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“Our ideal business man is neither a gambler nor a miser, but a
man who succeeds because he is a master, a man who
understands the fundamental principles of business, who knows
what to do, and who by industry and honesty is able to succeed
whether other men might fail —a man whose object in life is not
merely to increase his credit balance in the bank, but to use his
financial power to improve the condition of society;—a man who
has public spirit, and a keen sense of social duty. Such a man will
be revered by his employees, and respected by his customers.

Our ideal of the scholar is not a kind of intellectual sponge that
always takes in, but never gives out until it is squeezed, but it is
a man who loves to acquire knowledge not for its own sake,
much less for the sake of his own fame, but whose desire for
knowledge is a desire to equip himself to render better service
to humanity.”
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