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SECRET    SELLING



In 1968, we moved to Dallas, Texas, I did not have 
time to go look for a house. 

So, the Redhead (as I lovingly call my wife) and 
I talked about a house at great length. 

We finally decided on what was a reasonable 
price and she began the search.

When she walked in the front door of that second 
one, the search had ended. She had found 
what she was looking for. 

The old saying is true: everyone is selling something. 

j

Zig Ziglar...

Everyone is in the business of selling. So how do you rise to the top? 
Here’s the Master of Sales Zig Ziglar with 14 essential lessons for 
successful selling:
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In our discussion about that house, we 
had agreed on a certain price. 

Then suddenly she said to me, “Honey, 
suppose we find the dream home. I mean, 
exactly what we’re looking for, the one 
that will end our house hunting for all 
time. How much more can we invest than 
that original amount we talked about?” 

Well, we wrestled with that one over and 
over and finally arrived at a figure—an 
additional $20,000. In those days, that 
was a whole lot. 

DREAM 
house



One evening, she was so excited to tell me, she had 
found the house.

“Well, sweetheart,” I said. “How much does this house cost?”

Instead of answering my question, she began to list all 
of the characteristics of the house and why it was so 
magnificent. 

“Sweetheart, how much does that house cost?” 

It was $18,000 more than the maximum—which was 
already $20,000 more than we had planned.

I just hollered out, “Sweetheart, we cannot invest that 
much money in a house!”
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“Well, I know that, sweetheart,” she said. 

“But we really don’t know anything about 
real estate values here in Dallas. 

So, I did ask the builder to take us all out 
to see that house so you can kind of get a 
feel for the market.” 

“Well, I’ll go look at it, but I just want you 
to know in advance that’s all we’re going 
to do.” 

“Well, don’t worry about it,” was her reply, 
which sets up the first sales lesson. 
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January 29 - Sales Video plus Open Cart
February 1 -Simulcast Live Event
February 2 - Close Cart

1
When possible, establish 
value before you give price. 
She told me about the neighborhood.

She told me about the walk-in closets. 

She told me all about that huge master bedroom. 

She told me where I could build a swimming pool. 

+

+
+ neighborhood

master bedroom

walk-in closets

+
swimming pool value=price
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2
Always establish value before 
you ask for the order. 
If you don’t establish value before you ask 
for the order, then you appear to be a 
high-pressure salesperson who wants to 
make the sale quickly and move on to the 
next prospect. 
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3
Get the prospect involved with 
the product as quickly as possible. 

My wife had set up a meeting at the house with the builder. 
She wanted me to experience it.

Well, the next evening, when we pulled up in the driveway of 
that house, I knew I had a problem. 

It was exactly what I was looking for. 

Beautiful neighborhood. Wonderful-looking home. 

At that point, I did something that your prospects have been doing 
to you all your life, I resisted. 
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4
Your best prospects are the 
toughest ones to connect with. 
I knew from what she had said that it sounded like exactly 
what I wanted.

I did not want to go see that house at that point, because I was 
afraid of something. 

That’s why, when we walked in that house, 
I acted as if I had no interest at all.
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5
Your best prospects often 
show no interest at all. 
I was afraid that if I showed any enthusiasm at all in 
that house, the Redhead and that builder would gang 
up on me and talk me into doing something I already 
wanted to do—something I had no business doing.

It was something I was scared I would do if I gave 
them any encouragement at all—buy a house. 

I did not honestly, at that moment, feel 
that we could afford to invest in it.
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6
Give your prospect ownership 
all the way through. 
“Honey, look what a big, beautiful den this is.”

“Look, honey, at this gorgeous fireplace.”

“And notice all the bookshelves, on which you can put all of 
your books. Over here, honey, we’re going to put the television 
set. I can see you now with our big, oversized sofa over here, 
which this den has plenty of room for.”

“I can see you laying on that sofa on Sunday afternoon 
watching the Cowboys out of one eye and watching that fire 
burn out of your fireplace out of the other eye.”

ZIG ZIGLAR’S SECRET OF SELLING 10



We got back into the master bedroom. 

“See what I told you, honey? Plenty of room here. We can put the king size 
bed over here. And you know how you and I like to get up in the morning 
and drink that coffee. Well, we’ll set our little table over here and our chairs 
here. There’s plenty of room. And honey, just look at your closet. I mean, 
even as messy as you are, there’s plenty of room for everything right in 
here for all your clothes in your closet. And look here, honey.”

She opened the back door and walked out. 

“You see what the backyard looks like? I’ve measured it off. We can put one 
end of the pool up here, and we can put another end of the pool right down 
here. And then we’d go right into the big ol’ garage. Look, honey, plenty 
room there for your two cars. If you’ll notice, here is a place, 11 x 11 where 
we can build that little office you’ve been talking about. Yeah?”

6
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7
You ask the prospect how 
they feel, not what they think. 
Then finally, when the tour of the house was all over, she 
reached over, squeezed my hand, looked up into my eyes and 
said, “Honey, how do you feel about this home?” 

Interestingly enough, people buy emotionally. They buy with 
their heart, not with their head.

“Well, sweetheart, it’s beautiful.” What else could I say? 

I mean, do you think I’m going to look down in that smiling face 
looking up into my eyes and say, “No, I don’t like this house”? 

No way. 
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“Sweetheart, it’s absolutely gorgeous. I would love to have it, but we cannot 
invest in a home that is this expensive.”

“Well, you know I knew that, honey,” she said, “but I just wanted you to see 
something which was really nice. Now, we’ll go look at something cheap.” 

Now, you don’t think she was trying to shame me into doing anything, do 
you? She’s not that kind of a girl. Well, nothing else was said that night. 

7
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8
Sometimes, you need to
back away. 
Sometimes, you need to let that prospect breathe and collect 
his or her thoughts when you have the luxury of doing so.

Well, the next morning, my wife walked in:“Honey, how long 
do you think we’re going to live in Dallas?” 

“Oh, I love Dallas. I’d hate to move. It’s centrally located and 
where I want to stay.” 

“You really think, we’ll be here thirty years?” 

“Absolutely we’ll be here thirty years. Why do you ask?”

“Honey, you know, I was just thinking about that $18,000...” 
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8 Now, she had forgotten all about the $20,000. Well, I say she “forgot” but… I wonder. 

She also forgot about interest and taxes and insurance and all those other 
things. “That $18,000 spread over thirty years, now how much would that be 
a year?” 

“Well, that would be $600 a year.” 

“How much would that be a month?” 

“Well, $600 a year, that’s about $50 a month.” 

“Well, how much would that be a day?” 

“Now, sweetheart, come on.” I said, “Your math is just as good as mine is. 
That would come out to about $1.70 a day. But why are you asking me all of 
these questions?” 

“Well, I was just wondering if you would be willing to invest another $1.70 a 
day to have a happy wife instead of just a wife.” 
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9
Really good technique in the 
hands of a really good person 
is extremely effective.
Guess where we lived for seventeen years? 

She did not let the why we should buy serve as a stumbling 
block as to the how we could buy it.

You may wonder, well, Zig, is your wife a salesperson?

Is she in selling? Oh, she doesn’t have a briefcase, and she 
doesn’t go out and sell, nor does she work in a store where 
people come in to see her.

But I’m here to tell you that everybody on the face of this earth 
is in the world of selling.
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10
Make it affordable. 
How could I honestly say I could not come up with another 
$1.70 a day? 

Now, obviously, I know it would be
more than $1.70 a day. But what the 
sales pro always does is makes it easy
for that prospect to buy. 

That is exactly what she was doing.
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11
You need to understand what your sales 
objective is when you have a sales conversation. 

My wife clearly understood what her objective was. It was to 
make an $18,000 sale. 

Oh, the house cost a lot more than that, but she only needed to 
make an $18,000 sale. 

Why?

Suppose you are in the automobile business and a couple comes 
in and says, “Look, our payments cannot exceed $400 a month.” 

But when you find exactly what they need, the payments come 
to $475 a month.

Now, you’ve got a $75-per-month sale in front of you. They had 
already bought the $400 before you even entered the picture. 

It’s important psychologically, it’s easier to sell $75 than it is $400.
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12
You need to know as much as 
possible about your prospect. 
Now, obviously since we had been married for many years, my 
wife had a chance to know an awful lot about me. 

She knew one thing that I very much wanted in life. 

When I was a youngster in Yazoo City, Mississippi, I was invited 
one day by a buddy of mine to go swimming at the country club. 

It was a hot day that summer. I rode my bicycle out to the club. 

I had on my bathing suit. Man, I was ready to hop in, but my buddy 
never showed.

There wasn’t another person around. The water looked so cool 
and inviting.

I could not resist it, and into that pool I went. 
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12 No more than two minutes passed when this fellow, who was a member 
there at the club, came by playing golf and saw me in there. 

He knew I had no business in that club. He told me to come see him the next day. 

To this day, I vividly remember that visit in his office. It was one of the toughest 
things I’ve ever done. 

I was literally afraid I was going to be put in jail. 

Afterwards, with tears in my eyes, in my own childish anger and frustration, I 
promised, “One of these days, I’m going to build me a swimming pool bigger 
than that one at the country club in Yazoo City, Mississippi.” 

I’m here to tell you that in the summer of 1969, we built a swimming pool 
that was one foot longer than that original pool at that old country club!
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13
Don’t miss the sale because you don’t 
have what the prospect asks for. 

Did you know that prospects often ask for things that are 
not available? 

My wife knew I wanted three key things: a swimming pool,  a 
home office, and a circle drive.

This house didn’t have any of those things. But she didn’t let 
that stop her.

She used that as a sales plus. 

“Look, honey, you can design your own pool. Here’s where you 
can put your office. You can design your own circle drive.”
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13 Many people don’t know what they want, because they don’t know what’s 
available. 

It’s your initiative that will give them options. 

Remember, a prospect will not change their mind. They will make a new 
decision based on additional information. 

If you want to be a professional in the world of selling, you must think of the 
prospect’s mind like a pair of scales. 

When the value in the prospect’s mind exceeds the price, you have a prospect. 

In every close you use should give additional information, so that with every 
close, the prospect is seeing more reasons to say “Yes.” 
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14
Find out where the prospect has a need 
and then strengthen their weakness by 
selling them what you are selling.

When I was a younger man, I fought in the ring for a couple of years. 

In the world of athletics, what we do is this: we go out, and we 
try to find out where the opponent is weak. 

We try to take advantage of the weakness. 

In the world of selling, we find out where the opponent—that 
is, the prospect—is weak—that is, has a need—and then we 
strengthen their weakness by selling them what we are selling. 

That’s what professional selling is all about. 
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14 But one of the most frustrating things you can do as a salesperson is convince 
a prospect and not persuade the prospect.

You convince them that...

• The merchandise is wonderful, and they agree. 

• It will save money.

• They need it.

• It will benefit them enormously

• They’ve got the money to buy

 You can convince them in every area, but they don’t buy.

“No, I don’t think I’ll take it.”
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One of the most important reasons they don’t but is this: they don’t trust you. 

Very few of them are going to come out and say it, but I’m here to tell 
you that you will miss more sales and never know why, because you have 
communicated something negative to that prospect that made them not 
feel quite right about buying.

That’s the reason you’ll hear me say over and over again: the most important 
part of the process is the salesperson. 

You can’t be one kind of person and another kind of salesperson. 

The prospect won’t buy the product or service unless he has first bought you. 

14
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You’ve got to be before you can do, and do before you can have. 

Sell professionally. Sell with the right skills. Sell with the right intention, 
but don’t oversell. 

14
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DREAM 
house

I believe that’s one of the most important 
secrets if you’re going to build a career in 
the world of selling. Sell what it is. Sell 
what it does. Sell its true value, but don’t 
exaggerate that value. 

Apply these lessons to whatever you’re 
selling and you’ll be positioned for over-
the-top success.

SOLD


