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How to make people like you – and why it is not a
trick
Upcoming episode

The best-selling book about people ever written, from 1936. A walk through the ideas in Dale

Carnegie's How to Win Friends and Influence People – why criticism does not work, what genuine

interest does, and where the line to manipulation runs.

T H E  B O O K  T H I S  E P I S O D E  I S  A B O U T

How to Win Friends and Influence People – Dale Carnegie
1936

M A I N  T O P I C S

– Why criticism almost never works

– Honest appreciation versus flattery

– Becoming genuinely interested in other people

– Names, listening, and talking about what the other person cares about

– Avoiding the argument instead of winning it

– Letting the idea become theirs

– The criticism of the book, and where the line to manipulation runs

Q U E S T I O N S  T H I S  E P I S O D E  A N S W E R S

– How do you make people like you?

– Why does criticism not work?

– What is the difference between appreciation and flattery?

– How do you become a better listener?

– Can you win an argument?

– Is the advice in How to Win Friends manipulation?

K E Y  P O I N T S

– Criticism puts people on the defensive. It rarely changes behaviour.

– People remember how you made them feel, not what you said.

– Interest in others has to be real. Fake interest is noticed, and backfires.

– The only way to win an argument is to avoid it.

– The book is from 1936. The examples are dated, the principles are not.

S O U R C E S  A N D  R E F E R E N C E S

– Dale Carnegie – How to Win Friends and Influence People (1936)

AI is used as a tool in producing the text, and everything is read through before it is published. Errors can still occur.

From https://www.sporretimen.no/en/episodes/how-to-win-friends/


