HOW TO WIN FRIENDS
AND INFLUENCE PEOPLE

/‘v

!lllﬁﬂmfa ] ﬁfﬂ "ILthl.!A

[ %] ®UR - R Bk s

Dale Carnegie




HOW TO WIN FRIENDS
AND INFLUENCE PEOPLE

HVTRA T A RIS A

[ 3] WUR - i/

Dale Carnegie

BIK 5%

B EIB AR

ENTERPRISE MANAGEMENT PUBLISHING HOUSE



HBERSE (C1P) Wi

AHERFE A IMIRSEAMEREA, (X)) RintEE;
MK E  —ILE . el EBEH AR, 2004.8

ISBN 7 - 80197 - 105 -1

I.A... DI.0k...0%... . A\RIZE—EH
Y IV.912. 1-49

b B AR A< B B4R CIP BB F (2004) 365 078973 5

# & AHMBR

£ #*: KR FWE

¥ #: BEH

WA AR

#  B:. ISBN7-80197-105- 1/F-106
HRE&4T: B3 d R

o o dEEHEERRITBRAER 175 HR4.100044
[ Hk:  htip://www.cec — ceda. org. cn/chs

B 3E: RS 68414643 RATHS 68414644 MIBAR 68428387
HFMM: 80147@sina.com emphl979@yahoo. com

R 4= vt 221

s FEHE

. TSTEEX x 1002 XK 16FE& I1SHE 250 FF
: 20044E9 A 1M 2004 £ 9 A% 1 KEIR

: 29.80JC

HE® B D
R SR

MRATE BOLR - BRAR ARER



1

2

3.
4.
5
6.
7.
8

2y i ' 5 iyl

AR AR

CERIBE RO BER IH, AT B BTG, T,

- AEARAE AT T BB 5 o : Vi

AL
BHFRTSERRAANGRE.
AT SRR SRR

B AL U1 RS REIE  B 5 AHRALIR 1R
BRI — A BB — A YT

T B e 5 A S MR A O



NINE SUGGESTIONS ON HOW TO GET THE MOST
OUT OF THIS BOOK

1. If you wish to get the most out of this book, there is one indispensable
requirement, one essential infinitely more important than any rule or technique.
Unless you have this one fundamental requisite, a thousand rules on how to study
will avail little, And if you do have this cardinal endowmént, then you can achieve
wonders without reading any suggestions for getting the most out of a book.

‘What is this magic requirement? Just this: a deep, driving desire to learn, a
vigorous determination to increase ybur ability to deal mth people.

How can you develop such an urge? By conétautly reminding yourself how
important these principles are to you. Picture to you;:aglf how their mastery will
aid you in leading a richér, fuller, happier and more fulfilling life. Say to
yourself over and over: “My popularity, my happiness and sense of worth depend
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to no small extent upon my skill in dealing with people. .

2. Read each chapterkrapidly at first to get a bird” s —eye view of it. You
will probably be tempted then to rush on to the next one. But don’t - unless you
are reading merely for entertainment. But if you are reading because you want to
increase your skill in human relations, then go back and reread each chapter
thoroughly. In the long run, this will mean saving time and getting results.

3. Stop frequently in your reading to think over what you are reading. Ask
yourself just how and when you can apply each suggeétioii; ; V

4. Read with a crayon, pencil, pen, magic marker or highlighter in your
hand. When you come across 'a’suggéSt‘ion that yoxln feel you can use, draw a line
beside it. If it is a four~-smr‘ suggestion, then underscore every sentence or
highlight it, or mark it with % * k% . Marking and underscoring a book
makes it more interesting, and far easier to review rapidly.

L 1 knew a woman who had been ofﬁéd manager for.g large insurance con-

cern for ﬁfteen years. E\A'ér‘y month, she readall”the insurance contracts her
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So, if you desire to master the principles you are studying in this book, do
something about them. Apply these_ rules at every opportunity. If you don’ t you
will forget them quickly. Only knowledge that is used sticks in your mind.

You will probably find it difficult to apply these suggestions all the time. 1
know because I wrote the book, and yet frequently I found it difficult to apply
everything 1 advocated. ‘ '

For example, when you are displeased; it is much easier to criticize and
condenin than it is to try to understand the other person’ s viewpoint. It is fre-
quently easier to find fault than to find praise. It is more natural to talk about what
you want than to talk aliout what the otyher_pez’son,wapts. And so on, So, as you
read this book, remember that you are not merely hyipgt,o:acquim information.
You are attempting to form new habits. Ah yes, you are‘ attempting a new way of
lifé, That will require time and persistence anddmly #pplicgtio_n. A

So refer to these pages often. Regard ﬂ:is as a working handbook on human

relations; and whenever \yqu‘ate,g:onf‘mnted with some specific problem - such as
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handling a child, winning your spouse to your way of thinking, or satisfying an
irritated customer — hesitate about doing the natural thing, the impulsive thing.
This is usually wrong. Instead, turn to these pages and review the paragraphs you
have underscored. Then try these new ways and watch them achieve magic for
you. | b

7. Offer your spouse, your child or some business associate a dime or a
dollar every time he or she catches you violating a certain pnncxple Make a lively
game out of mastering these rules. : ;

8. The president of an important Wall Street bank once described, in a talk
before one of my classes, a highly efficient system he used for self #‘im_pm‘vement.
This man had little fbnnhl schooling, yet he had become one of the most important
financiers in America, and he confessed‘ tha:t’ ;hé OWed most of his success to the
constant application of his homemade system. This i ls ‘what he does, I'1l put it in
his own words as accurately as I can remember.

“For years I have kept an engagement book showing all t’l:xe‘aﬁpointnient% I
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had during the day. My family never made any plans for me on Saturday night, for
the family knew that I devoted a part of each Saturday evening to the illuminating
process of self — examination and review and appraisal. After dinner I went off by
myself, opened my engagement book, and thought over all the interviews, dis-
cussions and meetings 'ihut had taken place during the week. I asked myself:

‘What mistakes did I make that time?’

‘What did I do that was right —and in what way could I have improved my
performance? ’

‘What lessons can I learn from that experience?’

I often found that this weeklyr revi‘e{v made me very unhappy. [ was fre-
quently astonished at my own bl’unde:rs.ﬁ Of course, as the ycars" passed, these
blunders became less ;yfréque‘nt. : Sometimeé I was ,‘inc‘lined. to pat myself on the
back a little after one ofthese sessions. This system of self — analysis, self - ed-
" ucation, mntinued,:ycarj‘xéfté; yeax,dxﬁ mre”fox-,;me}uthgn-an,y,»oth;er one thing I
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It helped me improve my ability to make decisions — and it aided me
enormously in all my contacts with people. I cannot recommend it too highly. ”

Why not use a similar system to check up on your application of the princi-
ples discussed in this book? If you do, two things will result.

First, you will find yourself engaged in an educational process that is both
intriguing and priceless.

Second, you will find that your ability to meet and deal with people will grow
enormously.

9. You will find at the end of this book several blank pages on which you
should record your triumphs in the application of these principles. Be specific.
Give names, dates, results. Keeping such a record will inspire you to greater
efforts; and how fascinating these entries will be when you chance upon them
some evening years from now!

In order to get the most out of thls book

a. Develop a deep, dnvmg desma to master the pnnclplas of human rela-
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HOW THIS BOOK WAS WRITTEN - AND WHY

During the first thirty - five years of the twentieth century, the publishing
houses of America printed more than a fifth of a million different books. Most of
them were deadly dull, and many were financial failures. “Many, ” did I say? The
president of one of the largest publishing houses in the world confessed to me that
his company, after seventy - five years of publishing experience, still lost money
on seven out of every eight books itpublished. ;

Why, then, d1d I have the temerity to write another book? And, after I had
written it, why should you bother to read it?

- Fair questions, both; and I'11 try to answer thém

I have, since 1912 been conductmg educauonal courses for business and
professional men and women in New York. At first, I conducted courses in public
speaking only - courses desxgned to train adults, by actual expenence, to think
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on their feet and express their ideas with more clarity, more effectiveness and
~more poise, both in business interviews and before groups.
But gradually, as the seasons passed, I realized that as sorely as these adults
needed training in effective speaking, they needed still more training in the fine
art of getting along with people in everyday business and social contacts.
I also gradually realized that T was sorely in need of such training myself. As
* I'look back across the years, I am appalled at my own frequent lack of finesse and
understanding. How I wish a book such as this had been placed in my hands
twentyr years ago! What a priceless boon it would have been.
Dealing with people is probably the biggest problem you face, especially if
you are in business. Yes, and that is also true if you are a housewife, architect or
engineer. :
Research done a few years ago under the auspices of the Carnegie Foundation
for the Advancement of Teachmg uncovered a most important and significant fact
- a fact later confirmed by additional studies made at the Camegxe Institute of
Technology These mvemganons revealed that even in such technical lines as
engineering, abaut 15 percent of one’s financial success is due to one’s technical
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knowledge and about 85 percent is due to skill in human engineering —to per-
sonality and the ability to lead people.

For many years, 1 conducted courses each season at the Engineers’ Club of
Philadelphia, and also courses for the New York Chapter of the American Institute
of Electrical Engineers. A total of probably more than fifteen hundred engineers
have passed through my classes. They came to me because they had finally re-
alized, after years of observation and experience, that the highest — paid person-
nel in engineering are frequently not those who know the most about engineering.

One can for example, hire mere technical ability in engineering, accoun-
tancy, architecture or any other profession at nominal salaries. But the person
who has technical knowledge plus the ability to express ideas, to assume leader-
ship, and to arouse enthusiasm among people — that person is headed for higher
earning power.

In the heyday of his activity, John D. Rockefeller said that “the ability to
deal with people is as purchasable a commodity as sugar or coffee. ” “And I will
pay more for that ability, " said John D., “than for any other under the sun.”

The University of Chicago and the United Y. M. C. A. Schools conducted a
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survey to determine what adults want to study.

That survey cost $25, 000 and took two years. The last part of the survey was
made in Meriden, Connecticut. It had been chosen as a typical American town.
Every adult in Meriden was interviewed and requested to answer 156 questions —

Questions such as “What is your business or profession? Your education?
How do you spend your spare time? What is your income? Your hobbies? Your
ambitions? Your problems? What subjects are you most interested in studying?”
And so on.

That survey revealed that health is the prime interest of adults and that their
second interest is people; how to understand and get along with people; how to
make people like you; and how to win others to your way of thinking.

So the committee conducting this survey resolved to conduct such a course for
adults in Meriden. They searched diligently for a practical textbook on the subject
and found - not one. Finally they approached one of the world’s outstanding au-
thorities on adult education and asked him if he knew of any book that met the
needs of this group. “No, ” he replied, “I know what those adults want. But the
book they need has never been written. ” : ‘
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" I knew from experience that this statement was true, for I myself ‘had been
searching for years to discover a practical, working handbook on human relations.

Since no such book existed, I have tried to write one for use in my own
courses. And here it is. I hope you like it.

In preparation for this book, I read everything that I could find on the sub-
ject — everything from newspaper columns, magazine articles, records of the
family courts, the writings of the old philosophers and the new psychologists. In
addition, I hired a trained researcher to spend one and a half years in various
libraries reading everything I had missed, plowing through erudite tomes on psy-
chology, poring over hundreds of magazine articles, searching through countless
biographies, trying to ascertain how the great leaders of all ages had dealt with
people.

We read their biographies, We read the life stories of all great leaders from
Julius Caesar to Thomas Edison. 1 recall that we read over one hundred biogra-
phies of Theodore Roosevelt alone. We were determined to spare no time, no
~ expense, to discover every practical idea that anyone had ever used throughout the

ages for winning friends and influencing people.
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