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Introduction

How to win friends ond influence people’ is a pioneer self-
help book in its genre. The outhor of the book is Dale
Carnegie ond it wos first published in 1936. Since its first
publication eighty yeors ago, it hos sold over 30 million
copiesworldwide ond hos been edited ond re-printed
numerous times. This book was on the Time mogozine’s 100
most influential books list in the year 2011. This book helps
the readers in chonging how the world views ond treats them
by focusing on chonging self-behavior. This book is truly
among one of the most influentiol business ond
communicotion skills guide. The outhor provides easy
onologies ond exomples to which one con relote to, ond
teaches you skills to moke people like you ond your
compony, perceive things the way you wont them to perceive
them, ond feel wonderful about it.

The author hos described every step in o motivationol
chopter filled with suitable real life examples which not only
influences the thinking of areader but olso helps him/ her to
identify his strengths ond weokness in o very simple way.
“You connot teach o mon onything; you con only help him to
find it within himself”. This statement wos given by Galileo
which suits suitable to the lessons ond experiences given by
Dale Coarnegie in his book ‘How to win friends ond influence
people’.

The book is divided into ports ond each port into several
chopters ond each chopter is o collection of experiences of
people from monogeriol level to operotional level. The
books begin with avery importont aspect of life, that is., you
comn’t win on orgument. The authors says yes, we con surely
never win on orgument becouse if you lost it; you lost it; ond
if you win it, you lose it. As if we orgue with onother person
ond shoot points ot him ond prove him wrong, then you will
certainly feel fine but what obout him, his feelings ond pride
will get hurt. He will feel inferior ond thus emon convinced
against his will is of the same opinion still.This lesson
teaches us the volue of the opinion of others ond how we con
improve our argument by not hurting the feelings of the

141

other person. As we proceed in the book we find that how the
words soid in onger con ruin the things whereos the some
words ond thoughts if represented or said in o right woy or
monner con reolly do wonders. This we come to leorn in the
chopter ‘A drop of honey’where Carnegie hos beoutifully
explained the example of Doniel Webster.

Daniel Webster wos one of the most successful advocates
who ever pleaded a.case; yet he ushered in his most powerful
arguments with such friendly remorks os: This may, perhops,
be worth thinking of, or you with your knowledge of humon
noture etc. He never ottempted to force his opinion on others.
He used soft-spoken, quiet, friendly opprooch which helped
him to moke fomous. Thus, o drop of honey cotches more
flies thon o gollon of goll.In a nutshell, the first port of the
book mainly deals with the Ways to Win People to Your Way
of Thinking. The chopter like thot you con’t win on orgument
, how to avoid moking enemies, if you ore wrong admit it to
on oppeol thot everybody likes, clearly focuses on
developing positive thoughts in o person which surely
results in afriendly ond ottroctive personality.

The second port deols with how to be a person who is
welcomed everywhere and for this, one should proctice
these six golden rules. The first rule stoted by the author is
thot show o genuine interest in other people. Showing o
genuine interest in others help them develop on affection
towards the person. The second rule is smile. A smile is the
best ornament one con wear. It increoses the face volue of all
without spending asingle penny. The third rule he discussed
is to moke use a.person’s nome os it is the sweetest ond most
importont sound in ony longuoge to him or her. The fourth
rule os discussed by the outhor is to be o good listener. The
fifth rule is to tolk in relotion to other person’s interests. The
last but not the least he emphasized on moking the other
person feel importont. These are not only rules instead these
are the ways to become aperson who is adored by everyone,
whose presence holds importonce olways.

The third part of the book deals with that o person’s success
is not only improving himself but also encouroging ond
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motivating others os it is rightly soid by Confucius that To
be in one’s own heort in kindly sympathy with oll things; this
is the noture of righteousness. The rules which the outhor
discuss in this part ore os follows. First, he says always begin
a conversation with praise. Second, if you wont to coll
ottention to people’s mistokes, do that indirectly. Third,
before criticizing the other person, tolk obout your own
mistokes so thot the other person doesn’t feel bad. Fourth,
always let the other person save his foace. Fifth, he
emphasized on proising every improvement shown by
others to build a good repo with them. Sixth, try to give the
other person o good reputotion to live up to. Last, he
suggested moking the other person hoppy obout doing
whatever you suggest.

The fourth ond the lost part of the book consist of the
fundamental techniques of hondling people. This port is
filled with letters ond exoamples. The lost part teoches us
fundamentals like not to condemn, complain or criticize,
give honest appreciotion to others ond avoiding not flattery
ond orousing in the other person a desire for the object.
These oll the rules ore actually the ways to improve yourself.
If we opply the half of the rules to our life which ore
discussed in book thon we can really bring the chonge in our
thinking and personality. The chapters not only teach how to
think but olso teach how to respond ond express our views in
different circumstonces.
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Though the book is written several decades ogo but still it
holds importonce in todoy’s time too. All the ports in the
book are stepping stones in developing o person to hove o
positive attitude in the righteous monner. This book has greot
usoge in monogement os | feel that this is abosic book which
tells us how to deal with people ond become a.people person.
Through this book, the author tries to inculcate some basic
chorocteristics thot on individual should have or proctice in
his/her life. The outhor hos emphosized on smiling,
motivoting self ond others, benefits of encourogement,
avoiding criticizing others, not to beat oround the bush,
avoiding argument ond respect ond oppreciote others.

The approoch of hondling your emotions in o heated debate
or discussion is one of the most importont opproaches os in
our daily life we come across certoin situation where we lose
control on our emotions thus resulting into o heoted
orgument ond hurt of pride of people. But, if on the other
hond if we have hondled the situotion by analyzing the focts
thon the situotion con be a win- win situation.In lost it con be
concluded thot the longuoge ond the exomples used ore
simple and cleor ond helped me to drive my mind in o right
direction. Cornegie hod told us how to hone our innote
humon obilities ond put them to effective use. He told us how
to moke the most of our resources and achieve our fullest
potentiol.



