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MISCELLANEOQUS.

A CHAT WITH JAMES A. GARY.

WasHINGTON, D. €., April 28th, 1897.
F all President McKin-
ley’s advisers, the man
( least known to the pub-
lic is the Postmaster
General. Still he Is one
| of the ablest of the cab-
inet ministers, and he
has for years stood high
among the business men
ot the United States.
Through his wonderful
business ability he has
made, I am told, a for-
f between five and six million do!-

tune O . ¢
tars. He has cotton factones near Balti-
more, in which he employs over I,500

hands, and the oceans and rivers of the
world are spotted with the snow-white
sails made from the cloth turned out in
his mills. General Gary has other large
interests, and he has been made the
trustee and manager of other matters
eyen greater than his own. He is con-
nected with t.)ankmgi[ institutions and
other corporations. e is the executor
of the Enoch Pratt estate, and, as such,
has a large part 1o 'controill.nz the mil-
lions which that philanthropist left to the
people of Baltimore. His duties of this
kind, in fact, have in late years so_in-
creased that he has practically retired
from the conduct of his private business,
giving it over to his son, a young man of
thirty-seven, whois his junior partner,
and who shows, it ls_sald, quite as much
business ability as his father. Postmas-
ter General Gary has always beeon a re.
publican. I have seen it stated that he
said not long ago, that he had given on
the average of 5,000 a year for the ast
thirty vears toward the supportof the
republican party in Maryland. He has
neyer been an office seeker; but he has
always been one of the counselors of
the party and hgs for years been astrong
friend of President McKinley. When
McKinley oftered him the place in the
cabinet he took it, as he thought he
would be able to do something there as
postmaster general, I am told at the
department that he has aiready the bus-
iness ol the office well in hand, and from
the talk which I had with him last night,
I judge that he will accomplish some-
thing before he is through. .

I met Postmaster General Gary in his
rooms at the Portiand Flats, and for two
hours we chatted together about himself,
business questions_and his plaqs as 1o
the department. General Gary is a man
of ideas. He has convictions and is not
afraid to say what he thinks. Heisa
good talker, using good language, and
now and then illustrating a point by a
story. Heis well read, and 1 coul(_l see
that he keeps abreast with the times.
He i3 not at all snoboish, and he looks
more like a practical business man than
a statesman. He has himsell well in,
hand, and although he is now sixty-three
years of age, there are but few wrinkles
in his face. His skin is as fair as that of
a girl’s, his eyes are a bright blue and
the onlv sign of his threescore years is
his hair and beard of frosted silver. He is
well dressed and well groomed. His

_case wurn out to be a blank fool,

suit is a business one, with the vest cut
low, showing a large “V? of white, in
which there are white studs and above
which there is a white mecktie, which
fits close up under his white turn-over
collar.

Our conversation covered a wide
range. Some of the most interesting
parts of it were those which related to
his business matters, and especially that
in which the paymaster general told me
how his father made him a good busi-
ness man. I had asked General Gary
as to his business education, when he re-
plied:

"My father had curious ideas regard-
ing the education of boys. At the time
I was born he was already well to do.
He was in fact what was then considered
rich. I was his only son, and he was
anxious that I should not be spoiled, so
he made me spend a part of each year
in the factory. I began my school life at
eight, going to an academy near by and
remamed there umiil I was thirteen.
After that time I was sent to school only
six months of each year, being kept out
the remaining six months to work.”

“What did you do in the factory,
General Gary?’ I asked,

I did everylhin%." replied the post-
master general. "I went in at the bot-
tom and worked my way up through the
various grades of labor umiil I got to the
top. Father paid me just the same
wages as the other boys. At first I re
ceived only $5 a month, ] had to work
as hard as the others, and at times ijt
seemed to me as though my lines had
not been cast in pleasant places. I re-
member one day when I was about fil-
teen—it is funoy how you remember
some things—I remember coming home
that night very tired. As I entered the
house father asked me how I felt, throw-
ing his arms acout me as he did so. I
repliedr

* ‘Father, I am dead tired.
feel too tired to eat.?

*Upon this father’s eyes filled with
tears. He sat down and pulled me down
upon his knee ard said: 'My boy, I am
sorry for you. But | am doing what
believe to be right, It would be a good
deal easier {or nie to let you do as you
please, to give you what money you
need and to keep you from’work. But
the chances are that you would in that
The
work you are now doing will be of im-
mense value to you later on. It will
make a man ol you, and I know that the
day will come when you will bless me
for these hard times. !

I can see my father now, 1D my
mind’s eye,’* concluded General Gary,
*fas he looked when he said that. I now
realize that he was right; and I have
many times blessed him lor training me
as he did. As the result of that work [
know as much today about any hranch
of my business as any of my employes.
My men have learned that they caonot
fool me; and they know that it there is

I really

anything out of the way I am sure to,

potice it as soon as I come into the fac-
tory. Successful business, and especial-
ly successiul manufacturing, is largely
the result of the careful watching of de-
taiis of the little things. In order to do
this, you must understand all parts of
the business. The chief thing that I
learned, however, was how to work and

what work meant. Ilearned the value
of adollar, ] learned how to sympa-
thize with my men; and today I have
some of the best men in my employ that
vou can find in the world. My working
people are contented. Nearly every
family has its own well-furnished home,
and we have never had a strike.”

“Did you get your whole business
education in your father's factories?" I
asked.

“No,” replied General Gary. “For
nearlya year ] was in the employ of
Tom Wilson, who was a Baltimore im-
porter and merchant. He died, leaving
several millions of dollars, and was,
during his life, noted for his shrewd
business sense. Father arranged with
Mr. Wilson that I should work for a time
in his counting house. When I went
there the old man told me that father
had given me to him for a year, that he
might teach me business. I replied that
I was anxious to learn all I could. Well,
I got my first business lesson the second
day. | was set to copying letters. At
that time Mr. Wilson did a big business
with South America and other countries,
shipping his cargoes in sailing vessels.
In our correspondence we always sent a
number ot duplicate letters by different
ships to avoid the danger of loss. My
first work was the copying ot such let-
ters. At the close ol the day [ lound
that I had made several mistakes in my
copy, 50 when I came back the next
morning I brought a steel ink eraser
with me to scratch them out. This
eraser was on my desk when Mr. Wilson
came in. He asked me what it was for.
! told hinn, Wherupon he took it up
and put it away, saying that there should
be no mmsiakes o scratch -out. That
taught me one lesson.

“] remember another lesson which the
millionaire gave me a few days later,”
continued the postmaster geoeral. “‘In
addition to other things we did a large
discounting business. Tnose were the
days of high interest rates Eigat, ten
and twelve per cent, were not uncom=-
mon, and Mr. Wilson sometimes dJis-
counted from §50,000 to 360,000 of paper
in a day. He would get a discount of
two per cent. or more, and by indorsing
the notes could turn them into the banks
and at six per cent get all the money he
wanted. Upon the day referred to, an
old broker came into the office with a
large bundle of notes which he wanted
discounted. Just at that time, hewever,
Mr. Wilson did not have the money, and
he had to refuse. Asthe man came in
he called me to him and asked me to sit
down and listen while he talked. He
then chatted to the man about a number
of things outside of the business in hand,
showing an interest in him and his
affairs. and though he did not take the

broker’s notes, 1 could see that the man

departed happy, though it must have
been a great disappoioiment to him to
have failed in makng th=2 sale. As soon
as the man left, Mr. Wilson said: ‘My
boy, I suppvse it surprised you that |
called you here to lisien to what must
have seemed trifling talk. 1 did soto
show you that there is more than one
way of saying ‘no.’ If you are careful,
you can do so without losing your
triends, and that is what I have done
with that ntan today.” -

“Da you believe in boys being sent to
college as a preparatory training for
business, General Gary?’ I asked.

**No, | think it takes too much time*
replied General Gary, *‘and that a great

e



