
I usually begin my seminar, "Stuff You Don't Learn in Engineering
School," by saying that I wished I had attended a seminar like this
when still a young engineer. Learning these nontechnical "soft"
skills would undoubtedly have changed the trajectory of my profes-
sional and personal lives in very positive ways. As you'll soon see,
for example, I would not have been afraid of "negotiating" for more
than 20 years nor have worried about other skills that I never
learned in engineering school.

So imagine my surprise and pleasure to see for the first time
while I was writing this book that Dale Carnegie, way back in 1936,
in his preface to his now-classic book How to Win Friends and In-
fluence People, said "How I wish a book such as this had been
placed in my hands twenty years ago! What a priceless boon it
would have been." Carnegie went on to assert that his book was not
just for those in business, but that engineers also needed these skills
in dealing with people. He asserted that about 15% of one's finan-
cial success is due to one's technical knowledge and about 85% is
due to skill in what he called "human engineering"—personality
and the ability to lead people.

Carnegie went on further to describe the courses he conducted
among engineers, including the New York Chapter of the American
Institute of Electrical Engineers. Imagine, then, my surprise to note
that, some 70 years later, I find myself walking down the same path
to the publication of the book you're about to read, following my
seminars to the New York chapter of the Institute of Electrical and
Electronic Engineers (IEEE) and the subsequent support of IEEE
Press in publishing this book!

I've written this book to give young engineers a practical,
down-to-earth guidebook to the "real world" they are in, a very dif-
ferent place than the strenuous "boot camp" of engineering school.
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