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Before We Get Started . . .

Take a minute and fill in these questions.  
It will help.

Why do customers buy from you?

How many cars do you currently sell each month?

What’s your dream? How many cars would you be happy selling?
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Foreword

Most sales managers would describe the “perfect sales person” as someone 
who can sell 12-15 cars a month, not cause any drama, and have perfect 
CSI scores. That’s the dream for us!

What if I could show you someone who has all those characteristics AND 
sells over 100 cars a month? 

My name is Scott Montgomery, and I’m the General Sales Manager at 
Les Stanford Chevrolet Cadillac in Dearborn, Michigan. Ali Reda is one 
of my sales people.

A lot of people think Ali’s story is incredible—as in, they don’t really 
believe it. They think he must be some kind of prima donna, or a robot, or 
that he must have some sweet company fleet deals that boost his numbers. 
That couldn’t be farther from the truth. He is a consummate gentleman, 
always ready to help others. 

He’s currently averaging 115 cars a month. He was at 122 last month. 
This year he’s at 1250 units delivered, and it’s only the middle of Decem-
ber. Obviously, he’s talented. In addition to that, he’s a consummate 
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professional, constantly refining his skills and learning new ways to mas-
ter his trade. That’s what Ali does. He is off the charts at getting the work 
done and being a master sales person.

Ali wasn’t born with some magic ability to sell cars. He doesn’t even 
keep track of the numbers anymore. At the end of the month, I have to 
track him down and tell him how many cars he’s sold. He’s too focused 
on helping the next customer to worry about counting up yesterday’s 
units.

He’s selling 115 General Motors products a month in the home of 
Henry Ford. We actually share a property line with the Henry Ford 
Museum. It’s not easy to sell GMs in this town! But at the end of the day, 
Ali is a relationship guy. He will do anything for his customers. They are 
like his family. 

If it were 3:00 in the morning and I had to rush my wife to the hos-
pital, I’d call Ali and say, “Hey, man, I’m dropping my kids off at your 
place.” 

He would say, “Don’t bother dropping them off. I’m on my way over.” 
That’s the kind of dedication he has for everyone he works with. He’s com-
pletely selfless. When there’s snow on the ground and there are cars to 
move, he’s the first one out the door. When it comes down to another sales 
person needing a certain car that he needs, he always gives up the car. Not 
just now and then. Always. 
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He’s never part of “the huddle” when a bunch of sales people gather 
together to complain about something going on or talk about yesterday’s 
baseball game. That’s just not a productive use of his time, so he doesn’t 
participate. 

Ali is highly consistent. He has to be to keep everything straight. 
Everyone has to get the same deal every time. He won’t let one of his cus-
tomers get a car for $250 a month, and then sell someone else the same 
car for $190. He never waits on Ups. He leaves those for the other sales 
people. He is 100% in the relationship business.

He is smooth as a swan. And just like a swan, he looks smooth 
on the top, but under the water his feet are churning 100 miles an 
hour. Yet he only works five days a week, never sells fleet, and only 
has a couple of people helping him out—one to handle the paperwork 
and scheduling, and one to take care of the little logistical details on 
deliveries.

I can honestly say I used to think selling 100 cars a month was impos-
sible. Not only have we learned it is possible, it’s become a way of life. It’s 
just the way things are. No big deal. 

Now, I’m sure you’re a great person, happy to help others, eager to 
get customers into the right cars—but maybe you feel lucky to sell 12 or 
20 cars a month. Ali and Damian’s training will help you get to the next 
level—whatever that is for you. If Ali can do it, so can you.
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Pay attention to the lessons in this book. Learn them. DO them. And 
you will succeed at whatever level you want.

I wish you all the success in the world!

Scott Montgomery
GSM, Les Stanford Chevrolet Cadillac
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Everything is Impossible  
Until It’s Done

Hi there. My name is Ali Reda, and I sell cars for a living. I sell a lot of cars—
usually around 100 a month these days. My best month so far was 144. 

Does that seem impossible to you?
I get that. It seemed impossible to me, too. Until I did it. Everything 

in life is impossible, until it’s done. Then it’s inevitable. 
Think about it for a minute. How many things do we take for granted 

every day that were once considered impossible? Human beings can’t 
fly—it’s impossible. We can’t walk on the moon—it’s impossible. We can’t 
communicate with people on the other side of the world—it’s impossible. 
Yet today, we have airplanes and spaceships, telephones and the internet. 
All those formerly impossible things are now commonplace. 

A little over 60 years ago, people thought no one could run a mile 
faster than 4 minutes and 1 second. It was just accepted that the human 
body could not push itself faster than that. The four-minute mile was 
the barrier. It was impossible to beat. Then a young man named Roger 
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Bannister woke up on the morning of May 6th, 1954, and broke that 
barrier. An amateur athlete who spent more time studying science 
than training ran the mile in 3:59:4. 

And suddenly, it was possible. 
It only took one person to prove it, then everyone knew the barrier 

had no meaning. Bannister held the world record for 46 days when John 
Landy ran the mile in 3:58. Over the next few decades, that record has 
inched down to 3:43. It’s still a major feat of human determination to run 
a mile in less than 4 minutes, no doubt. But it is possible. And that’s all we 
need to know to make it happen.

For Many Sales People, 100 Cars a Month is the 4-Minute Mile
It seems impossible. No one can sell 100 cars a month. Can they? Well, 
yes, they can. And you can, too. All you need are two things.

1.	 You need to believe it’s possible.
2.	 You need to decide you want to do it.

Once you have those two pieces of the puzzle firmly in place, your brain 
will start seeking out ways to make it happen. You’ll start thinking in new 
ways. You’ll approach your job differently. And that’s what has to happen. 
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You have to think about your job and the car business as a whole in a dif-
ferent way, if you want to reach those higher levels.

In this book, I’m going to show you how I do it. The idea is to inspire 
you. To show you that the barrier you think is there, really isn’t. Just like 
the 4-minute mile, 100 cars a month is achievable.

Is it going to happen next month? Probably not, unless you’re cur-
rently at the 60 - 75 level already. But that’s okay. This isn’t a get-rich-quick 
scheme. It’s not a secret word track or crazy closing process. It’s a mindset. 
It’s a different way of doing business that sets you apart from everyone 
else who’s selling the exact same thing in the exact same place. And this 
approach to the car business takes time to develop, grow, and bear fruit. 

By the time you finish reading this book, you will understand what 
I’m talking about. And you will be so relieved that it’s not difficult or awk-
ward. In fact, it’s the opposite of difficult and awkward. It’s natural and 
hardly feels like selling at all.

Why Are We Writing This Book?
There are plenty of sales books out there, including books on how to sell 
cars. In fact, my friend, coach and co-author, Damian Boudreaux, has 
written two of them, Keep it Simple Selling and Keep it Simple Success. So, 
why write another one?
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We want you to know what’s possible. We want to open your eyes, 
raise your awareness, and completely shift your world. As Damian likes 
to say, the car business is a gold mine. But you have to approach it the 
right way. 

This book is all about getting to the next level. Whatever that is for 
you at the moment. You might not get to 100. You might not even care to 
get to 100. Maybe 45 would rock your world. The number itself doesn’t 
matter. What matters is continually raising your awareness of what’s pos-
sible. And challenging yourself to get to that next milestone.

I can remember the first time I sat in one of Damian’s sales seminars 
and listened to him talking about a few of his friends. One person stood 
out in my mind. Greg Cole. At that time, he was selling 50 Toyotas a 
month. And that was my 4-minute mile. If he could do it, so could I.

That’s what I want for you. I want you to open your eyes and see that 
the only thing holding you back is your belief in what’s possible. 

Another reason we’re writing this book is to change the image of the 
car salesman. Most people think sales people like us are somehow sleazy, 
dishonest, and out to take advantage of them. I hate that! It’s not true for 
me. It’s not true for Damian. And it doesn’t have to be true for you, either. 
The beautiful thing about how we do business, and how we reach such 
high numbers, is that we aren’t sleazy or dishonest. We treat people like 
royalty. We love helping people. And we’re never pushy or obnoxious. 
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That’s why the public likes doing business with us. That’s why we can 
sell 100 or more—because our approach is different. You can’t get to the 
higher levels in this business if you’re dishonest. If you treat a customer 
badly just once, it’s all over social media, and you have to start building 
your reputation all over again.

This Works for All Kinds of Sales
You don’t sell cars? That’s okay. It doesn’t matter whether you sell trucks, 
boats, RVs, motorcycles, or houses. Heck, this even works if you’re selling 
insurance or appliances. The process works best if your product is some-
thing people need to buy more than once. But the mindset is the same. So, 
even though I’m going to talk about cars throughout this book, feel free to 
substitute in whatever your particular product is.

You Might Be Thinking . . .
People often tell me they think it’s nice that I can sell 100 cars, but they 
can’t do it because _______________. Then fill in the blank with their 
favorite objection. They don’t have time. They live in the wrong place. 
Their manager is a jerk. Blah, blah, blah. 

Let me tell you something about objections. They always seem ratio-
nal. They make perfect sense. There’s no way you can sell more than 20 
cars because you’re already working 7 days a week, right? But the truth is 
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you can. You just have to be open to a different mindset, a shift in your 
way of thinking about the challenges. 

You CAN sell 100 cars with one assistant, while working less. Really! I 
have one assistant and I only work 5 days a week. I know that seems crazy 
in the car business. Nobody takes the weekends off, right? Well, I do. And 
I bet you’d like to, if you could figure out a way. Am I right?

We’re going to address all the “reasons” you might think you can’t do 
this in a later chapter. For now, I want you to consider the idea that maybe 
all your reasons are just distracting you from the truth. Suspend your dis-
belief and put your objections away—just for a little while. 

For now, believe it’s possible. Others have done it. Therefore, you can 
do it, too.

And even if you don’t believe it’s possible for you to reach 100, find 
the number you can believe in. What’s your next level? If you’re currently 
selling between 7 and 15 cars a month, maybe your 4-minute mile is 25. 
If you sell 30 now, maybe 45 seems like a crazy goal. It’s all about incre-
mental improvement. 

Get excited! You’re going to have lots of Roger Bannister moments in 
your career as you bust through every barrier and set your sights on the 
next one. 
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Damian’s Story  
(In His Own Words)

I got into this business because I was two months behind on my rent and 
nobody else would hire me. My friend hired me to clean parts at his trans-
mission shop at night, and I was so grateful. I would go to work every 
night cleaning transmission parts, and I loved it. He and I got to be good 
friends. After about 60 days, he decided it might be better if I sold cars. I 
have no idea where he came up with that idea, but he opened up a used 
car lot and put me in charge. It was called Broad Street Auto Sales, and 
it only took about 4 months for him to fire me. There was no way I was 
qualified to run a business, it’s just not in my nature.

I needed to get another job. So I went down the street to the local 
Chevrolet store, and they hired me to change oil. Exactly 30 days later, 
the owner sold the dealership. The new owner knew my family and was 
happy to see me there, and for some crazy reason, he decided I should 
sell cars. He said he would pay me minimum wage for as many hours as 
I wanted to work. Now let me tell you, I can work some hours! I’m not 



8  How to Sell 100 Cars a Month

afraid to work. I’ll work 80 hours a week, if I can. They also gave me a little 
Cavalier to drive, so I didn’t have to drive that old Mercury anymore. I 
had a brand new car! I was so excited to get to work, and I talked to every-
one I knew. That first paycheck, I made $1,600. I was rich! I paid off my 
back rent. I bought my future ex-wife some flowers. And I got a manicure 
because I’d always wanted to have one. 

I called my dad and told him I was going to be rich. I had never seen 
$1,600 in my whole life. And that started my journey selling automobiles.

Remember that myth about beginner’s luck? I slammed into it like 
it was a brick wall. I watched people, and I learned. I became a serious 
student of the car sales business. As hard as I tried, and as many hours as I 
worked, I was stuck between 7 to 12 cars a month. Now you might think, 
that’s not so bad. But it is bad when there are people at the dealership sell-
ing 20 to 25 cars every month. I compared myself to them and thought 
what do they have that I don’t? Why are they better than me? 

It wasn’t always like that. There were some months where I was almost 
salesman of the month. Of course, the next month I was almost fired. 
Then the next, I was almost salesman of the month again. I went up and 
down and up and down. It was frustrating, and I was exhausted! 

The worst part was, I knew I was better. I had this number in my 
head—26 cars. I’m supposed to sell 26. But you can’t sell 26, if you can’t 
break 20. So 20 became my Roger Bannister barrier. If I could only break 
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20, then I could get to 26. So, I busted my butt. I talked to everybody. I was 
running to greet people. Sure enough, on the 20th of the month, I had 16 
cars. I thought, I got this. It’s finally going to happen. 

And as soon as I thought I got it, a great big invisible Sabotage Button 
appeared out of nowhere, and I pressed it. I blew my success to smith-
ereens! F&I helped by kicking back three perfectly good deals for some 
crazy reason. My managers were yelling at me for something I didn’t have 
anything to do with this time. My future ex-wife was yelling at me for for-
getting to take the garbage out on Thursday. I don’t even remember when 
Thursday is…and, anyway, you cooked the garbage, you take it out! And 
thank goodness I got a toothache. Where’d that come from? I’d never had 
a toothache before—that’s crazy. 

I ended up with 18 cars for the month. My business was up and down, 
survival to almost successful. 

I was miserable. I was frustrated. I was angry. And I was done. That’s 
it. I’M IN THE WRONG BUSINESS! There’s no other explanation. It’s 
supposed to be easier. In this dealership, there were 6 other people sell-
ing more than 26 cars a month. And they were no better than me. I just 
couldn’t figure out what they were doing differently. Maybe they were 
getting all the house deals, and the managers were feeding them solid. 
But one guy sold 40 cars a month, and he wasn’t any better than me. 
I quit!
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Only my manager wouldn’t let me quit. He believed in me and said 
I just needed to take some time off because I was too emotional. He said 
I should go back to Louisiana and go hunting or fishing or cooking or 
whatever it was we do back there. Then if I came back and still wanted to 
quit, he would let me quit. 

So I did. I took a leave of absence, and I went home. I drove two and 
a half hours back to Lake Charles, and I saw the world I grew up in totally 
differently. For the first time, I saw my home and my family from the out-
side. I could look at it more objectively because I had been away. I went 
to my dad’s drug store and really watched him for the first time. Now, my 
family had owned the drug store since 1923, and I had been working there 
since I was a kid. But for some reason, I saw something new this time. 

I watched my dad and my Uncle Jerry as they loved and cared for 
patients. If you couldn’t afford your medicine, your medicine was free. 
They were not there to sell cough syrup or a prescription. They were there 
to solve people’s health needs. They were not attached to the money. They 
were attached to the customer’s good health. They were mission driven. 
My eyes opened wide and I felt like I’d just seen the sun after living a year 
underground. I watched them treat people like royalty. They weren’t sell-
ing anything; they were solving problems.

I learned a lot more from my father during my time back home. 
When I finally went back to Houston, I decided I was going to try selling 
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the way he did. I was going to talk to people and be 100 percent present 
with them. I was going to ask questions until I got the picture about what 
they wanted or needed. And I was going to care more about the people 
than the money. And it didn’t take long before I blew past my 26 car goal 
and started selling 30, 40, 60 cars a month. My best month was 102 cars.

Maybe you’re like me. You want to be successful. You want the shiny 
car and the big house and the awesome bank account. You want your fam-
ily to be secure, and you want the freedom of having your own business. 
You want to be proud of what you do. But you don’t have those things. 
You don’t have that feeling. You’re struggling. And you just want to figure 
out how to make the process work. 

This industry has meant so much to me and my family, and I want it 
to fit for you. For years, I’ve been teaching about what I learned from my 
father. I wrote a book about it. And I’ve helped people like Ali expand 
their horizons and reach goals they never dreamed possible. 

I take care of people. It’s what I’ve always done. And it’s what I’ll 
always do.
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Here’s My Story

The first time I heard Damian speak, I had only been at the dealership 
a couple of days. I had just come from another store where I was selling 
around 35 cars a month already. I knew I could get back to that range, 
even though I was starting over at a new location. He asked me what 
number I wanted to get to. Being bold, I said 60. I remember thinking if I 
can get to 60, that would be amazing! At the end of that seminar, I believed 
that I could do it. By the time I went home that evening, I knew people 
already doing those numbers.

If you tell someone doing 20 that they can do 100, it’s not believable. 
That’s too big of a stretch. But tell them they can do 45, and they’ll try. 
They’ll push themselves and reach new levels. Then once they’re at 45, you 
can push them to 60. That’s how I learned to think about my numbers. 
Just get to the next level. And the next. And the next.

The first time I hit 50, it was an unbelievable feeling. I could always 
get close, but nobody I knew was hitting 50. It was the barrier. Then when 
I finally crossed the barrier, I sold 51. I did it working 5 days a week, but I 
worked really long 16-hour days. 
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I remember calling Damian and sharing how happy I was. How suc-
cessful I felt. I couldn’t believe that it felt so effortless. He immediately 
asked, what’s the next number and how do you get there while working less? 
I told him 70. And he helped me believe I could hit that goal as well. He 
showed me what I needed to do to reduce the stress levels and sell even 
more—get an assistant. Once I had the right help, I jumped from 50 to 70 
really quickly. And then 101 was just around the corner. 

Momentum is an amazing thing. I’ve stopped even thinking about the 
numbers, they just happen. There’s no break in the action because I’m just 
serving people as fast as I can. And the sales just pile up. It’s a constant 
stream of customers, no matter what time of the month. My best month 
was 144, and I didn’t even know we’d hit that until days later. 

Every time I hit a new milestone, I’d call Damian because he was as 
excited as I was. He served as my mentor and the one person I could 
count on to help me. It wasn’t like a typical coaching arrangement where 
two people try to get past roadblocks and obstacles. For us, it was more 
about pinpointing what I was doing right and finding ways to do more of 
the right things. It was all about smoothing the way and clearing out the 
time-wasters and inefficiencies. He was always pushing me to the next 
level—the next number goal. Meeting and maintaining high volume sales 
is not about working harder. It’s about working smarter. And a coach or 
mentor really helps with that because they can see what you can’t. 
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Eventually we switched from focusing on more and more cars per 
month to how I could add to the revenue for each car sold. An extra $100 
per person is nothing. But when you multiply that by 100 cars per month, 
it adds up quick. I never looked at the money as a motivator for reaching 
the next level. I just wanted to hit the next big number. 

The numbers and the people behind the numbers were motivating. 
Even now, I don’t think about it. I just know that high volume equals a 
lot of money. So, I focus on the volume. There’s always something more 
I can do, more people I can serve. High achievers always want more, no 
matter how well they’re doing. And there’s nothing wrong with that. It’s a 
challenge to be met.

A little while back, I was sitting in one of Damian’s seminars when 
he asked the group if they knew anyone who had ever sold 100 cars in a 
month. The men and women in the audience looked around with blank 
stares on their faces. Some of them were looking at him like he was com-
pletely full of it. 

He asked them if they’d like to learn from someone selling 100. Every 
hand shot up. Then he asked, How many of you would like to meet some-
one who is doing 100, and he had me stand up. 

You could have heard a pin drop. I can still feel the energy from every 
single person in that room looking at me. I can still feel how the entire 
room shifted in that moment. One minute they had a 4-minute mile 
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barrier. The next minute, they didn’t. Once they saw me stand up and had 
a chance to talk to me, their worlds would never be the same again.

The smiles on their faces. The excited chatter. The electricity in the 
room. I want that for you, too. I’m not writing all this down to brag or 
make you feel less accomplished. I’m doing it to replicate the feeling in 
that room. So that anyone who wants to raise the bar on their own sales 
numbers will believe they can.

Are you starting to see the possibilities?
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Damian’s Model  
Why You CAN’T Sell 100 Cars a Month . . .  

(Yet)
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Take a look at the baseball diamond above. When you’re playing baseball, 
the goal is to get on first base, right? You just want to get a hit. Tradition-
ally, that’s what our industry teaches you how to do. They teach you to 
swing at the pitches (the Ups) and hopefully sell a car (get to first base). 
They don’t teach you to get to second base, or third. And if selling 100 cars 
a month is considered a home run—well, you can’t do it with what they’ve 
taught you. Here’s why:

The industry teaches a transactional model based on dealer-driven 
opportunities (or Ups). You know the drill, right? You go out on the floor, 
talk to people who come in the door, call, or inquire over the Internet, and 
some of them buy a vehicle. If you follow your training, you’ll manage to 
sell somewhere around 20% of the people you talk to. That means if you 
swing the bat 60 times, you’re going to sell somewhere between 10 and 14 
a month. The only way to increase that number is to wait on more dealer-
driven opportunities or increase your closing ratio.

To get to 100 vehicles a month at a 20% closing ratio means you have 
to wait on 500 people. That’s 25 people per day working 5 days a week 
so that you can spend time with your family a couple of days aweek. 
You might want to go fishing, attend a ball game, or just get home early 
enough to watch Wheel-of-Fortune at 6 pm. The point is you need a great 
quality of life. That’s just not possible the way most people choose to do 
this business. 
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When you get really good at this transactional model—you know all 
the word tracks and closes; you know how to give a great walk-around 
presentation; you know the business inside and out—you could increase 
your closing ratio to maybe 35%. That gets you to second base. You’re 
swinging 60 times, and selling between 18 and 30 cars. And that’s where 
most sales people get stuck. They’re frustrated and angry because they 
can’t seem to make it to the next level. They work harder and harder, 
and they still can’t get past 2nd base. Many of them stay stuck between 8 
and 16 cars—forever—and jump from dealership to dealership looking 
for their magic! 

They’re waiting for the next Up . . .
Hoping they have good credit . . .
Hoping the manager is in a good mood . . .
Hoping they like the car inventory . . .
Hoping the used car manager gives them enough for the trade . . .

And they’re praying they don’t spend 9 hours serving 2 customers 
only to wind up with a couple of mini-deals.

Most sales people live right there. To get to 100 cars on 2nd base, you 
have to talk to 300 people, which is 15 people a day, and that’s not possible. 
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You just can’t take that many swings at bat per day. So what do you do? 
You work more hours. You live at the dealership. You neglect your family, 
friends, and your health.

If that’s where you are, I hear you. I’ve been there, too. And I want to 
give you some hope. Here’s the deal: if you started reading this book look-
ing for a silver bullet—a new word track or close that’s going to magically 
lift your numbers—then listen closely. There are no silver bullets to fix the 
transactional model of selling. You can’t get to 100 cars a month that way. 
You just can’t. 

The good news is there’s another way. It’s called the Relationship 
Model of selling, and with that small mindset shift—you CAN get to a 
higher number of cars a month, without sacrificing your family life.

Here’s How to Hit a Home Run (Over and Over and Over)
There are sales people who have figured out how to get all the way to 3rd 
base. They’re selling between 35 and 50 cars a month. How? They marry 
the traditional transactional model our industry teaches with the RELA-
TIONSHIP model. With relationships, you’re only talking to people who 
already KNOW YOU. It’s not what you know, and it’s not who you know. 
It’s WHO KNOWS YOU!

When you wait on a combination of dealer-driven opportunities 
and people who already know you, your closing ratio goes up to maybe 
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60%. It’s better than 1st or 2nd base, but it’s still a trap. You’re still “stuck” 
at 35–50 cars. I realize you may dream of someday being trapped at that 
level. But you can do so much better.

We have proven that there is a way to get to 100 or whatever your home 
run is and it’s very simple. Switch your business model to 100% relation-
ships. That means you never wait on another dealer-driven opportunity. 
Dealer advertising—doesn’t affect you. Bad economy? People you know 
still need cars, and they’ll be coming straight to you. When you work only 
with relationships—waiting on people who know you (and referrals)—
you’re going to close more than 80% of the people you talk to. That means 
if you talk to 40 people, you’re going to sell 30 of them. 

To get to 100? You just talk to a 120 a month, or 6 people a day, and 
that is doable. Six people a day is totally reasonable. This is everything 
that I want to teach you. How to move from the transactional model you 
were taught to the more natural relationship model. This book will get 
you started with tactical moves you can make every day. Everything we 
talk about here has been tried and proven. It works. All that’s required of 
you is to make that mindset shift. It’s all in the relationships, it’s all about 
people. 

Here’s another way to look at it. When you started working in this 
business, you learned a simple strategy. You want the customer to like you, 
trust you, believe you and then they’d buy from you. In the transactional 
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way of doing business, it takes time to sell the customer on liking, believ-
ing, and trusting you. But in the relationship model, you don’t need to do 
any of that “selling” because they already know, like, believe and trust you. 
So, all they have to do is buy.

What’s your magic number? Where are you stuck right now? 8 cars? 
16? 25? 40? I want you to know that you can absolutely sail past wherever 
you are right now and hit home runs month after month, year after year 
and then pass your business on to your children. You just have to learn a 
different way of doing things.

100 cars a month. 
Impossible?
Listen to me. Everything is impossible until it’s done.
We’ve done it. And so can you.
Keep reading . . .



23

Here’s What I Do on a Daily Basis to Sell  
100 Cars a Month

Selling 100 cars a month isn’t rocket science. It’s about consistently tak-
ing the right actions. Don’t worry, you won’t have to memorize any new 
scripts or word tracks. You don’t have to remember another 27 Steps to 
the Sale. You already know everything you need to know. Are you ready 
to learn what you need to do? Here it is:

Stop. Selling.
Car sales people have probably the worst reputations possible. Cus-

tomers come in already armed with information they looked up on the 
internet. They already don’t trust us. In fact, they often look for any excuse 
to hate us. You can’t fight this with sales tactics. That’s just going to make 
them dig in further.

Instead, stop trying to sell a car, and start focusing on solving problems. 
Serve the customer by asking questions, finding out what they need, then 
helping them get what they want. That’s it. (See? I told you it was simple.)

Of course, if it’s really that simple, why isn’t everyone selling 100 cars? 
You got me. I have no idea. It might have something to do with how many 
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people they talk to. Or maybe it’s just that they believe they are 24 car-a-
month people, so that’s what they get. Whatever the reason, you have the 
opportunity to change it for yourself right now.

You want to make more money? Sell more cars.
You want to sell more cars? Talk to more people!
The more people you talk to, the more you will sell. It’s simple.
Here’s what I do to make sure I’m serving my customers at the highest 

level.
1.	 I get myself out there as much as possible, so I’m building new rela-

tionships all the time. This is the most important piece of the puzzle. 
You have to talk to people and find low-pressure ways to let them 
know what you do. The more people you talk to, the more people 
will come see you at the store. It’s a numbers game. Don’t rely on 
the company advertising to bring people to you. You have to get out 
there and do your own leg work. Talk to people in line at the grocery 
store, at your kids’ soccer games, or at church. Be active in your com-
munity, and support organizations you believe in with your time and 
your money. Even when you’re at the upper sales levels, you still need 
to advertise for yourself. We have a local community center where I 
have a banner on the wall—people see that and ask about me. You 
want everyone to be familiar with your name.
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2.	 I will do just about anything for a customer (as long as it’s 
legal). Serving customers goes beyond greeting them at the door 
and taking them on a demo ride. You want these people to be 
friends for life. So, help them out any way you can. Did they hap-
pen to mention they need someone to fix their roof? Do you know 
a good contractor? Hook them up! Does your customer own a 
restaurant? Take your family out to eat there. Patronize your cus-
tomers’ businesses. Show them you appreciate them. How else 
can you help? What about calling a tow truck for them, if they 
happen to get a flat tire? Maybe you could send them tickets to 
the local ball game, if you know they are fans. Get creative and 
help them any way you can.

3.	 I treat everybody the same. Do you have a habit of judging 
whether someone can afford a new car just by looking at them? 
The thing is you really don’t know their background or any-
thing about them until you get to know them. It’s just so much 
easier to treat everyone the same—like royalty! It doesn’t mat-
ter how they’re dressed or what kind of car they drive, I treat 
them all the same. They all deserve my best. When you adopt 
this mindset, that everyone deserves to be treated like royalty, 
everything gets easier. 
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4.	 I am patient with my customers. I listen more than I speak. This 
is a huge key. Listen to what they want and need. Then solve their 
problem from there. If someone comes to you with a need, and 
you fill it, why wouldn’t they buy from you? I know it’s popular 
for dealerships to teach sales people how to “sell” using scripts 
and word tracks and pre-formulated steps to the sale. But I’ve 
never done that. It always struck me as made-up generic words 
trying to manipulate people. Every customer is unique, so it’s 
impossible to use generic words to cover every situation. People 
can feel when you’re just giving a canned answer. Just like they 
can tell if you’re happy to talk to them. 
Fortunately, I had good managers who encouraged me to figure 
out my own way of selling. They weren’t pushing the scripts. 
And over time, I learned my own way of talking to people. I talk 
to every customer like they are my friend. I just use my regular 
language. I ask questions. I find out what they need. Then I solve 
their needs. It’s so much easier that way.

5.	 I stay “front of mind” with all my customers. Every customer 
you meet should be a customer for life. If your neighbor comes 
home with a new car, and they didn’t buy it from you, shame on 
you! Your job is to build a giant customer base and serve them 
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so well that they always come back. But people don’t buy cars 
everyday. It’s a purchase that they may not think about again for 
another 4 or 5 years. So, help them remember you. Send them an 
email newsletter every now and then. Call to check in and see if 
they are still happy with their recent purchase. Encourage them 
to call you, not the scheduling department, whenever they need 
an oil change or service. Anytime they think about something 
automotive related, they should think of you. I’ve always had 
the same cell phone number, and I give it out to every customer 
I serve. It’s engraved on a special keychain I give them. They 
know they can call me at that number, and they do.

6.	 I tell the truth—every time. I’m not smart enough to remem-
ber what I tell everybody unless it’s the truth. So, I have some 
simple formulas that stay the same for every customer. That way, 
I always know how I came to a particular number. If I don’t know 
the answer to a question, I say so. There’s nothing wrong with 
saying, “I don’t know the answer to that, but I will find out and 
get back to you as fast as I can.”

7.	 I deliver what I promise—every time. This is part of telling the 
truth. If you say you’re going to call back next week, do it. If you 
say you’re going to have the paperwork in an hour, have it ready. 
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Occasionally, it’s not possible to deliver on a promise. When that 
happens, contact the customer immediately and let them know 
what happened and what you’re going to do to remedy any issues 
that might arise. Don’t put it off thinking they’ll forget. They 
won’t. When you own up to mistakes or things you can’t deliver 
on, people will usually be forgiving and happy to work together 
toward a solution.

8.	 I sell from stock. Maybe 3 out of 100 cars I sell are dealer trades. 
It just takes too much time to work that way. Locating, setting up 
drivers, making the customer wait two or three extra days to get 
the car—it slows down your pace and takes the excitement out of 
the experience. There are times when it’s necessary to do a trade, 
but I try to keep it to a minimum.

9.	 I have fun! This business isn’t always fun. It’s not fun when 
you’re not being yourself. It’s not fun when you’re not success-
ful. It’s not fun when it’s not easy or customers don’t like you. It’s 
frustrating and stressful when you’re constantly focused on mak-
ing your numbers. Yes, numbers are important. But it’s equally 
important to be at ease with a customer and have fun—whether 
or not they end up buying the car. Damian says it best in his semi-
nar: this business gets fun when you are who you are at your best, 
and you get to love and care for people.



29

T﻿he Success Threshold

It’s all well and good to understand about building relationships and sell-
ing to people you know or who are referred to you. But what if you’re just 
starting out? What if you’ve moved to a new town, and you don’t know 
anyone at all? Can you still make it to 100 cars? Absolutely!

Over the years I’ve been in this business, I’ve noticed a pattern 
emerge with myself and other very successful sales people. We all had 
to start somewhere. We all had our first day on the job where we just 
waited for people to walk onto the lot. We all waited on Ups for a time. 
Our managers told us that was the job. Wait for people to show up, and 
sell them.

After a while, though, something happens. If you’re good at taking 
care of your customers—and I mean really good—then they tell their 
friends. They send their sons and daughters in to see you. Total strangers 
come in to see you because someone you served in the past told them to. 
And one day, that customer needs a new car and they come back to see 
you, too. I always say if I serve a customer once, they won’t have any rea-
son to buy from someone else.
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It’s a subtle shift at first. You might not even notice it. A few referrals 
start trickling in, and you keep waiting on Ups. Then more and more peo-
ple start asking specifically for you, and they start making appointments. 
There’s less time to walk the floor, but your income increases because the 
sales come easier. Instead of walking in defensive and cautious, your cus-
tomers are genuinely happy to see you. The already trust you. They know 
you’re going to take care of them. 

One day you wake up and realize you’re not selling anymore. You’re 
just helping people. 

And you’re not waiting on Ups anymore. Customers are making 
appointments to come see you.

It’s a predictable pattern, but it doesn’t always happen at the same rate. 
For many sales people, including me, the first three years are spent serv-
ing the Ups and building a customer base. At this point, you have to start 
the conversations with people. You have to initiate the relationships and 
let people know what you do. As time goes by, that shifts and people start 
coming to you asking questions about cars. They already know what you 
do, so they come to you with their needs.

Year 3 seems to be the tipping point. By year 4 or 5, they are still 
building their base, but the monthly numbers grow more rapidly. More 
and more repeats and referrals start coming in. Your business builds itself 
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at this point. The better you serve people, and the more you get yourself 
out there, the faster your business will grow. People will stay loyal to you.

Every sales person is different. It took me 15 years to get to 100 cars a 
month. I didn’t reach the tipping point really until year 7. Part of that was 
because during the economic crisis in 2008 and 2009 nobody bought a car 
unless they absolutely had to. But because I had a solid base of customers, 
I managed to survive those two years. I was still doing 25 cars, when most 
people were lucky to get 6 or 7. They were also closing my store, so I had 
no inventory to sell from. We scrambled to buy from other places just to 
have something to sell. 

There are two other reasons it took me so long to reach that 100 mile-
stone. First, I didn’t know anyone who had sold 100. I didn’t know it was 
something that was possible. Second, I wasn’t aware of what I was doing 
right or wrong. I simply did what felt right to me. Later, as I got to know 
Damian and he coached me along, I realized what felt right was right. 
And all I needed to do was focus on doing more of what was working. 
Once I did that, I went from selling around 50 a month to selling 100 in 
a little over a year. It all accelerated so quickly, once I started focusing on 
exactly the right things.

You’re lucky. You don’t have those two strikes against you. Because 
you’re reading this book, you know that 100 cars a month is totally 
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possible. And you know what you need to do. That means your transition 
time can be so much shorter than mine. 

Here’s a Different Timeline. 
Instead of thinking about how many years you might have to spend—just 
think about the levels you need to reach. And focus on your next level. 
If you currently sell fewer than 20 cars, that’s where you want to focus. 
Don’t think about 50 or 100. Those levels are too far away, they won’t feel 
achievable. 20 cars. That’s it. That’s all you have to do. Then once you’ve hit 
20, take a little while to enjoy that. Celebrate that achievement. Then set 
your sights on the next level—40 cars. 

In my experience, these are the thresholds or levels you’ll want to 
focus on:

20 cars a month—if you can sell 1, you can sell 20. That’s believable. 
You’ll get there.

40 cars a month—if you can sell 20, you can sell 40. Again, believable. 
You might even know people at that level in your store.

50 cars a month—if you can sell 40, you can sell 50. It’s only 10 more. 
You can do it.

Do you see how this works? It’s just small boosts up the ladder. If 
you can sell 50 cars a month, you can do just about anything—including 
reaching the 100+ level. So, challenge yourself. At 50, you can do 60. At 
60, you can do 80. At 80, well 100 is just around the corner.
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A few years ago, I bought a house on a lake. And I figured I’d wait a 
year before I bought a boat. But once I moved in, everybody had a boat. 
So, I got a used one for a little while and it was okay. But it didn’t take long 
to realize I had the ugliest boat on the lake! The next year, I went to the 
local marina to get a really nice one for myself. I didn’t know anything 
about boats other than that they float in water. So, the sales person took 
me out and showed me all the super-cool things this boat could do. He 
revved the engine and spun around creating huge, crazy wakes. And all I 
kept thinking was yeah, I’m not doing THAT! 

Eventually, I said, “Look, I’m a total beginner at this. Two weeks ago, I 
didn’t even know what an outboard was. Just show me what NOT to do.” 
And things got simpler from there. I knew I could figure out all the cool 
things I could do later on. 

I use that logic a lot when I’m teaching people to sell cars. Everyone 
has their own personal style, and their own ways of selling. All I want to 
teach you is what not to do. Once you get the behaviors and mindsets 
right, everything else just falls into place.

So, Here’s My List of What NOT To Do As You’re Climbing To 
That Next Level.

0 to 20 cars—
Don’t use social media for personal use. It’s a complete distrac-

tion. Turn off your notifications, and don’t log on until you’re home and 
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relaxing. And limit your business use of social media to the few activities 
that actually do help you sell cars. Facebook and Instagram and all the rest 
take your mind off the game. You don’t see professional baseball players 
reading Twitter while they’re in the outfield. They keep their mind in the 
present moment, and focus on the job they are there to do. Leave your 
personal life out of your business. Practice being present and respectful 
to everyone.

Don’t let the customer take a demo ride by themselves. You are there 
to provide an experience for the customer. If that boat salesman had just 
sent me off on my own, I don’t think I could have even pulled away from 
the dock. Help them. Show them how things work. Make sure they are 
comfortable inside the car. This might be the first new model they’ve ever 
ridden in. Some of the computers and touch screens can be intimidating, 
especially for people unfamiliar with technology. Just because you under-
stand it doesn’t mean they do. Create a comfortable, enjoyable experience.

21 to 40—
Don’t be too busy to answer the phone. You must be available for 

people to talk to you. Potential customers are going to call you and email 
you and come into the store to see you. YOU, not someone else. And they 
aren’t going to wait until it’s convenient for you. Taking care of your rela-
tionships—that’s your job. When my customers come into the dealership 
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and I’m not there—they won’t even talk to a manager. They just say they’ll 
come back another time. They don’t want to deal with anyone else. They 
want to talk to me. And I work hard to make it that way.

I hand every customer of mine a keychain with my cell phone num-
ber on it. And I tell them to call me anytime if they need something. Do 
people call me in the middle of the night? Sometimes. But think about it. 
If someone is calling their car salesman in the middle of the night, they 
probably really need help. And I am happy to be the person who gets them 
out of a tough spot. Why? Well, first because I genuinely care that they’re 
stuck, and I’m going to help them if I can. But also because they are going 
to tell everyone they know how they got a flat tire 100 miles away from 
home. And they’re going to tell people I am the one who helped them. To 
make it easy on myself, I have a towing company that I use all the time. 
When a customer calls me from the side of the road, I just make a quick 
call and it’s all taken care of. 

Don’t be forgotten. At this stage, you are still building your customer 
base. So, it’s up to you to keep in contact with people. It’s critical that 
you train your customers to think about you and call you for everything 
related to their transportation needs. Send an email newsletter once a 
month, at a minimum. My newsletter usually has a few CSI surveys with 
nice comments from my customers. We might put in a joke of the day or 
a recipe, and the rest is just deals we have going on at the moment. 
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We have a newsletter template available for you here:  
AutoTrainingAcademy.com/newsletter-template

Also, encourage your customers to call you to schedule oil changes 
or service. Yes, it takes a little extra effort to schedule them with the 
service department, but it’s worth it. They will come to rely on you to 
take care of them whenever they need something for their car. I want to 
be the one taking care of them for life. I want them to call me as much 
as possible.

I’ve had customers go and buy a different brand vehicle from some-
one else, and they come back to me with horror stories about their experi-
ence. They tell me they are never leaving me again. That’s what I want to 
hear. I work hard to earn that kind of loyalty from every customer.

40 to 50—
Don’t try to do it alone. At this stage, it’s time to get an assistant. I 

waited way too long before admitting I needed help, and it cost me time. 
The best use of your time is serving customers. The longer you’re in busi-
ness, the more customers you’ll have to serve each day. So, it’s important 
to pay close attention to where you’re spending your valuable hours. Your 
assistant can do things like answer the phone, schedule service appoint-
ments, take care of your social media, even write and send out your news-
letter. You don’t have to start by paying for a full-time person. Damian 
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hired an assistant for 2 hours a day at first (and he did it when he was only 
selling 15 cars).

I think the most important job for an assistant is to answer the phone. 
I want to train people to call me for everything, but I can’t always be there 
to answer them immediately. So, having a live person on the other end 
of the phone is so critical to build that trust in the customer’s mind. An 
assistant can answer quick questions, and she can help diffuse any upset 
customers or bring problems to my attention, if necessary. Once I got an 
assistant, I went from 50 to 70 really quickly.

Don’t doubt. There’s a thing that happens when people reach 40 cars a 
month. They believe in themselves. They know they can go to any dealer-
ship they want and replicate their success. When you feel that happening 
to you, when your confidence starts to soar, notice it and pay attention. 
You’ll probably still have little voices whispering doubts into your head, 
but you don’t have to listen to them. You’ve proven you can sell at this 
level. You have the recipe, and you can go as far as you want to. Go do it!

50 to 100+ – 
Don’t wait on Ups. Ever. At this level, you aren’t going to have time 

for anyone but your own customers and the referrals they send. Still, it 
will be tempting to take care of someone who just wanders into the store 
and looks lost. You can still serve them and stay on course by greeting 
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them and kindly introducing them to another sales person. Even if they 
have cash in hand, and are ready to buy that car outside right now—walk 
them over to someone else. You’ve spent a lot of time and effort to build 
your own customer base. They are the only ones who should be getting 
your time and attention.

Don’t let numbers hold you back. At this point, why limit yourself 
to a measly 100 cars a month? The first time I hit 100, I actually sold 101. 
And I didn’t even know it for a couple of days because we were so busy 
helping people. By now, you understand that the only limit to how much 
business you can do is inside your own head. My best month so far has 
been 144 cars. Really. But other months, I might do 85. It all evens out in 
the long run. And you know what? I don’t even think about the numbers 
anymore. I don’t have time. Rather than thinking there goes car number 83 
for the month, just focus on the next customer. How can you help them? 
What do they need? Think about the customers and the numbers will take 
care of themselves.

How long it takes to get to the next threshold is up to you. Just realize 
that even though it takes time, you will get there. Be patient with yourself, 
and you’ll be amazed at how far you can go.
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You Are the Only Thing Standing In Your Way 

Now that you know what’s possible, it’s natural for your brain to come 
up with all sorts of reasons why it’s not possible for you. Objections, rea-
sons, excuses—whatever you want to call them—they’re not real. They 
are made up in your head. And you get to decide whether you’re going to 
believe them or not. 

Make no mistake, your brain is very smart. It knows exactly what 
to say to keep you stuck where you are. Those reasons it comes up with 
will make total sense to you—until they don’t. Here’s what I know from 
experience. Everything you need is already inside of you. There’s no secret 
handshake. There’s no magic word track. There’s nothing else you need. 
Just belief in yourself, and some time to make it happen.

If I can do this, anyone can do this. You can do this.
Got it? 
Good!
That’s not going to stop the excuses from showing up, though. So, let’s 

go over the most common ones right now. I want you to see that even 
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though they sound like legitimate reasons why you can’t get to your next 
level, in fact, they’re just excuses. Smoke and mirrors. 

“I’m not smart enough.” It’s not about smarts. It’s about loving what 
you do. If you love helping people, you can succeed. This business is all 
about numbers, but not the numbers your GM probably tells you to focus 
on. It’s all about the number of people you talk to. The more people you 
meet and serve, the more cars you will sell. That’s just basic math. You don’t 
need a college education to understand this business. You just have to care.

“I’m already working 7 days a week, and I never see my family as 
it is.” The key is not working 7 days a week. You want to work less and 
provide a better future for your family. I know the car business doesn’t 
understand this. Their paradigm is that everybody works 6 or 7 days a 
week. That’s just how they teach people to sell cars. But it doesn’t have to 
be that way. In fact, it shouldn’t be that way. You’re not a slave. You have to 
find a way to do business so that your life has meaning. And your life has 
no meaning if all you are is the next sale. 

There’s more to life than being a sales person. Following Damian’s 
plan and building those relationships is how I did it. It takes time, obvi-
ously. It doesn’t happen overnight. But it does work, and it allows you to 
have fun at your job and plenty of free time for your family. I know it can 
be difficult to believe that working less will be better in the long run. But I 
know the end result is worth it. You owe it to yourself to try it. 
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Damian likes to say working 6 days a week and selling 10 cars a 
month isn’t right. If you’re stuck in that situation, the business isn’t 
working for you. You’re not in the wrong business, you’re in your busi-
ness wrong. This business is all about people. If you’re looking at your 
paycheck rather than how many people you can help today—you’re 
going about it backwards. If you can intentionally put yourself in front 
of as many people as possible, without it being all about you, the end of 
the month is going to be profitable. You’re worried about the end of the 
month and 10 cars. I’m worried about getting in front of people today, 
and shaking someone’s hand—getting to know them and their needs. 
Focus on what you’re doing one day at a time, and the end of the month 
will take care of itself. I promise.

“I have a hard time using the sales tactics my managers are giv-
ing me.” You have to be who you are. I was never comfortable having a 
canned generic answer for everything any customer said. So, I didn’t use 
the word tracks and scripts they gave me. I was just myself. I asked ques-
tions from a place of genuine curiosity and caring, then I did my best to 
help the customer. Sometimes managers will tell you that you’re being too 
nice, and you’ll never succeed if you’re too nice. I hate that. That’s how our 
business got such a bad reputation to begin with. If you just be yourself, 
be nice, and help—you’re going to stand out, and you’re going to see your 
business grow. Just help people out, whatever way you do that is fine.
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“It’s great for other people, but I’m barely selling 10 / 20 / _____ 
cars now. How can I possibly sell 100?” How do you know unless you 
try? If you like helping people, it has nothing to do with the cars. Even if 
you sell something completely different—appliances or real estate—focus 
on the people. I didn’t know anything about car sales when I first started. 
I was working in a warehouse and making about $50,000 a year. I knew I 
wouldn’t be making any more than that in 3 or 5 years. I needed a change. 
So a friend of mine told me about selling cars. I just decided to give it a 
try. I didn’t know anything about numbers. I didn’t even know how much 
money the sales person made off a car. I just felt like it was an opportunity, 
and I owed it to myself to try it. I’m not some specially-gifted sales guru 
or anything. I’m just a guy helping a lot of people. You might try and fail, 
but it’s the trying that counts.

“What happens if I go backward from month to month?” I don’t 
look at it like that. The end of the month isn’t the most important thing, 
serving the customer is the most important thing. Do I always hit 100? 
No. Sometimes I sell 140, sometimes it’s 75 or 80. That’s still pretty good. 
It all averages out over the year. I can’t stress enough how important it is 
to take your mind off the numbers and just talk to more people.

Those are the most common objections I hear from sales people, but 
I’m sure there are more. Your brain will undoubtedly come up with some 
really creative “reasons” why you can’t make it to the next level. 
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Don’t listen. Believe in yourself.
And get a mentor, coach, or someone who will inspire you to keep 

moving forward. Find a person who will hold you accountable to your 
goals and help you see what you’re doing right. You don’t have to do it 
alone.
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So, What Are You Gonna Do Now? 

This book isn’t for everybody. Selling 100 cars a month might not be for you. 
That’s okay. The strategies and tactics I’ve mentioned in this book and the 
ones Damian teaches still work no matter what level you’re at. So, go back 
through and notice the pieces that speak to you. You don’t have to use every 
idea in this book, but I challenge you to find at least 3 that you can take to 
work with you tomorrow and implement right away. Over time as you reach 
20, 40, 50—you might find out that 100 cars a month really IS for you after all.

Your mindset should be all about the next 4-minute mile. I would 
never in a million years have thought that I could do 100. I believed I 
might do 60, even though that was a huge number. Once I got there, I 
knew I could get to 70. Every milestone you reach, you smash that 4-min-
ute mile barrier and there’s a new bar to reach. 

Grow at your own pace. Be yourself. And have fun.
That’s what it’s all about.
Now, think about what you’ve learned throughout this book and 

answer those questions again for me. It’s my hope that your answers have 
changed a little.
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Why do customers buy from you?

Where are you now with your sales?

What’s your dream? How many cars would you be happy selling?

You can’t go back to the way things were. You’ve read my story, so you 
can’t pretend that 100 cars a month isn’t possible. Which means you have 
two choices—you can settle for where you are now and decide that’s good 
enough for you. OR you can decide you’re going to reach that next mile-
stone. Decide that you’re going to figure it out. Whatever it takes.

You’re going to get what you deserve—financial freedom and work 
satisfaction. It’s your time.

If that’s what you want, Damian and I are here to help you. And 
you’re invited to join a group of people just like you—people determined 
to reach their goals no matter what. People who support each other and 
have your back when you’re not sure what to do next. If you’re interested 
in joining us, keep reading . . .
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You’re Invited To Join Us

I had an advantage that most people don’t have. I had a mentor on my 
side. I had Damian who kept believing in me and lifting me up to that 
next level. If you would like that same advantage, you’re invited to check 
out our advanced training programs at the Auto Training Academy. 

The 100 Car Club is a group of high achievers striving for their next 
level. Ali Reda and other guest trainers personally mentor you, help you 
blast through the obstacles in your way, and celebrate your wins every 
month. Want to get to 100 cars a month? This is the fastest way to do it!

Find out more and join us here: 
www. AutoTrainingAcademy.com/100-club
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Appendix

A Note From Damian:
Below are just a tiny handful of the reviews, testimonials, and thank-you 
notes Ali has received from his customers over the past few years. I am 
adding them here because I want you to read them and pay attention to 
the themes that are repeated over and over again. 

Listen to Ali’s customers talk about how he treats them like family, 
and how often they refer others to him. Strive for comments like these 
from your customers! THIS is how you sell 100 cars—relationships.
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About Ali Reda

People will drive 40 minutes and pass 100 deal-
erships to come to me because I provide a fun 
atmosphere.

Ali Reda is a sales consultant at Les Stanford 
Chevrolet Cadillac in Dearborn, Michigan. He 
currently sells an average of 115 cars a month 
through the Relationship Model of selling. 

In an effort to help other sales people reach 
their highest aspirations, Reda is also a faculty 

member at the Auto Training Academy, an online resource for sales peo-
ple in the automotive business.
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About Damian Boudreaux

The business of our business is people. And the 
key to massive success is being who you are at 
your best, and then figuring out how to take care 
of others.Master this, and you will be profitable 
and proud of your way of life. 

Damian Boudreaux is a speaker and 
teacher for the automotive industry and 
founder of the Auto Training Academy, an 
online training resource for automotive sales 
people. His 30 years of experience selling, 

training, consulting, and connecting with auto professionals across the 
United States, South America, and Canada is the perfect recipe for those 
who are hungry to improve every area of their lives. He educates and 
inspires folks to succeed by believing in themselves, the deal, their prod-
uct, their company and their service—one lifelong relationship at a time. 

Boudreaux’s unique approach to relationship selling has helped thou-
sands of salespeople, service advisors, managers, and dealers double their 
dollars in this business—including selling 100 cars a month and beyond.




