Phone ALbany 2662
OFFICE 8116 MONTE VISTA

ARE YOU NERVOUS

So many people consult us regarding a
terrific nerve tension. We usuaily find that
this condition comes from one of three
places—the digestive tract, the kidheys or
mal-position of the generative organs. Any
digression from normal of these parts
causes a tightening of the little muscles

changing their position and cause a partial
occlusion of nerve force to varous organs,
Then you cannot be otherwise than ner-
vous. :

Modern painless Chiropractic methods
of releasing this .tension almost at once
reduces the nervousness. This is the start
to correcting the ceuse,

Phone Albany 2662 and consult

Dr. Will McCann, D. C.

““HE GETS RESULTS"”

CLARICE IRONS, Celonics and
Electrotherapy

OFFICE at 5134 N, FIGUEROA

and ligaments of the vartebrae, slightly

ACHING FEET

and what misery they do dezl to one.

Many times all the pain comes from a
slipping of one little metatarsal bone on a
sacro-illiac slip. This causes a pinching of
a nerve and sometimes causes neuritis as
far away as the shoulder as well as the
foot pains.

One with proper Chircpractic training

. ecan find this impingement and correct it,

thus relieving the pains.

The writer fortunately has kad the Hall-
Rowland technique for finding and correct-
ing these conditions. The expense is nemi-
nal.

I your feet, legs, shoulder or hack
aches, then phone ALbany 2662 for an
appointment with

Dr. Will McCann, D. C.

“HE GETS RESULTS”

CLARICE IRONS, Colonics and
Electrotherapy

OFFICE at 5134 N. FIGUEROA,

Note: These adverlisements are probably the most successful of all forms of newspaper

advertising, considering the economy of space involved and without the aid .of pictures.

They cost $2.00 per week in a weekly paper, or $8.00 per month. They brought a return
of approximately $100.00 per month. Please note that only one ailment is discussed in
sach adverfisement. To attain the best resulis, they should be run regularly over a

period of months.




BAD HEART?

Dr, Will McCann—The Chiropractor says!

Heart trouble is only a symptom of de-
generation of some functioning organ of
the body. If you allow this condition to
continue eventually the heart also be-
comes diseased. Then it is serious.

The modern Chiropractor realizes this
and at once looks for and begins to correct
the cause. The heart then corrects in pre-
portion as the body is corrected.

The continued use of Digitalis, Nitro-
glycerine and Strychnine only adds more
poison to the body and adds more work for
the already weakened heart.

If you have short breath, palpitation,
leaky valves, or shooting pains around the
heart, you should at once phone ALbany
2662 for an appointment with

Dr. Will McCann, D. €.

“HE GETS RESULTS”
Remember Tues, and Thurs, 10 a. m. to
p. m. are “Pay what you can afford
dnys" for those who need both financial
and body help.
Clarice Irons—Colonics

5134 N, Figueroa

DR. WILL McCANN

The Chiropractor Says:

Relief from EXCESS FAT means relief
from the various conditions of the body
which causes this unpleasant and ungainly
accumulation.

If you are earrying 20 to 50 pounds of
fat, you cannot be HEALTHY or HAPPY.

This unnecessary fat indicates that cer-
tain ORGANS or GLANDS are not func-
tioning correctly.

The MODERN CHIROPRACTOR is
trained to correct these actions.

This is called SCIENTIFIC Weight RE-
DUCING, whkich adds so much to YOUR
HEALTH, YOUR HAPPINESS and YOUR
APPEARANCE.

Phone ALbany 2662 for an appointment
with

DR, WILL McCANN
CHIROFRACTOR

“HE GETS RESULTS”
Clarice B, Frons, Colonic Technician

Office—5134 N. Figuerca

DR. WILL McCANN

The Chiropractor Says:

Do you older ones remember when chil-
dren that at a certain time of the year you
drank sassafras tea — another time sul.
phur and molasses—another onion syrup?

Well that was one way of cleansing the
system and changirg the bad chemistry of
the body. Crude—yes, but effective. To-
day the mature healer at once hegins tu
cleanse the poisons froem. the bod
colonics—opening the nerve spaces n% the
spine—and correct feeding so nature can
balance the chemistry.

‘Do you know that if you had the 17
chemical eclements of the body in this
normal percentage that you could not be
sick?

If vou are suffering in any way call
ALbany 2662 for an appointment with

DR. WILL McCANN, D. C.
“HE GETS RESULTS”
Gertrude Willard, Technician
OFFICES AT 5116 MONTE VISTA
(Radionics, Colonics,

FElectro Therapy)

ASTHMA

DR. WILL McCANN
The Chiropractor Says

Hawve you sat up night after night un-
able to expell your breath freely, all
choked with the asthma attacks?

That is unnecessary now for the modern
Chiropractor by his improved methods can
give almost immediate relief.

Asthma is caused by spasmodic contrac.
tion of certain muscles of the throat and
lungs. By relieving the pressure on cer-
tain pinched nerves emiting from the
upper spine, these muscles are released |
and free breathing permitted.

To get relief, phone ALbany 2662 for an
appointment with

Dr. Will McCann, D. C.

“HE GETS RESULTS”

Tuesday and Thursdays (10 a. m. till 2
p. m.) are “Pay what you can afford
Days” for these financially embarrassed.

Office located at 5134 No. Figueroa

Note: These advertisements subject to slight changes depending upon the equipment you
use and whether you prescribe to the policy of installing, (Pay what you can afford days)

as specified in the "Asthma” adveriisemeni It is well to remember that pictures of your

self or those indicating technique or condition stiil further enhance the drawing power of

advertisements.




REDUCE

Down 2 Sizes
And Avoid That
Middle-Age Spread

Our Famous
Slimming Massage

10 Treatmenis
for
$17.50

Build Yourseli a New
Figure
Lorraine Day, Masseuse
1018 Wayside MA-448

BEAUTY
BATHS

—Add Poise & Beauty
Subtract Years

Fashions stress the new longer
line in clothes, but how about
your figure Do you bulge in all
the wrong places or lack curves
where you want them? Let us
solve your figure problems.

$17.50

ONE WEEK ONLY
TEN TREATMENTS

ARLENE RAY

EXPERT SWEDISH MASSEUSE
IN CHARGE

SLENDERFORM
STUDIC

418 MELODY LANE

NEW FACES
FOR OLD

Would you trade the face

at forty for the ocne you had
~at twenty?

Our new Incline Plane ireatment
is working wonders in facial re-
juvenation. Also aids the hajr and
lessens hard lines and wrinkles.
Probably the greatest aid to facial
beauty yetl discovered.

You are invited o come in and
inspect this famous beauly re-
storer, (For One Week Cnly.)

A Free Treatment toMnterested
Clients

FACE & FIGURE SALON
856 M'ercédes

LOOK AT YOUR
FIGURE

EVERYONE ELSE DOES
Providing—
You Have a Figure!

Reduce
= ~ oalely

Easily

Healthily

Firm That Flabby Flesh
Build Yourself a New
Figure
{One Week Special)

Ten Treatmenis of
Slimming M_aéa.ge
for

$17.50

The House of Figure Beauly
St. Elmo Salen, 1828 Garrard Dr.




