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13th June 1924

My dear Myers
The president of Antioch College, Ohio,
has sent me a very anpreciative jetter, about my
Mental Limltations. You may be interested in the
following extract:-
"Sométime ago, in a lecture in Colorado, I

1llustrated a point by saying that if a person driving

an automoblle tried to cross a crowded street
intersection by the use of hls formal logical
Processes, he probably never would get across, but
thel he depends upon rather complicated mathematical
Procesges carried on by his subconsclous mind far
more rapldly than the conscious mind ever could
work. After the lecture a man came to me with
this statement: He said he had a mathematlcian
working for him who was a person of rare abliity

in his field, but that the bent of his mind was so
8 trong toward formal logleal processes that he hmﬂﬁ
had to give up entirely the driving of an
automobile. On reaching a crossing he would have

to stop and actually calculate the probabllity of

interf erence with other automobiles. Even @@ his

rare mathematical abi, ity was insufficlent for
such anggccasion, and he got into so much trouble

in driving that he gave up the practice entirely."

I am writing asking permission to quote this
in my next edition.

Am I not right in thinking that the term

T ————
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“ These scientific men have their limitations.”—
H. G. WiLLs (““ The Stolen Bacillus,” p. 240.)



PRESS NOTICES OF FIRST EDITION.

eiiiiiinen. The anthor of this book, himself an
expert and the Chemical Examiner to the Government
of the United Provinces and the Central Provinces,
Agra, India, has compiled a valuable as well as an
entertaining book on the limitations and virtues of
experts, administrators, and business men, illustrated
by innumerable anecdotes and adorned by a theory of
education.”—* The Times Educational Supplement,”
Jrd March, 1921.

* % # * %

T T His main thesis is that the business
instinct rooted in the subconscions mind is of greater
practical value than the conscious exercise of reason,
and a good deal of able argument is devoted to its
support.”’—** Times,” London,

* * * % *

U veeresssnss. There is a Puckish element in this
amusing volume; a delightful perversity which fascin-
ates the reader whether he ranges himself in the ranks
of the expert or his antithesis the man of business.”—
‘“ Pioneer,”" 1st May, 1921.

* * #* % *

T el e Dr. Hankin’s classification of characters
into the °business instinct’ sort and the expert and
rationalising sort is worth examination. He rightly
reveals the value of those subconscious workings of
he soul which enables us to reach quickly decisions
to act in material or political affairs; and he also
rightly reveals the singular ignorance and helplessness
of ‘ business men ' in fields ontside their peculiar
vocation.”—** Justdce,” July 2Ist, 7921,







PREFACE

HEF, subject matter of this book bears about the same
relation to psychology as does popular natural history to
zoology. The need for the study of the natural history of
the human mind will be made clear by the following illustra-
tions.

More than three hundred years ago Montaigne wrote in
his essays that “it is commonly seen by experience that
excellent memories do rather accompany weak judgements.”
So far as the present writer is aware no evidence bearing on
this point is to be found in the writings of psychologists who,
hitherto, appear to have paid more attention to the study of
the mind of the psychologist than to the study of the human
mind in general. The only way to gather direct evidence for
or against Montaigne’s generalisation is by comparison of
the judgement of those whose memories are good with the
judgement of those whose memories are bad.

To take another example ; a story is related of Bismarck
to the effect that he was once asked to find a post for a young
man who was alleged to be clever because he could speak
seven languages. “Then you had better make him into a
hotel porter,” said Bismarck, who, presumably, had had
experience that led him to associate some mental disability
with too great a knowledge of modern languages. Would it
not be worth while to collect evidence on this point (which
to my knowledge is obtainable) by comparing the mental
abilities of persons knowing many languages with those of
persons who can speak only their mother-tongue ?



vi PREFACE

A certain difficulty will be met with, as the stady
becomes more advanced, in the vagueness of various terms
in common use relating to the mind. Someone once described
“common sense” as very common and rather dull. Huxley
gives another meaning to the term when he says that science
is organised common sense and yet another meaning when
he recommends that “non-professional common-sense mem-
bers ”” should be placed on a particular council to balance the
opinions of certain learned professors. Nevertheless, in each
of these instances, no ambiguity occurs as the meaning can
easily be gathered from the context. A psychologist, on the
other hand, if studying the amount of common sense possessed
by different individuals, would obviously need a precise
definition of the term. But in popular descriptive writing,
such as will be found in this book, the author is merely
concerned that his readers should know what he is writing
about, and he, not being a psychologist, feels that he is best
likely to achieve this aim by following popular usage in his
use of such terms as “instinct,”” “reason” and “ subcon-
scious mind.” The latter term is used to designate the total
of the mental processes that occur outside consciousness
without any reference to existing theories on the subject.

This book deals with but a small part of the natural
history of the human mind. It is a part which may claim
to special interest in view of the growing importance of the
expert in our daily life.

E. H. HANKIN.

Agra, India, November, 1921.
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THE MENTAL LIMITATIONS OF
THE EXPERT.

CHAPTER L
INTRODUCTORY.

Popula Opinions of the Expert—Reason the Main Mentai Weapon of the
Expert—DBusiness Problems that can not be solved by conscious
reasoning—the Business Instinct—Histories of Business men.

THE term “ expert ” will be used in this book in the sense
in which it is most commonly employed, namely, to designate
a scientist who in virtue of his expert knowledge comes into
contact with men of affairs of various kinds such as lawyers,
administrators, or men of business. In this sense of the word
the expert is a man who is characterised not only by his special
knowledge but by his power of reasoning about it and his
habit of adding to it. The term *“ specialist” it is advisable
to restrict to a man who gets his living by using his own or
somebody else’s expert knowledge in doing some special thing,

Experts as a class stand somewhat apart from others ;
for their interests, their ways of thought, and even their
amusements are apt to be different from those of ordinary
people. For instance, Herbert Spencer and Sir Francis Galton
once went to the Derby. Spencer could find nothing inter-
esting in the racing but Galton found a point of interest in
noting that the prevalent tint of the faces in the great stand
became distinctly more pink under the flush of excitement at
the finish of the race. To the general public the expert usually
appears as a man whose motto is, “ Take my money or my
life, but for Heaven’s sake don’t amuse me,” and who spends
his life in finding out facts that other people prefer not to
know.

To the business man the expert usually appears as a
crank—though a useful one. Common sense, according to the
business man, is the sense by which money is made and it is
a sense of which he finds but little trace in the expert. In
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this opinion the business man is upheld by sometimes reading
in the papers of some expert who, having made a valuable
discovery, first patents it and then, by a deed of gift, hands
over his patent either to the public or to some institution.
His motive for this elaborate procedure is to prove his
disinterestedness, which he does, regardless of the fact that
he thereby “ queers the pitch ” of other experts who are now
agitating for what they consider a fair day’s wage for a fair
day’s work. “I thought he was only a scientist,” said an
aggrieved business man, when describing to me how an
expert, by using his knowledge, had once got the better of
him in some commercial matter.

The lawyer, who commonly regards as “ experts ” many
who have no just claim to that title, knows of the expert as a
man who, when in the witness box, is apt to make very posi-
tive statements that do not always bear the strain of cross-
examination. To the lawyer the expert is merely a man who
knows one thing better and other things less well than other
people.

But a change is looming ahead. The importance of the
expert for the progress and prosperity of our commerce i3
being rapidly recognised. His prospects are improving, and
people are beginning to treat him with more respect than
before. Indeed, one meets business men who lament the
fact that at school they learnt chiefly such things as Latin
and Greek and who consequently are now dependent on expert
advice in all the schemes for the practical application of science
that are going on around them. They are beginning to wish
that they had learnt science at school and are resolving that
their sons shall have a better start than they had in this
respect.

If, therefore, practical men are beginning to wish their
heads were full of expert knowledge, and if, as is the case,
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experts are beginning to think they should have more to do
with commercial and administrative affairs, it becomes a matter
of importance to consider in what respect, if any, the mind of
the expert differs from that of the practical man.

A study of this question may help us in deciding how
far it is advisable to teach science to a boy who is not destined
to become an expert. No one would deny that some know-
ledge of elementary science is likely to be of use to everybody.
The problem is not whether science should be taught but how
much, and at what stage in the child’s development? Educa-
tion is something more than an attempt to pour a quart measure
into a pint pot, for the mind of the pupil is a pint pot that is
not merely filled : it is a pint pot that becomes modified by the
process of filling. The human mind is by far the most compli-
cated mechanism of which we have any knowledge. The
schoolmaster does not understand it. That is not his business.
His business is to improve it. If we admit that he does improve
it by methods which he has inherited from his predecessors, the
question arises whether he would improve it still more, were he
to desert these metheds, and, sailing on uncharted seas, to make
science with all its interests and wonders the main part of the
education of the embryo man of business. If, after such an
education, the business man started life with his head full of
expert knowledge, the possibility must be admitted that he
would have an expert bent of mind ; and the question arises
whether he would then be as good at his business as he is at
present. A priori it is not impossible that the mental habits
and acquirements of a man who spends his life in learning new
facts would be widely different from those of the practical man
with his frequent indifference to learning and his limited know-
ledge.

As an illustration of the different duties demanded from
the brain of the practical man and that of the expert, let us
consider the mental processes involved in discovering a new
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aniline dye—the work of an expert, and in putting it on the
market—the work of a man of business.

The conscious mental work of an expert carrying out a
research of this nature consists almost entirely of observation
guided by reason. The expert is pre-eminently a reasoning
creature, Reason is the chief mental weapon that he has to use
on all the problems that present themselves in the course of his
research. His reason is aided by his memory, which is highly
trained for its special purpose. Facts that he has apparently
forgotten readily come back when needed in a reasoned line of
argument. His efficiency as an expert depends to a very great
extent on his power of calling to mind the data required for his
reasoning processes.

But he does not depend entirely on reason. Sooner or
later he meets with a difficulty in his work, that he is unable
to solve by reasoning. He then has to wait for an original idea.
An original idea, properly so called, is not a product of the
conscious mind ; for it may come to him at the moment of
waking, when he finds the idea present in his mind having come
there without any conscious effort on his part. Or original
ideas may come to him while he is thinking. They occur
instantaneously, as difficulties arise, and occur so rapidly, that
there is no time for them to have resulted from a conscious
reasoning process. But such ideas are always subordinated to
reason. They are never accepted by the expert till they have
been tested. Indeed, these ideas are usually nothing more than
suggestions for new experiments.

The progress of the young expert is one of trial and
error. As a rule he only goes right after testing every way, or
at least a large number of ways, of going wrong. DBut, as he
gains experience, he may learn to recognise instinctively which
of several courses is the best to choose or which is the best |
method of testing to employ. DBut any such power of instinct |
or intuition depending on an activity of the subconscious mind
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is rarely well developed among persons of the expert type of
mind. With the expert, reason is the most important mental
weapon. Intuition plays a subordinate, though in some cases
a very useful part. “ Genius,” said Edison, “is 1 per cent
inspiration and 99 per cent perspiration.”

Supposing that by the application of such mental
methods the new dye has been discovered, the next question to
solve is whether it can be made commercially. In solving this
question reason still reigns supreme. By reason an estimate
has to be made as to the availability of raw materials, the cost
of manufacture, and the possibilities of using bye-products that
may be formed in the process. A wider view of the matter has
to be taken than was necessary in discovering the dye. New
factors have to be considered, but still the mental process
involved is mainly one of reason.

Now suppose that it has been discovered how to make
the dye on a large scale at a suitable price, and suppose the
matter comes into the hands of a business man. As an example
let us imagine that the problem that presents itself is whether
it would pay to dissolve the dye in water, put it into bottles,
and sell it as ink. In the first place the business man has to
make arl estimate of the cost of bottling and packing and
labelling, problems that can be solved by the application of
reason. But he very soon comes to problems that can not
be solved in this way in the time and with the data available,
He has to consider what credit to give, what contracts to enter
into, whom to appoint, what buildings to rent, and what money
to spend on advertisements. He must also consider what
other inks are in the market, what will be the effects of
competition, whether his rivals will cut their prices, and so on.
If such problems had to be treated by reason, his progress would
be slow and laborious. Vast amounts of data and highly
involved arguments would be required. Anyone who knows
business men will admit grounds for doubting whether they are
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capable of highly involved arguments. Usually the business
man shows an instinctive dislike for a reasoned argument. For
his special problems, that apparently need more reason and
more data than those treated of by the expert, he brings into
play less reason and fewer data. Instead of taking more time
to settle complicated questions he takes less time than does the
expert in settling far simpler affairs. In short, when faced with
business problems, the reason of the business man goes into the
background and is replaced by a mental activity commonly
termed the “ business instinct.”

An attempt will be made in this book to show that the
business instinct is not a careless and imperfect form of reason-
ing helped out by guesses, but that it is a particular case of sub-
conscious mental activity, an activity in which knowledge and
experience play no such part as do knowledge and experience
in the mental processes of the expert. DBefore going on to
consider the nature of this subconscious mental activity it will
be advisable to describe in some detail the mental capacities of
the typical man of business.

Men of business of my acquaintance, have, with scarcely
an exception, been completely free from any intellectual
interest. An inspector of schools, who in the course of his
duties had to meet many of the leading manufacturers of certain
counties in England, told me he found these men to be, without
exception, singularly ignorant people.

It might be asserted that a business man, if he has no
knowledge of books, at least knows and minds his own business.
But an acquaintance with business men will easily and certainly
show that their knowledge stands in no such proportion to
their capacily as does that of the expert. A business man will
readily take up a subject of which he is almost wholly ignorant
and he makes no attempt first to read it up in books. He
relies, not on book-learning and reason, but on the business
instinct. Let me quote some examples of what I mean.
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A business man gave me the following account of his
career. His father was creditor of a cotton-spinning mill that
went bankrupt. He persuaded his father to take over the mill
and put him in as manager. He knew nothing whatever at the
time about cotton. He had never managed a factory of any
kind. But he began on this cotton mill and in a short time
made it a success. Afterwards he started a flour mill at a time
when he knew nothing about flour and then an ice factory
when equally ignorant of ice. He now owns a large number of
factories. His success is partly due to his plan of paying well
for skilled men to supervise the different departments. He
himself is quite innocent of either technical skill or expert
knowledge. He has forgotten all that he learnt at school.
He had taken prizes for mathematics. But now he cannot
remember the title of a single proposition of Euclid. To my sur-
prise I found that he could not define parallel straight lines. He
said that parallel lines were lines that were parallel. He could
not even attempt the kind of mental exertion required to think
of a definition. So little capable is he of logical presentment
that he was quite unable to explain to me the difference between
the deferred shares and the ordinary shares in a particular com-
pany. All he could tell me was that this was something that
had been settled before the company was formed. DBut when I
asked him what he thought of these shares as an investment
he at once gave definite opinions. The ordinary shares would
in the next three months rise from 95 to 300 and the deferred
shares from about 120 to 1000. He could give no satisfactory
logical reasons for his belief but, as the event proved, his busi-
ness instinct had led him to make a remarkably accurate fore
cast in each case.

An American business man once told me his history
He had had an indifferent school education and at an early age
had had to shift for himself. He became a clerk on a railway.
He found some additional employment for his spare hours and
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contrived to save money. After a time he threw up his job
and moved to a town somewhere in California. He came there
without any invitation or offer of employment. He merely
trusted to his natural wit to be able to take advantage of any-
thing that turned up. He took up his quarters in a boarding
house. On the day of his arrival it happened that there were
stewed onions for dinner. He asked their price and where they
came from. The next day he happened to see a number of
boxes of onions outside a shop. “How much are they,” he
asked. “Ten cents a bushel,” said the shopman. ¢“Then,”
said he, “TI'll buy the lot.” Afterwards, as he assured me, he
discovered that this was the only stock of onions in the place.
“ What did you know about onions ?” I asked him. “Nothing”
he replied. “What did you know about trade ?” I demanded,
and received the same reply. He went on with his story.
The price of onions went up. He purchased the next available
supply from a neighbouring town whence they had to come by
ship. He still kept up the price until he received information
that more onions were arriving by another route when he at
once disposed of all he had left at a good profit. The whole of
his life history seemed to have been made up of similar
incidents. Lack of knowledge that would have checkmated an
expert was of no importance to him. He was always ready to
turn to a thing about which he knew practically nothing,
provided his business instinct told him there was a chance of
coining money. He was quite interesting to talk to, though
totally ignorant of anything that he had not dealt with in the
way of business. I happened to tell him that I was at the time
studying the bones of certain fossil reptiles. He thought they
had been discovered among the antiquities of ancient Egypt.
The decisions of the business man are often arrived at
far more rapidly than would be the case if they were due to
reason. It takes an appreciable time to reason out a proposi-
tion of Euclid. A business man decides on the spur of the
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moment matters far more complicated than anything treated of
by Euclid. In the business instinct we are dealing with a more
recondite power of the human mind than conscious reason.
This power of deciding rapidly in business matters is analogous
to the mental activity of a doctor who makes a rapid diagnosis
but who is unable, at the time, to give his reasons for his opinion,
In each case we are dealing with an activity of the subconscious
mind. This activity may be reasoning by the subconscious
mind ; but if it is, it is, as will be shown below, a reasoning
process that is far more rapid than that which occurs in the
realm of consciousness.



CHAPTER 11,

SUBCONSCIOUS JUDGEMENT.

Business Instinct—Subconscious Diagnosis by Doctors—Power of Rapidly
Judging Capacities or Character—Refusing Credit on Instinctive Feeling—
Minute Sensory Impressions Affecting the Subconscious Mind only—Use
of Such Impressions—Illustrations.

HowEVER commonplace it may appear to say that a
business man depends on his business instinct it is a very re-
markable fact. For we commonly imagine that reason is the
highest power of the human mind. The main object of educa-
tion is to develop reason, partly by using it and partly by
developing the memory. But when a boy grows up to be a
man of business he finds that reason is an inferior weapon. He
constantly has to solve problems that are beyond the scope of
reason, and this he does by the use of his business instinct.

We say that the business instinct is due to an activity of
the subconscious mind because the man who has it is uncon-
scious of the nature of the mental process by which he arrives
at his decisions. We have now to consider other examples of

subconscious judgement and see how far they resemble the
business instinct.

The first case to be described is the power of rapid
diagnosis possessed by many medical men. It very frequently
happens that doctors distinguished for their power of rapid and
accurate diagnosis are unable to give reasons for the opinions
they form. For instance, a medical man gave me a detailed
account of a doctor, at a hospital where my informant had been
a student, who had a power of this kind that was little short of
marvellous. A child arrived one day at the hospital very ill.
Several members of the staff examined the child carefuly, but
were quite unable to discover what was the matter with it.
Afterwards, not knowing of this failure in diagnosis, the doctor















































































































































































































































































































































































































