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Thank you everyone for showing up for this first of four coaching sessions.   
What we’ll be talking about is the nuts and bolts, and most importantly, the 
thinking behind the effective natural selling conversational approach to selling.  
That’s a bit of a mouthful isn’t it?   
 
And this is the approach that over the last eleven years, I’ve been training direct 
sales people, and independent distributors like yourself, that has allowed many of 
them to achieve multiple six-figure incomes, sometimes in as little as six months.  
And become quite wealthy in the process of doing so.  And something to think 
about is that if you want to earn like them, one way is to be like them.  And as a 
good friend of mine said recently, “If they all walk with a limp, then walk with a 
limp.”  I’m not sure it’s a great analogy, but it made me chuckle when I first heard 
it <laughter>.  But anyway, that’s the way to be. 
 
And the way to be like them is to find for yourself one effective and comfortable 
approach, like the Natural Selling approach, and get the edge.  The edge that will 
make the difference between struggling, and staying basically where you are, or 
doing whatever you want, and when you want, because of the amount of money 
that you can make that will allow you to break free from basically the noise, and 
clatter, and barriers of everyday life.  And it’s a pretty rarified atmosphere to start 
making that money. 
 
So the next four weeks is about the how, the what, the why, and what else is the 
Natural Selling approach.  And here’s an overview what I’m going to cover today:  
First, we’re going to look at ten ways to reframe your thinking.  How you must 
think about or rethink what you’re thinking to get the edge.  As Socrates so 
eloquently put it, “Know thyself.”  Learn how to be in control of your 
subconscious, as opposed to letting your subconscious control you.   
 
Then I’m going to give you clear picture of the Natural Selling, you can write this 
down, Five Steps to Success Conversations Framework, or Dialogue Framework.  
And this is literally the foundation to the Natural Selling approach that is earning, 
as we speak, six- figure incomes, every month for many, many of the distributors 
I’ve personally coached. 
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And this will, in fact, be your personal blueprint on which you will build over the 
next three coaching sessions that you can join after this one.  And then we’ll do a 
role play to demonstrate how the Natural Selling approach works.   
 
Now, for the role playing, this is going to be a bit of fun, I’m going to need a 
volunteer from one of you.  So if one of you would like to remove your distributor 
hat a little bit later on, or in fact do it now, because I’m going to ask you to do 
something, and participate and act as a potential partner or customer, because I 
need to do a role play with someone with me talking with you.  Please email me 
your name and company and when the first one comes through, my assistant will 
send you back another number and a code for you to call in so that we can talk.  
So you’ll be on the moderator line.  And I’ll take the first person whose email we 
receive, and in about 40-minutes time we’ll do a role play.  About 35, 40-minutes 
time, we’ll do a role play. 
 
Okay.  So this session will be in a presentational form, because we have hundreds 
of people on the line, and it’s just too noisy to open it up.  So in the coaching 
sessions though, following this, you’ll be invited to participate and details of how 
to do that will be sent to you.  So we’ll be opening up the lines so that there will 
be a lot of participation.  So this, unfortunately, a little bit more presentational, 
and I hope you’ll bear with me, and you’ll sort get from it what you can. 
 
So my job today, and for the next three weeks, is to help you have fearless 
conversations, build your business faster without fear, without objections, or 
rejection.  And this is what I do.  I help people like you to be more productive in 
your businesses and in your life.  And what you’re going to learn are the mental, 
and the practical communication skills that will basically enable you to have 
fearless, and effective conversations with anyone, anywhere, anytime. 
 
And having said that, this is a two-way street, because while that’s my job, your 
job is to take action on what you learn.  Because without action, does anything 
change for you?  And the answer’s no, nothing changes.  And only you know 
whether you have enough desire to move out from where you are, and move 
toward where you want to go, and take the necessary action to do that. 
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So one thing you can do between now and the end of this class is, check your 
level of desire and your seriousness to change your present situation.  I know 
from many of you, because I heard names coming on that I know many of you 
over the phone, especially, is that you are very serious about changing your 
present situation.  And it’s critical that you are, because it’s what you’re looking 
for in your potential partners and customers.  And if you don’t have the desire, 
then do you think you’re going to attract people who do?  And the answer is it’s 
very unlikely.  So ask yourself, am I curious, or am I serious about making a 
change? 
 
And desire is a powerful key to success, because when you desire to have what 
you want, and you commit to that decision, you will do whatever it takes to 
acquire the skills of success.  And the Natural Selling approach will help you do 
that.  It’ll help to give you the emotional, the conversational, and the language 
skills to take your business, and your life to whatever level you seek.  And the 
distributors I’ve worked with, the ones who are the most successful are not those 
who are half engaged in doing this.  They are the ones who have the desire and 
are really committed to making a change.  And they take on the personal 
responsibility to take action day in, day out. 
 
And here’s an interesting point.  They earn as they learn.  They don’t wait to get 
good.  They get good and they get better by practicing every day.  And as John 
Lennon once said, it came to me as I was just thinking about this, he said, “Every 
day, in every way, it gets better and better.”  And that’s the point, is that it can 
get better and better, if you put that challenge to yourself, and you decide that 
you do want to get better. 
 
And everything you hear from me is been researched.  It’s been tested.  It’s been 
applied effectively by me, and also by Masters that I study, and study with.  
Particularly, in the arts and science of human behavior and communicating.  
People like Socrates, and I know he died 2,300, 2,400 years ago, but he’s still 
much in my mind.  People like Bohme, Senge, Donald Moine, Larry Wilson, Neil 
Rackham, Deepak Chopra. 
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In fact, I’m a certified trainer with Deepak Chopra, and teach as an advanced 
course, Natural Selling and the Seven Spiritual Laws of Success.  And I’m a great 
believer in being perpetual student, and also applying what I’ve learned, and 
teaching it.  It all works.  It’s all effective, and it can give you the life that you 
desire. 
 
In fact, in the past it’s really helped me personally sell millions of dollars of 
software and sponsorship advertising for first-class sports and entertaining 
stadiums.  I mean, if you saw the Super Bowl last week, you’ll have noticed all 
sorts of advertising, and sponsorships, and product deals going on.  And I used to 
sell that kind of exposure, literally millions, millions, tens of millions of dollars. 
 
Now the question comes up and I’m asked, “Was this always the way with me?”  
And the answer’s no, not when I first started.  And I’ll share with you that during 
my first years of selling, all I knew was techniques.  Techniques that I was taught 
to make sales, conventional sales techniques.  And I learned how to present.  I 
learned how to close.  I learned how to handle objections.  I learned how to 
bridge to a close after an objection, and I was pretty good at it.  And I loved the 
freedom that selling and being my own boss gave me.  And I think some of you 
could probably relate to that, because that’s what this kind of business can get for 
you. 
 
And having said that, I also hated it.  I hated what it was doing to me internally, 
because though I wasn’t able to express at the time, here’s some of the things I 
hated.  I hated treating people like objects to get what I wanted.  I hated the hit or 
miss numbers game of going through as many people as possible, and not really 
caring how they felt, because there was pressure on me to get business.  And you 
hear me talk a lot about this in my newsletters that I send out every week.  This is 
the way I keep in touch with you guys and continue the training. 
 
I hated the techniques that seemed so adversarial.  I hated the objections, and 
answering them with prepared yes “pat answers” that only made people more 
resistant.  And I hated most of all, the constant rejection.  And I’m sure many of 
you probably feel that way, because I’ve spoken with many of you in the past. 
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And because of this, I dragged my feet when it came to calling leads or talking 
with potential customers.  And I didn’t put in as much time as I could have, and 
become super successful as opposed to just, well I guess, successful.  And here’s 
one of the things though, I had the desire which is what drove me to be 
successful.  However, I didn’t have the approach that connected with my soul and 
the soul of others to be super successful. 
 
So this is what drove me to find another way, the way that I’ve been teaching for 
the last ten years.  And it’s an approach that has caught on in the network 
marketing world, as others are now beginning to teach it, except interestingly, 
Natural Selling has one ingredient that makes it so powerful, so different, so 
comfortable, so effective, that the others don’t have it, and it’s something I 
discovered while studying with Deepak, and I’ll share that with you later. 
 
But I will share with you now, if you want to make a note of this, there are critical 
distinctions between the conventional selling techniques and systems that are still 
taught today in 98% of training.  Okay, I just want to give you a sort of heads up 
on here on this.  Okay?  And these are systems and techniques that are designed 
to persuade people to do what you want them to do.  Techniques that actually 
cause people to be resistant to you, ironically.  What are these techniques?  
Techniques such as telling your story, presenting or getting them into your system 
too soon, telling people what you think they should do, using closing and 
objection handling technique. 
 
You know, it’s fascinating, it’s always fascinating to me, though in the early days I 
could never really work it out as to what was going on, is that these are actually 
resistant causing techniques.  Resistance that you don’t want.  And there’s the 
distinction between that and what I call natural selling, which comes from a desire 
to help and serve others.  And here’s a real big one.  Allow people to naturally 
persuade or influence themselves to change their present situation, and want to 
do it with you and your program, and many times they want to do it, and you 
haven’t even spoken about your program.  You haven’t even spoken about your 
solutions. 
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And you can do all of this without the use of any manipulation or persuasion, 
without having to tell people your story right up front, and instead, you can make 
yourself irresistibly attractive.  And it’s a distinction approach that will allow you 
to eliminate any personal discomfort that you might have with talking to people 
about your business.  Discomfort that can come from the fear of being rejected or 
not knowing how to effectively communicate, and allow you to build your 
business faster and with less effort as well. 
 
So, what we’re going to do then is to learn how to go about this.  Learn and spend 
the rest of this hour going about, if you like, giving you sort of the main parts of 
the foundation of natural selling.  We need a foundation, because it’s like building 
a house, isn’t it?  You must have something of strength to build on for the house 
to stay up.  Right? 
 
So, our Natural Selling foundation is based on two things, if you’d like to write this 
down.  The first one is your internal emotions, and the second one is your 
external skills.  And you external skills are, in a sense, going to be dependant very 
much on your internal emotions.  So think about or draw a house on a piece of 
paper, and put a very deep foundation under it, and then write these two lines in 
the foundation, “My internal emotions, and my external skills.”  My internal 
emotions, my external skills.  So this is what we’re going to do.  We’re going to be 
talking about the foundation today. 
 
And so the first thing we’re going to explore is about reframing your thinking.  
And then secondly, I’ll give you chart to draw out that will be your blueprint for 
success.  And then we’ll do a role play and we’ll see how this goes.  And 
demonstrate how it all works.  And who knows how it’s going to turn out, because 
like every conversation, you never know.  And that’s the whole point, is an 
enjoyable time, and it doesn’t matter how it turns out, it’s always good.  So we’ll 
just see how that goes. 
 
Okay so, let’s begin.  Ten ways to reframe your thinking.  Ten ways to reframe 
your thinking.  I’m going to talk about two of them, because I don’t have enough 
time to talk about all of them.  The rest I’ll cover as we continue through the next 
weeks.  But as many of you know, if you’ve been reading or watching The Secret, 
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or even a good friend of mine, Michael Losier’s, Law of Attraction, that what you 
think will determine what you get.  And as the great Buddha once said, 
“Everything starts with a thought.” 
 
So let’s begin by looking at your attitude, and your thoughts, and frames of 
reference about selling in business, and see if there’s any need of change or 
adjustment.  Out of the ten, there are two important reframes to think about, and 
act on, that I would want to discuss tonight.  And the first one, if you want to 
write this down is, “Selling is to help and to serve.”  Selling is to help and to serve. 
 
Now, the general thinking in the world is what?  It’s negative towards selling, isn’t 
it?  Most people have a sort of negative attitude, and why is it?  Well, because 
most people are being subjected to the pressure type techniques that modern 
day selling is all about.  Many of you probably have had experience in this, and 
those of you who did, you have to ask yourself the question, did you enjoy it?  
And except for a few personality types, I doubt it. 
 
So if you think about selling in this way, will you feel good about doing it?  Well, if 
you’re anything like me, I doubt it.  And if you don’t, then you’ll drag your feet, 
and end up feeling more frustrated, and unfulfilled.  That is why many distributors 
and many companies say things like, “You’re not selling.  You’re sharing.”  Or, 
“There’s no selling involved,” or “You don’t have to sell.”  Well, really this is 
patently nonsense, because you are selling.  It’s just a matter of how you think 
about it, and how you go about it, which is why we’re here tonight. 
 
Because if you won’t change your frame of reference, if you think about selling 
the way I was talking about, okay, you have choice here.  You can either continue 
that way, and probably resist doing it, for most of you, or you can change your 
reference, your frame of reference.  And if you do think in the original way, and 
you don’t change your frame of reference, then do you think you’re going to feel 
comfortable approaching people?  Probably not.  And if you do approach them, 
don’t you think your potential partners are going to pick up the vibes, or energy 
that surrounds you?  Of course the will.  And they’ll reflect what you’re feeling.  
And if you’re afraid, they’ll be afraid. 
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However, there are always two sides to a coin, two truths.  I mentioned earlier, 
there’s a critical distinction between natural selling and conventional selling is 
that natural selling is not a hard sell, like conventional selling.  And most other 
sales training that are out there, it’s a heart sell.  It’s not a hard sell, it’s a heart 
sell.  Natural selling is about helping and serving others, and doing it in a holistic 
way that will draw people to you, like children to a video machine. 
 
Now sometimes people think that natural selling is a soft sell and I’m going to 
suggest to you that it’s far from it.  It’s very, very firm.  I call it like an, “Iron fist in 
a velvet glove.”  And what I mean by this is that velvet is soft, right?  And iron is 
hard.  Well, natural selling is about being soft on the person and firm on their 
issues.  Soft on the person and firm on their issues.  It’s like you know you can 
condemn a person’s behavior and yet you can love the person.  So what do I 
mean by this? 
 
Well, let’s say you have kids, and you use the expression with your kids, “I love 
you, but if you don’t tidy up your room, you’re grounded.”  Okay, well here, what 
you’re doing is you’re making your love conditional on tidying up the room.  So in 
effect, you’re being hard on the person, or your child, as well as their action.  
You’re saying, “I love you, but I don’t really love you, because you’re not clearing 
up the room.” 
 
However, there is room for the words, “I love you, and if you don’t tidy up the 
room, you’re grounded,” because you’re love is no longer conditional.  And here’s 
another example in selling of being hard on the issue and soft on the person.  For 
example, if you perceive that every question or statement from your potential 
partner or customer is an objection, and you answer it with a preplanned answer 
to overcome it, then you’re in effect saying, “Yes, but,” with an answer, as in, 
“Yes, but you’re wrong.” 
 
For example, someone might say, “I think this is expensive.”  And if you respond 
with something like, “Yes, but what you’ve got to understand is,” or “Yes, I know 
how you feel, but,” and you continue with a sentence, you’ve just told them 
they’re wrong.  And objection handling or overcoming objections like this does 
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not work, because you either create resistance that wasn’t there, or you reinforce 
it if there was some. 
 
And in natural selling there’s no such thing as overcoming objections.  They’re 
eliminated as you dialogue with the other person.  And the way to do this is to in 
effect use, and I’ll talk about it later, a couple of the principles of natural selling, 
which is to first understand where they’re coming from, and what they mean, and 
accept where they’re coming from, working with them so that it becomes part of 
the conversation, and not a break from it. 
 
So we’ll talk about the importance of language reframing as we go along, and 
we’ll cover addressing people’s questions, and concerns, and comments in the 
last coaching session.  So remember to rethink 180 degrees what natural selling 
is, and that it’s about serving and helping, being the servant leader, if you will. 
 
Okay, number two on the item here.  Number two about of the ten ways to 
reframe your thinking.  Write down, “Purpose, or Personal agenda.”  Purpose, or 
Personal Agenda.  What I’d like to do is a quick exercise for yourself.  And think 
about this question for a moment and write down the answer. 
 
Before you pick up the phone to a call a lead or talk with someone, what are you 
thinking about?  What are you thinking about?  What are the thoughts running 
through your head?  Take the first thought and write it down.  So, were you 
thinking about things like, I hope I don’t make a fool of myself.  I hope I don’t get 
rejected.  I hope this person will listen to what I have to say.  I hope this person 
joins my team or buys some product, as I need some money to pay the rent, or 
maybe a dozen other variations of that thing.  Were you thinking about that?  
Because of you did, then you’re thinking conventionally, and you’re thinking 
about whom?  You’re thinking about yourself. 
 
And when you do that, do you think your internal tension goes up, or stays calm?  
It goes up.  Your internal tension goes up.  Why?  Because to take an ancient 
saying, which I write about in my book, “When I focus on me, I increase my 
anxiety.  When I focus on you, I decrease my anxiety.”  So if you want to eliminate 
your anxiety then stop thinking it’s all about you.  Actually, it is about you, except 
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there are easier ways of getting what you want <laughter>, then facing things 
head-on in the conventional sense.  But we’ll talk about that later. 
 
But by thinking this way, what you’re doing is, is you’re focusing on your personal 
agenda.  You’re focusing on your personal agenda when you think about you, 
your own needs.  Needs that create the fear of loss.  In other words, what’s 
internally going on is saying, what if I don’t get what I want?  I’ll lose my self-
esteem or what if I don’t get what I want, something will happen to me, and so 
on.  And do you think the other person is going to pick up on this energy?  Like 
night follows day, they will.  And research has shown that they actually pick up on 
it before you even approach or talk with them. 
 
And so your thoughts are very powerful.  And again, if you refer to “The Law of 
Attraction”, you know this.  You know what is happening there.  Your thoughts 
are very powerful.  So how do you turn this around?  Well, instead of your 
personal agenda, think about your purpose; remember the title, “Your Personal 
Agenda or Purpose?  Think About Your Purpose”.  These are two things, two 
dynamics going on.  There’s neither right nor wrong with either of them, it’s just 
that they are just what they are.  And so your purpose is about why you are here.  
Why you are on this earth.  It’s about how you can serve and help people get 
what they want, so in effect you can get what you want. 
 
So instead of thinking that your business is about making money and being self-
fulfilled, and getting what you want directly, which many of have realized can be 
tough hill to climb, think about your business as helping other people solve their 
problems.  Helping them get what they really want, so that you can end up 
getting what you want. 
 
And helping other people get what they really want is really not about just asking 
a couple of questions and saying, “Are you making enough money in your life?” 
and them saying no, and saying, “Well I can show you how to do that.”  That’s not 
what I’m talking about.  We’re talking about what they really want.  Getting into 
conversation with them, so they can surface their own desires in front of you, and 
for themselves.  And let me prove this to you.  If your income opportunity or 
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products cannot solve a problem that someone has, then is there any reason for 
them to buy from you?  And the reason is no, there isn’t.  There is no reason. 
 
So ask yourself the question, who is your business all about?  It’s about them.  It’s 
not about you.  It is about you, as I said, but you put you on the shelf somewhere, 
and you get out of your own way.  It’s important that you get out of your own 
way.  So if we can agree then, for the purposes of what we’re doing, that the 
purpose of the business is to help other people solve their problems, let’s define 
what a problem is, because some people have a challenge with the word, 
problem. 
 
And the definition of a problem simply is the difference between what someone 
has, and what they want, need, or desire.  The difference between what someone 
has, and what they want, need, or desire.  If they got what they want, do they 
have a problem?  No.  If they haven’t got what they want, do they have a 
problem?  Yeah, they do.  Now there are other factors going on, but that’s the 
simple definition of it. 
 
So this then turns selling from a telling, or selling, or persuading exercise into 
what?  It turns it into a problem solving exercise.  And this becomes very exciting, 
because with problems, problems comes what?  I can hear some of you say, 
solutions <Laughter>.  But the correct answer is, opportunities.  And it’s you 
opportunity to help someone with your solution if it’s appropriate to do so. 
 
And I say if it’s appropriate, because if you’re on a crusade, and think that 
everyone should be doing what you’re doing, then you’re going to think that you 
have hammer and everyone is the nail, and you’re going to turn people away.  
Because it isn’t going to hammer them, hammer your solution into them.  And the 
whole key here is to let it go.  Detach from it and think differently, and that was a 
secret ingredient that I was talking about.  We’re going to talk a lot more about 
that later.  Detach from it.  Detach from what your own personal agenda.  Let it 
go.  Put it on the shelf somewhere. 
 
So the question come up, doesn’t it make sense to think like this and take this 
approach?  And after all whose got the answers?  They do.  You know when you 
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take this approach of the problem solving exercise, and then you got to find out 
what the problems are all about, then it makes sense to take this approach, 
because they have all the answers.  Just like you have all the answers to what you 
want, and so on.  And let’s play with this.  Let’s test this.  So I’m going to ask you a 
few questions, and you’re just going to answer them to yourself, and I’ll answer 
them for you as well, because it’s all self-evident.  Allow me to demonstrate what 
I mean. 
 
Who knows what you want?  You do.  Who knows why you want it?  You do.  Who 
knows what the obstacles are to getting what you want?  You do.  Who knows 
what you’ve done about getting what you want?  You do.  Who knows how you 
feel about not having what you want?  You do.  And who knows your level of 
desire to get what you want?  You do.  And there it is in a nutshell.  You have all 
the answers, as do your potential customers and partners. 
 
And they will tell you everything you need to know, whether they have the types 
of problems that your solutions are designed to solve, and also, most importantly, 
whether they’re prepared to do something about it.  If they do, and they are 
prepared to do something about it, you offer your opportunity.  If they don’t, or 
they’re not prepared to change, you don’t.  It’s that simple.  And all you need are 
the right types of questions, and what to listen for, and how to respond to find all 
of this out. 
 
So doing this gives us the remaining, if you like, three natural selling principles I’m 
going to give you.  And I’m not going to go into any detail on them.  I’m just going 
to give you as a nutshell, is that natural selling is asking the right type of questions 
at the right time.  Okay, so that’s the next principle.  The first principle was 
natural selling is helping people solve their problems.  So we’re asking the right 
types of questions at the right time. 
 
The third one is listening to what is being meant, as well as, what is being said.  In 
other words, meant is behind or underneath what is being said.  Meant is 
emotional, subjective, personal.  Said is very logical and factual.  And responding 
to what you think you heard, because most times we don’t actually hear what 
people are saying or what they’re meaning. 
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Let’s move on a little bit.  Here’s a question for you?  How would you like to have 
most people interested in you and your business?  Well, here’s a Zen type of 
answer.  Then don’t talk about your business.  Now what do I mean by that?  So 
explain.  Let’s put this down as the heading, “Change the Outcome.  Increase Your 
Income.”  Change the Outcome.  Increase Your Income.  Instead of making your 
objective to think, or talk about your business or products to everyone you meet, 
and attempting to make the outcome of making sale, or making money, or feeling 
fulfilled, outcomes that you’ve discover that creates a lot of tension and rejection.  
Make it your objective to discover if there is a sale to be made in the first place, 
by literally focusing on two objectives. 
 
Not the objective of trying to get someone to do something, but these two 
objectives.  The first one is, is there something missing?  And the second thing is, 
if there is, what is the level of desire to do something about it?  Is there 
something missing?  If there is, what is the level of desire to do something about 
it?  And that’s it.  That’s primarily it.  And what I’m going to do is I’m going to 
expand on that as I go over the Natural Selling Framework with you. 
 
Section B 
 
We’ve got somebody who is going to be doing a role play with me.  Her name is 
Heidi Drummond.  She’s on the line and that’s great.  So thank you, Heidi, and 
we’ll chat a little bit later. 
 
All right, so moving along here, as time is of the essence, I guess.  I want to talk 
with you about the Natural Selling Framework.  Natural Selling framework.  Okay, 
so if you’ll take a blank piece of paper.  Big blank piece of paper and turn it 
sideways.  And let’s see now, that’s landscape style.  And right across the top 
there, write, “The Natural Selling Dialogue,” or “Conversation Framework.”  The 
Natural Selling Dialogue or Conversation Framework.  Dialogue and Conversation 
are two different things, but it works for our purpose for this evening.  
Underneath that write, “Five Steps to Success.”  Five Steps of Success. 
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And then, for the rest of the space write a box, an oblong box across the page.  
And put in five columns in that box.  Five columns in that box.  So, Bill you’re 
doing this with me.  You’re going to be my guide here for a moment to make sure 
that I’m on track.  Okay?  So if I’m going too fast you can let me know.  Is that all 
right? 
 
Bill: 
Okay. 
 
Michael: 
Okay, all right.  So you’ve got that.  You’ve got five columns.  Now I’d like you to 
draw a line underneath the top line of your box, so that we can put a heading 
there, or some headings.  All right, and then another line so that we can put some 
subheadings.  So you should have an oblong box with five columns, and two, what 
would you call it?  Not columns, but rows at the top to put some headings.  We 
got that?  Okay, you got that, Bill? 
 
Bill: 
Yes, I got that. 
 
Michael: 
Okay, good thanks.  All right.  So this I what we’re going to do now, oh, there’s 
another thing I’d like you to do first, is at the bottom, write the word, “Listen,” (L-
I-S-T-E-N).  Okay, at the bottom of the box, write the word, “Listen.”  On a 
separate piece of paper, just as a little exercise, write the word, “Listen,” (L-I-S-T-
E-N) again, and underneath that write the word, “Silent,” (S-I-L-E-N-T).  What do 
we have there, Bill? 
 
Bill: 
Well, I’ve got listen and later is silent. 
 
Michael: 
Okay and where you looking at?  Looking at what?  An anagram there.  In other 
words, same letters. 
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Bill: 
Yes, I am. 
 
Michael: 
Listen and silent, the same letters.  Let’s have another one. 
 
Bill: 
Oh, how clever. 
 
Michael: 
Let’s put the word, “Enlist,” underneath there, E-N-L-I-S-T.  So what is listening all 
about?  Listening is about being silent.  It’s about listening to what a person is 
saying.  And the more you listen, the more you understand, the more you connect 
with them, the better chances you have of understanding where they’re coming 
from, and the more chances you have of them accepting you, and what you’re 
saying.  And the more chances you have of enlisting them into your program, 
because you’ll what to say, and how to say it when the times comes.  So Listen, 
Silent, and Enlist.  So a little side tracking there for you. 
 
So what’s the next one we’ll put on here?  Let’s look at the top column.  Sorry, the 
top row of the chart.  And I’d like you to put in the first column, “Connecting 
Stage.”  And in the second column I’d like you to put, “Discovering Stage.”  
Connecting Stage and Discovering Stage.  And if you’d like, put a sort of thick 
black line around the box.  In other words, Connecting Stage and Discovering 
Stage, box all the way around there.  Make a fairly thick black line, because that’s 
very, very significant to you.  Very, very significant. 
 
Let me talk about connecting stage.  On the second line there put, “Lead Source.”  
L-E-A-D, Lead Source.  Now what do I mean by lead source?  Well, you have a 
number of different sources available to you, and I’ll give you some of them so 
that you can connect with people. 
 
One is your circle of influence; circle of influence will be friends, associates, 
acquaintances.  You can get leads; leads from adverts, advertisements, from 
websites.  You can buy leads.  You can leads from flyers, from posters.  You can 
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also get leads from referrals.  You can go to seminars and talks.  You can talk with 
strangers.  You can do telephone cold calling.  These are different lead sources. 
 
And also at this stage, depending on what and with whom you’re talking, you’re 
going to connect with them in different ways, which is why I put together my CD 
program called, “12 Ways to Start Effective Conversations without Fear”.  “12 
Ways to Start Effective Conversations without Fear”.  And sometime in the near 
future I’m going to redo that, because there’s a lot of different ways than even in 
those twelve ways. 
 
So for example, when you’re talking with friends, it’s good to understand what 
kind of personality they are.  And we’re not talking about personalities in this 
series, but understanding a bit about personality is very useful so that you would 
approach your friends in different ways, if you wanted to talk with them.  You 
wouldn’t treat them as though they were all the same nail, if you like, and try to 
hammer them over the head with the same approach. So you would treat them 
differently. 
 
Next column is Discovering Stage.  Discovering Stage.  Now if you want to write on 
a separate piece of paper, or if you’ve got a big piece of paper there, write down 
these words, “This where it’s solved.”  This is where it’s solved.  The reason I got 
you to put a big black line, border, if you like, like around Connecting Stage and 
Discovering Stage is that this is where it’s solved.  This is where it all happens.  
And I’m not saying that this is where someone signs on the bottom line with you. 
 
What they’re doing in effect is mentally committing themselves to making a 
change, if there is a change that they are wanting to make, and they’re also 
mentally committing themselves to you.  To listening to you, if you decide to take 
the next step.  Okay?  And so this is where it all happens.  This is where you 
discover your two objectives.  And this is where I want to expand on this a little 
bit. 
 
So in that column write the words, “Two Objectives.”  Two objectives.  And then 
take separate piece of paper and write down the first objective, which is a 
question.  What is missing?  What is missing?  Okay?  And underneath that write 
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these three things.  Write: 1) What the want.  2) Why they want it.  3) What’s 
preventing them from getting it?  What they want, why they want it, what’s 
preventing them from getting it? 
 
And so, your objective then, your first objective is to discover if there is something 
missing.  Now if you’re calling a lead, you know there’s something missing.  
Because there was a reason why they called you, or left a message.  It’s because 
they’re looking for help to change their present circumstances.  So you know 
something is missing.  So you’re a little bit along the way there. 
 
If you’re talking with a friend or a stranger, you have to start from scratch to 
discover if something is missing, remembering that Natural Selling is not a 
problem exercise.  Not a telling or selling exercise.  And if you can help people 
solve their problems, you have to find out first what?  If there’s a problem to be 
solved in the first place.  And so you’re finding out if anything is missing.  And 
you’re looking for things like what they want, and why they want it, and why they 
haven’t got it.  Why the obstacles are in the way to prevent them from getting it.  
You’re looking for more things as well.  I’m giving you sort of an overview of this 
and this is what we’ll expand on next week. 
 
And the second objective, if something is missing, is to find out their level of 
desire to make a change, the level of desire to make a change, because you’re 
going to get three different outcomes when you take this approach.  And you’re 
not talking about your product, you’re not talking about your business opting, 
you’re talking about who?  You’re talking about them.  All you’re doing is 
discovering if there’s a difference between what they have and what they want, if 
there is a problem.  And so the conversation or the dialogue revolves around this. 
 
And you do not bring up your products.  It’s not 100%, but pretty much you don’t.  
Nothing is really 100%.  I’ll let you know if I think its 100%, but as a very, very 
strong rule of thumb, don’t talk about your product.  And unless someone knows 
that you’re going to be talking about your product and then you can do, but you 
do it very carefully.  And that’s something that we’ll discuss later on. 
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So there are other questions that you can ask.  So write in the column, go back to 
your Framework again, and just write in that column, “Seven Types of Questions,” 
seven types of questions.  And again, we’re going to be covering those next week, 
seven types of questions.  So the key here is to focus on your two objectives.  And 
that’s all you’re focusing on.  Now let me ask you this, if you’re focusing on your 
two objectives, are you talking about your products?  No.  Are you talking about 
your business?  No.  Are you thinking about yourself?  No, you must not think 
about yourself.  You’re thinking about them.  Simply focusing on if there’s any 
problems that you can help them solve. 
 
Now you outcome, okay, is going to be one of three things.  The first one is, no 
problem, and therefore, there’s likely to be any change.  And so now do you offer 
your opportunity?  Do you go step over the barrier and offer your opportunity?  
And the answer is pretty much, no you don’t. 
 
This second outcome is going to be that there is a problem, and there is no desire 
to change.  In other words, a lot of people have lived with their problems for a 
long time.  And while they live with them a long time, they just got used to them 
and they’re not going to change right away.  So you have to make a decision now, 
are you going to pressure them or not.  And I would suggest that you don’t. 
 
However, you might want to leave a business card by saying something like, “If 
you should ever change your mind, I might know of something that will allow you 
to get what you want or make that difference.  And here’s my business card, and 
give me a call sometime.”  And maybe they will.  Maybe they won’t.  But that’s 
how you plant seeds. 
 
The third outcome is that someone does reveal they have a problem, difference 
between what they want, and what they have, and they are prepared to do 
something about it.  And at that stage you then transition and go into the next 
column.  All right? 
 
The next column is the Transitioning Stage.  Transitioning Stage.  So before we go 
there, what I want to do though is just go back into the Discovery Stage, and just 
write in the box, write a box in that Discovery Stage, and put these words, 
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“Discovery Summary.”  Discovery summary.  And this is where you pull everything 
together.  You basically summarize everything. 
 
And then you make sure that they’re on track, that you got it right before you ask 
them the final question, which could be a qualify question, would be, “So let me 
ask, if something came along that allowed you to get what you said what you 
wanted, and to get all the things that you said that you wanted, do you look for 
opportunities like that, or do you look to make a change, or would you make a 
change, or would you do something different?”  This is a qualifying question. 
 
And when they say, “Yes.”  And they will say yes, in some form or another, they 
say a guarded yes, or a yes, why do you know of something, but they will say yes.  
Why?  Because they just told you that they wanted to make a change.  All right?  
Is then you transition, you say, “Well, the reason I’m asking is, is that I might know 
of something, or I do know of something, or I’m doing something that can help 
you to do that, and if you’re interested, I’d be very happy to share that with you.”  
That’s the transition stage. 
 
And when they say, “Yes, depending on what it is,” or “Yes, I’d be very interested, 
and however,” then you go into the next column which is the Presenting Stage.  
So you can write that in there.  Presenting Stage.  And here is where you use your 
sales aids. 
 
And so, write in underneath Presenting Stage, write the words, “Sales Aids.”  Sales 
Aids.  And here your sales aids are many.  Some of you business presentation 
calls.  That’s a sales aid.  By the way, this call is a sales aid.  You could have made 
this call a sales aid.  You can use my newsletters every week that you can get by 
going to “NaturalSelling.com”, those are sales aids.  Three-way calling, sales aids, 
having special websites, that’s a sales aid.  You have CDs, or DVDs, or brochures, 
testing products, these are sales aids.  And this is where your system comes into 
play. 
 
So under Sales Aid put, “System.”  A lot of people used to ask me, “How does 
natural selling fit into our system?”  And actually it’s not that natural selling fits 

http://naturalselling.com/
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into the system, the system fits into natural selling.  That’s the way it works.  And 
this is where it all fits in. 
 
So once you’ve gone through your sales aids, you can then do a follow-up and 
follow through.  So in that line, which separates the Presenting Stage and the last 
column, okay, somewhere down there, just write these words, “Follow-up, Follow 
Through.”  Follow up, follow through.  Across that line, across that vertical line.  
And then in the final one put, “Connecting Stage.”  In the final column put 
“Connecting Stage.” 
 
Because what you’re going to do is you’re going to be presenting your 
opportunity, and a person might come back and say, “Yeah this is pretty good.  I 
like this.”  And you say, “Well, do you have any questions?”  They say, “Yes,” and 
they might ask you a question, and you might not know the answer.  And it’s not 
your job to know the answer all the time because there are a lot of people in your 
company who do know the answers.  This is the beauty of the whole network 
marketing game, if you like, is because you don’t have to know very much, as long 
as you know where to go. 
 
And so you’re constantly going in out of presenting and committing, presenting 
and committing, until you get a final commitment.  Until you ask for the final 
commitment.  And that’s the dialogue framework. 
 
What I want to do here is, before I wrap up, is give you a picture of what this 
looks like.  What I’d like you to do is imagine a table.  Okay?  Look at column, the 
first column, which is the Connecting Stage, and imagine a table and that you’re 
sitting on one side of the table, and your potential partner or customer is sitting 
on the other side.  That’s basically how you start when you’re first connecting.  
And then as you go into discovering, which is almost immediate, imagine yourself 
quickly sliding over to their side.  Okay?  So now you’re sliding over their side of 
table. 
 
And as Jim Rohn would say, “You meet them where they are.  You talk with them 
where they are.  Not where you are.  Where they are.”  You can ask them 
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questions around where you are to discover if they have any interest of being 
where you are, but you meet them where you are. 
 
In the transitioning stage you invite to your side.  So let me ask you, as you go 
through a qualifying stage, “Let me ask you, if something came along, would you 
change?”  They say, “Yes.”  And, “The reason I’m asking is, is that I might know of 
something that’ll allow you to do that, and if you’re interested I’d be very happy 
to show you.”  You’re now inviting them to your side. 
 
And when they say yes, you then move into presentation stage, which you know 
show them around your side.  You led to get them to see, and feel, and touch, and 
hear what it’s all about, so that they can experience it.  So they get an 
understanding that perhaps there is another way of doing things. 
 
And then in the committing stage, you invite them to stay.  You invite them to 
stay.  And at that point, when they stay, you then build your team.  And it’s as 
easy as that. 
 
So let’s do this, I have Heidi on the line, Heidi Drummonds.  Heidi, are you there?  
Have you unmuted yourself? 
 
Heidi: 
I’m here 
 
Michael: 
Hi, Heidi.  How are you? 
 
Heidi: 
I’m great.  How are you? 
 
Michael: 
I’m great, thank you.  So I not going to lie, because I don’t know anything about 
you, so I’m going to sort of keep I that way.  What I’d like to do is a role play with 
you, and you can decide how we’re going to do this.  What I do ask you to do 
though, is forget that you’re a distributor, and go back to a time when you 
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weren’t, or you could have been a distributor with another company, or 
something like this, and just be who you are.  Would that be okay? 
 
Heidi: 
Sure. 
 
Michael: 
All right.  And the other thing is, is see if you can stay in role play as much as 
possible. 
 
Heidi: 
Okay. 
 
Michael: 
And I’d like to ask you, how would you like to set this up?  Would you like to set 
this up as a stranger, as you calling in, requesting for help, maybe you replied to 
an advertisement, or my website, or something like this.  What would be best for 
you?  How would you like to do this?  And then I’ll take it from there. 
 
Heidi: 
How about a stranger. 
 
Michael: 
A stranger.  Okay.  So, let’s do this then.  Whereabouts do you live? 
 
Heidi: 
Charlotte, North Carolina. 
 
Michael: 
Charlotte, North Carlina.  Okay.  So, let’s say that I’m in Charlotte, North Carolina 
with you.  Not with you, but am there, and I’m sitting on a park bench, 
and…you’ve got parks there, haven’t you? 
 
Heidi: 
Yes <laughter>! 
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Michael: 
Cool.  Okay.  At the edge of a lake.  And it’s a nice summer day, and I’m sitting 
there minding my own business, and I purposely planted myself there.  And you 
come up and you decide to sit down.  How’s that? 
 
Heidi: 
Okay. 
 
Michael: 
That’ll be okay? 
 
Heidi: 
That’ll be great. 
 
Michael: 
All right, cool.  So, you sit down and I look over and say, “Hi, how are you?” 
 
Heidi: 
I’m great.  How are you? 
 
Michael: 
I’m very well, thanks.  This is a beautiful place around here, isn’t it?  It’s a lovely 
lake. 
 
Heidi: 
It sure is. 
 
Michael: 
Yeah.  For one of the better words <laughter> sorry for saying this, do you come 
here often at all, around this area? 
 
Heidi: 
Well, that’s good.  No, actually I don’t.  I just had some free time and thought I’d 
get outside. 
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Michael: 
Yeah, what brought you here? 
 
Heidi: 
It was close to where I live. 
 
Michael: 
Oh, so you live around here, huh? 
 
Heidi: 
I do. 
 
Michael: 
Yeah.  Do you like it? 
 
Heidi: 
I love it here. 
 
Michael: 
And can I ask you, how long have you lived around here?  I’m a stranger out here, 
myself.  I just happened to come as well, and how long have you lived here? 
 
Heidi: 
Fifteen years. 
 
Michael: 
Sorry, say again? 
 
Heidi: 
About 15 years. 
 
Michael: 
Fifteen years?  Is that a long time for you, or is that a short time? 
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Heidi: 
That’s a long time.  The longest I’ve been in one place. 
 
Michael: 
Oh, really?  Where did you come from previously? 
 
Heidi: 
I’m moved here from Rhode Island. 
 
Michael: 
Rhode Island.  Oh.  Can I ask you, what brought you here? 
 
Heidi: 
Family. 
 
Michael: 
Family?  Is that like immediate family, or your…? 
 
Heidi: 
Yeah, my siblings and my dad lived here. 
 
Michael: 
Oh, and so that’s what’s attracted you to be with them or…? 
 
Heidi: 
Yeah.  Just to come South. 
 
Michael: 
And how was Rhode Island.  Did you enjoy that while you were there? 
 
Heidi: 
I did. 
 
Michael: 
I’ve never been there.  What’s it like? 
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Heidi: 
Well, it’s got a lot of coastline.  There’s a lot of sailing going on, but it gets cold in 
the winter. 
 
Michael: 
Is that what perhaps brought you here?  Or you mentioned about moving South, 
does that make it a little bit better for you? 
 
Heidi: 
Well, no.  It was more just to be around family. 
 
Michael: 
Oh.  So where would you prefer to live if you could, Charlotte or Rhode Island? 
 
Heidi: 
Charlotte. 
 
Michael: 
In Charlotte, so you made a good move, as far as you’re concerned then? 
 
Heidi: 
Absolutely. 
 
Michael: 
Let me ask you, if you could live anywhere you liked in your life, where would that 
be? 
 
Heidi: 
Oh, I think I’d like to be based out of somewhere and travel everywhere.  I don’t 
know that I could just pick just one place and live there. 
 
Michael: 
So, I’m not quite sure I understand.  Based out of one place and travel 
everywhere? 



How To Have Fearless Conversations … - Teleclass Transcript #1 

 

___________________________________________________________________ 

©Natural Selling/Michael Oliver - No Duplication - All rights reserved     

www.NaturalSelling.com 

 

 

28 

28 

 
Heidi: 
Yeah, just Charlotte, and just be able to go wherever I want to go, whenever I 
want to go. 
 
Michael: 
Okay, so you like to sit here, be here, and just go wherever you want to go. 
 
Heidi: 
Yeah. 
 
Michael: 
Hmm, okay.  Are you able to do that right now? 
 
Heidi: 
Not as much as I’d like to. 
 
Michael: 
Really?  When you say not as much as you’d like to, what’s preventing you from 
doing that. 
 
Heidi: 
Well, you gotta work. 
 
Michael: 
Ah <laughter>.  Oh, the work, yeah, I forgot about that. 
 
Heidi: 
I’ve got to go to work. 
 
Michael: 
<Laughter> Can I ask you what kind of work you do? 
 
Heidi: 
I work for a bank. 
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Michael: 
For a bank.  A big one, a small one? 
 
Heidi: 
Big one. 
 
Michael: 
A big one.  Do you like that? 
 
Heidi: 
I do like my job, but I’m getting very tired of going in every day, and coming home 
every day, and going to bed, and getting up, and doing it again. 
 
Michael: 
Yeah.  What kind of work do you do for the bank? 
 
Heidi: 
I’m an Operational Risk Manager. 
 
Michael: 
Operational?  What’s an Operational Risk…? 
 
Heidi: 
Operational Risk Manager.  Just I take care of disaster recovery things, and 
business continuity planning. 
 
Michael: 
Oh, so if something goes down, you sort of step in, and what do you do? 
 
Heidi: 
Yeah, I kind of make sure we’ve got backup plans in place.  And how to get a hold 
of everybody. 
 
Michael: 
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Yeah. 
 
Heidi: 
And things like that. 
 
Michael: 
Oh, how long have you been doing that? 
 
Heidi: 
About four or five years. 
 
Michael: 
Is this the same thing you’ve been doing all the time, or been in banking, or you 
just elevated yourself, this is what you…? 
 
Heidi: 
No, this kind of just happened.  It’s evolved. 
 
Michael: 
Yeah?  What were you doing before that then? 
 
Heidi: 
Before I got into banking, I was in the restaurant business. 
 
Michael: 
Oh, it was a big switch! 
 
Heidi: 
Yes, a very big switch. 
 
Michael: 
<Laughter> What kind of work in the restaurant business?  I’m curious. 
 
Heidi: 
I owned a restaurant in Rhode Island. 
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Michael: 
Oh, I see.  So you owned it up until five years ago, but you let 15 years ago. 
 
Heidi: 
No, I owned up to 15 years ago, and then I came down here, and worked in 
restaurants down here for a little while, and then I got into the banking business. 
 
Michael:  
Yeah.  How was the restaurant for you?  Did you enjoy that? 
 
Heidi: 
I did for a while, but I think it’s more of a young person’s job <laughter>. 
 
Michael: 
Yeah. 
 
Heidi: 
I’m getting too old for that. 
 
Michael: 
You sound as though you’re due for a change. 
 
Heidi: 
Yeah, I’m ready for a change. 
 
Michael: 
Have you done anything about looking for the sort of freedom you want to be 
able to just get up and go, and travel, and so on? 
 
Heidi: 
No, I really haven’t.  It’s more just a distant dream, right now. 
 
Michael: 
Ah, so what if you keep it a distant dream and what if it never happens? 
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Heidi: 
Well, I hope it will some day, but I’m assuming something will change. 
 
Michael: 
Yeah, have you looked at anything at all to make that happen? 
 
Heidi: 
No. 
 
Michael: 
Hmm, and what if something came along that could help you do that? 
 
Heidi: 
Well, I would listen. 
 
Michael: 
Hmm, interesting.  So where would you go if you wanted to travel?  What kind of 
destinations and places would you have in mind? 
 
Heidi: 
I would go to the islands.  I would go to the mountains.  I would go see other 
countries.  I don’t know. 
 
Michael: 
Is that important to you to do that before you leave this earth? 
 
Heidi: 
Well, I don’t know if it’s dire, but I would like to do it. 
 
Michael: 
And what if you could, perhaps, change what you’re doing, or over time change, 
what you’re doing?  Do something else that would enable you to, say, make the 
income for you to be able to travel?  Even perhaps, to do your work while you’re 
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traveling as well, so you could go and meet other people within your work frame.  
Is that something that might work for you? 
 
Heidi: 
Sure! 
 
Michael: 
Yeah.  Well the reason I’m asking is that it’s interesting we should just be sitting 
together here, because the reason I’m asking is, is that I do something like that 
myself.  And if you’re interested, I’d be very happy to share that with you. 
 
Heidi: 
Sure. 
 
Michael: 
Okay.  Have you ever worked for your…well, you have worked for yourself before, 
you’ve been in the restaurant business, haven’t you? 
 
Heidi: 
Yes. 
 
Michael: 
Yeah.  Well, what I do is I help people, like yourself, to set up their own 
businesses, whether it’s part-time or full-time, so that they can either earn some 
extra income, or earn enough to be able to remove themselves from their present 
work, and make enough money to be able to go, and do the things that they want 
to do, such as travel.  And also, I work with a company that is also international, 
so that’s what I was just curious about when I asked you about whether you’d like 
to work and travel at the same time.  Does that sound something could be of 
interest to you? 
 
Heidi: 
Yes, it does. 
 
Michael: 
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Okay, well what would you like to do as the next step to discover more for 
yourself? 
 
Heidi: 
Maybe I need to get some information from you and get together another time 
when we can talk about this. 
 
Michael: 
Okay, well let’s do that.  What kind of information do you like?  Do you like 
to…because we have all sorts of information.  We have a website.  We have a 
DVD.  We have a CD.  We have brochures.  What’s the best sort of modality that 
you like to be able to take in information? 
 
Heidi: 
I don’t know, websites, CDs, I mean, all of them. 
 
Michael: 
Okay.  So would you like to give me your address and phone number, and I’ll give 
you mine as well?  I’ll give you my business card.  And then I can send that to you. 
 
Heidi: 
That’d be great. 
 
Michael: 
All right.  Terrific.  But let me ask you a question, Heidi.  If this something that 
could work out for you, and obviously you’re going to be the judge of that, how 
serious would you be in making that change into doing something like this?  I 
mean, how serious are you about wanting to move forward, and to do that 
traveling, and to be able to get the freedom that I think that you’re looking for?  
Give me 1 to 10, ten being that deadly serious. 
 
Heidi: 
Six.  Seven. 
 
Michael: 
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Okay.  And what would move you to a nine or a ten? 
 
Heidi: 
Maybe if I lost my job.  I don’t know <laughter>. 
 
Michael: 
Okay.  So you’re somewhat serious about doing it, then? 
 
Heidi: 
Sure, I’m ready for a change. 
 
Michael: 
Okay.  The reason I’m asking is, is that if this is something that you do, do, is that 
it’s always useful to find out that level of desire to change.  I think you’ll probably 
agree.  So that one can know where to put one’s energy into helping someone.  
So I think you can appreciate if you’re only kind of halfway there, and I’ll send you 
the information, but if you’re really serious, then part of my job is to help you get 
there, and to make that happen for you. 
 
So it’s something to think about and in the meantime, I’ll take your name, and 
address, and telephone number, and I’ll get in contact with you, send you some 
information, and set a time to get together and speak again.  Would that be all 
right with you? 
 
Heidi: 
That’d be great. 
 
Michael: 
Thank you, Heidi. 
 
Heidi: 
Thank you. 
 
Michael: 
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All right.  So Heidi before you go let me ask you this, how long have you been a 
network marketer? 
 
Heidi: 
Well, I got into it back in the late ’80s, and it wasn’t the right time for me, and I’ve 
been back in it for about three years. 
 
Michael: 
Okay.  And how did you feel about our conversation? 
 
Heidi: 
It was good.  I’ve listened…I’ve read your book and I’ve listened to some of your 
CDs, so I very much like your philosophy. 
 
Michael: 
Okay.  And how did you feel about this conversation, though?  Thank you for 
saying that. 
 
Heidi: 
I felt all right.  I don’t know that I’ve ever talked to a stranger before.  That’s why I 
picked a stranger, thinking maybe it would make me a little braver. 
 
Michael: 
<Laughter> Well hopefully there Heidi, with your learning so far, you can just go 
and be brave and go and talk with people.  Because this whole approach is based 
on when I was just talking with you, I wasn’t focused on trying to sell you 
anything.  I was just focused on finding out whether, in fact, there was some…if 
you were looking to change. 
 
And if I were to categorize you in one of three places, in other words, that 
everything was fine, there was no desire to make a change, that things weren’t 
fine, and there was no desire to make a change, and things weren’t fine, and 
there was a desire to make a change, I would probably have placed you round 
about the second category in the time that we had to be able to talk. 
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Heidi: 
Right. 
 
Michael: 
And that’s where I would place you.  And so that’s why I was bringing up about 
the seriousness about change.  Because the reality is, and for everyone on the call 
is this, is that I only want to, and I do this in my own business, I’m only prepared 
to work with people who will take on responsibility of change. 
 
If people are wishy-washy and shrugging their shoulders then that’s fine, I’m not 
going to badger them.  I’m not going to pester them or anything like that.  I’m 
going to let them be where they are, soft on the person, hard on their issues.  And 
I might, which is a little bit hard on Heidi’s issues, but I’m going to leave her alone 
as a person.  So this is the way that we go about it. 
 
And I can sit on that park bench all day long, knowing that people will come by, 
and have conversations, and at some time during the day, or during a couple 
days, there will be people who will be very, very interested.  And so why is this?  
Because I’m not focused on trying to sell them into my business.  What I am 
focused on is literally finding out if there is something missing, and if there is, is 
there a desire to do anything about it?  And as soon as there is, then I step over 
the line and transition. 
 
Now I did a little transition today.  But to tell you the truth, would I have placed a 
lot of faith in where Heidi was coming from?  Probably not.  Based on sort of 
where she was coming from.  And however, if we had more time to talk, I could 
explore a little bit further, but unfortunately we don’t have very much time, so 
that’s just sort of the name of the game.  And I’m running up against time.  So 
forgive me because I’m going to run over time by about five minutes, if you don’t 
mind, because I’d like to wrap this up. 
 
But before I do that, Heidi thank you very much for participating, I really 
appreciate that. 
 
Heidi: 



How To Have Fearless Conversations … - Teleclass Transcript #1 

 

___________________________________________________________________ 

©Natural Selling/Michael Oliver - No Duplication - All rights reserved     

www.NaturalSelling.com 

 

 

38 

38 

You’re welcome.  Thank you. 
 
Michael: 
You’re very welcome.  Thank you.  Okay, everyone, so time to wrap up.  So 
hopefully this has worked for you today.  The next stage is basically put a 
structure on top of what we’ve learned today.  Remember we’ve been building on 
the foundation, though we will build more foundational items, and by doing this, 
perhaps, some of you have learned how you can approach it.  How you can think 
differently, and for some of you, it’s going to mean, perhaps, hundreds of 
thousands or even millions of dollars for you. 
 
So next week, what we’re going to do is concentrate on four things.  We’re going 
to concentrate more on how to reframe your thinking.  We’re going to take more 
of the ten items, and ten items of reframing.  Secondly, we’re going to look at the 
language that you use that can cause potential partners and customers to be 
irresistibly draw to you when connecting with them.  Thirdly, we’re going to look 
more at the magic and power of the seven different types of questions, and what 
to listen for that will want people to want to know more before you even give 
your presentation. 
 
And we touched on three or four of them today.  What they want, why they want 
it, what’s preventing them from getting it, and also their level of desire of getting 
it.  We’re going to expand on those and we’re going to look on both sides of that.  
You heard me talking with Heidi with some of those, as well.  And I also added a 
couple more in there. 
 
And by the end of the next session, what you will be able to do, is you’ll be able to 
put people at ease, you’ll be able to attract them to you by focusing on 
understanding what they want, why they want it, and obviously much more. 
 
Thanks everyone!  Good night, and see you soon. 
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