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Joe	girard

Joe	Girard's	remarkable	car	sales	record	is	a	testament	to	his	dedication	and	perseverance.	In	1973,	he	sold	an	all-time	record	1,425	cars,	earning	him	recognition	from	the	Guinness	Book	of	World	Records	as	the	seller	of	the	most	cars	in	a	year.	This	achievement	was	part	of	a	larger	15-year	period	where	Girard	set	numerous	sales	records.	Despite
facing	challenges,	including	having	to	drop	out	of	high	school	due	to	family	financial	constraints,	Girard	worked	various	jobs	and	eventually	landed	a	job	at	a	Detroit	car	dealership.	He	quickly	excelled	as	a	salesman,	selling	cars	on	his	first	day	and	outselling	his	colleagues	within	the	second	month.	Girard's	success	can	be	attributed	to	two	key
formulas:	telling	customers	the	truth	and	staying	in	touch	with	them	after	the	sale.	Additionally,	he	emphasized	the	importance	of	selling	oneself,	not	just	the	product.	By	doing	so,	Girard	built	a	loyal	customer	base	and	established	a	"dealership	within	a	dealership"	at	his	suburban	Detroit	Chevrolet	franchise.	Throughout	his	13-year	career,	Girard
sold	over	13,000	cars,	averaging	six	cars	per	business	day.	His	achievements	are	particularly	impressive	given	that	95%	of	new	car	dealerships	in	America	sold	fewer	than	1,000	cars	annually	during	that	time	period.	Joe	Girard's	business	strategy	revolved	around	building	strong	relationships	with	customers,	driven	by	the	number	250,	which
represented	the	average	number	of	contacts	a	car	buyer	would	have	in	a	year.	By	understanding	this	number,	he	aimed	to	minimize	unhappy	customers,	ensuring	that	his	business	would	thrive.	Girard	believed	that	every	two	unhappy	customers	could	negatively	influence	up	to	500	potential	customers,	making	it	essential	for	him	to	maintain	high
customer	satisfaction	levels.	He	took	his	knowledge	of	the	importance	of	customer	relationships	and	expanded	it	through	writing	books,	giving	speeches,	and	conducting	seminars	on	"Customer	Satisfaction."	As	a	highly	motivated	individual,	Girard	was	able	to	convey	his	inspiration	and	attitudes	effectively,	which	he	referred	to	as	"spark."	This	spark
drove	him	to	share	his	ideas	with	others,	earning	him	recognition	as	one	of	the	industry's	top	experts.	Girard's	journey	began	in	poverty-stricken	Detroit,	where	his	father,	Antonino	Girardi,	instilled	in	him	a	negative	self-image	that	fueled	Joe's	determination	to	prove	himself.	Despite	his	father's	harsh	words,	Joe's	mother	provided	unwavering	support
and	love,	giving	Joe	his	second	spark	–	the	confidence	to	succeed.	These	two	sparks	ignited	a	fire	within	Joe,	leading	to	a	revelation	about	the	power	of	smart	work	and	persistence.	By	combining	his	family	experiences	with	his	business	knowledge,	Girard	developed	an	approach	that	would	become	legendary	in	the	automotive	industry.	Joe's
entrepreneurial	journey	began	at	a	young	age.	After	school	and	dinner,	he	would	patrol	neighborhood	bars	to	shine	shoes,	seeking	customers	who	were	relaxed	and	likely	to	be	generous.	Bars	also	provided	a	warm	shelter	during	bad	weather.	This	experience	taught	him	valuable	lessons:	the	importance	of	finding	the	right	market	and	a	fear	of	alcohol.
His	success	as	a	shoe	shiner	led	Joe	to	take	on	another	job	at	11	years	old	as	a	news	carrier	for	the	Detroit	Free	Press.	He	would	wake	up	at	5:30	am,	complete	his	route	before	school,	and	earn	bonuses	by	soliciting	new	customers.	The	reward	was	a	case	of	Pepsi-Cola,	which	he	would	sell	to	neighborhood	kids	at	unbeatable	prices.	The	Detroit	Free
Press	also	introduced	Joe	to	a	contest	for	soliciting	new	readers,	with	a	grand	prize	of	a	brand-new	bicycle.	At	12	years	old,	Joe	knew	the	secret	to	winning:	relentless	hard	work	and	dedication.	He	spent	every	spare	moment	knocking	on	doors,	asking	for	business,	and	won	more	than	just	the	bicycle	–	he	gained	valuable	knowledge	about	planning	and
perseverance.	However,	Joe's	teenage	years	were	marked	by	difficulties	at	home	due	to	his	conflicts	with	an	increasingly	bitter	and	vengeful	father.	From	14	years	old	onwards,	Joe	spent	many	of	his	nights	away	from	home.	Joe	grew	up	in	a	tough	environment,	sleeping	in	boxcars	near	his	home	and	using	cheap	hotels	due	to	bad	weather.	After	school,
he	looked	for	better	jobs	like	dishwasher,	delivery	boy,	or	pageboy	at	local	hotels.	He	also	spent	time	playing	pool	hall	to	make	extra	money,	but	lived	with	the	fear	of	facing	his	father's	anger	if	he	didn't	bring	home	enough	cash.	Joe's	formal	education	ended	in	the	11th	grade	after	being	expelled	from	school	due	to	a	heated	confrontation	with	the
principal	over	his	name	and	heritage.	At	16,	Joe	got	a	full-time	job	at	Michigan	Stove	Company	as	a	stove	assembler,	earning	$75	per	week,	but	working	long	hours	for	low	pay.	Later,	he	worked	as	an	assistant	to	a	fruit	vendor	on	Detroit's	east	side,	enjoying	outdoor	work	but	realizing	it	wasn't	a	viable	career	path.	Feeling	hopeless	and	aimless,	Joe
joined	the	US	Army	Infantry	at	18,	where	he	injured	his	back	in	an	accident	and	received	an	honorable	discharge.	Over	the	next	two	years,	Joe	bounced	between	unsatisfying	jobs,	frustrated	by	his	lack	of	education	limiting	him	to	manual	labor.	Despite	setbacks,	he	never	lost	hope	that	he'd	find	a	better	life.	He	met	Abraham	Saperstein,	a	kind-hearted
building	contractor	who	took	Joe	under	his	wing	and	offered	him	a	chance	to	enter	the	construction	business.	Under	Mr.	Saperstein's	guidance,	Joe	found	success	and	stability	in	the	building	trade.	However,	when	he	invested	in	a	Detroit	subdivision	with	promised	infrastructure,	he	discovered	it	was	built	on	individual	septic	tanks	instead	of	a	full
sewer	system,	costing	him	the	business.	Found	himself	jobless,	broke,	and	in	debt	for	$60,000	when	times	were	tough.	The	lowest	point	of	his	life.	Next	year,	Joe	struggled	to	recover	from	setbacks	and	a	wounded	ego.	Things	hit	rock	bottom	when	his	wife	revealed	they	had	no	food	at	home	and	their	kids	were	begging	for	something	to	eat.	Desperate,
Joe	pleaded	with	the	Chevrolet	sales	manager	to	hire	him	as	a	salesman,	despite	lack	of	experience.	He	convinced	the	manager	to	give	him	a	desk	job,	which	led	to	selling	his	first	car	that	day.	After	two	months,	he	was	on	fire,	selling	18	cars	and	trucks.	However,	the	dealership	owner	fired	him	for	being	too	aggressive.	Undeterred,	Joe	started	anew
at	Merollis	Chevrolet	in	Eastpointe,	Michigan,	becoming	the	best-selling	salesperson	in	the	world.	I	realized	I	needed	assistance	to	focus	on	my	core	skill	–	selling.	I	hired	someone	to	handle	pre-qualifying	and	screening,	which	greatly	impacted	my	business.	Seven	months	later,	I	brought	in	another	employee	to	aid	with	growth.	This	investment	was
key	to	my	remarkable	success.	Over	the	last	12	years,	my	business	grew	so	rapidly	it	became	by	appointment	only.	I	managed	it	like	a	doctor's	office,	with	a	receptionist,	nurse,	and	then	me.	By	the	time	potential	buyers	met	with	me,	they'd	been	thoroughly	screened	and	pre-qualified.	This	approach	allowed	me	to	know	everything	about	each
customer.	While	this	approach	is	ideal	for	certain	businesses,	it	may	not	be	suitable	for	everyone.	You	need	to	be	experiencing	significant	growth	before	investing	in	support	staff.	Moreover,	expenses	for	these	employees	are	tax	deductible.	If	you're	not	yet	at	that	stage,	don't	worry.	Start	small	–	begin	with	just	a	phone	and	desk.	Be	patient	and	stay
committed.	As	your	business	grows,	so	will	the	need	for	support.	Follow	my	13	rules	for	success	to	concentrate	on	selling.	The	pressures	of	his	job	were	taking	a	toll	on	him	-	he	was	breaking	out	in	sweat	and	shaking	during	work	hours.	A	doctor	told	him	to	either	quit	or	risk	losing	his	life.	Joe	Girard,	the	salesman	known	for	speaking	about	himself	in
third-person,	attributes	his	success	to	his	determination	to	overcome	his	humble	beginnings	in	Detroit's	Depression-era	slums.	His	abusive	father	and	failed	home	construction	business	also	played	a	role,	according	to	Girard.	"This	is	what	made	me	who	I	am,"	he	said.	"Each	day	was	a	struggle."	He	believes	that	people	can	turn	their	weaknesses	into
strengths	by	using	them	as	motivation.	Recently,	another	salesman	named	Ali	Reda	claimed	to	have	surpassed	Girard's	record	of	1,542	car	sales	in	one	year.	However,	Reda	credits	Girard	with	inspiring	his	success	after	reading	his	book	"How	to	Sell	Anybody	Anything."	The	Guinness	World	Records	initially	kept	Girard	as	the	sales	champion	due	to	a
lack	of	independent	proof	for	Reda's	claim.	However,	they	later	removed	the	record	from	their	website.	It	is	unclear	what	sparked	this	decision,	but	it	appears	that	Reda's	achievement	may	not	be	officially	recognized.	Sadly,	Joe	Girard	passed	away	after	falling	down	some	stairs	in	his	home	in	Grosse	Point	Shores,	Michigan.	The	Detroit	Free	Press
reported	on	his	death.	An	update	regarding	the	Guinness	World	Records	controversy	revealed	that	they	can	no	longer	verify	claims	for	this	particular	record	due	to	a	lack	of	independent	evidence	or	research	institutions	to	support	it.
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