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A Synopsis of ‘How to Win Friends and Influence People
Around the world, people find themselves in leadership positions both prepared and unprepared. The main question a person in a leadership [position asks himself or herself is, "what should I do t get along with people?” often, leadership results in unwanted arguments and conflicts which need constant resolutions. To avoid such situations, the book ‘How to Win Friends and Influence people’ written by Dale Carnegie for people in management and leadership positions provides guidelines on how to achieve leadership effectiveness and harmony between colleagues, friends, and families. Its first publication was in 1937, making a hit of 15 million sales overnight. According to Carnegie, managers and leaders need to understand human nature to build a relationship between personnel and the success of the business organization. Through sub-stories, the book has four chapters, all of which circulate the message around the following ways in which one can achieve.
· Making friends quickly and efficiently facilitate personal popularity
· Winning people according to your thinking increases influence, prestige, and ability to get things done. 
· Being calm and pleasant while handling complaints and arguments
· Improving communication to become a better speaker and an entertainer to arouse enthusiasm among the associates. 
The first chapter of the book highlights the fundamental techniques of handling people. Carnegie explains how to control people by narrating stories relating to criticism, appreciation, and arousal of eagerness. When dealing with people, leaders must understand that people have emotions. Therefore, dealing with creatures with feelings, such as motivation and prejudices, should be handled with vanity. Many times, people do not offer criticism to themselves for anything, despite them being wrong, because criticism is futile and makes people justify themselves. When done to somebody else, the complaint is very dangerous, and it wounds human pride, hurts senses of importance, and arouses resentment. Therefore, fundamental rule no 1 says, "Don't criticize, condemn or complain." Instead, (rule 2) “give honest and sincere appreciation” and (rile 3) “arouse in other peoples an eager want.” The second chapter provides a review of the six ways on how to make people like you. In this chapter, Carnegie highlights how to become genuinely interested in other people's deeds, the effect of a smile on human emotions, and many more. In our daily life, most people we meet always feel superior to us in some way or another. A leader needs to ensure that they understand the importance of other people and recognize it. If you talk to people about themselves, they tend to listen and respond positively. Furthermore, keeping away from disagreements by welcoming them and control your temper. Postponing the agreement process can also give time for both parties to go through the problem. 
As a business owner or manager, rule number one is never to argue with the customers. It equally applies to any other aspect of life; marriage, school, and adversaries. Open discussion often helps in understanding each other's feelings and sides. When you are right, it is better to get people to tour side gently using tactful thoughts. While talking to people, the best place to start the conversation is to emphasize agreement points. Neither one of us is correct or wrong. The important thing is to understand each other's tendencies and tolerate each other exceptional characters. The book's essence and these chapters are to stop arguments, eliminate evil feelings, and create goodwill among friends and business partners. As stated by Carnegie, calling attention and pointing fingers at other people’s mistakes can easily arouse emotional sensitivity, bitterness, and criticism. It is difficult to respond to a recital fault if a conversation kicks off with critiques. Finally, chapter four discusses how to change people without giving them offenses. Acknowledging one’s own mistakes far beyond anyone even corrects the error. It helps to convince one on behavioral change. People have the tendency to accept polite requests. Also, if they were part of the decision-making process, they can easily take orders from their superiors. To further make friends, it is essential to praise a specific action done by the other party sincerely.   This helps improve certain aspects of a person, and through it, one becomes outstanding in those traits that have been praised. 
Generally, the book provides principles that leaders can use to make friends and effectively lead an organization. The main idea is to put into consideration the other party's point of view aside from your own to facilitate a friendly understanding. Through stories about great people like presidents, generals of the civil war, and other famous people in the history of the United States, Carnegie can convey his message to the readers. To conclude, the book gives the following advice to leaders. An effective leader can make necessary and desired changes to the attitudes of the employees by (1) never promising things that cannot be delivered, (2) knowing the exact potential and needs of the people under their leadership, (3) considering the benefits of the deeds to the person doing it, (4) matching the benefits of action to the wants of the employees, and finally (5) putting ideas and requests in the way that others can easily understand and that can benefit them at personal levels. The well-stipulated principles under the four chapters provide a leader with how to make friends and influence people. 
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