PAVING THE ROAD
10 SUCCESS

ien Peter Handal read Dale Carnegie’s 1936 bestseller How to Win Friends and Inflwence
pple during high'sehool in the 19505, he had no way of knowing that. five decades later,
vould become the chairman, president and CEO of Dale Camegie & Associates Inc.
irldwide, now the aldest and most renowned training company in the world. The high-
ifted New YOrker now heads a global franchise that spans /6 countries and serves over
0 Fortune 300 companies, and despite these trying economic times remains a staunch
iever in spreading a culture of positive employee engagement.

By Shaimaa Fayed
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eter Handal advocnies a
simple  management
rule; focus on the
human resources of an
organization, But (o
him, the moxim is not
one to which he pays mere lip ser-
vice: it is o solid belief system, and
pivodal in his view to the suceess of
any organization. While business
leaders have traditionally focused an
developing their tangible asseis and
the technmical skills of their work-
force, Hondal is resolute that the
development of people’s soft skills is
essentind 1o the suceess of both the
individun] and the company.

“Warren Buffet is one of [Dale
Camnegie & Associaite’s] most
faomous gradustes,” asserts Hondal,
“In o biography of him thai just come
out, The Snowball, 16 times in the
book they talk about Dale Carmegie.”
He adds that daring the annual meet-
ing of Berkshire Hathawany, Buffet's
conglomerate, in Omaha last May,
Buffet. now the world's most soc-
cessful investor, was asked about the
reasons behind his success, He cited
two, says Handal, The first was his
value investing approach, which
Hondal likens to “hard skills,” and
the second was his Dale Comegie
training. “It"s the soft skills that real-
ly seem to differentinte people,”
expluins Handal. "Most people have
a certain level of intelligence, mosd
have & cemain knowledge of their
businesses, most people work preity
hoard, bt what makes them really
successful is their ability to cominu-
picate, their self-confidence, their
soft skills, their ability to relate 1o
ather peogple.”

Born in 19405 New York, Hapdal
embodies a brazen charsctenstic of
the city thai never sleeps = imdelti-
gable energy. In addition to his posi-
ton as chairman, president ol CEO
of Dale Carnegie & Associntes Inc,,
e is also CEO of J4F Associates, a
real estate company based in
Baltimore, and president of COWI
Internationnl Group, n monagement
gonsulting firm. He s o member of

the Indusiry Leadership Council of
the American  Associstion  of
Exporiers & Importers (AAEL and
plso of the US government’s Industry
Trade Advisory Committee for
Distribution Services. He is president
of the board of the Metropolitan
Opera Club, and an active contribu-
for o many not-for-profil couses.
These include SFD5 Development
Corporatbon, which provides afford-
able housing for underprivileged
groups in Harlem, and De Sales
Assisted Living Operating Corp..
which provides assistance for older
people. “I really believe it's ymipor-
gant to work in ways in which you
can help people.” says Hondal.

His manifold interests and clear
ability 0 communicate well in a
variety of ficlds are the oulcome of
his diverse academic and profession-
al background. A gradunte of politi-
cal science ond economics  af
Georgetown University, Humlal went
on to pursue his MBA at the
University of Chicago in 1963 with
an emphnsis on finance, after which
he embarked on 0 canser Across many
business sectors. ~1 went o work ini-
tially with Exxon for a few yoars in
the Treasurer’s Depariment and the
Mew  Investments Depariment.”
explains Handal, afier which he
worked in his family’s importing
business, which he ended up buying
and torning into a children's appare]
beand, Just 4 Kids, which manufac-
ured products in 22 countries in the
19805, In 1991, he sold the company.
“1 baolicve in strategic planning. |
decided that the risk-rewand ratio
wiis nod good,”™

It was st this point that Handal
resolved o take some time off from
the conparate world and travel exten-
sively with his wife, Pairicia. Afier
wuring many counlrics, however, his
ferveni drive and encigy for work
caught up with him. He began under-
taking consulting work for compansics
in Europe = primarily Poland - and
ihe LIS, including such companiss as
Joseph A. Bank, an apparel company,
and Cole Mational, which owns the

optical brond Pearle Vision. In the
late 19905, Handal was approached
by a board member of Dale Camegic
& Associates Ing., whoe asked him 1o
tnke on consulting services for the
company, “1 was very blunt and gave
the board of directors my opinions
about the problems and opportunities
that Dule Carnegle had, and they
asked me to go on the board of direc-
tors in 1999, he says.

Only six years later, in a vose of
confidence, Donna Dale Cornegie.
Camegic’s daughter and the previous
chairman of the company, asked
Handal to become chairman of the
board. To what does he aitribute his
fast-enrned success? 1 think 1 have a
good ability 1o get a good group of
people around me.. it's the people that
really have been successful, And 1
think the fact that 1 resd How fo Win
Fricnds and Inflience People in high
school really had a big effect on me,
While I don’t do it perfecily, 1 think |
practice most of the Dale Camegie
principles pretty well.”

Dake Cumnegie & Associates’ self-
development courses ane hased on the
principles outlined in the original Dale
Carnegic bestseller, “The flagship
[ale Carpegie course can be compled-
ed in 12 weeks or condensed into three
days,” says Handal, “It covers confi-
dence, interpersonal relations, sales
traiming, leadership training, presenis-
tinns — it's the standerd course.” The
interactive excreises may be slighily
pweaked o sceommodate different
cultures, Hamndal cxplains, “In Japan,
we don't shake hands, people bow,
thiat’s the culiure... Those are the local
culisral changes that we make.” But
he maintains that the sctual content of
the course is universal: “The basic
programs and classes are the same. In
Spain, | went into session five of the
Dule Camegie class in Barcelona lasi
week, 1 don"t understand a word of
Spanish except "gracias,” but 1 knew
exactly what was going on. It's the
same session five that goes on in
Tokyo, in Munich, in Mew York.™

Asked aboul the lessons he person-
ally derived from Cammegie’s book,
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Handal cites two: “be a good listen
er” and “think and talk in erms of
ithe other person’s interests.” He
argues that while these lessona Ly
appcar o be commaon sense, they are
nol pecessanly common pracice. 1
think the reason that [Bale Camegie
& Assognates| has sarvived and
thrived over such u long period o
time, and | think will for another 100
years, 18 beciuse human nature has
n't changed and therefore the funds
mienial principles that Dake Camogie
i5 based on don’t change ar all,
Unforunately, becanse human naiure
doesn't change, people don't do
some of the things that make so much
SENSE And s we are constantly in the
business of training people and
reminding peaple that they will be
miare successiul of they follow these
principles.” Handal nodes tha Dale
Camegie will be celebrating ies
100th anmiversary in 2002, testimany
1o the sucoess of the company, “Dale
Camegic had an insight into human
nature thal wes wnbgue.”

Faoar uht"rll;in.'- who would dismiss
the company's core pringiples as
sell-help philosophies with intangi-
ble business oulcomes, Handal is
guick o point oul that in some mae-
kets, Dale Camegie & Associnies
guaraniecs throe imes the refurmn on
myvestment on the courses, Among
many statistics, he cites the findings
of o pilot swdy conducted on 148
MNorth American respondents by Dale
'l'illllt'r.".' & Agsociates on 2003, The
study measured the impact of ihe
Dale Carnegic Sales Advantage
Frogram. Eighty-one percent of
respondlents reporied an increase in
their sales during the cight-week
period thot the Sales Advantage
Program ran, says Handal

A passionaie believer in the capacity
of employee engngement o make or
break an organizatbon, Hamdal argoes
that the cumreni climate of scommic
doubt and unceriminty calls for greater
investment 1m HUOMEn resounces, The
'S mearket, the worst kit by the reces
w300, his seen some sectors, notably ihe

hmancind and sutomotive markets, suf

lerimg  greatly, says Hondal. Al the

MR e '-'-'|I:. empsoyers  shouild
invest in traming, he adds. “Employes
chgigement 18 necessary in these 1imes
capeciklly, The odds nre that the alk
nround any company in the US is *Am
I going to get fired tomorow? |2 the
company going 0 be in busipess
tomomow? 15 anmyome EEng to Wont o

product 1nmorrow ™ Employees comse

io the odfice, ponch the clock, poELip
nround the water-oonler aml surl thie
Mt looking for jobs, This is o very seri
oais problem.” He adds that as compa-
mies downsize tserr human resources
they must find ways o boost the e
doctivity of the leaner beams in their
OrgnmiEaLEns

Despite the ripples of the financial
crisis, the US remains Dale Camegie's
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largest wingle murked, penersting 44
percent of the company s revenues, the
remaming 56 percent coming from
“Cr larpgest
catepory 14 manufaciunng, followed by
retml, IT, elecom, heahh wrvices and

mbernabiona operations

“I'We select] people who really want
o by the job, are dedicated to it and
gre consistent with our coliure.™
Handnl explains that the troiners
undergo o npgorods trmining  process
beforne lhl::,.' become prp.::l:i.li-;nupr.l and

government,”  explama Handal,
“Within manufscturing, we do very
lorge business with serospace and
deflence contraciors and, until this year,
very large business with the aulomolbile
lindustry],™

Today, the Middle East is Dale
Curmegic’s fastest growing markel
The first Middle Eastern office
opened in Egypt in 2002, and the
company 's presence in the region
solidified quickly, cxplains Handal,
Since the set-up of the Egypt office,
[rale Camegie has opaned in
Morocco, Dubal, Clatar, Bahrain and
Saidi Arabia. “There is o receptivity,
i need for Dale Carnegie,” he says,
“What we do is something that, in 4
growing environment like [the
Middle East], there is o real market
for., The sccond reason is that the
econgmies here have really been
very strong; these are very rapidly
Frowing arcas,”

“While the headlines would sug-
grad that everything is awful every-
where, that s not the case”™ says
Hanilal, listing the many markels in
which Dale Camegie’s business con-
times o grow. “In Seedi Araba i
doesn’'l make a difference of ol s
down o 5400 a harrel.
there s still booming. The same in
the LIS in healthcare, and in the tele-
com business in Indin_
the
sdvances, Handal assers confidently

Chir bisiness

Ewen @S global recession
thot [ale Camegic will continwe bo
do what 11 does best: framing s tramn-

s = 2, T00 i todal aroand the world.

pre made 10 address a lhive oudience
before they ke on the job.
As he takes on the hupe task of

managing the world's lnrgest training
company, Handal brings 1o the com-
peny @ Vivacions '-.plri1 and Keen
belief in human potential, which
defing both his career and the hime he
spends outside aof the workplace
helping less privileged people in his
hame city. Handal is a solid commuo-
micator, a business leader who's
learmed how to win fmends and mlla-
ence people, and, with 20600 Dale
Carnegie offices around the warld, 1
idamant to show ofhers how they can
pave their own ronds o spccess. The
philosophy he applies o ks waoark 15
driven by the vision he has for ns
own life: “My lirst stralegic plan 15

tio be happy,” W
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