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REMARKS~ 

I see by all indications that the theme of this 

conference is "I'm for ME."'' I 
' I know how you feel, having done a I ittle "I m for Me -ing 

about six months ago• And I might add that I did it with a 

f!/.~~litrf:':t. just as you are planning to do. 

'

It is interesting to note all the M. E. slogans that Art 

Sikking and his staff have come up with. In my case, I'd like 

to add another one, based on the opinion polls and the final 

results of the election. That would be "Monthi Earlier." From 
~ .. .,._~.;~, ........... ~c..,&,.,.. 

all we've been told, if the cae~l\'QllMf-' h111h~ gpefhs; moR*h, 

:;~.!:lf'f.~.~~ would probably have been too busy to 

come to Nippers ink today. 
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/J.utof course, it didn't last another week. •n•~ l•at 

f¥* rna~' hg as sjga#jrggt fgr }'P!J ijf i* is 'or me. It's a 

reminder that you have to put on your maximum effort not 

next month, or even next week, but starting right now~4,.,.;;t;t. 
. ,.,,,. , 

( Days that you do not fill with a maximum effort are lost 

forever to your campaign to success ... you simply can't afford 

to waste a single hour. 

As I have become more familiar with the Britannica and 

Great Books sales efforts, I am singularly struck by their 

similarity to successful campaigning• And, I might add, 

regardless of what happened last yea; I've had quite a 

record as a successful campaigner • 
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If you ask the average layman how politicians get elected 

... what are the keys to success in any campaign, be it for 

president or village trustee .•. he'll probably talk about issues, 

exposure, maybe even endorsements 4 

LAnd the chances are that he'll leave out the most 

important single ingredient in the campaign -- an organization 

of workers. 

'-.You can have the greatest issue on record. You can 

convince the electorate that you're the man for the job. You 

can be endorsed by every leading influence on public opinion .• 

~if your opg,onent gets out his supporters to vote, and you -don't, you'll lose. 
- -y -
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t The v:es you want are sales. Your candidates are the 

best qualified home libraries available anywhere on this earth• 

/._You have the endorsements{You have public opinion on your 

side. For over 200 years, people through out the Eng I ish -- - . 
speaking world have associated the name Britannica with the 

finest in products., 

J.. So what do you need? You need the organization that \ 

can get outlhe votelWhere I'd call them precinct workers, 

you call them salesmen. They're the people you have to have.,,./,.._ 
a 1 ·-2 

to get the sales you need .• .., 
£We can tell it in politics --there's a direct relationship 

between the vote you 'II pull and the number of organizational 

workers you have. Certainly the same is true of selling. • 
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~ike political organizations, tooL your sales organizations 

are based on a chain of command. From Art Sikking and his 

associates, down through Divisions to the Districts and ., -
Branches, you --all of you --are working to build bigger and 

better organizationi.J.ou do this not only to benefit the 

national ticket --the total sales of the country --but much 

more importantly to elect your local tickets with bigger sales 

volumeflit/t,J,.Wl~' 
-r:;;;e's another similarity between politics and your 

direct selling organizationskt's a fact that politicians on the 

local level are really much more personally concerned with 

the local ticket --the county courthouse ticket --than they 

are with the national or state ticket. 
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khey look to the national and state tickets 

to be the vehicles by which they can elect the local officjijiS 
• = 

who mean local power for the politicians themselves. Their 
rr • I 

attitudes are "I'm for ME" and local power is their aim. 

L. The same s!!2!!1d be true of you, and I'm sure it is~ 

Naturally, you want the ! ~o e successf (But it is 

far more important to President's Cup winner Ed Cronish 
a 

that the Atlanta EB Division is "electing its local ticket" with 

increased sales and increased Division profits .• 
~ 7 -

[And it is more important to Brown' . w~ner James 

Ferrell that the Phoenix District is a winner in sales and 

earning{_~For you
1 

as for the local politicians, 

the attitude should be "I'm for ME.'' 
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L But with this fully selfish attitude goes also your 

loyalty to the top of the ticke~ the total profit of the Company• 

L That total profit can lead you onward toward greater rewards, 

by assuring that our productsJ our sales materials and 

techniques, and our overall operation remain second to none. • 

To sum it up, I should say that your local effort, 
a 

coordinated with that of your colleagues all over the country 

in a sustained maximum effort will bring you success while -
boosting the Company to new heights. ~ J!:::..•"' 

m in· m •~, 

·~.t, 

,-J.~ * # # 

v~;kJ.&-7 . 
• 

,c,l~~iMII~ ~ 
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HUBERT HUMPHREY'S TAPE 

Thank you very much, thank you. Thank you very much Hoss Arthur I appreciate 

your introduction and I'm very happy to be here today with Chuck Swanson 

and John Robling and Art SUcking and all the members here of this great 

sales organization. And I'm going to try with all of the gadgetry that 

you have around here to make a fe't-7 remarks. 

First of all I want Art to know that I've been in sales work ever since I \vas 

six years of age. Ever since I started selling ice cream cones behind 

Humphrey's Drugstore Soda Fountain. t-Je had more takers then than '\\'e had 

in the last election. But, I started out early. I v1ant you to knm~ also 

hovJ exceedingly proud I am to be associated 'tvith Encyclopaedia Britannica. 

I have some prepared remarks here, but I'm going to visit vlith you just a 

little while before I go into those, about what you have just seen. And 

I 't·1ant to visit \vith you too a little bit about my association 'tvith this 

great company. First thing I v1ant to tell you is I'm not here for windO\v 

dressing purposes, I'm a serious participant in Encyclopaedia Britannica. 

I've worked with its board of directors, I'm a nosy, inquisitive fella 

about Encyclopaedia Britannica. I'm an intimate, long-time personal friend 

of its publisher and I'm going to keep an eye on every aspect of the oper­

ation of this great company. In other words , I didn't come for a ride, I 

came to help build this company. 

I spent sometime in the Chicago office, I've met most of the staff there, I've 

tal~ed 'tvith the top officials of the company. I've met some of the new 

personnel and I've come 8\vay more excited about the work at Encyclopaedia 

Britannica than I ever dreamed was possible to be for any position outside 

of public life that I might be associated with . I would be less than honest 

with you if I didn't tell you that my first love of course is public life . 

But, a close second is the fi~ld of education, and since the American people and 
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the Constitution denied me the chance to be the professor in 1600 Penn­

sylvania Avenue, I decided I'd do what was second best. I would associate 

myself with some colleges and universities and Encyclopaedia Britannica. 

And maybe just a little run dmvn will give you an idea of what I have in 

mind. I am the professor, the all university professor in the field of , 

public affairs at the University of Minnesota. This is a high honor and 

great privilege for me. It is the university from which I graduated many 

years ago. I also occupy the chair in the field of international relations 

at Mecalaster :allege and St. Paul a very fine prestigious, independent, 

private school of about 2,000 students in the liberal arts. I serve as 

a member of the Board of Trustees at Brandeis University. I'm a member of 

the board of the International Institute of Education which is related to 

international education and the development of scholarships amongst the 

respected nations of the earth. 

I also am chairman of the Board of Regents of the Woodrow Wilson International 

Center for scholars established by an act of Congress. A Board of Regents 

that consists of some of the outstanding educators and scholars of this 

country. And I shall be giving a little of my time to that activity. I 

work eighteen hours a day in case any of you are wondering if I'm going to 

have time for all of this. I \vant to remind you what my father told me 

and which I think is a good thing for you to remember. "Most people die 

in bed, stay out of them.•• 

Now on top of all these other activities, which take a limited amount of my 

time, I have become associated with this great corporation. And I have 

loved it very, very much because it has a double interest to me. First, 

of all I'm fond as a person and a friend of Mr. Benton, Senator Benton. 

We Bill and Helen Benton are two of the closest friends that Hubert 
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and Muriel Humphrey have. I imagine that may have had something to do 

with my association with this company. That kind of nepotism I approve 

of I want you to know. But more importantly, I know what this company 

stands for and I know of what it is. And I want to talk to you a little 

bit about that. I've just returned from London with Senator Benton. We 

went there on Encyclopaedia business. We Visited with our editors and some 

of our associates, and advisors at Oxford a great university. Just to show 

you what it is like they have what they call the new college. It was es­

tablished in 1284, but they still call it the new college. We visited 

Cambridge, another one of the great universities of the world. And both 

of these great universities, Oxford and Cambridge are related to in a very 

personal and professional, intimate manner with Encyclopaedia Britannica. 

And of course the University of Edinboro that you saw pictured here on the 

screen. Again associated with the Encyclopaedia Britannica. The Univer­

sity of Chicago one of the great institutions of higher education through­

out the entire world, has a very direct interest in an a close association 

with Encyclopaedia Britannica. And we're beginning to spread that associ­

ation to other great universities which I won't bother you with at this 

moment, because I'm sure our President Chuck Swanson could tell you much 

more about it. But this fall I intend to trave 1 with Senator Benton to 

Japan, where we're engaged as you know in a great :i.nternational develop­

ment in Encyclopaedia Britannica. Go_ t o Australia where again Encyclopae­

dia Britannica is making its impact. And all I can say to you is that 

all over the world this company and its publica tions is making a tremen­

dous impact upon the cultural and educational lif e of the people on this 

globe . I just want you to kn~~ with what you're associated, because a man 

is pre tty well judged by the company he keeps. And you're in .damn good 

company ge ntleme n, very, very good comp any. Just think of it, this great 
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prestigious University of Edinboro and the Encyclopaedia Britannica lecture 

that you heard and witnessed and viewed here today. This is a great univcr-

sity that has centuries, centuries of respect and prestige. I hope you 

realtze very few universi.tl.es Wl.ll perilut their name, their imprimaturs 

they call it. Their na me to be associated with a product that is sold in 

the commerical market. But you are involved with a company that has that 

rare privilege. And when you think of this Encyclopaedia Britannica being 

the center of a national celebration here in our ~~n country at Smithsonian, 

I am a member and was a member of the Board of Regents at the Smithsonian 
f 

Institute . It is one of th~ great educational institutions of the world. 

Smithsonian is not just a museum and a gallery it has represented in the 
t 

beginning of our country the finest in higher education and advanced studies 
• ~ and is much respected and loved by the American people and the Congress of l 

the United States. ~ 
j 

N~v when you can get the director of the Smithsonian on the one hand and the 'I 
1 

Board of Regents of the Smithsonian presided over by the Chief Justice 
:I 

of the United States and some of the most abled·and gifted members of the 

Congress as members of that Board of Regents. And the Vice President of 

the United States is the Vice Chancellor. Whe n you can have that sort of 

a host for your presentation and for your commodity and your program and 

your book and your materials you're in good company. And then to have it 

topped off by the presence of and the remarks of and indeed as you listen 

to them the endorsement of the President of the United States . I submit 

to you that that happens to very, very few companies, very, very few insti-

tutions , very , very few productions. No matter what kind of production. And 

you're a part of that great organization to "1hich these hi gh honors have 

been paid . And then to think of the Prime Minister of Grea t Britain being 
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host, host to Encyclopaedia Britannica, its board of editors, its publisher, 

this company in 10 Downing Street. This is a rare occasion and a very 

unique privilege for anyone. And Guild Hall in Great Britain is so filled 

with history that there is hardly any way in modern civilization we can 

find anything to compare with it. And you can see that very regal setting 

of Guild Hall as you witness it on this screen. And did you notice the 

British Toastmaster, thank goodness the British have toastmasters that make 

very short presentations. He Americans sometimes get a mixture ••• we get 

a toastmasters that make a longer speech than the man that makes the address. 
\ 

But not in Britain, they say pray silence which is a good idea, and then 

they present the speaker. And then to think that you would have the Lord 
\ 

Mayor of the city of London,." the Prime Minister, the editor or the chairman 
' ' of the Board of Editors, an~ the publisher of Encyclopaedia Britannica . speak-
j 

ing before several hundred of the most distinguished personages of the world 
' l 

about the books that you sell. That priceless product that's in your custody 
·' 'I 
'I 

and your stev7artship. I te 1?- you that this is something of which you and your 
:• 

families ought to be very proud. I hope you' 11 tell your wife about it. I 

' hope you'll tell your sons and daughters about this. I wish that I ••• I 

by the way just saw the entire Guild Hall film , I wish you could see it 

all -- it's magnificent. 

And the film from Edinboro, I saw it in London this past Friday. And it is a 

moving presentation with great wit by the way I might say. The Lord Hayor 

was joking about hatv he was getting rid of a lot of old relics in London, 

just like the London Bridge to certain American purchasers and how greatfull 

he \vas for the improvements of the landscape that we were making possible. 

Well, I want to tell you about this because while I was in London, the Senator, 

Senator Benton and myself visited as representatives of this company and as 
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American citizens, with the Prime Minister, we were at this home out in 

Checkers one of the great states of Britain. We were with the leaders of 

the opposition Mr. Heath, leader of the conserative party at a delightful 

luncheon that lasted for about three hours with the top representatives of 

the conserative party. We were with the leader Hr . Thorp of the liberal 

party. We visited with people on the London Times Editoral Board, members 

of B. B. c. by the way Encyclopaedia Britannica had never had a commerical 

on the British Broadcasting Corporation until they interviewed me when I got 

off the airplane when we arrived in London. And I'm happy to tell you that 

I gave you three good plugs in one short intervie'"· 

So this is just a little bit of what transpired, our director and manager in 

London is Peter ••• a gentlemen by the name of Peter Norton, who is doing 

a good job. Our sales director there is as Art Sikking knows is John Keetch 

who is doing a good job. I spent Saturday afternoon 'vith John Keetch going 

over all of their salesplans in England. They've had some difficulties there. 

And it's not the same kind of a market that we have here, but things are on 

the move ... they're on the way up and I just well tip you off percentage 

wise they're going to give you a run for your money. Because they're really 

moving. This great company is doing so many great things. I know that I 

don't need to tell you that this great company is even n~v engaged in in­

vesting and having a major role in the development of a great encyclopedia 

for France the Universalis. And we have encyclopedias in other parts of 

the world, but you're primarly interested here! know in this market. But 

what I ••• . I've always believed that if a man can't be ••• that every man 

that amounts to anything ought to be proud of himself and have reason for it, 

he ought be to proud of his faith or religion and have reason for it, he 

ought to be proud of his family and have reason for it, he ought to be 
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proud of his country and have reason for it, and he ought to be proud of 

his work, his profession, his occupation, his activity and have reason for 

it. You're not going to do any better job on this sales organization than 

you think of yourself. In other words if you think that you really have 

something to offer, then you*re going to do something for yourself and 

for this company and for your family and for ti1e product that is yours. 

Relllember you• re uot selling soap, eveu though there • s noth1ng wrong \·lith 

selling soap we need that too. Hhat you're selling, 'Hhat you ' re of f ering 

is enlightment, education, emancipation, opportunity everytime you bring 

one of those sets of Encyclopaedia Britannica into somebody 1 s home, even i f 

they don't buy it you 've done something for them. Make no mistake about it. 

You've aroused an interest in their social ••• in that family ' s social and 

educational improvement. Even if they turned you away, you ' ve done something 

for the m. Anc.l I venture to say that on some -- if you make a feY.' replays 

which I' m sure your salespeople do that you'll find that those who rejected 

you once for 'tvhateve r reason may have been theirs, for 'tvhatever reason they 

had, may be much more acceptable the second time or much more receptive . 

But wherever your salespeople were able to place one of these great sets of 

learning , of knowledge, of civilization, of culture and that's what you have 

to sell. You've made a vhole nev life for that family . 

I've had an encyclopedia in my home a long , long, time and I' m here to tell you 

that's it's very di ff icult for a person to have an education without a very 

good reference library. You've heard this on thi s screen, but you must be ­

lieve it , you must believe it like ••• like you believe your reli gious fait h , 

like you believe in your li fe itself, because tha t's 't·Jhat salesmanship is 

all about , you're selling yourself really . And \~ha t comes along vith it is 

just an extra , an add on. So you ' ve got quite a break , you' ve got a chance 
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to demonstrate who you are and what you are. And the first thing I'd like 
to say to you is that you can walk ,.;rith great pride, and you can talk and 
work in great pride, because look at what you're associated with, look at 
the commodity, look at the product, look at this great ••• this great circle 
of learning, of knowledge called the Encyclopaedia Britannica. There isn't 
anything like it on the face of the earth and you know it. This is the Rolls Royce, the Cadillac of all the great books, of all the great reference li-
braries, of all of the great encyclopedias. You're not out here trying to 
peddle bicycles, you're not . out here to see if you can sell something cheaper 
than somebody else. I'd like to leave one thought \~ith you above all, the ,, 
American public today is searching for what they call quality in life. That's part of the trouble in this (country today, particularly with our young people ! 

' they knm.;r that there's a lot of junk around , and they knm.;r that there's a lot ' l of hypocrisy around, and they kn~1 that there's a lot of just nonsense around. ! 
N h h • J ow you ave t e opportun1ty to 

} 
ocritical, that's not nonsense, 

? 
i, with solid, intellectual gold. 

come forth with something that is not hyp-
that's not junk, you're coming forth really 
And boy I tell you, you ought to stand real 

tall and straight when you think of that. Now I've been liiking at these 
signs around here -- M.E. I kn~1 what that means, I ••• gosh I wish I'd of 
had that last one dcrv1n that Manpcrv1er Expansion, that's all I needed. And 
if I'd of had 3/10 of 1% of Manprn.;rer Expansion I wouldn't have been here 
today. And if I'd of had a chance to get at you a little earlier I would 
have let you believe that you 'tl1ere going to be down there \-Jith me today. 
You see . 

Now I've never had any trouble on maintaining enthusiam that's been ••• that's 
never been one of my problems. I'm a plenty enthusiastic fella and I be-
lieve that you ought to be to, there are a lot of sour-pusses in the world . 

And you do not prove yourself to bea brainy, intellectual fella by going 
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around like you're the victim of insomnia and dispepsia. I speak with some 

professional knowledge of that having been a pharmacist and still am. And 

I can't quite read that way down there but, I think it says something about 

Multipling Earnings ••• is that right? If it isn't, or Maximizing Earnings 

I'm for t~t too. I tell you that's a great idea and Management Excellence 

you've got it right up here. You don't have any better management than 

you have for this company. Now I noted down here a few things about this 

M.E. business, M.E., M.E., M.E., it sort of makes us sound selfish, but I 

kind of like that theme. And I think the best thing for me to say about 

this is I'm for M.E., for all of these M.E.'s. And I'm for ••• and I was for 

M.E. about six months ago, and as I said I did it with Maximum Effort and 

with less than Maximum Hanpower Expansion. I can only say this, that there 

was only one other M.E. that \-7ould have tided me over and that is this ••• 

a month earlier. 

Some people say I could have settled for less, they say if I'd only had another 

week, but then you see, look at the problems that my President and our 

President has today compared to the ones we have. I tell you he's got plen~y 

of them, and he isn't going to have too much trouble from me. Well, I think 

it's fair for me to say that everything tha~'c on these plaquers here today 

tells us that you have to fill in each day with Maximum Effort or whatever 

campaign you're in is going to be lost. We simply can't afford to waste a 

single hour the most priceless thing that man has is time, and time is neutral 

just depends on what you want to do with it, and that's what you're being 

asked here to do today. To use it, and to use it to the maximum. Now I 

think I can give you some comparisons here between what you're doing and 

what I tried to do. If you asked the average laymen, the average citizen 

how politicans get elected, what are the keys to success in any campaign, 

and I've had a few successful campaigns, be it for the President or the 
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Village Trustee that average laymen, not too sophisticated in the ways of 

politics is apt to say, "oh well, what you need is the issue." The issues? 

You need exposure, the media and you need a lot of endorsements. So now my 

dear friends, you've got all of that. You've got endorsement like no other 

company ever had. I can even add that Pope Paul visited Senator Benton's 

apartment in New York, so he must have seen Encyclopaedia Britannica. You've 

got every kind of endorsement from the Presidency up to the highest members 

of the Church. And you've undoubtably had lots of exposure with John Robling 

whose public relations for this company is superb. And the issue of education 

is the most burning issue of our time. Thomas Jefferson once said, "you can't 

be both ignorant and free. You have to make your choice." So you have to be 

educated to be free and every boy and girl in America today, every young man 

and "t·: oman kno;vs that they need it despite all the troubles and you might help 

put those in proper focus too. But there's one other thing that that average 

la ymen doesn 't emphasize and that's called organization. And I can tell you 

as one "t·:ho "tva s catapulted into the highest levels of American politics, '\-1hen 

I had no plans for it, particularly in the year of ' 68, that organization 

means something ,. I £eund a ~Ert~ittse in shaFRsls:o, no orgiilni~ation. I sew a 

eouveutiou i11 siJatubles, no organization. I think we had a fairly good prod­

uct, I "t.nuldn't be so i m.'"nodest to say that "t·:e didn't have a fairly good prod­

uct. I kn0\·7 that "t·:e had some issues and I knO\v that "tve had exposure and I 

kn0\·7 that \·:e had endorsements. Hhy I'm the only man that ran for the Pres­

idency of the United States that had the chairman of his committee a former 

President . President Tru:nan ,.,as chairman of my committee. So I had lots 

of endorsements . Hhat I needed more of is \..·hat you are and "t·lhat you reprer.>ent . 

I needed tlwt Art Sikking he should have left this company and come on over 

and organized my ca mpa i gn that ' s what I needed . But what we really need is 

the difference betv:een '"uccess and failure is ge ne rally organization . 
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You can be bright and alert and attractive and exciting at whatever work 

you're in, but unless you've organized it, directed your energies it all 

generally adds up to nothing unless it's by accident that something good 

comes out of it. Now what you're after are sales. What I vas after were 

votes,and I'm here to tell you that your salesmen are like precent workers . 

And if you don 1 t have the pre cent \vorke rs you don't get the votes, and if the 

precent workers don't believe in what they're trying to do you don't get the 

vote. And I'll tell you something else in order to get votes v7e have to 

have registration in politics, in order for you to get sales you've got to 

have leads. Same business, the more leads the more sales, the more registered 

voters the better your chance to win in my business. So I know what happened 

to me and I think I kn<=M \vha t to do about it. There isn't a great deal of 

difference between the fine art of political selling, or political persuasion 

than there is in the art of salesmanship in the great companies of America . 

Noo;v I've often said that you cannot win an election if you've got a poor 

candidate and you ought not to and if you have a poor program you ought not 

to. And you ought not to be able to sell any books if they're worthless 

and if they don't carry material that's worthy of the human mind, but if 

you've got good material, solid substance and you believe in it, then you 

have a fighting chance to 'dn, in gove rnment, politics or in business. Your 

candidates in the ma in are the best qualified home librarians availabel any­

,,·here on this earth and the homes of the American people. You have the en­

dorsements, look what you had here . And you had public opinion on your side 

because as has been pointed out there 's more been said about Encyclopaedia 

Britannica in the last 200 years than all the other reference works put 

toge ther. 

So "'hat do you need? You need just v7hat you're emphasizing here today ••• or­

ganization, and that will get you sales and it will get out the vote . And 
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that's what I ~anted to leave with you as a message of what I think is re­

quired. 

Now like all organizations, political or sales you need a chain of command, and 

you have it from Art Sikking and his associates down to the divisions, to the 

districts to the branches. And you, all of you working to build bigger and 

better organizations. And I'll tell you something else you're no better 

leader than you are in terms of the intimate knowledge of the people that you 

need and that you lead. You can be a good branch manager, a good district 

manager, and you can be a good division manage r, but unless you know the 

troops and you can insprie some faith and confidence in those people that are 

going door to door, library to library, you haven't got anything but a facade. 

Just a paper village. Remember that this organization '\vith all of its 

brillance, with all of its great quality product, with all of its history, 

with all of its tradition, with Guild Hall, and the l.Jhite House,and Smith­

sonian and all of them won't amount to anything unless the salespeople are 

able to keep building this company so that it can be a profitable institu­

tion. Bec a~e those profits are what go back into improving the quality of 

this product. Your company today is preparing to spend millions and millions 

of dollars to improve this product that you're selling. This great company 

has poured millions and millions of dollars into all forms of education. And 

I hope you look upon yourselves as educators with some courage and some get 

up rtnd go . You are not just sales leaders you are in a very real sense ed­

ucators because the educational structure of this country is not to be found 

in its oubLi c and private schools alone and even in tis public and private 

libraries alone, it's to be found in the homes of America , the homes. And 

you're going to have to interest those families in the kind of product that 

you have, so that the children will make it '-lill have something so en-

gaging that the commerical entertainment of television and radio does not 

take all their time. 
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The modern young man and woman does not get all his education in the classroom 

he gets it in the neighborhood, some of it very bad, I might add. But he 

also gets it in the home. And I would just like to add an extra dimen-

sion ••• I'd like to have you think about this. I know you're good sales 

directors, I haven't any doubt about that I know that you people here know 

your business, but I wonder if you've ever invisioned yourself as not only 

being a great manager, or division, district or local branch director of a 

sales organization, but I wonder if you've ever thought of yourself as 

really the coutmunity leaders of educat1on. 'tou ougnt to De 1nterested 1n 

everytniug tnat gvt:!S u .. l.u tue i ield of education. Total involveme nt, be ca·use 

that's your business, you 're not selling beverages, or detergents you're 

selling education 'vhich happens to come in the form of books, of atlases 

· of the Great Books, and you've had some discussion already of the Annals , 

which is one of the great break throughs in publishing . And more to come, 

this is the first company that ' s dared do anything like this, to computerize 

this type of information . So you're in the education business and don ' t 

hesitate for a minute to think so . You can teach the Suprentendent of 

schools, and the school board, and the librarian, and the teacher and the 

principal a ,.,hole lot more about education than some of them may even knOtv . 

Because your livelihood doesn 't depend upon a civil service job it depends 

on whether or not you dig it out, day by day, and week by week in compe ti­

ti.ve enterprise . And you ' 11 get smart '"hen you have to ••• I ' 11 tell you 

ncccess ity i s the mother of invention. And just a little difficulty sepa ­

rates t!:c men from the boys , and it doesn't take long either . 

Hell , I know that some of you here have done some very impot·tant things . ~!0\·.' I 

talked about this big company, this Encyclopaedia Br itannica . But I \-~ ant 

to tell you and I've been in politics long enough to kn0'\·7 that the fe l l.:! 

there at the locnl level is not s o much interes ted in the head of the ticket 

as he is in that local election. And I found that out in mo::-e w<lys than one . 
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I used a little analogy because I say there's a similarity between politics 

and your direct selling organization. It's a fact that politicians on the 

local level are really much more personally concerned with the local ticket 

county courthouse ticket than they are with the national or the state ticket. 

They look to the national and state tickets to be the vehicles by which they 

can elect local officials who mean local power for the politicians themselves. 

Their attitudes are I'm for ME and local pm~er is their aim. Now the same 

should be true of you and I 'm sure it is. Now naturally. you want this com-

pany to be successful, I've told you about what that means in terms of ex-
1 
I, 

pans ion of our activities. , But it's far more important to the President's 

Cup Winner Ed Cornish, that the Atlanta EB Division is electing its local 
l 

ticket with increased sales· and increased division profit. That's what 
~ 
~ 

counts. And you add up all: those locals, all those divisions and you get 

a great company. You don't) build it from the top on down you build it from 
j 

the bottom on up. And it's:· more important to the Brown Doiby v1inner, James 
J 

Ferrell, that the Phoenix District is a winner in sales and earnings. For 

you as for the local politicians the attitude should be I'm for ME. But 

with this fully selfish attitude goes all your loyality to the top of the 
I 

ticket or it all collaspes • . The total profit of the company ••• the total 

profit can lead you onward to greater rewards by assuring that our products, 

our sales techniques, our overall operation remains second to none. Let me 

tell you something dear friends in a two man race '"hen you're second you ' re 

last. And may I expand it in a three man race when you're second you're 

last -- you're out too . I was in one of those. There ' s only one way to play 

it ••• to be firs t. I've heard all about the great moral uplift that you can 

get out of defeat . l~e 11 nat·l let me te 11 you something dear frie nds there 

isn't anything that happens to your morals that won 't happen better if you 

win. Ju~t remember that. 
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Now I'm going to conclude with just a few practical Humphrey suggestions, be­

cause I've been selling a long time. I started taking inventory when I was 

eleven years old, I'm no novice to selling. I still operate a business and 

we still make a profit. 
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I know what • • • you know I was one of those that met a payroll, not that 

that means very much, but if you ever get to here in South 

Dakota, let me put in a commerical. There's Humphrey's Drugstore, 

the best drugstore in town. And I was brought up early to believe 

that. My father told me once "son to never mention another man's 

product. It may suggest to the customer that that's what he wants." 

So I would mention only one drugstore at a time. But I'd like to 

mention to yon a few su~gestions, practical suggestions. Now I 

said you're educators as well as sales leaders. I want every one 

of you to realize unless I'm wrong and Art throws me out and says 

I really don't know all about this, but I've got the platform and 

I 1m not going to yeild it to him. This is my time. I think that 

one of the needs of this company is that we make it our business 

to be close, knowledgeable, acquainted with, friendly with, at least 

understanding of every school administrator, every librarian, every 

principal, every teacher that you can find anywhere. This surface 

treatment of just hoping somehow or another the fall-out will hit 

the one you want is no good, you've got to target it. You have 

to make sure that you know what you 1 re after. And there 1 s nothing 

wrong being concerned about politics. You ought to know your 

state legislator like you know the back of your hand .because your 

work is involved ••• is going to be affected by political decisions. 

It was said so here today. When Title III of the National Defense 

Education Act i s eliminated in its funds and Title II of the 

Elementary and Secondary Education Act is severly cut. When the 
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higher education act is severly reduced; that just simply means 

to you good men out there that, your road is a lot harder than 

it's ever been before. Now you can go around and say I'm not 

interested in politics and if you do then all I can say is that 

you're too dumb to be the leader or a sales organization. or 

course you're interested in what happens and I don't mean just 

in Congress, I mean at the local level. Who are your customers? 

Not only those families, ' but those librarians, those schools 
\ 

and you ought to know everyone of them. You ought to know the 

school boards and you ought to know the individuals1 ,their 

weaknesses, their assets. You ought to know all about them. 

I was Majority Whip of the United States Senate, gentlemen, 
l 

and I knew every senator·backwards and frontwards and I knew 
I 

l 
his wife and his family. ; And I knew what he was doing most of 

I, 
•. 

the time, and what he wanted to do the rest of the time. And do 

not pass legislation just because you've got yourself a few 

college degrees. This is hard work its salesmanship, and we 1 ve 

passed a lot of tough legislation ••• hard to get, and it comes 

the hard way. There 1 s nothing like being acquainted with the 

people with whom you're going to work with. Know ·thyself, 

know the competition, know the problems, know the opportunity. 

And I want to just give you one other suggestion-- there's 

people giving people something all of the time in this country. 

There are more people today that want to help other people than 

any other time in this country. I belong for exampl~ to the 

optimist clu~. We do Mork lr.ri.th young people, as some of you 

who may belong to the optimist club know. We have a big Boy's 
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camp in Minnesota. I know that every year these clubs Kawinias, 

Optomist, Rotarian, Lions, all of them, Civitan, all of them 

whatever it may be, they're all doing something. Once in a 

while they want to do something for a neighborhood center, once 

in a while they want to do something for a camp for the handi­

capped, once in a while they want to do something for the home 

for the aged or any particular groups. I'm sure you've thought 

about that. They might very well want to see to it that they 

have the finest reference set that the world has ever produced. 

Why not, much better than just giving them another watch or 

another silver bowl that they don't know what to do with. 

Something that is functional and something that is really 

majistic. Anniversaries, all kinds of anniversaries. And 

frequently when you get an anniversary, you work 25 years for 

a company, or 50 years for a company, we let them off giving 

them a $30.00 watch. Now after a fella has put 25 years into 

making a company wealthy, he ought to get somethin~ better than 

that. I'll even advocate that in EB ••• don't worry about that 

boys. 

What greater good -- what finer thing could there be for example, for a man 

as, when frequently some big corporation is going to honor some 

good soul that worked there for 25 or 30 years and John Smith or 

Shultz. Out my way Olsen or Swanson or somebody. We got a lot 

of good Scandihovana ••• Scandinavians out there. We're always 

honoring them. We have a bug company that gives them a big party 

for the men that's put in 25 years and there's always one who 

has worked 40 years. And what do they generally give him, some­

thing he doesn't. need. vlhat is the nicest thing that you could 
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do for a fella who is a grand-dad who loves his grandchUdren may­

be more than he does his own. How about a set of Encyclopaedia 

Britannica with the Junior Encyclopaedia and all that stuff that 

Art had in that kit that he showed me. 

I want us to be creative. There's talk about the new politics, ~ell I think 

that out of a sales organization like this ought to come a 11 000 

new ideas, as to what you ought to be doing to make this company 

better. And if we can't come up with a thousand lets have it our 

target, because thes e signs don't mean a hoot. I know what they 

mean, listen ••• I've been in propaganda work a long time. They 

only mean something if you take them seriously and that • E· a fact. 

Marl:mum Effort means something only when you beleive it and 

maintaining enthusian is something more than just going and having 

another drink ••• you know that. Not that that doesn't help once 

in a while, and manpower expansion. You '9et good salespeople ••• 

hard to get ••• a lot of people think you don't have to do much 

these days to succeed. It's a sad reawaking for a lot of folks. 

And I tell you that everytime you recruit a good man, on a good 

person to help you do your job, you make yourself better. Thats 

what makes you look good. 

I was only as good in my job as the people that worked for me. And I use :: 

to have a pretty good reputation back in my state. They use to 

say Humphrey answers his mail, Humphrey takes care of things. 

You call him ••• things are done. It wasn't Humphrey that did it. 

I know that. I never said that publically up until now, but I 

want you to know who did. it •••• the people I had in my office. 

But that reflected on me. You know what I use to tell my office 

staff when they'd send out some letter that I thought wasn 1 t very 
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good ••• and there's a young lady here ~o has worked with me for 

some years. I use to say -- and the letter went out and I get 

what we call reading copies. I'm a demon for detail. I look 

them over until my eyes are bloodshot, and once in a while I'd 

fine one that I thought looked rather stupid. And I'd call in 

the person and say listen -- if you're going to a letter like 

that will you please sign your name, don't sign mine •••• because 

I don't want anybody to think that I care that little or that 

I'm that ignorant. In other words the people that you have 

with you, make you. And what you do to lift their light and 

lift their sights makes them. Leadership is just another word 

for development. It's just another way of making yourself and 

the other fella a little better. 

Well I thought I 1d just unload on you this morning, to let you know that 

I joined this company because I like it. That I'm one of its 

most enthueiastic participants and whatever time I have for it 

I give it maximum. And I'm interested in this company being 

a prestigious respected company, but above all, I'm interested 

in it being successful. And success in your market place means 

one thing ••• it means sales and through sales you make profit for 

yourself and for the company. And through that you make yourself 

better and the company better and we do better. So let's get 

on with the show -- Thanks a lot 



• . 

Well, I see by all indications that the theme of this conference is 

" I' m for ME • " 

I know how you feel, having done a little "I'm for Me-ing about 

six months ago. And I might add that I did it with a maximun effort, 

just as you are planning to do. 

It is interesting to note all the M.E. slogans that Art Sikking 

and his staff have come up with. In my case, I'd like to add another 

one, based on the opinion polls and the final results of the election. 

That would be "Months Earlier." From all we've been told, if the 

campaign had lasted another month, or even another week, I would probably 

have been too busy to come to Nippersink today. 

But, of course, it didn't last another week. And that fact may -be as significant for you as it is for me. It's a reminder that you 

have to put on your maximun effort not next month, or even next week, 

but starting right now. Days that you do not fill with a maximum 

effort are lost forever to your campaign to success ••• you simply 

can't afford to waste a single hour. 

As I have become more familiar with the Britannica and Great Books 

sales efforts, I am ¥1 g l zty struck by their similarity to • f~ :tf 
campaigning. And, I might add, regardless of what happened last year, 

I've had quite a record as a successful campaigner. 

If you ask the average layman how politicians get elected ••• 

what are the keys to success in any campaign, be it for president 

or village trustee ••• he'll probably talk about issues, exposure, 

maybe even endorsements. And the chances are that he'll leave out 
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the most important single ingredient in the campaign -- an 

organization of workers. 

You can have the greatest issue on record; you can convince 

the electorate that you're the man for the job; you can be endorsed 

by every leading influence on public opinion; and, if your opponent 

gets out his supporters to vote, and you don't, you'll lose. .. .. 
The votes you want are sales. Your candidates are the best 

qualified home libraries available anywhere on this earth. You 

have the endorsements; you have public opinion on your side• ~r 
over 200 years, people throughout the English-speaking world have 

associated the name Britannica with the finest in products. So what do 

you need? You need the organization that can get out the vote. tt a< 

IMI call them precinct workersf you call them salesmen. They're 

the people you have to have to get the sales you need. We can tell 

it in politics -- there's a direct elationship between the vote 

you' 11 pull and the num~~ .... N~<,....~~-on'tt•t~n I UP:' 

CJWZZ&lit)$ 'fh: same is true of selling. 

Like political organizations, too, your sales organizations 

are based on a chain of command. From Art Sikking and his associates, 

down through Divisions to the Districts and Branches, you -- all of 

you -- are working to build bigger and better organizations. You 

do this not only to benefit the national ticket -- the total sales 

of the country -- but much more important, to elect your local tickets 

with bigger sales volume. 

There's another similarity between politics and your direct 

selling organizations. It's a fact that politicians on the local 

level are really much more personally concerned with the local 
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ticket -- the county courthouse ticket -- than they are with the 

national or state ticket. They look to the national and state tickets 

to be the vehicles by which they can elect the local officials who 

mean local power for the politicians themselves. Their attitudes 

are "I'm for MEu and local power is their aim. 

The same should be true of you, and I'm sure it is. Naturally, 

you want the country to be successful. But it is far more important 

to President's Cup winner Ed Cronish that the Atlanta EB Division is 

"electing its local ticket" with increased sales and increased Division 

profits. And it is more important to Brown Doiby winner James Ferrell 

that the Phoenf:x District is a winner in sales and earnings. That's 

right. For you, as for the local politicians, the attitude should be 

"I'm for ME." 

But with this fully selfish attitude goes also your loyalty --to the top of the ticket\ the total profit of the Coq>any. That total 

profit can lead you onward toward greater rewards, by assuring that 

our products, our sales materials and techniques, and our overall 

operation remain second to none. Perhaps to sum it up, I should 

say that your local effort, coordinated with that of your colleagues 

all over the country in a sustained maximum effort will bring you 

success while boosting the Company to new heights. And you do it 

all, I might add, by combining an "I'm for ME" attitude with a 

determination to do what Art Sikking calls "the Company work in the 

Company way." 
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