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Dale Carnegie Training carries on tradition 

Steve Higgins , Register Business Editor 

NAUGATUCK — Dale Carnegie is alive and well. 

Not the real Carnegie, of course, who died in 1955 after rocketing to worldwide fame on the strength of his 1936 self-help classic, "How to Win Friends and Influence People."

But the institute he started in 1912, Dale Carnegie Training, has quietly grown to include 200 offices in 75 countries.

However, many business owners are not aware of the institute that continues to carry Carnegie’s message, and Bob Dickson, owner of the Western Connecticut franchise, is out to change that.

"We’ve been around for 95 years, and there’s a reason for that — we get results for our clients," said Dickson, 38, a Manchester native who now lives in Watertown. "We are still around and we are a formidable presence in the training industry."

In 2004, Dickson bought the Dale Carnegie Training franchise that covers New Haven, Fairfield and Litchfield counties. The franchise, which dates to the late 1950s, was in Woodbridge at that time but Dickson moved the offices to 21 Maple St. in Naugatuck. (There is one other Dale Carnegie Training franchise in Connecticut, headquartered in West Hartford and covering the other four counties.)

"It was a great opportunity," said Dickson, who met the previous owner when he signed up for the Dale Carnegie course himself. At the time, Dickson sold computer systems.

"I had a great experience in it, and I can see how it changes lives," he said. "It really gave me the confidence to be successful."

The mission of Dale Carnegie Training is to teach people leadership skills, positive human relations principles, stress control, communications skills, self confidence and other methods designed to build success. Its sessions are built around Carnegie’s famous self-improvement principles.

The organization offers several different programs, including the basic Dale Carnegie Course, Leadership Training for Managers, High Impact Presentations, and Sales Advantage. The company also offers consulting services and works with small companies as well as large corporations.

At the final session of a recent 12-week basic course, participants said the program helped them reach various development goals.

"Dale Carnegie has really helped me with my self-confidence," one participant said. "Believe in yourself and you will achieve all of your goals."

Another participant said, "I’ve learned to be less critical of others, and to accept criticism better. I see myself as more calm, cool, collected and approachable."

Others said the course has improved their speaking ability, increased their enthusiasm, taught them to see things from other people’s perspective, and gave them a more positive outlook.

Peter Handal, chairman and CEO of Dale Carnegie Training, which is based in Hauppauge, N.Y., said Dickson has more than doubled the Western Connecticut franchise’s annual revenue in three years.

"He has grown the business very dramatically," said Handal. "He’s one of our young, bright up-and-comers, and he’s a great role model for our new franchisees."

In 2005, Dickson won the Rookie of the Year award at Dale Carnegie Training’s international convention. In 2006 he received the Chairman’s Club award for highest growth rate among franchisees of similar size within the organization.

Janet Testa, vice president of operations for the Greater New Haven Chamber of Commerce, said the chamber has sent all its salespeople through the training program since Dickson approached the chamber three years ago. The agency also performed a needs analysis for the chamber’s management team, and Testa took the executive leadership course.

"It was very helpful. It helped me define my job and set clear goals," she said.

Dickson said he has focused on growing the franchise. "We came in and put a lot of emphasis on building a sales team, on marketing and advertising," he said. "Early on, people would say, ‘I didn’t even know you guys were still around.’ It was clear that we had to get the word out."

But Dickson said the primary key to succeeding is a sincere desire to help others succeed.

"We want to help people achieve their goals of better communications, higher self-confidence, better leadership skills and better sales skills," he said. "When those things are working together in an organization, it increases productivity."
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