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November 12, 2018 
Monday 

Veterans’ Day (observed) 
 

 

                                                              
 

Objectives & reminders 
 
 
 

 
 

 

Appointments 
 

Early morning 

 
8 a.m. 

 
9 a.m. 

 
10 a.m. 

 
11 a.m. 

 
Noon 

 
1 p.m. 

 
2 p.m. 

 
3 p.m. 

 
4 p.m. 

 
5 p.m. 

 
6 p.m. 

 
Later evening 

 

Dollars and sense 
Although the Holy Bible warns that “...the love of 
money is the root of all evil...” (I Timothy, 6:10), 
Washington Irving’s concern that the message wasn’t 
fully embraced prompted him to coin the phrase “the 
Almighty Dollar.”  The phrase was part of a story by 
Irving (“The Creole Village”) published in The 
Knickerbocker Magazine on November 12, 1836.  The full 
phrase was: “The Almighty Dollar, that great object of 
universal devotion throughout the land.”   
 
The now-familiar phrase has prodded generations of 
people to reconsider the role of money in their lives. 
 
Since Irving’s first reference to the Almighty Dollar, 
several industrialists have warned businesses against 
the pursuit of money as an end in itself.  For example, 
when steel magnate Andrew Carnegie was a young 
man in 1868 he reminded himself in a personal memo 
that, “No idol [is] more debasing than the worship of 
money.”  A few decades later automaker Henry Ford 
observed that “a company in business only for money 
is a poor kind of business.”   
 
More recently and more vividly, oil tycoon and 
financier Clint Murchison, Jr., used metaphor to 
suggest that money should be thought of as a tool to 
invest and to help others, but not to hoard:  “Money is 
like manure.  If you spread it around it does a lot of 
good.  But if you pile it up in one place it stinks.” 
 
 

 

 

 

  

Marketing, business & money:  
Five invitations to discuss 

 

1. To what extent does money 
motivate sales reps and other 
marketing employees? 
 

2. Is it in the best interest of 
customers for salespeople to 
be paid sales commissions? 

 

3. Is the goal of “making money” 
too broad to provide 
marketers with sufficient 
guidance when developing 
marketing plans? 
 

4. Is “profit” a dirty word? 
 

5. Is it wrong for a company to 
make “too much” money? If 
so, how much is “too much”? 

 


