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Six Ways to Make People Like You
Ry th AMTER B AT Oty

1. Do This and You’ll Be Welcome Anywhere

Principle 1—Become genuinely''’ interested in other people.
A show of interest,as with every other prnciple of human relations, must be sincere. It must pay off
not only for the person showing the interest, but for the person receiving the attention. It is a two-way

street—both parties benefit.
2. A Simple Way to Make a Good First Impression

Principle 2—Smile.

Your smile is a messenger of your good will. Your smile brightens the lives of all who see it. To
someone who has seen a dozen people frown, scowl or turn their faces away, your smile is like the sun
breaking through the clouds. Especially when that someone is under pressure from his bosses, his customers,
his teachers or parents or children,a smile can help him realize that all is not hopeless—that there is joy in

the world.
3. If You Don’t Do This, You Are Headed for Trouble

Principle 3—Remember that a person’s name is to that person the sweetest and most important sound

in any language.
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We should be aware of the magic contained in a name and realize that this single item is wholly and
completely owned by the person with whom we are dealing and nobody else. The name sets the individual
apart; it makes him or her unique among all others. The information we are imparting''’ or the request
we are making takes on a special importance when we approach the situation with the name of the

individual. From the waitress to the senior executive,the name will work magic as we deal with others.
4. An Easy Way to Become a Good Conversationalist

Principle 4—DBe a good listener. Encourage others to talk about themselves.

If you aspire to be a good conversationalist, be an attentive listener. To be interesting, be interested.
Ask questions that other persons will enjoy answering. Encourage them to talk about themselves and their
accomplishments.

Remember that the people you are talking to are a hundred times more interested in themselves and
their wants and problems than they are in you and your problems. A boil on one’s neck interests one more

than forty earthquakes in Africa. Think of that the next time you start a conversation.

I3

5. How to Interest People

Principle 5—Talk in terms of the other person’s interests.

Talking in terms of the other person’s interests pays off for both parties. Howard Z. Herzig,a leader in
the field of employee communications, has always followed this principle. When asked what reward he got
from it, Mr. Herzig responded that he not only received a different reward from each person but that in

general the reward had been an enlargement of his life each time he spoke to someone.
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6. How to Make People Like You Instantly

Principle 6—Make the other person feel important—and do it sincerely.
“Talk to people about themselves, ”said Disraeli, one of the shrewdest men who ever ruled the British

s

Empire. “ Talk to people about themselves and they will listen for hours.’
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How to Win People to Your Way of Thinking
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1. You Can’t Win an Argument

Principle 1—The only way to get the best of an argument is to avoid it.

Nine times out of ten,an argument ends with each of the contestants more firmly convinced than ever
that he is absolutely right.

You can’t win an argument. You can’t because if you lose it,you lose it; and if you win it, you lose
it. Why? Well,suppose you triumph over the other man and shoot his argument full of holes and prove
that he is non compos mentis''’. Then what? You will feel fine. But what about him? You have made
him feel inferior. You have hurt his pride. He will resent your triumph. And—A man convinced against his will

is of the same opinion still.
2. A Sure Way of Making Enemies—and How to Avoid It

Principle 2—Show respect for the other person’s opinions. Never say, “ You're wrong. ”
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When we are wrong, we may admit it to ourselves. And if we are handled gently and tactfully'’’ | we

may admit it to others and even take pride in our frankness and broad-mindedness. But not if someone else

is trying to ram the unpalatable”’ fact down our esophagus.

3. If You’re Wrong, Admit It

Principle 3—If you are wrong,admit it quickly and emphatically'> .

There is a certain degree of satisfaction in having the courage to admit one’s errors. It not only clears
the air of guilt and defensiveness,but often helps solve the problem created by the error.
Any fool can try to defend his or her mistakes—and most fools do—but it raises one above the herd

and gives one a feeling of nobility and exultation to admit one’s mistakes.
4. A Drop of Honey

Principle 4—Begin in a friendly way.

If a man’s heart is rankling'*’ with discord®’ and ill feeling toward you,you can’t win him to your
way of thinking with all the logic in Christendom'®’. Scolding parents and domineering bosses and
husbands and naggingm wives ought to realize that people don’t want to change their minds. They can’t
he forced or driven to agree with you or me. But they may possibly be led to,if we are gentle and friendly,

ever so gentle and ever so friendly.
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The sun can make you take off your coat more quickly than the wind; and kindliness, the friendly
approach and appreciation can make people change their minds more readily than all the bluster and
storming in the world. Remember what Lincoln said: * A drop of honey catches more flies than a gallon of

(1 »
gall .

5. The Secret of Socrates

Principle 5—Get the other person saying* yes,yes” immediately.
In talking with people, don’t begin by discussing the things on which you differ. Begin by
emphasizing—and keep on emphasizing—the things on which you agree. Keep emphasizing, if possible , that

you are both striving for the same end and that your only difference is one of method and not of purpose.
6. The Safety Valve in Handling Complaints

Principle 6—Let the other person do a great deal of the talking.

Even our friends would much rather talk to us about their achievements than listen to us boast about
ours. La Rochefoucauld, the French philosopher,said: *If you want enemies, excel your friends; but if you
want friends, let your friends excel you. "

Why is that true? Because when our friends excel us,they feel important; but when we excel them,

they—or at least some of them—will feel inferior and envious.
7. How to Get Cooperation

Principle 7—Let the other person feel that the idea is his or hers.
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Letting the other person feel that the idea is his or hers not only works in business and politics, it
works in family life as well.

Twenty-five centuries ago,Lao-tse,a Chinese sage,said some things that readers of this book might use
today: “The reason why rivers and seas receive the homage of a hundred mountain streams is that they keep
below them. Thus they are able to reign over all the mountain streams. So the sage''’ , wishing to be above
men, putteth himself below them; wishing to be before them, he putteth himself behind them. Thus,
though his place be above men,they do not feel his weight; though his place be before them, they do not

count it an injury. ”
8. A Formula That Will Work Wonders for You

Principle 8—Try honestly to see things from the other person’s point of view.

Remember that other people may be totally wrong. But they don’t think so. Don’t condemn them.
Any fool can do that. Try to understand them. Only wise, tolerant, exceptional people even try to do that.

There is a reason why the other man thinks and acts as he does. Ferret out that reason—and you have
the key to his actions, perhaps to his personality. Try honestly to put yourself in his place.

If you say to yourself, “ How would I feel, how would I react if I were in his shoes?” you will save
yourself time and irritation , for“ by becoming interested in the cause,we are less likely to dislike the effect. ™

And,in addition,you will sharply increase your skill in human relationships.
9. What Everybody Wants

Principle 9—Be sympathetic with the other person’s ideas and desires.
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Wouldn’t you like to have a magic phrase that would stop arguments, eliminate ill feeling, create good
will,and make the other person listen attentively?

Yes? All right. Here it is: “I don’t blame you one iota for feeling as you do. If I were you I would
undoubtedly feel just as you do.”

An answer like that will soften the most cantankerous old cuss alive. And you can say that and be 100

percent sincere ,because if you were the other person you, of course,would feel just as he does.
10. An Appeal That Everybody Likes

Principle 10—Appeal'"’ tothe nobler motives.
People are honest and want to discharge'”’ their obligations. The exceptions to that rule are
comparatively few,and I am convinced that the individuals who are inclined to chisel™”’ will in most cases

react favorably if you make them feel that you consider them honest,upright and fair.
11. The Movies Do It. TV Does It. Why Don’t You Do It

Principle 11—Dramatize your ideas.
This is the day of dramatizadon. Merely stating a truth isn’t enough. The truth has to be made vivid,
interesting, dramatic. You have to use showmanship. The movies do it. Television does it. And you will

have to do it if you want attention.
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12. When Nothing Else Works, Try This

Principle 12—Throw down a challenge.
That is what every successful person loves: the game. The chance for self-expression. The chance to
prove his or her worth, to excel, to win. That is what makes foot-races and hog-calling and pie-eating

contests. The desire to excel. The desire for a feeling of importance.
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Be a Leader: How to Change People
Without Giving Offense or Arousing Resentment
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1. If You Must Find Fault, This Is the Way to Begin

Principle 1—Begin with praise and honest appreciation.

A friend of mine was a guest at the White House for a weekend during the administration of Calvin
Coolidge. Drifting into the President’s private office, he heard Coolidge say to one of his secretaries, “ That’s
a pretty dress you are wearing this morning,and you are a very attractive young woman. ”

That was probably the most effusive praise Silent Cal had ever bestowed upon a secretary in his life. It
was so unusual ,so unexpected, that the secretary blushed in confusion. Then Coolidge said, “ Now, don’t
get stuck up'’. I just said that to make you feel good. From now on,I wish you would be a litde bit

more careful with your punctuation'”.”
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His method was probably a bit obvious,but the psychology was superb. It is always easier to listen to

im

unpleasant things after we have heard some praise of our good points.

A barber lathers a man before he shaves him; and that is precisely what McKinley did back in 1896,
when he was running for President. One of the prominent!'’ Republicans of that day had written a
campaign speech that he felt was just a trifle better than Cicero and Patrick Henry and Daniel Webster all
rolled into one. With great glee, this chap read his immortal speech aloud to McKinley. The speech had its
fine points,but it just wouldn’t do. It would have raised a tornado of criticism. McKinley didn’t want to
hurt the man’s feelings. He must not kill the man’s splendid enthusiasm,and yet he had to say “no”. Note
how adroitlym he did it.

“My friend, that is a splendid speech, a magnificent speech,” McKinley said. “No one could have
prepared a better one. There are many occasions on which it would be precisely the right thing to say,but
is it quite suitable to this particular occasion? Sound and sober as it is from your standpoint, I must consider
its effect from the party’s standpoint. Now you go home and write a speech along the lines I indicate, and
send me a copy of it. ”

He did just that. McKinley blue-penciled and helped him rewrite his second speech, and he became
one of the effective speakers of the campaign.

Beginning with praise is like the dentist who begins his work with Novocain. The patient still gets a
drilling , but the Novocain is painkilling.

2. How to Criticize and Not Be Hated for It

Principle 2—Call attention to people’s mistakes indirectly.
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