
Do you know what all successful people have in common? They have all mastered their
communication skills and know how to influence others and befriend them at some point in their
lives. This soft skill, this subtle art, is often overlooked in our educational systems for reasons
unknown. I firmly believe that we should have studied such a skill in school, and it is as
important as learning math, if not more so. If so, there is no better book to handle and teach this
skill than the timeless classic “How to Win Friends and Influence People” by Dale Carnegie.

Dale Carnegie was an American writer and lecturer, and the developer of courses in
self-improvement, salesmanship, corporate training, public speaking, and interpersonal skills.
Born into poverty on a farm in Missouri, Carnegie’s principles have empowered millions to
improve their communication, foster stronger relationships, and lead more fulfilling lives. He
published “How to Win Friends and Influence People” in 1936. This book has stood the test
of time, offering invaluable insights into human relations that are as relevant today as they were
then.

So, whether you’re a seasoned fan of Carnegie or a curious newcomer, prepare to explore his
teachings and discover how they can transform your interactions and relationships.

“When dealing with people, remember you are not dealing with creatures of
logic, but creatures of emotion.”

Dale Carnegie

The Importance of Being Likable
In the grand tapestry of life, being likable is a thread that weaves its way through every
interaction, every relationship, and every opportunity. It’s more than just a pleasant personality
trait; it’s a powerful tool that can open doors in both personal and professional spheres.

In our personal lives, being likable helps us build strong, meaningful relationships. It draws
people towards us, fostering connections based on mutual respect and understanding. In the
professional world, likability can be a key to success. It can lead to better teamwork, improved
client relationships, and even career advancement. People naturally gravitate towards those
they find likable, leading to more opportunities and collaborations.

Moreover, being likable increases our influence over others, allowing us to inspire and motivate
those around us. So, being likable isn’t just about being popular; it’s about enriching our lives
and the lives of those we interact with. It’s about creating a positive impact that ripples outwards,
touching everyone in its path.

9 Principles to Win Friends



Carnegie developed his theory in the book around nine pillars. If applied correctly, you will be on
your way to becoming the most likable person among your friends and family. Let's explore how
they can be applied in our daily lives:

Don’t criticize, condemn or complain

Criticism often breeds resentment rather than improvement. Instead of criticizing, try to
understand the other person’s perspective and offer constructive feedback. This fosters a
positive environment where people are more open to growth and change.

"Criticisms are like homing pigeons. They always return home."

Dale Carnegie

Give honest and sincere appreciation

Everyone appreciates being recognized for their efforts. Genuine appreciation not only boosts
morale but also encourages the person to continue doing their best. It’s important to be specific
in your praise, focusing on the individual’s actions and their impact.

Arouse in the other person an eager want

This principle is about understanding the needs and desires of others. When you align your
ideas or requests with what the other person wants, they are more likely to be motivated and
engaged. This is particularly useful in persuasion and negotiation.

Become genuinely interested in other people

Showing genuine interest in others makes them feel valued and appreciated. This can be as
simple as asking about their day or as involved as learning about their interests and
experiences. This builds a stronger connection and fosters mutual respect.

Smile

A smile is a universal sign of friendliness and warmth. It can make you more approachable and
can lighten the mood. Even in difficult situations, a sincere smile can help to ease tension and
foster positivity.

Remember that a person’s name is, to that person, the sweetest and most
important sound in any language

Using someone’s name during conversation shows respect and attentiveness. It makes the
interaction more personal and engaging. It’s a simple way to show the other person that they
are important to you.



"A person’s name is to that person the sweetest and most important sound in
any language."

Dale Carnegie

Be a good listener. Encourage others to talk about themselves

Active listening involves fully focusing on the speaker, showing interest, and refraining from
interrupting. By encouraging others to talk about themselves, you make them feel valued and
heard. This is key to building strong, meaningful relationships.

Talk in terms of the other person’s interest

To connect with others, engage them on topics they are interested in. This shows that you value
their interests and are willing to invest time in understanding them. It can lead to more engaging
and meaningful conversations.

Make the other person feel important – and do it sincerely

Everyone wants to feel important and valued. Recognize others’ contributions and make them
feel appreciated. But remember, sincerity is key. Genuine compliments and recognition are far
more effective than empty flattery.

These principles, when applied, can help us become more likable and influential in our
interactions with others. They remind us of the importance of empathy, respect, and genuine
interest in fostering strong, positive relationships.

Real-Life Application

Consider a manager who was struggling with a team member’s performance. Instead of
criticizing the employee (Principle 1), the manager chose to give sincere appreciation for the
work the employee was doing well (Principle 2). The manager then had a conversation about
how improving performance could benefit both the employee and the team (Principle 3). By
showing genuine interest in the employee’s career goals (Principle 4) and discussing them with
a positive demeanor (Principle 5), the manager was able to create a supportive environment.
The manager made sure to use the employee’s name during their discussions (Principle 6),
listened attentively to the employee’s concerns (Principle 7), and talked about the performance
improvement in terms of the employee’s interests (Principle 8). Lastly, the manager made the
employee feel important by acknowledging their potential and expressing confidence in their
ability to improve (Principle 9).

"Success in dealing with people depends on a sympathetic grasp of the other
person’s viewpoint."

Dale Carnegie



This approach not only helped improve the employee’s performance but also strengthened the
relationship between the manager and the employee. It’s a testament to how applying
Carnegie’s principles can lead to success and likability in real-life situations. These principles
have been used by many successful individuals and leaders worldwide to build strong
relationships and influence people positively. They serve as a guide to becoming not just a more
likable person, but also a more effective communicator, leader, and friend.

I encourage you to apply these principles in your own life. Start small, perhaps with a smile or
by using someone’s name during conversation. Observe the changes in your interactions and
relationships.
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