
      
      
         [image: Cover]


      
   

      HOW TO SELL YOURSELF
WILL SHOW YOU:


      

      •  Ten steps to making yourself #1


      •  How a woman can get ahead in a male-dominated workplace—without playing games


      •  A four-step enthusiasm exercise


      •  What an IBM vice president can teach you about the most effective use of language


      •  Thirteen things every young person should know about a successful job interview


      •  Joe Girard’s memory secrets—to give you instant access to all the facts you need to know


      •  How to “go the extra mile” every day—and earn the respect and friendship of others and much more!


    


   

      ACCLAIM FOR JOE GIRARD,
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      “The consummate salesman.”
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      June, my pal, my wife, may this book inspire others to reach for success, as you inspired me.
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      Introduction


      A well-written motivational book produced out of the experience of a successful person can be of inestimable help to any reader

         who really wants to do more with his life. Such a book has power—the power to communicate innovative ideas, the power to change

         attitudes and the power to stimulate the will to personal achievement.

      


      America has produced more successful men and women than any other nation in history, and one reason for this phenomenon is

         that Americans read more motivational books than any other people anywhere. And this book, How to Sell Yourself, by Joe Girard, is one of the best books in this field. In my opinion, it will become a classic in the success literature

         of our time.

      


      I once asked one of our outstanding book distributors, “What is the chief important factor in the value of a book?” His quick

         answer was, “The person who wrote it. Does he or she have something to say and the ability to say it well? But more important,

         is the author a living example of the ideas developed in the book?” On the basis of that standard, this is an outstanding

         book, for the author, one of those rare dynamic, enthusiastic and highly competent men developed in the American free-enterprise

         system, is listed, not without cause, in the Guinness Book of World Records as the world’s greatest salesman. The spirit, the skills and the personality that made him top salesman come through on every

         page of this book. In the book he shares openly and gladly the experience and learning that lifted him from the bottom—and

         a very low bottom, at that—to the supreme apex of the selling profession.

      


      But it is more than skilled salesmanship that comes through to the reader. It is the presence of an alive and vital person

         who transmits dynamic energy. The joy of life itself springs from the pages of the book. And with it comes the impression

         that a friend is writing to you, a friend who believes that you can do what he has done. He tells you that you have within

         you a great potential for achievement. He believes in you because he learned out of great adversity to believe in himself.

      


      Joe Girard is a sincere man. He writes only what he believes; indeed, only what he knows; for what he tells about has happened

         to him personally. He is convinced that similar great things can happen to you also. He is like a coach telling you what you

         can do and how to do it. Then he stands with you, helping you on the upward climb.

      


      The central thrust of the book is that we must learn to sell ourselves. People will buy from a salesman because they are convinced

         that the salesman is a right person. The buyer likes him and trusts him. That being so, his product must likewise be right.

         Salesmanship actually is a process of persuasion in which an individual is induced to walk a road of agreement with the seller.

         And the chief element in the process of persuasion is a man or woman who is trustworthy, who wants to help, who desires to

         serve. This has made Joe Girard Number One Salesman of the World. It can help you too, in whatever your job may be, to move

         right up there to the top.

      


      I like this book because I like Joe Girard. He is one of my most inspiring friends. When I am with him in person I get remotivated.

         And as I read the manuscript of this book, I felt the same motivation to get out there and do a better job.

      


      But I like this book also because it is packed full of positive thinking. It contains all kinds of workable ideas for self-improvement.

         It’s an interesting, different, innovative book. It will make you like yourself more than you do. It will sell you to yourself.

         And only the person who has a humble yet realistic belief in himself ever makes something great of himself. Joe Girard can

         help you. I know, for he has helped me.

      


      DR. NORMAN VINCENT PEALE,
author of The Power of Positive Thinking


   

      CHAPTER ONE


      Selling Yourself on You


      My name is Joe Girard.

      


      I grew up in the motor capital of the United States, Detroit, Michigan, the city that put the whole world on wheels.


      I suppose it was natural that I, like so many others from this dynamic city, would become a part of the automobile business.

         Not making cars, but selling them. As a matter of record I am the World’s Number-One New Car Salesman.


      In case you think I hung that tag on myself, let me set you straight. The title was given to me by the Guinness Book of World Records. I still hold it, and I’m still in the book. As of this writing, no one has successfully challenged me—no one has beaten my

         record of 1,425 new cars sold in one year alone. They were not fleet sales; all were individual units sold at retail, belly

         to belly. I was audited by the accounting firm Deloitte & Touche.

      


      What the Guinness Book of World Records doesn’t mention is that I really sell the World’s Number-One Product—which is not an automobile at all: It’s me, Joe Girard.

         I sell Joe Girard, I always have, I always will, and no one can sell me better than myself.


      Now, let me bowl you over. The World’s Number-One Product is also you, and no one can sell you better than yourself— when you know how. That’s what this book is all about: how to sell yourself. Read it carefully, soak it in, commit parts

         of it to memory.

      


      At the end of each chapter I’m going to tell you some things to do now, as you read along, each day—things that will make you the World’s Number-One Salesperson of Yourself. Do those things and

         you’ll be a winner. I guarantee it!

      


      Sell myself, you ask? Certainly, because we are all salespeople from the time we can reason effectively to the end of our days. I once

         heard Father Clement Kern, of Most Holy Trinity Church, now retired, one of our city’s most beloved Roman Catholic priests,

         say to this effect: Even after the end of our days we’ll probably be doing our level best to sell St. Peter on ourselves.

      


      WE’RE ALL SALESPEOPLE


      The kid who is trying to talk his mother into letting him stay up an extra hour to watch TV is selling.


      The girl who hints to her boyfriend that she’d rather see a romantic movie than a hockey game is selling. And when he tries

         to talk her out of the idea and get her on the edge of the ice, he’s selling.

      


      The teenager who wants the old man’s car for Saturday night is selling.


      And the guy who steps up the voltage as he says good night at his girlfriend’s door is selling.


      Anybody who has ever asked the boss for a raise is selling.


      The mother who talks up the virtues (if any) of broccoli to her child is selling.


      Whoever you are, wherever you are, whatever you do and wherever you do it, you’re busy selling. You may not have been aware

         of this, but it’s true.

      


      Who, then, is more qualified to show you how to do a better job of selling yourself than someone who climaxed a career in

         selling by being crowned the World’s Number-One Salesman? But first things first.

      


      YOU MUST BE SOLD ON YOURSELF


      Before you can sell yourself successfully to others—and thus sell your ideas, your wishes, your needs, your ambitions, your

         skills, your experience, your products and services—you must be absolutely sold on yourself: 100 percent.

      


      You must believe in yourself, have faith in yourself and have confidence in yourself. In short, you must be totally aware

         of your own self-worth.

      


      It was my mother, Grace Girard, who instilled in me an awareness of self-worth, who helped teach me self-respect. God knows,

         she had formidable opposition in my father.

      


      To this day, I still remember vividly the conflicts I had with my father. I could do nothing right. For reasons I have never

         been able to understand, he spent most of his life assuring me that I would never amount to anything. As a Sicilian kid who

         sold newspapers and shined shoes in bars, I seemed to have nothing going for me but the street smarts I was learning. I began

         to believe my father. My self-respect nose-dived through my teen years until one day I found myself staring at the prospect

         of reform school. Close call, but my mother, thank the good Lord, wasn’t buying what my father was selling.

      


      Mother spent most of her life assuring me that I could be Number One. She always stressed to me the importance of selling

         myself, of thinking of myself as worthy. In her own way she was saying what my friend Dr. Norman Vincent Peale told me years

         later: “Joe, you are what you believe, you are what you think you are.”

      


      It all begins with how you think about yourself. Just who are you, anyway?

      


      THERE IS ONLY ONE YOU


      I remember my mother smiling and holding my hand and saying, “Joey, there is no one else in the world like you.” Thank God,

         most of us have mothers who think about us that way. Mine was something special, and because I had so much love for her, I

         believed what she told me. And besides, I didn’t have a twin brother, so who could be like me?

      


      However, I did grow up with twin brothers in my neighborhood, Eugene and John LoVasco, and I remember them well. They were

         absolute look-alikes. I can still hear their mother telling mine that she couldn’t tell the boys apart. It was true. Everyone

         knew that Eugene and John were twins, and identical twins to boot. But were they? Years later, when I had moved away, I happened

         to mention them to an FBI friend, and he told me that there is no such thing as identical twins.

      


      Consider this: The FBI has files of fingerprints numbering in the millions, maybe even billions. And we’ve all been told that

         no two of those sets of fingerprints on file are alike. No two people since the beginning of time have had identical fingerprints.

         No two people yet to be born will have fingertips or even palms that will coincide.

      


      But that’s not all. My FBI friend also told me that voiceprints can be made of words whispered, spoken, sung or shouted, and

         that these are often used in positive identification. As with fingerprints, no two people ever had or will have exactly the

         same voice. The human ear might not be able to detect a difference, but a voiceprint can.

      


      It’s an indisputable fact. No two people have identical personalities. On the surface, so-called identical twins may look

         alike, so much so that their own parents might have difficulty in telling them apart, but if you were to try to match the

         right half of one’s face to the left half of the other’s, they simply wouldn’t go together.

      


      There is only one you. There is no one in the entire world to equal you, to match your fingerprints, to match your voice, to match your features

         or to match your personality. You are an original in the fullest sense of the word. You are number one. And now that you know it, your job is to reinforce that fact in your conscious and subconscious mind every day.

      


      HOW TO SHOW YOU’RE NUMBER ONE


      I wear a gold lapel pin that says No. 1. I’m never without it. I used to wear it because I’m the Number-One Salesman. Even though I’ve stopped selling cars and lead

         a whirlwind life of lecturing before business and industry groups and on college campuses, and writing what I’ve learned so

         that others may benefit from it, I still wear that pin because it reaffirms my belief in myself. I’m sold on myself, and that pin says so out loud.

      


      You wouldn’t believe the number of people who ask me, “What does your lapel pin mean?” Strangers on planes, people with whom

         I share a lecture platform or a television camera, even men and women in elevators who usually stare straight ahead and say

         nothing—they all ask me that question or a variation of it.

      


      I tell them, “It means I’m the number one person in my life.”


      Sound selfish? Egotistical? Not at all. Looking Out for Number One is a book that enjoyed a status for some time as a runaway best-seller. Some readers regarded it as putting forth an extremely

         self-centered viewpoint. Others, more charitable, saw it as a handbook on enlightened self-interest. I believe that each of

         those reactions missed the point. The message I came away with was this: If you don’t believe you’re number one, no one else will. What you must look out for is that belief.


      Now, you do this: Go to your nearest good-sized jewelry store or the jewelry department of any large retail establishment.

         There you will find that you can buy yourself a similar Number-One symbol. Most jewelers have it. I’ve even seen it in mail-order

         catalogs. The symbol might be a pin like mine, or it might be a necklace, a bracelet, a charm or a ring. Wherever you wear

         it and whenever you do, it will flash in the sun or glisten in the light of the room. It will throw a spark back to your eye

         and remind you constantly that you are number one. It’s part of what’s called psyching yourself up, selling yourself on you.


      MUHAMMAD ALI: PSYCHING YOURSELF UP


      Not since Joe Louis, the Brown Bomber who came pounding his way out of the same Detroit ghetto that I did to become heavyweight

         champion of the world in 1937, has there been a champ with the guts and drive and class of Muhammad Ali. He changed his name

         along the way, remember? (I’m going to be telling you some more things about Joe Louis later on, but for now let’s consider

         Ali.) He won the championship first in 1964, when he was Cassius Clay, and he won it again as Muhammad Ali in 1974.

      


      Ali told everyone who would listen—in person, in the locker room, in the ring, in front of radio microphones and TV and movie

         cameras, in newspapers and magazines—that he was number one. His words became a trademark. I am the greatest!


      You better believe it. I’ve watched Ali before a fight as he starts to sell himself. He tells the press, in poetry yet, “I’m

         going to knock him down in five/He’s going to take a dive/I’m going to sting him like a bee/So he won’t see.” Ali liked to

         call the round. What was he really doing? Simply selling himself. He turned on all the valves to get the adrenaline, the juices,

         flowing. What happened? His opponent heard this or read this and started unselling himself. To top it off, in the ring, while the referee was citing the rules, Ali would look at his opponent and tell him

         what he was going to do to him. It’s all part of selling himself.

      


      The first time he fought Leon Spinks is the only time he did not go through this normal psyching-up process, and the world

         saw Muhammad Ali go down to defeat. He failed to sell himself on himself, failed to reaffirm that he was number one. The second

         time he fought Spinks he didn’t forget, and the world saw him regain his title, heavyweight champ of the world. He is the

         greatest!

      


      You have all kinds of opponents, all kinds of obstacles, in life. You’re in the ring every day. You can win or you can go

         down for the count. Why not be a winner? It’s more exciting, it’s more rewarding, it’s more downright fun!

      


      A fellow I know, John Kennedy, who scouts for the Toronto Argonauts, quotes this to-the-point saying among athletes: “Winning

         is what counts in a game. Coming in second is like kissing your sister.”

      


      You don’t have to be on the muscle about it, you don’t have to tell your opponents, your obstacles, what you’re going to do

         to them. Just be positive and tell yourself that you are the greatest. Do it right now. Say it out loud as you look up from

         this book: I am the greatest! Say it again. If you’re all alone, shout it a couple of times. Make the walls shake. Sounds good, doesn’t it? Now go back

         to reading this chapter.

      


      All people who sell themselves successfully are first sold on themselves. Selling yourself on you can take a lot of forms,

         but most of them add up to this: Learn to like yourself. How?

      


      GEORGE ROMNEY: THREE STEPS FOR LIKING YOURSELF


      The late George Romney—former president of American Motors, former governor of my state, former Secretary of Housing and Urban

         Development and a man widely known for his integrity, his ability and his spirituality—once presented these thoughts, I’m

         told, in a speech he gave before the members of his Mormon Church.

      


      1. Never do anything, anywhere, that you would be ashamed of.


      2. Don’t be afraid to give yourself a pat on the back now and then.


      3. So live that you’d be glad to have yourself for a friend.


      I think it’s a terrific three-step formula for liking yourself, and Romney surely must have followed his own advice. As I

         observed him over the years, as I saw him give freely of his skills and experience to his fellow citizens, I can tell that

         not only was he genuinely sold on others—he was also thoroughly sold on himself.

      


      But don’t think he hadn’t faced obstacles. I recall when he first decided to run governor of the State of Michigan and he

         mentioned honestly that he had prayed in order to reach a decision. You may or may not know of the jeers, the laughter that

         he received at the hands of some of the media. Another time, he mentioned just as honestly that he had been “brainwashed”

         concerning certain aspects of military and foreign affairs. Again, the media and many people hurled the word back in his face.

         But he went on to use those obstacles as stepping-stones.

      


      TURNING CATCALLS INTO COMPLIMENTS


      If you just keep selling yourself on yourself, you’ll have an easier time of getting to be and remaining number one. There

         will be many obstacles, and you must be prepared for them. Early in life my mother warned me that the years ahead would be

         full of problems, but she cautioned me never to dwell on them. To do so, she pointed out, is to set yourself up for getting

         caught in a trap of negativism. This can happen, and it nearly did to me.

      


      The year I first became the Number-One New Car Salesman, I was honored at a banquet given by the automobile company whose

         cars I sold. It was known as the Legion of Leaders banquet. I received a lot of heady applause that first time, but little

         did I know or even suspect the image-shattering obstacles that were in store for me.

      


      The next year I was back again—the Legion of Leaders—and the applause lessened. The third year at the banquet I received not

         applause, but boos.

      


      I stood there at the speakers table and I was stunned. I was so shocked and dumbfounded that I was literally paralyzed. I

         looked down toward the end of the table and saw my late wife, June, in tears. I looked out over the audience of other salespeople

         and I could feel their reactions—of I don’t know what—as if they were giant obstacles suddenly shoved in my path toward success.

      


      As I stood there listening to the jeers and catcalls of my fellow salespeople—those who were not number one in selling, but

         the twos and threes—I suddenly gained some courage by remembering another who had suffered the boos of the crowd. In my book

         he is one of the greatest ballplayers of his time, a man who batted .406: Ted Williams. I remembered that every time the stadium

         echoed with boos for Williams, his average went up. At that moment in my life, I learned from him how to turn off the catcalls

         and get on with the job.

      


      So at the banquet that night, I tossed aside my prepared speech. I asked the people who had booed me to stand up so that I

         could look at them, see what they were like and thank them. Yes, thank them.


      I said, “Thank you. I’ll be back again next year.” I put a number-one smile on my face. “You have given me the right to come

         back. You have fueled my tank to keep my motor going.”

      


      Then I went over to my wife: She sat there with mascara running down her cheeks. I asked her why she was crying, and she told

         me that she was ashamed and embarrassed by the people booing me. She was shedding tears of sympathy for me and tears of anger

         for the others.

      


      I took her hand. “June,” I said, “the day they quit booing me is the day I’m no longer number one. They’ve paid me a compliment.”


      I came back the next year and the next, and the same thing happened each time. And each time I would turn their bad manners,

         their catcalls, 180 degrees into compliments.

      


      After eight years in which I had consistently remained the number one car salesman, NBC-TV came out to the Legion of Leaders

         banquet to tape this phenomenon for a national newscast. NBC had heard how the World’s Number-One Salesman was being booed

         by his peers. They had read about it in the press—Automotive News and Newsweek—and in the wire services, United Press International and Associated Press.

      


      Once again, before the camera and on national TV, the same thing happened. I still smiled and said, “Thanks, I’ll be back

         next year.”

      


      During those years, in the quiet of my room at night, I tried to understand why I had been booed. Was it envy? Jealousy? Was

         it that they did not want to work as hard as I had worked? Maybe they didn’t want to meet the price of being number one, didn’t

         want to pay their dues.

      


      I determined then that if I wanted to keep selling myself successfully I would police those things out of my life. Envy, jealousy,

         a willingness to settle for second best, a willingness to just give up. I suddenly realized what had been happening at all

         those banquets. Those who are number two and number three in life are not content until they pull the number ones down to their level.


      That was the trap my mother had warned me about.


      THREE KINDS OF PEOPLE


      There are three kinds of people in this world.


      There are the number ones. You can tell them easily. Those are the people who have sold themselves on themselves: Those are

         the achievers. They are always enthused, they never complain, they wear a number-one smile. They are positive proof that what

         you get out of life is what you put into it. They are winners. And they have the ability to charge your battery with their

         enthusiasm. Those are the people you want to emulate.


      Then, there are the number twos. There’s one in every office, every department, every shop, every classroom, every locker

         room. They are the people who are always looking for a shoulder to cry on, for someone to tell their troubles to. They are

         the gripers in life. They are the losers, the people to stay away from. They are put-downers and puller-downers. Run from them to avoid any danger of becoming like them.

      


      And there are the number threes. They are the people who have copped-out of life, who have simply given up. Their attitude

         is “What’s the use?” They are the ones who say, “Let George do it.” In a way they are even more pitiful losers than the number

         twos because they’ve never even made an effort. Shun them.


      THE ROAD TO WINNING


      You can only win in the business of selling yourself by believing you are number one and acting like it. By reminding yourself

         every day—verbally or by some visible sign—that you are number one. Just as plants need fertilizing, so does your mind. Put

         a little card up where you can see it every day, a card that says I am Number One. Look in the mirror every morning and tell yourself I am my own best salesperson. As the late Dr. Norman Vincent Peale—minister of the Marble Collegiate Church in New York and best-selling author of The Power of Positive Thinking—counseled, say it and say it and say it again. You are what you think you are.

      


      It’s a matter of image. Robert L. Shook, the noted businessman-author, states in his book Winning Images: “If you want a winning image with others, your first concern must be a winning self- image.”

      


      My friend, the late Lowell Thomas wrote to me once and said, “I wish I could start all over again and follow in your footsteps.”

         This, coming from a man who was himself the world’s number-one adventurer, the world’s number-one newscaster, is one of the

         finest compliments ever paid me. It proved to me that, in my own way, I had sold myself successfully to him.

      


      And, in your own way, you can sell yourself just as successfully to others. The number-one rule is to have faith in yourself,

         the greatest product in the world, an individual who has no counterpart anywhere.

      


      You are Number One!


      Do These Things NOW!


      •  Buy a small numeral 1 lapel pin (or ring, necklace or bracelet) and wear it proudly every day.

      


      •  Tape a three-by-five file card with I Am Number One printed on it to your bathroom mirror where you can see it first thing every morning. Read it and smile.

      


      •  Keep a similar card in your office or shop or kitchen or locker. Put another on the sun visor of your car.


      •  Repeat this statement ten times every morning upon arising: I Am My Own Best Salesperson.


      •  Repeat this statement ten times every night before going to bed: I Am the Number-One Person in My Life.


      •  Associate with others who know how to sell themselves, who are winners.


      •  Avoid the losers from now on.


      •  Put negative thoughts—envy, jealousy, greed, hate—out of your life.


      •  Determine that you’ll take every “catcall” in life from now on as a compliment and build on it.


      •  Give yourself a pat on the back at least once every day.


   

      CHAPTER TWO


      Selling Yourself to Others


      Nothing is ever sold without a buyer, not even you. So, put yourself in a buyer’s shoes for a moment and ask yourself, would

         anyone want to buy you?

      


      Since you are always selling yourself in some way at some time, to some person or group of persons, you want to stand out.

         You can’t afford to be brand X. Brand X doesn’t sell.

      


      In order to sell yourself successfully to others you must make yourself into a most-wanted package. You are trying to get

         people to do something your way, or see something as you see it. You want them to change their viewpoints, to make them like

         you or love you.

      


      I mentioned some of the occasions in Chapter One, yet there are many others: Trying to get yourself a date for Saturday night

         is selling. Asking the boss for a raise, or a promotion, or a transfer, or a few extra days vacation, is selling. Any kid

         wanting to get out of homework is selling. Begging the coach to take you off the bench and put you in the game is selling.

         Dentists, doctors, lawyers, teachers—all are constantly selling themselves. So are cops. Frequently they do a lousy job.

      


      Several years ago, when policemen across the country began to lose the respect of youth, the word cop changed to fuzz and pig. Sometimes the label was obscene. Why do you suppose this happened? One reason was that law-enforcement officers had ceased

         to sell themselves as friends to young people. They appeared to be the enemy of jeans, long hair and beads. Whether it was

         true or not, they associated dress and lifestyles with marijuana and the entire drug scene. They often seemed the foe rather

         than the defender of the right to dissent. A bust for possession of a joint often carried a greater penalty than a bust for

         embezzlement. Teen rebellion swept the nation.

      


      It has taken a lot of hard work, understanding and reaching out on the police officers’ part to reverse their image and maintain

         an alternate image as friend and protector. For example, and this is only one of many, they have done a good job in my city,

         Detroit, with the Police Athletic League for kids. It’s no accident that the words spell PAL. Who will quarrel that pal is not a better package than pig?


      Think of the package you present to others, both as to contents and wrapping.


      THE IMPORTANCE OF A SALABLE PACKAGE


      You can’t be an unknown quantity and sell yourself. Millions of dollars have been spent by manufacturers, advertising agencies,

         market research people and retailers to decide just how to package a product to make it more salable. Size, shape, color and

         design have been mulled over for weeks and months or maybe longer. The packages that represent the food you purchase, the

         shirts, the cosmetics, the liquor, the travel tours, are designed with two things in mind—eye appeal and buy appeal.

      


      Few people are even rarely tempted to buy a grab bag item, and when they do they are usually disappointed. Most always the

         contents amount to nothing, and nothing inspires nothing. The grab bag itself can’t hide the fact of nothingness.

      


      Ideally, contents and wrapping should go hand in hand.


      The contents are what you are inside. The personality that shines through your eyes, the smile on your face, the words that

         express your thoughts and ideas, your readiness to listen, your enthusiasm, your attitudes and outlook.

      


      The wrapping is your outward appearance: your cleanliness, your grooming, your complexion, your weight, the clothes you wear

         and the way you wear them, the posture you assume, the shoes you walk in.

      


      The emphasis in this book about selling yourself is on the inner contents of your package and how to develop them to such

         a fine point that putting yourself over becomes ever easier. For now, however, let’s consider some things about your wrapping.

         After all, that’s the first thing others see. The sale of yourself begins there. It can be won or lost because of the wrapping.

      


      How often have you received a package that has been carelessly handled in shipment? The package has been dropped perhaps,

         or it is soiled, the paper may be torn and the twine loosened. The moment you received such a package you probably started

         to worry about the condition of the contents.

      


      It’s the same with people. Our exterior image must reflect positively the qualities we wish to sell to others. If the outside

         wrapping causes others to worry about us and what we are, we can begin to say goodbye to the sale.

      


      Eight Rules for Body Care


      1. Shower or bathe daily. You’ll look better and you’ll feel better. Use a cologne but make sure it isn’t overpowering.

      


      2. Take care of your hair. Shampoo it regularly. Don’t date yourself, style it in the current fashion. Keep it well combed and brushed. Never allow

         dandruff to mar your appearance.

      


      3. Use makeup sparingly if you’re a woman. Apply it carefully to emphasize your best features. War paint is out. Your desire is to influence, not

         conquer.

      


      4. Shave as often as necessary if you’re a man—twice a day if you must. There is no excuse for five-o’clock shadow. It does not make you look macho, it

         only makes you look unshaven. Keep an extra razor or electric shaver at your office or shop or locker. Use a good aftershave.

      


      5. Manicure your nails regularly if you’re a woman. Choose a nail polish that complements your hands, not one that calls undue attention to them. Black, flaming

         red, are headlights.

      


      6. Keep nails clean and trimmed if you’re a man. A manicure is a matter of personal choice. Watch out for nicotine stains. (That goes double for women.)

      


      7. Keep physically trim. Get those extra pounds off if you need to. (It can be done, as you’ll learn later in this chapter.) Start an exercise program

         now.

      


      8. Check your posture. Stand tall, walk tall. Hold yourself erect, shoulders back, belly in. You are number one. Number-one people never slouch,

         standing or seated.

      


      Now, a word about clothing.


      Remember, what you wear is an indication to many people of what you are. “Clothes make the man” is a phrase that carries a great deal of

         truth. When and where you wear them are also decisive factors. An evening dress and furs are beautiful when worn by a woman to a restaurant or

         a theater; they are ridiculous at a morning business meeting. Farfetched? Not at all, I’ve seen it happen.

      


      I know a man who is a guidance counselor, a practicing psychologist, who, when at work, is the most conservative of dressers.

         He has to be, in order to inspire confidence in his counsel. However, at night, when partying, he changes his entire personality

         and image by wearing casual jeans or leather, a necklace and zodiac pendant, and even a small gold earring in his left ear.

         It does not bother him at all to be mistaken sometimes for a member of the gay community, which he is not.

      


      But, can you imagine what the effect would be if he dressed on the job as he does during his leisure hours? His counsel would

         most likely go unheeded.

      


      One of the pioneers in the creation of sales training materials, especially those for selling cars, is the late Jamison Handy.

         I’ve been told he made it a point to wear specially designed suits without a breast pocket. He maintained that such pockets

         were a distraction to people with whom he talked, because the pockets usually are stuffed with a handkerchief, or an array

         of pens and pencils, or cigarettes or cigars. He felt people’s eyes are caught by these objects and their minds stray from

         the speaker’s message.

      


      But, this is a quirk. As much as I learned from him about selling at retail, I think that in his particular eccentricity he

         made a mistake. I know of many people who are just as distracted by the fact that his suits have no breast pocket. They find

         themselves staring at that vacant spot beside his lapel, and while they do so his words are momentarily lost.

      


      There is nothing so fleeting as fashion. One year it is wide lapels and wide neckties, the next year it’s back to narrow ties.

         Single-breasted suits or double-breasted—it’s your choice. Vests? They can be matching or contrasted. Hemlines? They move

         up and down like elevators. Hats and caps, they come and go. Jeans are worn around the world. In short, style is always a

         matter of personal taste and preference. With so many choices at your fingertips, here’s some advice:

      


      Eight Rules Concerning Clothing


      1. Buy the best clothing you can afford. Quality tells and quality clothing will look better on you and wear longer. Make sure that what you buy—suits, dresses, hats,

         shoes—fits you well.

      


      2. Build a complete wardrobe. Choose clothing for business, for work, for evening wear, for travel and leisure. Be selective. Often items can do double

         duty. Mix or match may be the perfect answer for you.

      


      3. Dress for the occasion. Always wear clothing suitable for the situation. You would not call on a bank president in blue jeans, nor would you wear

         a three-piece pinstripe worsted to play a game of touch football.

      


      4. Hang your clothing properly. Care in hanging suits, dresses, sweaters and slacks will assure their keeping their shape. Treat what you buy with respect.

      


      5. Have your clothing cleaned and pressed regularly. Stains and spots and wrinkles will do nothing for you when it comes to selling yourself, but they sure can work against you.

         Proper cleaning, too, will help them wear better and last longer.

      


      6. Choose accessories that complement, not distract. Loud neckties on a man are a distraction. So are large dangling earrings on a woman. So are oversized belt buckles and overloaded

         charm bracelets. A shirt with stripes and a suit with plaid might simply make one dizzy.

      


      7. Match your shoes to your wardrobe. Keep them to basic browns and blacks, and choose separate footwear for business, for dress-up occasions, for leisure and

         for sports.

      


      8. Take care of your footwear. Shoe trees will help them keep their shape. Keep shoes well shined, watch for scuffs and don’t let the heels wear down. The

         only man I know of who could get away with a hole in the sole, as seen by millions on TV, was the late presidential candidate,

         Adlai Stevenson. Remember, he lost the election.

      


      In short, do everything you can to make yourself the most buyable package possible. As a final test ask yourself this question:

         Would I buy me?


      KNOW WHAT YOU’RE SELLING


      Each time I set out consciously to sell myself I ask myself what is the purpose of the sale? Do I want to coax my daughter,

         who says she can’t cook, to try her mother’s recipe for my favorite dinner—pasta, with a sauce that paints a picture of sunny

         Sicily?

      


      Do I intend to convince the general sales manager of an foreign-make automobile that selling principles are the same the world

         over, and that my long association with an American-make car is no handicap?

      


      Do I wish to persuade a marine dealer that his boat salespeople will benefit just as much as car salespeople from the five-hour

         Joe Girard automotive workshop?

      


      Or, do I simply want the paperboy in our neighborhood to be convinced that I’m the nicest customer on his route? Insurance,

         really, that he won’t overshoot my front steps by a country mile as he pedals by on his bike.

      


      Once I have a clear idea of the purpose of the sale, I next ask myself, what can I do to assure success?


      I could never convince the general sales manager of the foreign-make car that I was his man if I kept telling him about what

         I did for American-made car sales instead of what I can and will do for the foreign make. He is not interested in my past,

         he is only interested in his future, in what I can do for him. That is what I’m really selling.

      


      And, I must emphasize selling principles to the marine dealer rather than how to sell automobiles if I want him to send his

         boat salespeople to my workshop. Tested sales procedures are what I’m really selling. Recently I taught some basic principles of qualifying and closing to a boat salesman, the only

         one in a group of 89 automobile salespeople. By the end of the workshop, the car salespeople were showing improvement, but

         so was the boat salesman. A man with a completely different product was able to use the principles just as effectively.

      


      And, just as the paperboy on my block has to sell himself to me, so must I sell myself to him. Good-delivery insurance I call

         it. I’ll be the nicest customer on his route for sure, if I pay promptly when he collects, if I show him that I appreciate

         his service—a dry paper on rainy or snowy days, and placed on my porch within easy reach of the front door.

      


      If you want to sell yourself successfully
make sure you know what you’ve got to sell!


      Day after day people are making an effort to sell themselves, and too many are failing because they’re selling what they are

         not instead of what they are.


      THE GOLF PRO


      I once witnessed an unfortunate violation of that principle. I was a guest promoting one of my books on a non-network radio

         talk show. I knew there were two things I needed to sell: first, myself, and then the book. Since the book was about selling,

         it would have been wasteful of the air time allotted to me to try to sell my viewpoints on such matters as sex education in

         the public schools, recognition of Red China or the surgeon general’s warning on cigarette smoking. That was not what I was

         there for.

      


      I spent my few minutes speaking of my background in sales and, more important, how and why I came to write the book in question.

         Those minutes were sales oriented and nothing else.

      


      I shared the radio time with a young man from the Midwest. He was a local golf pro and, for all I know, a good one. He had

         recently won an eighteen-hole “open” sponsored by a popular motion picture star. Now he was slated to enter another professional

         golf tournament within weeks, and his chances of taking home a large prize looked good.

      


      Here was an ideal time to sell himself and the country club where he was the pro, but he blew it. Instead, he talked about

         the local discotheque as if he had to sell it. He talked about the current fishing prospects for coho salmon. He talked, so help me, about prospects for peace in the Middle

         East.

      


      All interesting subjects, to be sure, and it proved that he was well-rounded—but that wasn’t why he was there. He was there

         to talk golf. In the short time given him I don’t think he spent more than a minute talking about his career and the game.

         He neglected to sell his real product, himself.

      


      It’s important to know what we have to sell and display it at the right time to the right people. That calls for taking inventory,

         knowing what we have on hand to work with. Let me give you another example of taking inventory, making sure the outer wrapping

         is right, so that people will accept what is inside the package. In this case, me.


      JACK LA LANNE: CHALLENGER


      I first met Jack in the summer of 1975, along with a number of prominent businessmen, when we were given the Golden Plate

         Award for outstanding achievement during the year. Mine was for retail selling, Jack’s was for preaching the gospel of physical

         fitness. Jack’s body was all muscle, mine was all polyunsaturated fat.

      


      After the banquet, at which I ate more than I should have, Jack spoke to me. “Joe, I admire your philosophy,” he said. “I

         like what I see from your neck up. But, frankly, I can’t stand what I see from your neck down.” He looked with disdain at

         my larded belly. “You are the world’s greatest salesman,” he continued, “but here’s a sale I’ll bet you can’t make to yourself,

         one that you can’t close successfully.”

      


      Then he challenged me, challenged me to take off that weight and keep it off. What’s more, he told me how to do it. He outlined

         some sensible eating habits. He told me to cut down on starches and increase my intake of protein and fruit. He suggested

         a daily breakfast of bran and fasting one day a week (my busiest day when I would have less time to think of food). He also

         cautioned me, as I must you, to see a doctor before beginning any weight-reduction program.

      


      THREE EXERCISES FOR KEEPING FIT


      Then Jack La Lanne gave me a program of three simple exercises. He told me to work up to them gradually until I was doing

         each of them forty-two times. Why forty-two? Perhaps he took an eyeball check of my waistline and settled on that. The three

         exercises were:

      


      1. 42 situps, morning and night.


      2. 42 pushups, morning and night, from a position resting on my knees.


      3. 42 bicycle-pedaling kicks while lying flat on my back, morning and night.


      I went home and promptly decided to “do it later.”


      You see, my slob of a body was telling my mind what to do instead of my mind controlling my body. (More about that in the

         next chapter.)

      


      Three months went by and then one morning, in the fall of 1975, as I came out of the shower I looked at my body. Ugh! That

         glob! I looked like that creature emerging from the lagoon. I hated what I saw. I hated it so much that right then and there

         I determined, with the good Lord’s help, that I would take on Jack La Lanne’s challenge.

      


      I had a physical checkup. I started to eat sensibly, and every time I was tempted to overeat and overdrink I made my body

         obey my mind. I fasted one day a week, and every time I was tempted to skip the fast I made my body obey my mind. I began

         to work up to the 42-42-42 exercises, and every time my aching muscles begged me to stop I made my body obey my mind.

      


      The results one year later? 156 pounds—51 pounds of lost blubber—a flat, hard belly and a thirty-four-inch waist. I dashed

         off a letter to Jack telling him he’d lost the bet. Back came a new challenge. “But, can you keep it off?” Again, one year later it was still off and it’s off right now.

      


      Thank you, Jack La Lanne!


      Selling yourself always involves taking inventory.


      A chiropractic association asked me to speak to them. How could I sell myself to those doctors, me an ex-car salesman? What

         they wanted me to sell them were techniques on how they could sell themselves to the public. They were tired of being referred

         to as bone crushers and slipped-disk jockeys. In a one-hour version I told them what I’m telling you in this book.

      


      A commander in the United States Navy asked me to speak to naval recruiters. Theirs was the job of signing up young American

         men and women. What could I say to them? I felt totally unsuited to the job. I told the commander that I wasn’t their man.

         He said to me, “Mr. Girard, I’ll bet you a dollar you’d speak if you knew who else was going to be at the speaker’s table.”

      


      “Who?”


      “How about the President of the United States?”


      I said, “Where do you want me to send the buck and when do you want me to show up?”


      Perhaps the wrong motivation, but with that incentive I set to work to take inventory. I knew that naval recruiters had a

         good product to sell: government service, an excellent retirement program, a chance to learn a trade, even go on to college

         and build a career. There was a great deal more to navy recruiting than “Anchors Aweigh” and “a girl in every port.” Once

         again the simple truth hit me. The first job of the navy recruiter is to sell himself as someone in whom young Americans could

         put their confidence. They, too, got the one-hour version of this book.

      


      You are selling yourself to others every waking moment of the day. That is something you already know. What you may need to

         know is how to do it better. The remainder of this book shows you how.

      


      Do These Things NOW!


      •  Every morning upon arising ask yourself would I buy me? Don’t stop until you can say yes.

      


      •  Make sure the wrapping of your package makes people want to know what’s inside. Be buyable.


      •  Check your grooming daily. Body bathed, face scrubbed, clean shaven if you’re a man, attractively made up if you’re a woman.


      •  Stand tall. Put your shoulders back as a number-one person should. If you’ve got any lard, get it off! 42-42-42.


      •  Check your wardrobe. Clothes cleaned and pressed? Shoes shined? Suit, shirt and tie coordinated? Dresses, blouses, skirts

         and suits in simple good taste?

      


      •  Dress right for the occasion—no more beads and chains for the meeting with the boss.


   

      CHAPTER THREE


      Building Self-Confidence and Courage


      Tere is no such thing as no confidence. Everyone has confidence in something.
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