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Although Dale Carnegie’s  ‘How to Win Friends and Influence People’ was first published nearly seventy years ago (in 1936), its content and doctrine continue to be applicable to today’s culture and business world.  It has been the forefather in personal development and leadership books.

‘How to Win Friends’ contains illustrative stories of personal, and professional, situations that you can associate with.  In addition, it provides simple, well-phrased rules of conduct. Two of his most famous philosophies are, "Believe that you will succeed, and you will," and "Learn to love, respect and enjoy other people." 

The book initially began as a pamphlet and has expanded, in side and popularity, through the years.  The book emphasizes principles used by highly effective people such as Abraham Lincoln, Mark Twain, John D. Rockefeller Sr. & Jr., Charles Schwab, H.G. Wells and Martin Luther King Jr., to name a few. 

Personal development books such as  ‘Seven Habits of Effective People’, by Stephen Covey, seem to be modeled after ‘How to Win Friends.’  The many similarities between the two are uncanny.  Both are similar in structure, presentation, principles and have stories to illustrate those principles.  

‘How to Win Friends’ is presented in four parts.  Each part has the governing principles that need to be applied to Win Friends and Influence People.

Part 1:  Fundamental Techniques in Handling People

1. “If you want to gather honey, don’t kick over the beehive.”  Principle: Don't criticize, condemn or complain.  

2. “The big secret of dealing with people.”  Principle: Give honest and sincere appreciation. 

3. “He who can do this has the whole world with him.  He who cannot walks a lonely way.”  Principle:  Arouse in the other person an eager want.   This goes hand in hand with number 1 above.  You get better results using a carrot instead of a stick.

Part 2:  Six ways to make people like you

1. Do this and you’ll be welcome anywhere.  Principle: Become genuinely interested in other people. 

2. A simple way to make a good first impression.  Principle:  Smile!!! 

3. If you don’t do this, you are headed for trouble. Principle: Remember that a person's name is to that person the sweetest and most important sound in any language. 

4. An easy way to become a good conversationalist.  Principle: Be a good listener.  Encourage others to talk about themselves. 

5. How to interest people.  Principle: Talk in terms of the other person's interests. 

6. How to make people like you instantly.  Principle: Make the other person feel important - and do it sincerely. 

Part 3:  Win people to your way of thinking

1. You can’t win an argument.  Principle: The only way to get the best of an argument is to avoid it. 

2. A sure way of making enemies – and how to avoid it.  Principle: Show respect for the other person's opinions. Never say, "You're wrong." 

3. If you’re wrong, admit it.  Principle: If you are wrong, admit it quickly and emphatically. 

4. A drop of honey.  Principle: Begin in a friendly way. 

5. The secret of Socrates.  Principle: Get the other person saying "yes, yes" immediately. 

6. The safety valve in handling complaints.  Principle: Let the other person do a great deal of the talking. 

7. How to get cooperation.  Principle: Let the other person feel that the idea is his or hers. 

8. A formula that will work wonders for you.  Principle: Try honestly to see things from the other person's point of view. 

9. What everybody wants.  Principle: Be sympathetic with the other person's ideas and desires. 

10. An appeal that everybody likes.  Principle: Appeal to the nobler motives. 

11. The movies do it! TV does it! Why don’t you do it?  Principle: Dramatize your ideas. 

12. When nothing else works, try this.  Principle: Throw down a challenge. 

Part 4:  Be a Leader: How to Change People Without Giving Offense or Arousing Resentment

A leader's job often includes influencing people's attitudes and behavior. Some suggestions to accomplish this: 
1. If you must find fault, this is the way to begin.  Principle: Begin with praise and honest appreciation. 
2. How to criticize – and not be hated for it.  Principle: Call attention to people's mistakes indirectly. 

3. Talk about your own mistakes first.  Principle: Talk about your own mistakes before criticizing the other person. 

4. No one likes to take orders.  Principle: Ask questions instead of giving direct orders. 

5. Let the other person save face.  Principle: The same as the suggestion. 

6. How to spur people on to success.  Principle: Praise the slightest improvement and praise every improvement. Be "hearty in your approbation and lavish in your praise." 

7. Give a dog a good name.  Principle: Give the other person a fine reputation to live up to. 

8. Make the fault seem easy to correct.  Principle: Use encouragement.

9. Making people glad to do what you want.  Principle: Make the other person happy about doing the thing you suggest. 

I have to admit, there are a lot of principles to remember and follow.  Of the four parts, there are thirty (30) principles total.  Stephen Covey reduced these to ‘Seven.’

In my opinion, ‘How to Win Friends’ is the pioneer of leadership, or management, programs.  As its sub-title reads, “The first – and still the best - book of its kind – to lead you to success.”  A must read! . . . and re-read!!

