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			A model of ideal behaviour to influence those around you

			Dale Carnegie is one of the key authors in the self-help sector. His bestseller How to Win Friends and Influence People, which was first published in 1936, is one of the bibles of this new human science of which many Americans consider Carnegie to be the founder. 

			The author, who was born in Missouri in 1888 and died in New York in 1955, created his work based on his own experience as well as intense reading and anecdotes that he picked up during his training seminars on public speaking. He first implemented his self-help method at the YMCA in New York, then at his own school, The Dale Carnegie Institute. 

			The training that he provided primarily addressed businessmen and salespeople. Their testimonies were used extensively in the writing of How to Win Friends and Influence People, as they demonstrate the effectiveness of the relational techniques developed by Dale Carnegie. 

			But the work speaks to a much larger audience than just salespeople and entrepreneurs. It offers everybody a social behaviour model that aims not only to form friendly relationships, but also to make these relationships productive in terms of common and joint interest. 

			
				
					Key facts

					
							Reference edition: Carnegie, D. (2005) How to Win Friends and Influence People. London: Cornerstone Publishing. 

							First edition: 1936

							Authors:	Dale Carnegie (founder of the Dale Carnegie Institute, born in Maryville, Missouri in 1888; died in New York in 1955);

	Dorothy Carnegie (his second wife, born in Tulsa, Oklahoma in 1913; died in New York in 1998). She is responsible for the updates in the current edition. 




							Topic: Leadership and self-help

							Key words: 	Self-help: working on yourself with the aim of accepting your personality and developing creative and efficient character traits.

	Public speaking: an oratory art which aims to persuade and convince people to act in a certain way.




					

				

			

		


		
			Context

			The author

			Dale Carnegie was born in Maryville, in the American state of Missouri, on 24 November 1888. Coming from a family of poor labourers, he studied at Warrensburg Teacher College (now known as University of Central Missouri). One of his first jobs, upon leaving university, was selling bacon for Armour and Company. Already a master of the art of persuasion, he was one of the firm’s best salespeople. After accumulating substantial savings, he set about realising his lifelong dream: to become an actor. For this, he took classes at the American Academy of Dramatic Arts in New York. He had barely any success and, short of money, went to live at the YMCA on 125th Street in New York. 

			
				
					Did you know?

					While he was an actor, Dale Carnegie fell in love with a young woman, who was also an actress. In order to get a role in a play, she charmed and deceived Carnegie, who she soon abandoned. This break-up was – apparently – at the root of Carnegie’s loss of passion for the theatre. 

				

			

			This is when the idea came to him to teach public speaking. In agreement with the manager of the YMCA in New York, he created his first public speaking classes there in 1912. While improvisation was necessary for the first session, he realised the fluency that his technique gave to his listeners who, in turn, became confident and effective speakers. His method evolved from there and was greatly enriched by the experience acquired thanks to numerous training sessions which he gave from then on.

			
				
					The YMCAs

					The YMCAs – Young Men’s Christian Association – are youth hostels which were first founded in London in 1844. Their initial aim was to offer physical and intellectual activities to encourage the development and harmony of body and mind. The classes offered by Dale Carnegie therefore perfectly suited this framework. The YMCA is now present in more than 100 countries and is active in a variety of social sectors. 

				

			

			Carnegie set about relaying his knowledge to a larger public by writing his first book, Public Speaking: A Practical Course for Business Men, which was published in 1926 and was republished six years later under the title of Public Speaking and Influencing Men in Business. He then generalised his techniques in the book in question here, How to Win Friends and Influence People, which was published in 1936. Hereafter, Dale Carnegie’s advice has been applied not only in personnel or sales management, but also in personal, and particularly family, relationships. At the same time, he founded his own training institution, The Dale Carnegie Institute, and led seminars all over the country. 

			
				
					Did you know?

					Dale Carnegie was in fact called Carnegey. In 1916, when he gave conferences at Carnegie Hall, the famous auditorium in New York, he chose to change his name to take that of the renowned industrialist and philanthropist Andrew Carnegie (1835-1919), thus implying a relationship which could bring him the reputation of his namesake. The latter entered the history books as the “man of steel” for having made a fortune thanks to his steelworks. 

				

			

			The success of How to Win Friends and Influence People is so great that at the time of Carnegie’s death, in 1955, the book had sold more than five million copies and had been translated into 31 languages. This success continues to be as strong as ever and it is estimated today that over 40 million volumes have been sold.

			In the same way, the Carnegie Institute has offered training to more than 400 000 people. The author’s second wife, Dorothy Price Vanderpool, who before being his wife had been his student then his secretary, developed the company by creating courses reserved for women. After her husband’s death, she updated How to Win Friends and Influence People before the couple’s daughter, Donna Dale, took over. 

			
				
					Did you know? 

					Dale Carnegie’s first wife was French. He met her when he was travelling to give conferences. They remained married for 10 years, despite the profound and rapid disillusionment that their union led to. They divorced in 1931.

				

			

			Born in great poverty, Dale Carnegie perfectly embodies the self-made man whose essential qualities he describes in his book. He died, rich and internationally recognised, at home in Forest Hill in Queens, New York, on 1 November 1955. 

			Context and background

			In 1890, two years after Dale Carnegie’s birth, the United States announced the end of the ‘frontier’, an idea that was unique to them and which refers to the area of colonisation corresponding with the different phases of the conquest of the West. This was followed by a period of prosperity: there was lots of industrial progress which was taken advantage of through standardisation and mechanisation. Large-scale immigration from Europe fed this growing industrialisation, which was located primarily in the North East. The agricultural country thus became industrial and urban. 

			The First World War forced the country to abandon the Monroe Doctrine, which advocated America’s non-involvement in international affairs. They came out of the war stronger, as much economically as culturally. But the brutality of the economic crisis of 1929 threw them into the Great Depression and jeopardised the American Dream of success through passion and work. The government tried to respond to the crisis with the New Deal, a major works policy. But it was only with the Second World War that the country’s economy regained its strength, and the United States then acquired the status of superpower. 

			It was in this context of the profound economic crisis of the 1930s that Dale Carnegie established, based on his experience as a public speaking tutor, a self-help method centred around the management and facilitation of social relations, a method theorised in How to Win Friends and Influence People. This work found its place between the American Dream of the self-made man and the country’s need to find back its energy and enthusiasm after the trauma of ‘Black Thursday’. 

			
				
					Good to know

					‘Black Thursday’ is the name given to the Wall Street Crash that took place on Thursday 24 October 1929 and was followed by an unprecedented economic crisis, first in the United States (the Great Depression), then across the entire world. 

				

			

			Moreover, the years when Dale Carnegie wrote his works, including How to Win Friends and Influence People, came just after the period that saw the birth of psychoanalysis. This science, which came from medicine to quickly become a discipline in its own right and which concerns the illnesses and desires of the subconscious, undoubtedly influenced the author’s reflections. While it is above all a therapeutic method seeking to make people aware of trauma buried deep inside themselves, psychoanalysis is also a collection of theories emphasising the determinism of infantile sexuality in adult psychiatric problems. 

			
				
					Did you know? 

					Sigmund Freud (1856-1939), considered to be the founder of psychoanalysis, was also interested in the effects of cocaine in treating fatigue and neurasthenia. It is likely that he tried this drug himself.

				

			

			Regarding the notion of self-help, this emerged in psychoanalysis through the work of Carl Gustav Jung (1875-1961) and Alfred Adler (1870-1937), which was notably applied to management theories. It can be presumed that there is a direct link between these methods and Carnegie’s first seminars, which primarily addressed business managers and salespeople. 

		


		
			Summary of How to Win Friends and Influence People

			Carnegie’s ‘masters’

			As much as Dale Carnegie is innovative in the self-help sector, in that he offers a collection of new ideas to win over his contemporaries, he is nevertheless an inheritor who abundantly and gratefully draws on the heritage of various philosophers and thinkers, from Antiquity to the 20th century. 

			The East and the Middle-East

			Far from posing as a philosopher himself, Dale Carnegie instead relies on great figures from religious history, starting with Zoroaster (around 628-551 BC), the reformer of the Persian religion. 

			
				
					Good to know

					Persia is an ancient royal kingdom that was conquered in the 4th century BC by Alexander the Great (356-323 BC), then became Muslim in the 7th century. It now corresponds with the borders of Iran where the majority of people still speak Persian (locally known as Farsi). Its pre-Muslim culture was profoundly influenced by Zoroastrianism.

				

			

			Carnegie is also interested in the Chinese thinkers Confucius (around 551-479 BC) and Lao-tse (6th-5th century BC). The former developed a philosophy which advocated a social order obtained through respect for virtue. It was a system of morals rather than a religion, which he wanted to found in order to lead humanity – as man was at the very centre of his reflections – to a harmony built on sincerity, the same sincerity that is at the heart of Carnegie’s method. Lao-tse is considered the founder of Taoism, a Chinese religion which emphasises man as a conscious individual who must integrate harmoniously into the universe. 

			In the same sense, Dale Carnegie highlights their proximity to Buddha (Siddhartha Guatama, probably between 560 and 480 BC), who he refers to multiple times. According to him, the founder of Buddhism defined this simple principle: no social relationship can be profitable if it is based on anything other than mutual respect, even mutual affection. Carnegie then connects these thinkers to the Biblical character of Jesus, whose words “do unto others as you would have them do unto you” would be the culmination of these different philosophies. 

			Based on these figures, Dale Carnegie establishes several guidelines which make up his method: 

			
					it is essential to consider other people’s points of view before bearing judgement;

					it is necessary to respect the convictions of each person; 

					sincerity is the prerequisite of each social relation. 

			

			Greek influence

			On several occasions, Dale Carnegie indicates that he is an heir of Socratic thinking. For him, the famed Greek philosopher is one of the first and wisest psychologists. His teaching method, which is based on questioning, remains a model century after century. For Carnegie, this technique allows you to lead others to adopt your point of view in a very subtle way. 

			
				
					Did you know? 

					Socrates (470-399 BC) did not leave any writing. It is only through the works of Xenophon (Greek philosopher and historian, circa 430-355 BC), the comedies of Aristophanes (Greek comic poet, circa 445-386 BC) and the dialogues of his disciple Plato (Greek philosopher, circa 427-347 BC) that we know about his philosophy and his famous death: he was condemned to drink hemlock (a poisonous plant) under the false pretext of corrupting youth. 

				

			

			The contemporaries

			Dale Carnegie cites several philosophers of the 19th and 20th centuries. The person upon whom Carnegie bases his method of influencing one’s peers is undoubtedly John Dewey (1859-1952), the founder of the doctrine of instrumentalism. This American educationalist, who was associated with pragmatism, establishes as a premise that man wants, more than anything, to be important. Carnegie adds that this powerful desire, which he classes amongst the vital needs such as eating or sleeping, is only realised if this importance, whatever its reason, is recognised and praised by others. 

			William James (1842-1910), another philosopher connected with pragmatism, defends this same idea: “the deepest principle in human nature is the craving to be appreciated”. Carnegie repeats this quotation (p. 38), which for him becomes the preferred way of first making friends, then of influencing them. Besides sexual desire, it is this same desire for recognition that Freud emphasises as a motive for our actions. 

			Carnegie therefore constructs his method on the response to this need and, inspired by the American writer and philosopher Ralph Waldo Emerson (1803-1882) who said “good manners are made up of petty sacrifices”, he establishes knowing – and remembering - the name of the person you are talking to as one of his first principles.

			Sincerity

			Armed with the contributions of ancient and contemporary philosophers, Dale Carnegie develops a model of behaviour which allows everybody to establish themselves in society and to find satisfaction and success there. From the ancients, he takes the virtue of sincerity. From the contemporaries, he makes the premise that man needs recognition of his own. His method’s magic word would therefore be: take a sincere interest in others. 

			Sincere listening

			Listening with genuine attention, with the sincere desire to be enriched by the other person, is what Dale Carnegie invites us to do, once again citing Emerson: “Every man I meet is my superior in some way, In that, I learn of him” (p. 47). Thus, everybody has something to bring to society, which finds its balance in this. Everybody also has a desire to see their particular talent recognised. Man needs esteem to thrive. Listening to the other person with sincerity is thus responding to this double need: enriching yourself and satisfying the other person’s thirst to recognition. 

			As a consequence, all flattery should be banned, as it is merely hypocrisy. Contempt cannot do anything to earn us the sympathy of the other person; only sincerity can. And that is the heart of Carnegie’s work, which we can summarise thus: love others to be loved by them. And this attention, this affection, can only be based on honesty and therefore requires some self-sacrifice in our relationships with others. 

			Humility: the antidote to conflict

			Faced with a difficult situation, instinct leads man to adopt a defensive posture that usually leads to anger and aggression. The situation can only deteriorate and finally leave the two parties with feelings of regret, frustration and waste. Confrontation is therefore to be avoided. To illustrate his theory, Carnegie cites a precept by Buddha: “Hatred is never ended by hatred but by love” (p. 115). Thus, even if we are certain of being right, there is no need to overwhelm

			The value of other people’s points of view

			
			
				
					
					
				

			

			
			The futility of criticism

			
			The virtues of diplomacy

			
			
				
					
					
				

			

			The strength of a compliment

			
			Faith in others

			
			The art of persuasion 

			
			The importance of subtlety 

			
			Persuasive dialectics 

			
			The supremacy of the other person 

			
			A cheerful leader

			The person who makes people do things

			
			
			Happiness
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