A method which

might be classified as
“appealing”’ or “flirtatious”
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happens several times every collection
day and it always is a happy reunion,
gratefully acknowledged by the “Seller.”

Some people have No Money At All
They are inclined to tell you their whole
Life Story, and you feel you have to
listen sympathetically, while from the
corner of your eye you see some sure
cases pass by. You wish to believe them;
you surely do not want them to waste
the money they haven't got; but you do
not want to waste your time either. One
of these produced a shilling, two three-
pennies and a button from his pocket
and told me that this would have to do
for his lunch. I felt an urge to take the
button and give him a rose (a blue
one); but I was afraid that the person
who was to empty my box in the even-
ing might misunderstand the presence
of the button and take it for an untimely
practical joke. So I let him go, button
and all.

Some Give Advice

There are people who don't give
money; but they give Advice. One came
up to me, a woman, and said in a con-
fidential tone as though she was pre-
senting me with a most valuable secret:
“You try and get hold of fat elderly
gentlemen. They are rich.” I did not
think much of this advice. I know quite
a number of fat elderly gentlemen who
are not rich. I cannot see why there
should be any casual connection between
being Fat and being Rich. (Fatness is
not always a consequence of over-eat-
ing). Even less connection did I see be-
tween being Elderly and Rich (the con-
trary might be the case). And more-
over I have had much proof in the past
that the Rich—even if they may be
recognised by being Fat and Elderly—
are not The Ones Who Give. So I took
her advice, but I did not use it, and I
did not give her a rose for it( not even
a blue one).

Among my advisers was an old man
who offered me a piece of philosophy in
lieu of a shilling. It was a difficult
philosophy, rather vague and hazy,
something about the skies being full of
aeroplanes designed for destruction and
God beinz beyond and above those
aeroplanes. I had an idea of what he
was aiming at, though it was not too
clear to me, nor to him, I am afraid.
But I could not see why his philosophy
should prevent him from buying a rose.
He ought to have come to the opposite
conclusion, I thought. I did not dare to
argue with him however: for a number
of péople had gathered around us, and I
feared he might produce a soap-box
and mount it any minute. So I pre-
ferred to sell roses to the other people
and let the old man have his skies and
an empty button-hole,

Once—but that was on Poppy Day
when the fighting was still on in Africa
—1 had an encounter with a man who
had had one too many. I had not real-
ised it when I offered him a poppy, and

I was glad that the bands were just

passing and holding the attention of the
crowd. For he shouted at me at the top
of his voice: “You women,” he yelled,
“You are standing here, selling flowers!
Our boys are fighting over there. It
should be the other way round!” I tried
to picture myself and the like of me in
the desert warfare, standing up to
Rommel's onslaught. It would not work.
I tried to imagine soldiers of the Second
Expeditionary Force standing in Willis
Street and selling poppies. It would not
work either.

Those With Principles

The last type of Those Who Do Not
Buy are those who don't do it On Prin-
ciple. They have *“I-would-not-buy-a-rose
for-the-life-of-me.” written all over
them. In a way I admire them, however
little I may agree with their probable
principles. For it must be much more
difficuit to walk through the streets
with an empty button-hole and a Prin-
ciple than to buy a rose for a shilling
and be one, or at least appear to be
one, with the great fraternity of rose-
wearers on such a day. But what I can-
not understand, and do resent, is that
they are so nasty about it. There is
much hostility in the way they tur
away or look right through you when yo@
approach them with your box and roses.

After all, we do not want them to sell
their principles to us and pay a shilling
on top of it. We stand for one thing;
they stand for another. Could we not
just grin at one another and respect our
different points of view?

With roses (and with flags and pop-
pies) it seems to be as it is with many
things in life: we notice that thefe is ona
thing we do not share; it may be a
liking, a conviction, a creed, or a
political opinion. That divides us. We
forget that there may be many things
we have in common. We could live so
much more happily, spare ourselves and
others so much heartache, if we remem-
bered the many things that join us in-
stead of insisting on the importance of
the one by which we may be separated.

—B.H.

INFERIORITY COMPLEX

ERADICATED FOR EVER

ONDERFUL and revolutionary discoveries and developments have

taken place during recent years regarding the laws and forces that
govern our lives. In all parts of the world scientific psychological research
has been throwing its searchlights into the mysterious corners of the
human mind. The British Institute of Practical Psychology is enabling
thousands of men and women to share in the benefits of modern psy-
chology through AUTO-PSYCHOLOGY—a great help towards successful

living——which everyone can understand and apply to himself or herself.

Thousands are in need of l-lelp to overcome
Habits, Worry,
Self-Consciousness

Causeless Fear, Nervous

Apprehension,

Only the self-conscious and nervous really realise the full effect of their
affliction—the doubts and fears, the self-criticism, the friendlessness, the
hours of brooding over ‘“what other people think of me,” the regrets
for opportunities lost, the bitter pain of seeing lesser men and women
pass them in the race of life.

Yet such men and women, directed in the right way, have the power to
win heights that dull, phlegmatic natures could never reach, An in.
feriority complex is a disturbance in sub-consciousness, a source of power-
ful negative impulses which manifest themselves in various personality.
weaknesses such as deprive you of happy, carefree social joys—prevent
you from progressing in your chosen business calling—depress you with
anxieties, fears and other groundless worries—render you ill at ease in
the presence of superiors or shy and tongue-tied with the opposite sex
——cause inability to concentrate or to make decisions—weaken your will-
power—overwhelm you with “stage-fright”—make you sick with nervous
apprehension at the prospect of an important interview.

THE POWER THAT
AUTO-PSYCHOLOGY
GIVES

Auto-Psychology is na mere abstract study of psycholfogy,
though it teaches you nearly everything about psychology
you need to know. Auto-Psychology is a vital living science,
a call to action which touches into activity all the rich possi-
bilities yows have within you. You begin to feel the new self,
strong of purposse, deep in seif=knowledge, arlsing within you
during the first few weeks because it teaches you to controj
and use wonderful and powerful forces which are so much
stronger than your conscious faculties. Yet Auto-Psychology
demands no wearisome book-study, no prolonged attention, no fierce
energy—it is a system of right thinking and wright llving which you
absorb quietly, quickly and easily into your being, the most restful,
recuperdtive, inspiring thing that has ever come inte your life.

What the British Institute of Practical Psychology has done for others
it can also do for you. AUTO-PSYCHOLOGY develops Initiative-—Will=
power — Decisiveness — Concentration — Self-confidence — Business
Acumen—Freedom from Worry—Personal Magnetism—8etf-control-—
social Charm—Powerful Speech—Retentive Memory—Personal Influ=-
ence—Organising and Driving Power—Victory Over Fear~—Conversa-
tional Powers—Joy in Living—Peace of Mind—Force of Personality.

Represented in New Zealand by Frederick Godfrey {(N.Z.) Ltd.,
58-60 Queen Street, Auckland. .
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Imaginary diagram depicting the
effect of the subconscious mind on
the personality and bodily structure,
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FThrough the medium of this remarkabls

little book with its hundreds of thousands
of readers all over the world, thousands of
men and women have discovered the truth
regarding their conditions and reactions.
their habits, accomplishments,” and weaks
nesses. It tells in simple, straightforward
language about you and your powers, open-
ing up a fascinating prospect of the future
in full and proper use of your capabilities.
Do not turn away from this page until you
have cut out this coupon below—it may he
the most important thing you have ever

done.

IN YOUR OWN HOME — IN YOUR
 OWN TIME.

You can so reconstruct your subconacious mind
{the real master of your being) as to free it
from such disturbances and make it a source
of positive power—an immense motive force

for personal progress.

Fill. up and POST THIS COUPON (or, if you

prefer, send postcard or

BOOK to:

THE BRITISH INSTITUTE OF -

'PRACTICAL PSYCHOLOGY

P.O. BOX 1279, AUCKLAND. -.

Please send me, without obligation, a copy
of your Free Book, “I Can . .. and I Will.”
I enclose 2d in stamps to cover postage.
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