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Bulletin H A S K I N S & S E L L S 51 

Also Mr. Palmer 
L E S L I E E D W A R D P A L M E R , who was 

admitted to membership in the firm 
June 1, 1926, began his tour of service 
February 1, 1910. His tour was inter­
rupted, however, on February 26 following, 
on account of seasonal reduction of staff. 
The neophyte must have made a good im­
pression during his short stay and practice 
must have taken a sudden turn for the 
better, because on Apr i l 18, 1910, he was 
re-engaged and engaged he has been ever 
since. Starting at $30 a week, M r . Palmer 
went until August 1, 1911, without any 
increase in his compensation, but on that 
date he entered the select circle, then 
known as Class " C , " Grade 4, at the rate 
of $150 per month. Two things occur to 
us as we review the file. M r . Palmer's 
work must have been above the average 
to have justified an increase in compensa­

tion and election to the permanent staff in 
mid-summer. Addition to the permanent 
staff was a somewhat "touchy" subject in 
those days, and the policy of the firm was 
to give no man the impression he had a 
life job. N o announcement ever was made 
that compensation on a monthly basis 
meant "permanent staff," but every one 
on the staff knew the significance of re­
ceiving a notice of that character. 

Fortunate is the young man who knows 
what he wishes to do in life, and who 
chooses his vocation early enough to shape 
his education accordingly. Thus, M r . 
Palmer may be regarded as fortunate, 
inasmuch as he made up his mind to become 
a certified public accountant when he 
was a student in high school at Plainfield, 
New Jersey. Perhaps, at the same time 
he may have taken a solemn vow that some 
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day he would become a member of the 
firm of Haskins & Sells; a design which 
may be lurking elsewhere in the organiza­
tion for aught we know. 

A t any rate M r . Palmer began to fit 
himself for a successful career in accoun­
tancy by supplementing his high school 
education with a course at New York 
University, from which he was graduated 
in 1911 with the degree of bachelor of com­
mercial science. He became a New York 
C. P. A . in July, 1914, and a C. P. A . of 
Michigan in October, 1919. 

M r . Palmer's career typifies the success 
which characterizes a combination of edu­
cation and experience, of theory and prac­
tice, of study and work, of careful thought 
and intelligent application, founded on 
sterling character and cemented with the 
personality necessary to get on well with 
other humans generally. 

Nothing very much occurred in M r . 
Palmer's life with the firm except hard work 
in the field and an occasional increase in 

July 

compensation, until July 1, 1917, when it 
seemed advisable to the firm to open an 
office in Detroit, and he was appointed 
manager. His stay in Detroit was of 
relatively short duration, because develop­
ments in New York required a man with 
certain qualifications which M r . Palmer 
possessed, and accordingly he was trans­
ferred. This, however, was but a stepping-
stone to greater opportunity of which he 
took advantage, rising gradually to the 
position of manager at the New York 
Thirty-ninth Street practice office, the 
position which he held when he became a 
partner. 

There is much in M r . Palmer's rise which 
should serve as an inspiration, but his 
success may not be attributed to luck. 
It has grown out of deliberately planned 
education, of a willingness to work hard, 
to co-operate, and above all else to think. 
The individual who combines these attri­
butes cannot avoid success in a field where 
opportunity lies. 
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