
Key Takeaways From 
“How to Win Friends and Influence People” by Dale Carnegie 

 
● Financial success is due to 15% to professional knowledge and 85% to the ability 

to express ideas, to assume leadership and to arouse enthusiasm among people 
● Let the other person feel that the idea is his or hers 
● Talk about your own mistakes before criticizing the other person 
● The prime interest of adults is health and the second interest is in developing skill 

in human relationships 
● The ability to speak is a shortcut to distinction 
● My popularity, my happiness, and sense of worth depend to no small extent upon 

my skill in dealing with people 
● What mistakes did I make that time? What did I do that was right? In what way 

could I have improved my performance? What lessons can I learn from that 
experience? 

● If you want to gather honey, don't kick over the beehive 
● It is foolish to scold 
● Don't criticize them; they are just what we would be under similar circumstances 
● Don't complain about the snow on your neighbor's roof when your own doorstep 

is unclean 
● I will speak ill of no man and speak all the good I know of everybody 
● It takes character and self-control to be understanding and forgiving 
● A great man shows his greatness by the way he treats little men 
● Do not criticize, condemn or complain 
● The only way I can get you to do anything is by giving you what you want 
● The deepest urge in human nature is the desire to be important 
● The deepest principle in human nature is the craving to be appreciated 
● If you tell me how you get your feeling of importance, I'll tell you what you are 
● The way to develop the best that is in a person is by appreciation and 

encouragement 
● Who did not do better and put forth greater effort under a spirit of approval than 

they would ever do under a spirit of criticism 
● One of the most neglected virtues of our daily existence is appreciation 
● Every man I meet is my superior in some way. In that, I learn of him 
● Give honest and sincere appreciation 
● He who can do this has the whole world with him. He who cannot walks a lonely 

way 
● The only way on earth to influence other people is to talk about what they want 

and show them how to get it 
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● Every act you have ever performed since the day you were born was performed 
because you wanted something 

● First, arouse in the other person an eager want. He who can do this has the 
whole world with him 

● The only way to influence people is to talk in terms of what the other person 
wants 

● How can I make this person want to do it? 
● The ability to get the other person's point of view and see the things from that 

person's angle as well as from your own 
● By arousing an eager want 
● Hearty in his approbation and lavish in his praise 
● Self-expression is the dominant necessity of human nature 
● Arouse in the other person an eager want 
● It is the individual who is not interested in his fellow man who has the greatest 

difficulties in life and provides the greatest injury to others. It is from among such 
individuals that all human failures spring 

● If we want to make friends, let's put ourselves out to do things for other people 
● Become genuinely interested in other people 
● The expression one wears on one's face is far more important than the clothes 

one wears on one's back 
● People who smile tend to manage and teach and sell more effectively and raise 

happier children 
● People rarely succeed at anything unless they have fun doing it 
● Act as if you were already happy and that will tend to make you happy 
● It is what you think about that makes you happy 
● Most folks are about as happy as they make up their minds to be 
● A man without a smiling face must not open a shop 
● Your smile brightens the lives of all who see it 
● Remember that a person's name is to that person the sweetest and most 

important sound in any language 
● Exclusive attention to the person who is speaking to you is very important 
● People who talk only about themselves think only of themselves 
● To be interesting, be interested 
● Ask questions that other persons will enjoy listening 
● Encourage them to talk about themselves and their accomplishments 
● Be a good listener. Encourage others to talk about themselves 
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● The royal road to a person's heart is to talk about the things he or she treasures 
most 

● Talk in terms of the other person's interests 
● Always make the other person feel important 
● Do unto others as you would have others do unto you 
● Such is the power, the stupendous power, of sincere, heartfelt appreciation 
● Make the other person feel important- and do it sincerely 
● If you argue and rankle and contradict, you may achieve a victory sometimes; but 

it will be an empty victory because you will never get your opponent's good will 
● Hatred is never ended by hatred but by love 
● You can measure the size of a person by what makes him or her angry 
● The only way to get the best of an argument is to avoid it 
● Men must be taught as if you taught them not and things unknown proposed as 

things forgot 
● You cannot teach a man anything, you can only help him find it within himself 
● Be wiser than other people if you can, but do not tell them so 
● You will never get into trouble by admitting that you may be wrong 
● I made it a rule to forbear all direct contradiction to the sentiment of others and all 

positive assertion of my own 
● I am convinced now that nothing good is accomplished and a lot of damage can 

be done if you tell a person straight out that he or she is wrong 
● Show respect for the other person's opinion. Never say, "You're wrong." 
● Say about yourself all the derogatory things you know the other person is 

thinking and wants to say or intends to say- and say them before that person has 
a chance to say them 

● There is a certain degree of satisfaction in having the courage to admit one's 
errors 

● When we are right, let's try to win people gently and tactfully to our way of 
thinking, and when we are wrong- and that will be surprisingly often, if we are 
honest with ourselves- let's admit our mistakes quickly and with enthusiasm 

● By fighting you never get enough, but by yielding you get more than you 
expected 

● If you are wrong, admit it quickly and emphatically 
● If you would like to win a man to your cause, first convince him that you are his 

sincere friend 
● Begin in  a friendly way 
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● In talking with people, do not begin by discussing the things on which you differ. 
Begin by emphasizing the things on which you agree 

● It does not pay to argue, it is much more profitable and much more interesting to 
look at things from the other person's viewpoint and try to get that person saying 
'yes, yes' 

● He who treads softly goes far 
● Get the other person saying "yes, yes" immediately 
● If you want enemies, excel your friends; but if you want friends, let your friends 

excel you 
● Let the other person do a great deal of the talking 
● Let the other person feel that the idea is his or hers 
● Cooperativeness in conversation is achieved when you show that you consider 

the other person's ideas and feelings as important as your own 
● Try honestly to see things from the other person's point of view 
● Sympathy the human species universally craves 
● Be sympathetic with the other person's ideas and desires 
● Appeal to the nobler motives 
● Dramatize your ideas 
● The way to get things done is to stimulate competition 
● All men have fears, but the brave put down their fears and go forward, 

sometimes to death, but always to victory 
● Throw down a challenge 
● It is always easier to listen to unpleasant things after we have heard some praise 

of good points 
● Begin with praise and honest appreciation 
● Call attention to people's mistakes indirectly 
● Talk about your own mistakes before criticizing the other person 
● Ask questions instead of giving direct orders 
● Praise the slightest improvement and praise every improvement 
● Give the other person a fine reputation to live up to 
● Use encouragement. Make the fault seem easy to correct 
● Make the other person happy about doing the thing you suggest 

ALCHANATI CAMPBELL &  ASSOCIATES LLC 
 
 
 

Taken directly out of the book 


