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The advance of scientific inquiry over the past two centuries has not gone unchallenged. In his 
1976 book, The Occult Establishment, James Webb uses the apt phrase "rejected knowledge" 

for the ideas that, at a given point in history, prevailed, then were opposed by science, and 
finally were rejected as false. Though vitalism (the belief in some form of "energy" or "lifeforce" 

at work in all things) has been rejected by the mainstream of science over the last two 
centuries, this "rejected knowledge" became central to beliefs such as organic agriculture and 
alternative medicine. These beliefs are now part of the contemporary critique of modernity and 

science.
This continuity over time of beliefs rejected by the mainstream is called the "underground of 

rejected knowledge" by Webb. Those who find themselves alienated from society are likely to 
identify established knowledge with the established social order and therefore turn to "rejected 

knowledge" as a basis of their rejection of the mainstream.
Webb develops his thesis with reference to Nazi Germany, which is unfortunate in one respect, 

since it is difficult to separate anything the Nazis did from the horrors of the Holocaust and 
World War II. Yet it is equally true that most of the central stream of contemporary "rejected 

knowledge" biodynamic organic agriculture, homeopathic medicine, animal rights, etc. in one 
form or another passed through Germany in the 1930s and had avid proponents among the 

very top leaders of the regime: Hitler, Himmler, Hess, Darre, etc.
One need not invoke Nazis, though, to argue that "rejected knowledge" has its dangers 

and threatens human well-being.

The American Council on Science and Health 
(Sept. 2002 — https://www.acsh.org/news/2002/09/13/the-deadly-perils-of-rejected-knowledge)

Caveat Audientis



How do belief systems work? 
Why do adherents adopt occult belief systems?

“The Earth is a stationary Concave Cell, about 8,000 miles in diameter, 
with people, Sun, Moon, Planets, and Stars on the inside, the whole 

constituting the only physical Universe in existence.”



How do occult belief 
systems cooperate with, 

borrow from, and contribute 
to more dominant belief 

systems in secular culture?



Looking at Loaded Nouns



Some First-Class Hourse — Salesmanship c. 1870

Baltimore Sun, January 3, 1870



A Plain Statement of Facts — Salesmanship c. 1880

Sacramento Record-Union, June 24, 1884



A New Sort of Ship — Salesmanship c. 1890

New York Sun, May 8, 1889



The (Occult) Science of Selling — Salesmanship c. 1900

Chicago Tribune, May 16, 1898 

The Chicago School of Salesmanship, which was an early vehicle of F. H. Dukesmith,  
is the first commercial school for salesmen in the United States.



The Heroic Age of Selling

The idea of salesmanship as an individualized, will-ful performance 

Roughly, 1850-1920 — the “peak” above. 

Supersedes the Age of Peddling and Canvassing 

Superseded by the Age of Systematic Selling



The Heroic Age of Selling
• In the US, in 1870, 6.6M adult workers made their living in agriculture, and ~7,000 adult 

(almost entirely male) workers made their living as sales people


• By 1890, somewhere between 60,000 and 95,000 (predominantly male) adult workers in the 
US made their living as sales people — a 10x increase


• In 1890, a skilled manufacturing worker earned $500-$800 a year…


• …while a successful product sales person earned between $1200 and $1800 a year, and 
sales people in high-risk/high-reward segments (insurance, stocks, etc.) could earn $4000-
$50,000 a year


• The first blue sky laws are not passed until 1911 (in Kansas, which is not accidental)


• In 1880, manufacturing and commerce (29%) eclipsed agriculture (28%) in terms of GDP 
percentage, for the first time in US history; by 1890, the split was 30/19.


• The death of Sears is the end of the very long tail of that transition


• Between 1870 and 1900, the system for making, marketing, distributing and selling goods 
of all kinds in the United States changed, fundamentally, as manufacturers sought broader 
markets for mass-market goods for which demand could be created, en masse.



The Heroic Age of Selling
An entirely egalitarian 

profession 

For “wide-awake” and 
“pushing” men 

Requiring only basic business 
acumen, “ginger,” an ability to 

learn, and 

 A certain set of performative 
skills 

Supported by a burgeoning 
system of commercial colleges 

and (often, mail-order) self-
education 

Producing a vibrant market in 
“salesmanship”



The Salesmanship Market
…attracts the attention of the Twilight Mages

William Walker Atkinson Arthur F. Sheldon E. C. Feyrer



The Twilight Mages
Often lumped in with traditional New Thought 
practitioners, with whom they share the belief 

that Mind makes Reality 

Resolutely commercial occultists 

Working after the “recovery” of hypnosis by 
orthodox psychology c. 1880 

Promoting the idea of “latent powers” and a 
generalized controllable (sexual) energy 

Targeting individuals with a sense of 
uncertainty, deficit or unfulfilled need — lack 

Offering egalitarian, practical methods for 
developing those latent powers 

To achieve both the traditional aims of occult 
practice (health, long life, wealth, control over 

self and others), and  

Workaday (social, economic, sexual) success 

PRACTICAL OCCULTISM



The Twilight Mages
Mechanisms: mind, magnetism, 

attraction, vibration 

Synonyms: practical psychology, 
personal magnetism, conscious 

will, soul power, soul 
development, mental culture, 

efficient living, self-mastery, seld-
development, self-unfoldment, 

self-attainment, suggestion, 
suggestive therapeutics, mental 

science and 

[Surname]-isms galore. 

Tells: “Latent powers,” “mental 
science,” “personal magnetism,” 

and “success.”



The Twilight Mages

Twilight mages hid amongst their fellow travelers, often looking just 
like those fellow travelers…



The Twilight Mages

Twilight mages promised not knowledge, or power (per se), but: success. 
Ultimately, valorization by one’s peers.



The Twilight Mages
•Hiram Erastus Butler


•Prentice Mulford


•Thomas Jasper Betiero


•Reuben Swinburne Clymer


•George Winslow Plummer (“Khei”)


•Freeman B. Dowd


• Lois Waisbrooker


•Parzival Braun


• John Hamlin Dewey


•Nancy McKay Gordon


• Jessie L. Rogers


•Kenneth Sylvan Guthrie


•A. J. Swarts


•Sydney B. Flower


•T. Harry Gaze


•Charles W. Close

•Ethel Marsh-Stiles (O Hashnu Hara)


•A. Victor Segno


•Ewing Virgil Neal


•Elmer S. Prather (“Elmer E. Knowles”)


•News E. Wood


•William Walker Atkinson


•W. P. Phelon


•Paul Tyner


•Eleanor Ames (“Eleanor Kirk”)


•John Commodore Street


•Alexander McIvor-Tyndall (“Ali Nomad”)


•Charles H. McKay


•Ernest Loomis


•Henry J. Barton


•J. C. F. Grumbine


•Delmar Deforest Bryant (“Adiramled”)


And hundreds of (even) lesser-known figures…



The Twilight Mages Teach Salesmanship

The entire process of selling goods, personally, 
or by means of advertising or display, is 

essentially a mental process depending upon the 
state of mind induced in the purchaser, and 
these states of mind are induced solely by 
reason of certain established principles of 

psychology. 

-- William Walker Atkinson, c. 1905



The Twilight Mages Teach Salesmanship

By “Salesmanship” is meant a general summing up of the whole thing. A man 
should not be marked ten in “Salesmanship” unless he excelled in all and in 

addition possessed that sort of personal magnetism which commands 
attention and makes a customer an interested listener against his will. 

- National Cash Register Co. (NCR), The N.C.R. (Vol. 4, No. 54, February 1, 1892) 



The Twilight Mages Teach Salesmanship

ATTENTION - INTEREST - DECISION - ACTION 
Inducing and impelling the sale, via  “suggestion” and “personal magnetism”



The Twilight Mages Teach Salesmanship

The formative role of Twilight Mages in 
the development of salesmanship is an 

open secret. 

Almost all orthodox histories of 
“selling” identify the figures we’re 
going to look at as important early 
influences on the development of 

professional salesmanship. 

(You will find these names in their 
indices, and quotations from their 

works in the historians’ texts.) 

But orthodox historians are either 
clueless or indifferent as to who these 

folks actually were.



Arthur F. Sheldon (1867-1935)



Arthur F. Sheldon (1867-1935)
Sheldon sells advertising, and books, 
door to door, from 1890 until c. 1898, 

managing sales territories for his 
employers in the later 1890s. 

Moves his family to Helen Wilmans’ 
Mental Science colony in Sea Breeze, 

Florida c. 1898 

Establishes the Sheldon School of 
Scientific Salesmanship in 1903 

This becomes the Sheldon School, 
and then the Sheldon University, 

situated in his own custom-made 
town of “Lake Area” (near Rockefeller, 

Illinois) 

Generally credited with founding the 
mail-order salesmanship business



Arthur F. Sheldon (1867-1935)
Salesmen are not only born, but made. 

Since success depends entirely upon what the 
man really is, being traceable to his character, 
character-building is discussed at length in the 

first six lessons, from the standpoint of the 
Mental Law of Sale, illustrations being given in 
the discussion to show the relative importance 

of each one in securing Attention, arousing 
Interest, creating Desire and bringing about a 

Resolve to buy. 

The force of purely mental suggestion, the pure 
emanation of thought-force, is little 

understood by the average salesman; it is born 
out of the development of the positive qualities 
I have pointed out. Its strong development is a 
saver of words, an economy of physical force 

and time. The salesman who possesses it does 
not need to be a talking machine or a verbal 

cyclone. 

From The Science of Successful Salesmanship 
(1904) 



William Walker Atkinson (1862-1932)



William Walker Atkinson (1862-1932)
Aka Theron Dumont, Yogi Ramacharaka, 

Swami Panchadasi, Magus Incognito, 
“Three Initiates,” etc. 

Closely associated with A. Victor Segno 
and Sydney Flower, Atkinson is probably 
the most well-known (and prolific) of the 

Twilight Mages 

Son of a retail grocer, attempted a career in 
sales in his 20s before discovering the 
occult (in the 1890s), and becoming a 

lawyer (in 1903). 

Early convert to “Mental Science” of the 
Swarts/Wilmans variety 

Began selling lessons and manuals on “the 
psychology of selling” (personal magnetism 

and will projection) c. 1905 

Deserves significant credit for developing 
“the modern science of advertising”  

From The Psychology of 
Salesmanship (1912)



William Walker Atkinson (1862-1932)
That which we call Personal Magnetism is the subtle current of 

thought-waves, or thought-vibrations, projected from the human 
mind. Every thought created by our mind is a force of greater or 

lesser intensity, varying in strength according to the impetus 
imparted to it at the time of its creation. When we think, we send 

from us a subtle current, which travels along like a ray of light, and 
has its influence on the minds of others who are often far removed 
from us by space. A forceful thought will go in its errand charged 

with a mighty power. 

Thought-Force in Business and Everyday Life (1900, 1904) 

In the mind of the buyer is fought the battle of the sale…The 
buyer’s brain is the board on which the game is played…. ‘The 

faculties of the brain are the [game pieces]. The salesman moves 
or guides these faculties as he would men or checkers on a 

board.’” 

The Psychology of Salesmanship (1912 ed.) 



Ernest Charles Feyrer (1877-1938[?])



Ernest Charles Feyrer (1877-1938[?])
Aka Fernando the Swiss hypnotist 

Born in 1877 in Switzerland; emigrated 
to the US in 1895 

Worked as a sales person in various 
retail contexts for more than 20 years 

before becoming a “drugless 
physician” (mechano-therapy, 

electrotherapy, light therapy) c. 1919 

Founded Auto-Science Association c. 
1922 — “a new and simplified system 

of psychology that works for all” 

Billed himself as “America’s Greatest 
Practical Psychologist” 

Shifted towards telepathy and “mental 
radio” c. 1927 

Zanesville (Ohio) Times-Recorder, October 28. 1922 



Ernest Charles Feyrer (1877-1938[?])

Feyrer’s mental wireless enabled 
him to sell bonds, frequently to 

elderly widows, to fund the Auto-
Science Institute. 

For that, he did time in the 
Wisconsin state penitentiary c. 

1930-1935  for unregistered 
securities dealing. 

A positive demonstration.



Ernest Charles Feyrer (1877-1938[?])
“The magnetic salesman will sell where others fear 

to tread.”  
(Practical Hypnotism, 1913)  

“A salesman must first believe in himself. He must 
have absolute confidence in his ability, and he must 

sell his personality to the prospect before he can 
hope to sell his goods.”   

(1922 lecture) 

Voltage is not electricity, as so many people suppose. 
It is that push-power, that force, that causes 

electrical particles to move…. Mental voltage means 
the power or force behind the thought-vibration. We 
know the different thoughts vibrate at a different rate 

of speed…. The more force or voltage a man puts 
back of his thoughts, the better impression he makes 
upon the receiving station of the other fellow. We are 
constantly influenced by the thoughts of our fellow-
beings and are always caused to act accordingly. If 

we were told that we were the puppets of other 
people’s mental vibrations or suggestions, we would 

resent it greatly, but it it is nevertheless true. 

(Your Mental Wireless, 1924)



Allied (Occult) Disciplines
•Character reading at sight 
(physiognomy)


•Graphology


•Phrenology


•Movement, poise & elocution (e.g., 
Delsarte)


•Memory systems (mnemonics)


•These became gateways for occult 
teachings (and teachers)


•All these were also deployed in 
modified form as techniques for 
testing and hiring better salesmen



Other Salesmanship Mages
•Orison Swett 

Marden 

•Frank Channing 
Haddock


•Frank Lincoln Scott


•Charles F. Haanel 

•Edward E. Purinton


•Napoleon Hill 

•David V. Bush


•Joseph Ralph


•Newton Riddell


•William A. Barnes

•V. G. Rocine (L. A. 
Vaught)


•Holmes W. Merton


•A. A. Lindsay


•Anna Maud Hallam


•C. Franklin Leavitt


•William Estep


•Emmet Fox 

•William Leslie 
French


•William and 
Elizabeth Towne 

•Wilson M. Taylor

• Lloyd Kenyon 
Jones


• Wallace D. 
Wattles 

• Warren Hilton


• M. O. Stanton

http://www.iapsop.com/ssoc/



Coda



Coda

Plus ça change, plus c’est la meme chose. 

(For a copy of the presentation: ehbritten.blogspot.com) 


