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The Jolts 
that Count 

By Grantland Rice 

Everything is hunky-dory as long 
as you win. But Gene Tunney 
might never have been champion 
if he hadn't tal<en a beating from 
Greb. One bad defeat showed 
Bobby Jones how to become a great 
golfer. You don't learn by winning. 
Lessons learned in defeat are valu
able; corrected mistakes often 

bring victory 

BILL INGRAM and Chick Meehan, 
head coaches of the Navy and 
New York University football 
teams, were discussing the recent 

season from their own individual view
points. They had known almost op
posite seasons. Ingram's team had 
started with three defeats and had fin
ished in a swirl of football glory. Mee-
han's team had romped violently on its 
first opponents and had wound up the 
season in defeat. 

"I think," Bill Ingram remarked to 
Meehan, "I had one advantage over you." 

"In what respect?" asked Meehan. 
"What do you and your team learn 

most from—victory or defeat?" Ingram 
countered. 

"No argument there," said Meehan. 
"You learn almost nothing from a vic
tory. You get all your information from 
defeat. When you win you forget most 
of your mistakes. If the coach doesn't 
he still has a hard time impressing these 
mistakes on his team. But when you 
are beaten you begin taking stock. And 
it is much easier then to show these 
mistakes to a team." 

"That's the entire answer to my first 
statement," the Navy coach said. "We 
lost our first three games to Davis-
Elkins, Boston College and Notre Dame. 
In each of those games there was just 
one play that would have made all the 
difference in the world. In each of 
those games we made a mistake that 
I would hardly have noticed if we had 
won. 

"We corrected these mistakes after 
three defeats and from that point on 
we went ahead without losing another 
game, beating Pennsylvania and Prince
ton. 

"Suppose we had won those three 
games in spite of our mistakes. They 
might have gone uncorrected and either 
Pennsylvania or Princeton might have 
beaten us." 

"I know exactly what you mean," the 
New York Universit-.' coach answered. 
"We were not handling the ball as well 
as we should have handled it up to the 
Georgetown game. But we were win
ning by big scores so this mistake had 
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never become promi
nent. But when it cost 
us a football game 
there was another story. 
We put intensive drill
ing upon the correction 
of this error and there was a big change 
in the Missouri and Carnegie battles. 
It took a defeat to show what this 
mistake meant. If we had beaten 
Georgetown anyway this error might 
not have been corrected." 

The Stanford team was another ex
ample. This team was much stronger 
than its season's record made it appear. 
Certain mistakes cost the Southern 
California game and later on brought 
about a desperate battle to tie Cali
fornia. Pop Warner had been unable to 
get his mat'erial to function as it should 
have. He could point out mistakes, but 
Stanford was winning at the time. The 
defeat by Southern California and the 
tie with California finally put his team 
in the right mental attitude to see the 
error of its ways. When it struck the 
Army these mistakes had been talked 
over again and corrected and the Army 
was in front of a cyclone. 

Bobby Jones Learns to Putt 

This same thing applies to almost 
every game. I was talking not long 
ago with Bobby Jones. "I was playing 
about as good golf ten years 
ago," he said, "as I have been j 
playing since. My driving was j 
as good and my iron play 
was better. But I couldn't 
win. I was making the type of 
mistake that costs you the 
match. For example, I knew 
my putting wasn't as good as it 
should be, but I would have good 
days and bad days, so I let it 
go. It wasn't until I had nine 
three-putt greens in my first 
round at the Columbia Club course in 
the 1921 Open that I saw the light. 

"With two putts to each green 
I could easily have had a 68. I might 
have done better still. But those nine 
wasted putts ran my score up to 77 and 
put me out of the championship. I 
might have gone on just the same if I 
had putted fairly well with only two or 
three three-putt greens. But the beat
ing I handed myself within a few yards 
of the cup taught me a lesson at last. 

"I began at once to experiment with 
my putter. I worked out several dif-
fe:ent angles, but none seemed to suit. 
I finally decided to keep my heels close 
together, less than an inch apart and 
to work for better relaxation and 
greater comfort while stroking the 
ball. 

"The next year at Skokic I wasn't 
hitting the ball nearly as well as I 
had been hitting it at Columbia the 
summer before. But my putting began 
saving strokes in place of throwing 
them away, and I finished only a stroke 
from the top, just back of Sarazen." 

Since Jones learned his lesson from 
the downfall at Columbia he has won 
two U. S. Open titles and two British 
Open events. He had merely been un
even in his putting up to 1921. It took 
a crash to start him on the right road. 

"You can't learn much when you are 

winning," he said recently. 
"Nearly everyone has the feel
ing when he is winning that 
there is nothing to bother about. 
I had to take a good many hard 
beatings before I began to learn. 
They were not much fun. I 
might have won some of those 
early matches and in winning 
them I might have lost some of 
the others later on. If I had 
been champion at 19 I might 
have decided there was nothing 

more to learn. Now I know that I still 
have a long way to go. They stopped 
me every time I started in a big one for 
seven years but those seven years of 
defeat were teaching me something that 
seven years of winning never could have 
taught." 

"What about the boxing game in this 
respect?" I asked Jimmy Bronson, who 
helped to direct Gene Tunney's destiny 
in three of his biggest fights. 

Tunney's Costly Errors 

"It 's the same way there," Eronson 
said, "but you have to be careful about 
the type of beating. A young fighter 
can take a beating that might easily 
ruin his career for all time. If he is 
matched where he gets battered up and 
knocked out by someone beyond his 
class he may never get his confidence 
back. But Tunney learned more from 
his first Greb fight than ever before. 

"He had been winning steadily when 
he struck Greb. But he had not been 
improving much. He was winning, so 
there was nothing to worry about. But 
when Greb fell on him like a tornado 
that night and belted him all over the 
ring, Gene had stumbled over a new ex
perience. If I hadn't known he was dead 
game I would have figured this terrific 
beating as the end of his boxing road. 

"The next Greb fight was an improve
ment, but he was not quite satisfied. 
He decided then that a counter body 
bombardment would do the work. After 
that he had Greb's measure. Tunney 
made a costly mistake in each of his 
Dempsey fights. He had a bad habit of 
leaving himself too open as he came off 
the ropes. He was nailed in the neck 
at Philadelphia and nearly dropped. He 
was knocked down and almost beaten in 
Chicago. After that he went to work 
on these faults and when he faced Tom 
Heeney he made no mistake of any sort. 

It might have been a good thing for 
Tuffy Grifiith, a promising young 
fighter, if he had been knocked down at 
least once and beaten at least once be
fore he 'met Braddoek in New York. 
Griffith had won 55 consecutive fights, 
most of them by knockouts. He had 
never been off his feet. A careless right 
hand lead left him an open target and 
Braddoek knocked him down with a 
heavy smash. If Griffith had been 
knocked down and dazed earlier in his 
career he might have had a lesson to 
work from. As it was he staggered up 
at the count of two, in place of taking 
seven extra seconds for the count of nine. 

An individual or a team that can't 
learn from defeat isn't going to learn 
from anything. Winning is much the 
more pleasant experience. But if there 
is tougher going on ahead it isn't the 
best of all teachers. 
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I h e best practices of the business world 

. . . presented promptly and clearly 

Juuus H. BARNES 

99 

President of Barnes-Ames Company, New York City 

" I t seems to m e that NATION'S BUSINESS is 

steadily establishing itself as the publication 

by which the best practices in the business 

world are presented promptly and clearly. 

And also that it is helping to set standards 

for business practice which are developing 

public confidence in the ability of business 

organizations to govern themselves in the 

public interest. 

"Perhaps it is not too much to hope that 

this magazine may become the agency by 

which its business readers may learn author

itatively of the Administration policies and 

private views of men who aflPect the entire 

relationship of Government toward business ." 

Don't let your mind run in circles around your own 

business. Don't let your thinking begin and end at 

your own factory gates or office doors. Launch out in 

a straight, clean, quick flight into other, fresher fields 

of thought. The day of business isolation is over. A 

thousand enterprises now touch and influence your 

own business at innumerable points. Know what they 

are. Find out what they are doing and planning. 

Look in the January issue, now on newsstands, for 

Herbert Hoover on "American Individualism," General 

George O. Squier on "These Wonderful Days To Come," 

and Victor M. Cutter on "Foreign Trade's Golden Rule." 

NATIONS B U S I N E S S 
P U B L I S H E D M O N T H L Y AT W A S H I N G T O N BY T H E U N I T E D S T A T E S C H A M B E R O F C O M M E R C E 

More than 290,000 circulation 

•k • M E R L E T H O R P E , Editor • • 
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The reatest M iracle in business. 
T„: HE bell rings . . . a man hands in 
her husband's laundry . . . she writes 
on a scrap of paper: "Pay to the order 
of The Excelsior Laundry | 1 .65" . . . 
and there, before your eyes, occurs the 
most amazing miracle in American 
business. 

Ordering a houseful of furniture charged 
and delivered by Marshall Field's is 
child's play beside it. For that scrap of 
paper must pass through 52 hands, and 
each handling costs the bank money. 

Yet the use of checking accounts, with 
its inestimable convenience to the sala
ried man and his wife, spreads day by 
day . . . encouraged, indeed, by the 
banks, in spite of its cost. 

How can they do it? The answer is 
"business appliances" . . . the long 
batteries of business machines that click 
off figures at a rate no mortal mind 
or pen-pushing fingers ever achieved. 

r i 

T H E FIRST NATIONAL B A N K » 

PAY T O on. omi»SR 

J L ^ %M JLe-JL#.<<nk JH» is . 
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the rdousewifes check for h,6s 
Business Appliances! American busi
ness owes its epic growth of the last 
quarter-century to them. You find wider 
stocks in the stores and pay lower prices 
because of them. Husbands go home 
on time . . . and in better humor . . . 
because of them. And pay envelopes 
are fatter because of them. 

Yet few of us realize how heavily busi
ness leans upon business machinery. 
Imagine the Federal Reserve Bank in 
New York totaling and verifying 
400,000 out-of-town items a day . . . 
/'y ha7id. Imagine John Wanamaker 
handling the figures of 300,000 daily 
transactions . . . by hand. It would be 
impossible. 

Uncovering new net 

Profits . . . 
BUT great as business machinery's serv
ices have been, they are to be inesti
mably greater. For business men have 
come to see that the only way net prof
its can be kept up in this intenser 
competition is by uncovering new 
sources of profits with modern oflice 
machinery and business controls. 

It is to this service that Remington Rand 
is dedicated. It is for this that Reming
ton Rand has brought together the 
leaders in the development of business 
machinery and modern business controls 
into one great cooperative institution. 

Here is not only the most complete, 
successful line of present-day business 
machinery . . . but here are the keenest 

T H E G R E A T E M A N C I P A T O R S 

R 

inventive minds . . . the men who will 
develop the new business methods 
and machinery of tomorrow. Here are 
4,000 veteran field men with the most 
amazing knowledge, exact and expert, 
of the making, using, filing and pro
tecting of control facts and figures. 

And here, best of all, is an institution 
you can call upon, whether you run a 
drug-store or an automobile plant, with 
the certainty of getting not only expert, 
but unbiased advice. For the Remington 
Rand man cares not at all which device 
or type of control you ins ta l l . . . so long 
as it gives the exact service your business 
requires. Telephone for a Remington 
Rand man. Or write Remington Rand 
Business Service Inc . , Remington 
Rand Building, Buffalo, N. Y. 

e m 1 n £ t o n i v a n d 
B U S I N E S S S E R V I C E 

R E M I N G T O N Typeivriters and Accounting Machines . . . LIBRARY BUREAU Filing Systems and Inc/exing Ser'vice 

RAND AND KARDEX F////./^/Jffora'j... S A F E - C A B I N E T . . . INDEX VlS.l'&L^. .. PO'W^K^ Accounting Machines 

DA ETON Adding and Bookkeeping Machines . . . K A L A M A Z O O and BA KER-VAWTER Loose Leaf Equipment 

Sales Offices Everywhere 
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Jewels of Little Price 
By Marie Beynon Ray 

ff a neat emerald, costing, say, 
$15,000, is a bit steep for you, how 
about a tourmaline at around 
$150? And substitutes for dia
monds abound. You can flash a 
"ruby" that will fool anyone but 
an expert. Beauty is not bought 

by the carat 

0 
,NCE to every man" comes the 
I moment that can be met only 
with a diamond; and to his 
way of thinking, that diamond, 

though but the size of a pin prick, must 
be as genuine as Kimberley makes 
'em and as pure as the unfallen snow. 
But there are other 
lesser moments, pret
tily petitioning a gem 
that his pride would 
like to chip from the 
Cullinan but that his 
check book whispers 
must cost well within 
the three-figure mark. 
So—what to do? 

The lady, it seems, 
is passionately fond 
of g r e e n — a n d tha t 
means emeralds. Or 
perhaps her eyes are 
midnight blue—the 
very tint of sapphires. 
Expensive eyes! Or nothing, perhaps, 
becomes her, with her brunette beauty, 
like the danger-signal flash of rubies. 

He makes, perhaps, a few feeble in
quiries as to price—and decides it would 
be fairer all around to marry her and 
put that money into a home. An emerald 
thinks nothing at all of costing $3,000 
a carat (and anyone who knows how 
infinitesimal a carat is may laugh that 
off), and it may cost up to $6,000 a 
carat. For $80,000 or $90,000 you 
ought to be able to get a fair-sized 
emerald with not very many flaws in it. 

Rubies (the best) go at $4,500 per 
carat—and who wants a carat? Sap
phires come cheap—around $2,000 a 
carat—but we wouldn't advise any man 
to walk proudly in with just one carat. 

Gems today are more 
acceptably spoken of in 
terms of ounces! 

Of course, there's the 
common or back-yard 
diamond—just the plain 
white variety—the kind 
that pours from South 
Africa like an indestruc
tible, inexhaustible Ni
agara, bought by the 
bucketful and sold by 
the $400,000,000 worth 

a year into the United States alone. 
Now, one ought to be able to get a neat 
little diamond—one of those crystallized 
drops from that stupendous waterfall— 
for a few months' salary. Well, the 
white ones cost $3,500 a carat—the 
best, of course; but if one goes in for 
the hothouse, out-of-season kind—the 
green, red and blue—one might just as 
well try to buy a few yards of blue sky 
and present them to the lady for a sim
ple little dance frock. 

Stones of all four kinds of fine, 
though not exceptional, quality are pro
portionately lower in value, the emerald 
and ruby being $1,000 per carat; the 
sapphire and diamond, $500 to $700. But 
what's a carat on a lady's finger—or 
even in her ear—^today? Anything less 
than twelve carats for a ring is nig
gardly. One might throw it over a 

An Amsterdam diamond cutter at work. The 
stone is imbedded in cement and is cut by an

other diamond 

transom and then quickly disappear, but 
one could never present it, carried by a 
page, on a velvet cushion. 

This is not a day of dozens of rings 
running from knuckle to knuckle, each 
ring a cluster of small stones. It isn't 
a day of the short necklace of tiny tear
drop pearls, nor the dog collar made up 
of an infinite number of tiny stones. No, 
it is a day of one enormous solitaire of 
superb quality blazing like a traffic sig
nal on the ring finger, of a quarter of a 
yard of bracelets averaging $10,000 per 
inch (or $90,000 for one arm dressed to 
go out for the evening), or cascades of 
pearls and rivulets of diamonds. And 
what is a man to do about that when he 
wishes to remember a birthday or com
memorate an anniversary? 

The Requisites of Preciousness 

Well, we wouldn't ask that question 
if we weren't ready with the answer. 
Naturally a man (noble creature!) 
thinks only in terms of precious stones, 
and of these there are but four—the 
diamond, the emerald, the sapphire, and 
the ruby. Also (not a stone, but oh, how 
precious!) there is the pearl. But that 
doesn't by any means exhaust the sup
ply of gems. It's not even a beginning. 

There are only four precious stones, 
t rue; but there are many semiprecious 
ones—in the neighborhood of a hundred 
of them, and, counting all the forms and 
colors in which they appear, consider
ably over a hundred. Now a semipre
cious gem doesn't mean a near-gem: 
something halfway between an imitation 
and the real thing. Not at all. A semi
precious stone is just as genuine a gem 
as a diamond is. 

Then what, you may well ask, is the 
difference between a precious and a 
semiprecious stone? Why is the ruby 
precious and the opal not? Why is the 
sapphire precious and the amethyst not? 
It 's a question of "points," as in judging 
a horse, and the principal points to be 
considered are these: hardness, bril
liancy, beauty, durability and rarity. 

The diamond possesses all these points 
to the nth degree and is made supreme 

over all gems by a hardness possessed 
by no other known form of matter on 
this or any other planet, so far as we 
know. Second, in order of hardness, 
come the ruby and sapphire, and third 
comes the emerald. According to these 
points, gems—all of which are equally 
the products of nature—are rated as 
precious or semiprecious. 

The opal, though supremely beautiful, 
is counted out because of its compara-
ative fragility. The pearl, though it 
lacks superlative hardness and, as I 
said, is not a stone, has far more dura
bility than the opal, and is therefore 
counted precious. In addition to these 
points, fashion and demand have much 
to do with the rating of stones. It is, 
after all, a beauty contest, and opin
ions of beauty change. 

In past centuries standards of pre
ciousness in stones have varied as much 
as standards of feminine loveliness. At 
different times lapis lazuli, agate, the 
amazon stone, garnet, hematite, jasper, 
coral, opal, jade and turquoise have been 
ranked as precious, but, due to a variety 
of causes, of recent years only five gems 
have, in the last analysis, made the 
grade. 

This is where the solution of our 
gallant gentleman's problem lies. The 
more we learn about semiprecious stones 
(all of which are mined in the earth and 
are of the same sort of chemical combi
nation as the precious stones) the more 
we realize what they can do for us. Not 
only are many of them as beautiful in 
their own right as the precious stones, 
but they can most clever
ly understudy these prima 
donnas among the jewels. 

Madame, let's say, is 
one of those ladies of 
fashion who doesn't wish 
to wear amethysts when 
the style is for emeralds. 

Madame wants emeralds (good heavens, 
at $6,000 a carat!) and scoffs at imita
tions—for any man-made gem you can 
buy, call it reconstructed, call it syn
thetic, call it any baffling name you 
choose, is, after all, only an imita
tion. Well, Madame shall have her 
emeralds—at least they shall be emer
alds to all the world but herself, her 
jeweler and the gallant gentleman who 
foots the bill. 

Did you ever hear of tourmaline? It 
is a heavenly stone of utter purity and 
frequently of a green so unholy as to 
deceive any but the most expert into 
believing it an emerald. Such a stone 
is well able to play the role of the emer
ald, blazing with all the spectacular, in
solent beauty of the prima donna jewel. 
But the selection of this understudy to 
the emerald must be no haphazard busi
ness. 

Not all tourmalines look like emer
alds and not all jewelers have tourma
lines of this unusual shade and qual
ity. Not all jewelers will know—or 
admit—just how closely this jewel of 
little price can approach in splendor 
the jewel of great price. Not all will 
have experts who will help you com
pare, point for point, the one stone with 
the other. 

The thing to do is to pick out an 
emerald of quite extraordinary quality 
and price, then to ask to see tourmalines 
that will approach that peculiar, evil, 
utterly satisfactory green. As you grad
ually become a bit of an expert in gem 
colors yourself, you'll see that there is, 
after all, a noticeable difference between 
the two greens when they're hugging 
each other, but it's just that shade of 
difference that makes an emerald worth 
thousands of dollars per carat and the 
tourmaline only $10. 

The Imperfect Emerald 

There are also emeralds which cost 
only $10 a carat—genuine emeralds, as 
truly emeralds as those which cost 
$6,000 a carat—^but so flawed and 
washed-out-looking are they that they 
are practically worthless. Just a tinge 
more or less of coloring matter in a 
gem, and a difference of thousands of 
dollars in price is established. A good 
tourmaline comes far closer to the de
sired emerald green than a poor em
erald. (Continued on page 36) 

Drilling pearls in Ceylon. This is 
an extremely delicate operation 
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