
Relationship Management In The Professional World

How To Win Friends and Influence People teaches 
the reader people skills. Also, how to apply them to 
the real world. Some examples include how to be a 
good conversationalist, how to make a good 
impression and how to interest others.

Talking with strangers informs its reader how to read body 
language. This is taught through transparency which is how 
honest and open someone is. What actions presented by 
another mean yes or no? How someone is feeling by 
expression alone etc.

Egonomics informs the audience of how ego gets in the 
way of business. The book goes on to explain how to get 
around ego and improve as a person. In examples such as 
"too much competitiveness is unmotivating '', and the" 
difference in defending ideas vs being defensive". These 
just a couple ways that ego can get in the way of business 
but they can be learned from and improved upon like 
anything else.
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