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ZIG ZIGLAR'S SALES SUCCESS SYSTEM:
A COMPREHENSIVE APPROACH TO ELEVATING YOUR SALES TEAM'S
PERFORMANCE

The Ziglar Sales Success system is tailor-made for the ever-changing sales
landscape. Zig Ziglar's decades of expertise and foundational sales concepts
have meticulously refined this system to meet the intricate demands of today's
sales scenarios. This system isn't just training; it's a strategic investment in your
team'’s success, offering interactive modules for skill enhancement and revenue
growth. It aims to enhance your sales team'’s capabilities, addressing today’s
complex sales challenges with a focus on improving communication, skills,
confidence, mindset, and overall performance.
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Module 1. Mindset and Motivation:

The program begins with an emphasis on foundational Ziglar principles - the
importance of a growth mindset for sales professionals. It delves into Zig Ziglar's
philosophy that your attitude, effort, and skill drive your overall success, teaching
sales professionals to harness their purpose and ambition for both personal and
professional growth.

Module 2. Pre-Call Planning:

This module equips your team with practical and effective strategies for
preparing each sales interaction. Gathering information about prospects, setting
clear meeting objectives with a concise agenda, and formulating response
strategies to enhance customer interaction and win business.
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Module 3. Building Trust:

Recognizing trust as key to client relationships, the third module focuses on
developing genuine trust through positive interactions and effective communication.
It includes Ziglar's TRUST process and strategic tools like the 60-Second Mental Model
and utilizing DISC for better client understanding and connection.

Module 4. Qualifying, Disqualifying, & Advancing the Sale:

The fourth module is all about efficiently identifying and navigating promising leads
through the sales pipeline. By using the ABCs and effective questioning, we can
bridge the gap between their needs and your offerings, emphasizing value-driven
selling.

Module 5. Presenting Value:

Transitioning the sales approach from feature-based to value-based by aligning
your benefits, advantages, and values to the customer’'s needs and providing a
tailored solution. Module five provides tactics on how to avoid common pitfalls in
value selling and ensures that solutions align with customer needs.

Module 6. Objection Navigation and Preparing to Close:

The sixth module teaches how to skillfully manage and leverage objections as
opportunities to clarify doubts and reinforce value, encouraging a prospect to move
forward. The Ziglar approach focuses on building trust, preparing for a natural close
to the sale, and ensuring the client is confident in their decision.

Module 7. Solution Alignment & Closing the Gap:

Utilizing consistency in the sales approach by revisiting the meeting agenda and
confirming alignment with their objectives ensures a smooth closing process. The
seventh module emphasizes personalizing solutions to fit the customer's specific
needs.

Module 8. Relationship Management:

The final module emphasizes the lifetime value of customer relationships. It covers
strategies for maintaining trust, providing exceptional service, nurturing relationships,
focusing on customer satisfaction, leveraging referrals, and valuing feedback.
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