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Dale Carnegie. How to Win Friends and Influence People. New York: Pocket Books, 1981

Would you like to make more friends?  Would you like to be able to persuade more people to your way of thinking?  Would you like to be a better leader?  Then I would recommend How to Win Friends & Influence People for your reading. 

How to Win Friends & Influence People was first published in 1937.  It has continued to be popular because of the always-appealing topic.  Dale Carnegie originally quantified thirty different human relations principles that still represent the basics of relationship building.

I first discovered this book when I was in high school.  Someone gave me an old paperback copy with aged yellow pages.  After a quick re-read, I can tell you that the message of this book is as relevant today as it was when it was first published in 1937.

Many years ago, the Carnegie Foundation for the Advancement of Teaching and the Carnegie Institute of Technology conducted a study that found about 15 percent of one's success is due to technical knowledge; 85 percent is due to skill in human engineering - personality and the ability to lead people. 

When I went through my college training, I learned a great deal of business knowledge, but not many of those critical "people skills".  When given the opportunity to take the Dale Carnegie Course, I discovered that one of the textbooks for the course was How to Win Friends & Influence People. 

This book isn't based on dry theory, but on the experiences of those who have applied the ideas to find out what really works in more effective human relations.  While the world around us has experienced significant change, human nature has remained relatively the same.

What is the principal message of this book?  It's basically to live the Golden Rule -- "Do unto others as you would have them do unto you."  This "you" focus instead of the "me" focus, of giving and incidentally receiving, is a way of life promoted in this book.

