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How to Win Friends and Influence People by Dale Carnegie

What follows are Pat’s acronyms to remember the key points of the book, “How to Win Friends and Influence People” by Dale Carnegie.  This book emphasizes how to have more, and better, friends.

C

Criticism.  Never criticize people.  They don’t like it and they may never forgive you for it.

I

Importance.  Make the other person feel important.  Let them know you notice them.  Complement them on something they are wearing or on something nice that they did.  If the other person did something especially notable, send them a hand-written Thank-You note. 

D

Desire.  People only do what they want/desire to do.  Trying to get others to do what you want is not likely to be successful.  Is there something you both would like to do?  For example, maybe you both like to ride bikes or play baseball.  How do you find out what the other person wants to do?  Ask them.

More "How To" Detail

O

Other's Interests: Talk in terms of the other person's interests.  Don't talk about your interests, the other person doesn't care about your interests.  They only care about their interests.

L

Listen: Be a good listener.  Encourage people to talk about themselves - - people love talking about themselves.

I

Interest: Become genuinely interested in other people.  What are they interested in?

S

Smile: It helps make a good impression and puts other people at ease.

N

Name: Remember the person's name & use it when you are talking to them.  Their name is the sweetest sound to them & it makes them feel important (that you remembered their name….)




Argument: The only way to get the best of an argument is to avoid it.  

Suggestions for keeping a disagreement from becoming an argument:

1) Welcome the disagreement

2) Distrust your 1st instinctive response.  Your 1st impression could be defensive.  Be careful.  Defensiveness is you at your worst, not your best.

3) Control your temper

4) Look for areas of agreement.  Dwell on areas and points on which you agree

5) Be honest by look for areas where you've made mistakes & admitting them.  This will relax your opponents and put them more at ease.  It will also reduce their defensiveness.

6) Promise to think over your opponent's ideas & study them carefully.

7) Thank your opponents sincerely for their interest.  Think of your opponents as people who sincerely want to help you & you may turn them into friends.

8) Postpone action.  In this way you can give both sides sufficient time to: 1) think through the problem and   2) think through potential solutions to the problem.

Negotiation Tips:

I

Ideas:  Let the other person feel that the ideas is his/hers. Plant an idea.  Make suggestions.  Then, ask for the other person's ideas.

F

Friendly: Start off in a friendly way.

R

Respect: Show respect for the other person's opinion.  Never say, "You're wrong!"

O

Other's point of view: Try to see things from the other person's point of view.

D

Dramatize your ideas.  This will grab peoples' attention.




C

Challenge the other person: Throw down a positive challenge.  For example, President Kennedy challenged the nation when he said he wanted to put a man on the moon within ten years.

A

Admit your own mistakes.  If you are wrong, admit it quickly & emphatically. Say all the bad things about yourself that the other person probably wants to say.  By admitting your own mistakes first, you "take the wind out of their sails" and the only possible action that they have left is to forgive you.

S

Sympathize with the other person's ideas and desires.  "I don't blame you one iota for feeling as you do.  If I were you, I would undoubtedly feel just as you do."

T

Talking: Let the other person do a great deal of the talking.  It makes them feel important and feel that you heard them.

N

Nobler motives: Appeal to the other person's nobler motives, i.e. that the other person is sincere, honest, and truthful.

Y

Yes, Yes.  Get the other person saying, "Yes, Yes" immediately.  This gets the other person in a good mood by agreeing with you.  




Changing people without causing offense or resentment:

S

Saving Face: Let the other person save face.

A

Ask: Ask questions rather than giving direct orders.

M

Mistakes: Admit your own mistakes first, before you criticize the other person.

H

Happy: Make the other person happy about doing the thing you suggest.  Show the other person how it will benefit them & how it matches their wants.  Know what you want the other person to do.  Try to figure out what the other person wants & what benefits s/he will derive from doing what you suggest.  Show the person how they will benefit from doing what you suggest.

E

Encourage: Encourage the other person.  Make the fault seem easy to correct.

R

Reputation: Give the other person a fine reputation to live up to.

C

Call: Call attention to the other person's mistake(s) indirectly

A

Appreciation and praise: Start with appreciation and praise

P

Praise improvement.  Praise the slightest improvement & praise every improvement.  Be hearty in your approbation & lavish in your praise.
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