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" Competition is no enemy, it is an ally, and when translated into service, it is a 
constant spur to betterment through more service and thus benefits all."  

-- J.C. Penney, View from the Ninth Decade, 1960 
 
 
 
Let’s face “ Reality”  
 
 
 You think you have it rough today? 
 
 Yes, there’s war, poverty, depression, recession, economic uncertainty, 
competition, unfair business practices, and more. 
 
 I’m sure if you read today’s newspaper, and/or watched today’s news, you could 
get yourself depressed thinking about the current situation. 
 
 I’m sure if you went online and researched all the people selling a product or 
service similar to your own, you could also get yourself into a funk. 
 
 But let me ask you a question: 
 
 Is it really that bad? 
 
 Play along with me here… 
 
 Imagine it’s 1902.  
 

You’ re in a small town in Wyoming. Yes, Wyoming. Not exactly Chicago or New 
York City. Population is only 3,000 people. They are mostly miners. They don’ t make 
much cash. And you can imagine what they do with it on payday. 
 

There are 22 saloons in your city willing to take the miner’s hard-earned money – 
on credit. 

 
But let’s paint the full picture here: 

 
 You don’ t have a phone, fax, computer, radio, television, or the Internet. 
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 You don’ t have any money for newspaper advertising. 
  
 You’ re virtually poor yourself, with a wife and child to feed. 
 
 Your goal is to open a store selling clothing – at a discount. 
 
 And no one believes you can pull it off. 
 
 Every business owner, banker, and most of your family and friends say you’ re 
nuts. 
 
 What are your chances for success? 
 
 Would you even attempt this enterprise? 
 
 Consider….and be honest with yourself…. 
 
 Would you try to do business in that 1902 environment? 
 
 Truth is, I’m not sure I would, and I’m a pretty positive thinking kind of guy. 
 
 But a man with a vision can’ t be stopped. 
 
 (Remember that.) 
 
 A young man with a vision who in fact did start a small store in Wyoming in 
1902, under all the conditions just spelled out, went on to create an empire that’s still 
around today. 
 
 I’m talking about J. C. Penney. 
 
 Yes, the man who founded the famous department stores you can find in every 
major city (over 1,000 of them today) and where you probably bought your pants. 

 
     J. C. Penney rose from nothing to create a chain of stores originally called "The 
Golden Rule." He made a fortune, and lost all of it -- $40,000,000 -- in the Great 
Depression of 1929. But he also went on to become successful again, though never 
controlling the renamed company he began. 
 
     He loved people, was deeply religious, and made the people who ran his stores 
partners, not employees.  

 
Clearly, this was a man different from others who walked the earth at his time in 

life. 
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The store Penney opened in Kemmerer, Wyoming on April 14, 1902, was a one-
room frame building located between a laundry and a boarding house off the main 
business district of the town.  

 
He and his family lived in the attic over the store. The store was furnished with 

shelves made from packing crates.  
 
Before opening, Penney studied the town, its people and their needs. (Research 

always pays off.) 
 
His store was called “The Golden Rule”  because it emphasized the very principle 

he lived.  Virtually everyone in business said he would fail, especially when Penney 
opposed taking credit on moral grounds. Yet the sales for the first day totaled $466.59 
and for the first year totaled $28,898.11. 

 
Obviously, people liked the honesty of the 27-year-old visionary. 
 
And what a vision he had. 
 
 
 

The Vision: 
 
Penney envisioned a chain of stores that would cover the Rockies. To him, “The 

Golden Rule”  represented more than a marketing strategy. It represented his deeper 
spiritual beliefs. It became the credo of his business. He insisted on offering customers 
quality merchandise at the lowest possible prices.  

 
What a concept! 
 
The strategy and the vision worked.  
 
People loved it. 
 
 
" Exchange ideas frequently. I f you and I  exchange dollars we are no better off 

— each of us still has a dollar. I f we exchange ideas we each have two ideas where we 
had one before. What you gave you have. What I  got you did not lose. Share your ideas 

— you will not become poorer — both of you will be the richer for the mutual 
exchange."     -- J. C. Penney, a speech on salesmanship, 1934 

 
 
At the end of 1912, there were 34 “Golden Rule Stores”  with sales exceeding $2 

million. (Imagine the wealth that represents even today, in 2005.)  
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In 1913, the chain incorporated under the laws of the state of Utah as the J.C. 
Penney Company, Inc.  Penney himself was opposed to the new name, but his partners 
outvoted him.  

 
Still, Penney, the company and the man, maintained their spiritual vision to serve 

people. 
 
In 1913 his company mission statement was: 
 

 
" To serve the public as nearly as we can to its complete satisfaction. 
 
      a. To expect for the service we render a fair remuneration and not all 
the profit the traffic will bear. 
 
      b. To do all in our power to pack the customer's dollar full of value, 
quality and satisfaction. 
 
      c. To continue to train ourselves and our associates so that the 
service we give will be more and more intelligently performed. 
 
      d. To improve constantly the human factor in our business. 
 
      e. To reward men and women in our organization through 
participation in what the business produces. 
 
      f. To test our every policy, method and act in this wise: Does it 
square with what is right and just?"  

 
  

As you can see, even his mission statement was unique. 
 
(Thought: Can you adapt it for your own business?) 

 
        J.C. Penney is worth study and modeling today. That’s why I’ve written this 
Special Report, which may be the first written work on him from a business viewpoint. 
 
 I’ ve found that Penney cared about people to a degree rarely seen in any business.   
 

For example, when his company was considering whether to accept credit cards 
or not, Penney said it would ultimately hurt the people, as it would encourage over-
spending. He was right, but the old gentleman was the sole vote in a company he no 
longer controlled. He was over-ruled. 
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Still, you can sense his concern. While most people would be focused on all the 
ways to get money from their customers, Penney didn’ t want to make a profit at the 
expense of his customers’  well-being.  

 
This is rare. 
 
(Ask yourself: Are you trying to drain your customers of their every dime, or are 

you just trying to serve them while making a little profit for doing so?) 
 
Penney was a deeply religious man, raised by a Baptist preacher who taught him 

self-reliance at an early age. Penney was told he had to earn his own money for anything 
he wanted when he was eight years old. Talk about self-reliance!  

 
Penney later confessed in his autobiographical book, View from the Ninth Decade, 

that his father’s announcement, “…came as an awful shock…I went to bed feeling utterly 
cast off, and by my own father!”  

 
But this strict upbringing and early training in self-reliance made him sensitive to 

the needs of others. It seems it was more than religious for Penney; it was also spiritual. 
 
This very outlook helped Penney help others, too, as you’ ll see in this next 

section. 
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" I  believed then, as I  believe today and shall to the end of my days, that when a 
man truly works with a principle, such as the golden rule, that principle makes him the 

representative of a great and positive working force. Then a creative force of the 
universe is back of him, for the principle is doing the work, while he merely attends to 

the details." — J.C. Penney, Fifty Years with the Golden Rule, 1950 
 

 
 
Shar ing Wealth 

 
I’ ve often said that wealth gives you the means to help others, too. This is a very 

spiritual experience. Penney lived it, as well. For example: 
 
In 1923, Penney established a 120,000-acre experimental farming community in 

northern Florida named Penney Farms. Some 20,000 acres were subdivided into small 
plots where industrious, moral, but economically destitute farmers could live and work 
until they could rebuild their lives.  
 
       Next to Penney Farms, he established the Memorial Home Community — a 60-
acre residential community for retired ministers, lay church workers, missionaries, their 
wives and families — at a personal cost of more than $1 million.  

 
Penney lost virtually all of his fortune in the stock market crash of 1929, which 

became known as the Great Depression. While this event certainly knocked the man on 
his rear emotionally and financially, it did not stop him.  

 
In 1954, after he had rebuilt his fortune, Penney established a second charitable 

foundation — the James C. Penney Foundation — which remains active today. This 
family foundation supports organizations addressing issues of community renewal, the 
environment, and world peace. 

 
Obviously, Penney the man knew how to use his mind and his spirit to create 

wealth, and to use that wealth to help others. 
 

He once said:  
 
" Give me a stock clerk with a goal and I ' ll give you a man who will make 

history. Give me a man with no goals and I ' ll give you a stock clerk."  
 
          Obviously, J. C. Penney had a goal.  It was to help the world.  In his 95 years, he 
did his best.  His name lives on today. He made history. 

 
Penney was still coming to the office three days a week when he was 95.  
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(Note: Visionaries tend to regard work as a calling, not a vocation.)  
 
He often expressed his desire to live to be 100 years old. But on December 26, 

1970, he suffered a fall in his Park Avenue apartment that left him with a fractured hip. 
After weeks of recuperation, he died of a heart attack on February 12, 1971. 
 
         His middle name was Cash. 
 
 
 
 
 
 
 
 
 
" Has business a soul? Has it any quality or characteristic by which it lives, thrives, and 

grows to majestic proportions? I f there are things that disrupt and destroy business, 
there are also things that establish and perpetuate business. These elements are many 

— industry, frugality, fair-dealing, self-respect, considerateness. But the soul of 
business is confidence."  – J.C. Penney, Lines of a Layman, 1956 
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Your  Challenge 
 
 
 I’ ll end this Special Report with a few challenges for you: 
 
 Do you have a goal? 
 
 As Penney pointed out, a goal can help you create history. Without one, you 
bounce around, tossed by the circumstances of life or the whims of your own 
unconscious mind.  
 

As I explain in my book, The Attractor Factor, a goal creates a whirlwind of 
energy to help you go in the direction of whatever you want – including fame and 
fortune.  
 

So, do you have a goal for your income? 
 
 Write your goal down here: 
 

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 
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Are you willing to do whatever it takes to achieve your goal? 
 
 People like J. C. Penney are willing to do whatever it takes to accomplish their 
goals. You may not have to do everything to reach the finish line, but you have to be 
willing to do whatever it takes.  
 

Even after Penney lost his fortune in the Great Depression, he took time to 
recover emotionally, and then went forward to recover financially. He was willing to 
work. 
 
 Are you willing to do whatever it takes to create the wealth you seek? 
 
 Write your commitment here: 
 

 

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 
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 Are you keeping your customers and clients in mind, thinking of more than  
money but of how you can truly serve them? 
 
 Penney was able to create an empire – one you and I can see in every major US 
city today – because he focused on the customer. He truly cared. He never wanted to 
profit at a person’s hardship. His nobility is worth modeling today.  
 
 How are you giving people more than what they expect or even pay for? 
 
 Write down how you are serving people here: 
 
________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 

__________________________________ 
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 Where will you share your wealth? 
 
 As the life and work of J. C. Penney prove, a person with a big goal, the desire to 
achieve it, and the focus on pleasing others, can make a fortune – and leave a legacy. But 
these prosperous folks also knew the value in giving their wealth away, too. 
 
 I contribute money, time, and service to many good causes. Here are a few: 
 

·  I’ ve helped Paul Hartunian with his dog rescue mission at 
http://www.auntmarysdoghouse.com  

 
·  Kevin Hogan and I have created a foundation to help children who have strokes 

shortly after birth at http://www.childrenneedingamiraclefoundation.com  
 

·  I also started a foundation to help elevate the planet at 
http://www.IntentionalMeditationFoundation.com  

 
Contributing to these causes triggers a type of “Karmic Marketing”  to kick in. As 

we help others, we are helped in return.  
 
This concept is larger than what I can explain in this Special Report, but suffice it 

to say J. C. Penney and may other tycoons knew that you will receive your wealth in 
proportion to how much you give away. (And note that it’s important that you give now, 
and not “when” you are wealthy. If you’ re not giving now, you won’ t give later. The idea 
is to activate this principle today.) 
 
 Are you willing to give money as you receive it? 
 
 Write down how you will use your wealth to help others: 
________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 
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Resources: 
 

Books Written by J.C. Penney: 
 
• My Experience with the Golden Rule (Kansas City, Missouri: Frank Glen Publishing 
Co., 1949) 
 
• Fifty Years with the Golden Rule: A Spiritual Autobiography (New York: Harper and 
Brothers, 1950) 
 
• Lines of a Layman (Grand Rapids, Michigan: William B. Eerdmans Pub. Co., 1956) 
 
• View from the Ninth Decade (New York: Thomas Nelson and Sons, 1961) 
 
Books Penney Collaborated with Other  Authors: 
 
• J.C. Penney: The Man with a Thousand Partners, by Robert W. Bruere (New York: 
Harper and Brothers, 1931) 
 
• Main Street Merchant, by Norman Beasley (New York: McGraw–Hill, 1948) 
 
Publications about Mr. Penney: 
 
• Creating an American Institution: The Merchandising Genius of J.C. Penney, by Mary 
Elizabeth Curry (New York & London: Garland Publishing, Inc., 1993) 
 
• The Spiritual Journey of J.C. Penney, by Orlando L. Tibbetts (Danbury, Conn.: 
Rutledge Books, Inc., 1999) 
 
JC Penney Company Publications about Mr. Penney: 
 
• James Cash Penney: His Life and Legacy. An 8-page mini-biography. 
 
• A Short History of JC Penney. A 4-page brochure outlining the history of the Company 
over the past 100-plus years. 
 
Further research can be done at: 
 
The JC Penney Historical Archives 
P.O. Box 10001 
Dallas, TX 75301-4315 
E-mail: amcilett@jcpenney.com 
Fax: 972-431-4944  
 
Also see: http://www.jcpenney.net/company/history/history/archive34.htm   
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About the Author  

 
 
Dr. Joe Vitale is the author of far too many books to mention here. Here are just a 

few of them:  
 

 He wrote the recent #1 best-seller, The Attractor Factor: 5 Easy Steps for 
Creating Wealth (or anything else) from the inside out. It became a #1 bestseller twice, 
even beating the latest Harry Potter book.   
 

His latest book is The E-Code: 33 Internet Superstars Reveal 43 Ways to Make 
Money Online Almost Instantly -- with Only E-Mail. It, too, is a bestseller. Joe also wrote 
the only book on P.T. Barnum’s business secrets, There’s a Customer Born Every 
Minute. The list goes on. 
 
 Besides all of his books, Joe also recorded the #1 best-selling Nightingale-Conant 
audioprogram, The Power of Outrageous Marketing.  
 
 For a complete catalog of his books and audios, and to sign up for his 
complimentary newsletter, please visit http://www.MrFire.com   
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Wanted: People Seeking Measurable Success 
 

I f you’ re inspired by the story of J. C. Penney, 
 then you might consider the following… 

 
I announced my Executive Mentor ing Program a while back and we were flooded with 
applications. The first set of students are underway. One made $10,000 in 24 hours.  
(You can hear his testimonial on the site below). 
 
Because of the high demand for this mentoring, I started a few more small mentoring 
groups, each having 17 in them. I am about to start three more. 
 
So, ask yourself... 
 
How much better would you do in your business if you were personally trained by an 
already successful person? 
 
I am now accepting more applications for my Executive Mentoring Program. 
 
This is an exclusive, one-on-one opportunity to work with me and the marketing 
professionals I�ve trained. We will reveal my proven marketing secrets and strategies that 
have turned ordinary people into millionaires. 
 
If you think you may be interested, please see the site below, which explains the program 
and contains an application. It�s at -- 
 
http://www.joe-vitale-executive-mentoring.com/info.html   
 
Obviously, I can�t accept everyone.  If you�re at all interested in doing better in your 
business, please visit the link now and complete the application. 
 
Remember, if you’ re serious about measurable success, then I want to hear from you. 
 
Go for it. 
 
Dr. Joe Vitale 
"Aude aliquid dignum" *  
President, Hypnotic Marketing Inc. 
Creator of www.HypnoticMarketingStrategy.com  
Author of way too many books to mention here 
See www.MrFire.com or www.Amazon.com 
 
Member BBB Online 2005 
 
*  16th century Latin: "Dare something worthy" 


