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Michael: 
So, good evening everyone and welcome to the second call. 
 
Okay, so this week we roll up our sleeves and we start to learn and use some 
simple self mastery and communication formulas that will have you connecting 
with and discovering things from people just like those six figure earners that I 
told you about last week that I’ve trained and continue to train, in fact.  Now, this 
class, as I said, I’d like to keep it as interactive as possible so participation as we 
go along is helpful and it’ll also accelerate your learning.  So this is for your own 
learning as well as a few class members.   
 
I’m going to ask you to please participate as much as you can.  When you do 
participate, if you’ve got a question, please ask it.  Also, pretty much if you like, 
why don’t you share what you’ve learned than what you know.  That’s pretty 
much an easier way of handling this, otherwise sometimes we can spend a lot of 
time on hearing what you know, not what you’ve learned or if you can add 
something that would be useful as well.  I think most of you agree that it’s 
important to participate.  Also, a question I like to ask is do you have to believe or 
accept everything I say.  Without opening up the lines, I’ll answer for you and 
suggest that the answer is no, you don’t.   
 
Why is that?  Well, because it’s all based on my own experience and inner truth.  
What I suggest you take is what feels right for you and connects with your inner 
soul and then apply it to get the results you’re looking for.  That would be the 
approach I would recommend that you take.  Okay, now I sent you a framework, 
it was emailed to you and you could go to the website and download it.  It was 
the framework based on what I sketched out for you last week.  If you haven’t got 
it and you have the original notes, that’s fine.  However, if you want to go to the 
website and download it and print it out, that would be useful as well.   
 
So, a quick question—how did you get on with the exercise I gave you last week 
where I asked you to talk to people with no agenda in mind except to listen to and 
respond to only the answers they gave you to your previous questions.  So, what I 
want to do is hear from a couple of you as to your experience.  I’m just going to 
open up the line here. 
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Steven: 
Hi, it’s Steven from New Jersey. 
 
Michael: 
Yes, good, Steven, right? 
 
Steven: 
Yes. 
 
Michael: 
Steven, what did you get from your experience? 
 
Steven: 
What I got from my experience was that I had previously assumed I knew what 
the person I was talking to meant and where she was coming from.  This was a 
conversation I had with my wife about driving into the City and then her going up 
to Connecticut to visit our grandkids.  Once I just simply let go of my agenda, I just 
started asking her questions and found out that her reason for wanting to take 
one car as opposed to two was totally different than anything I would have 
thought about. 
 
Michael: 
So, your wife loves me right now, does she? 
 
Steven: 
She’s getting in that vein, yes, absolutely, Michael. 
 
Michael: 
Thanks, Steven, I appreciate that.  Let’s hear from another one of you.  What did 
you feel about asking those questions?  What did you get out of it?  What was 
your experience? 
 
Yan: 
Mike, this is Jon Boysen.   
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Michael: 
Jon? 
 
Jon: 
I actually found it to be fun and it was more relaxing to ask the questions to find 
out more about the person because you got into the situation where they were 
spewing everything out and they were actually willing to listen to a certain 
degree.  There were certain key things you could pick up from the conversation 
what their needs were.  So, I actually found this to be fun due to the fact that I 
didn’t go in with a business concept. 
 
Michael: 
Okay, good, thank-you, Jon…I appreciate that.  Let’s have one more.  Maybe one 
of the ladies would like to step forward to get her experience. 
 
Sandra: 
Michael, it’s Sandra in Myrtle Beach.   
 
Michael: 
Hey, Sandra. 
 
Sandra: 
What I found was that people were absolutely charmed and thrilled to be able to 
talk and have someone listen to them.  They liked it.  You know, you could just 
tell.  It made everybody kind of light up. 
 
Michael: 
What I’d like you to do, all three of you and those of you who’ve gone through 
this experience—and I’m just going to mute you out one second—okay, 
cool…what I’d like you to do is take those feelings and anchor them into yourself.  
In other words, when you’re going to be starting up conversations with other 
people with a little bit more of an agenda in mind, remember, you’re going to be 
parking your agenda, you’re going to be putting it aside.   
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Put it up on a shelf somewhere and just imagine putting your agenda up on a 
shelf, it’s up there and you have to realize your agenda at some stage, not 
necessarily in each conversation you have but you must realize that.  Anchor 
those feelings and do more of this.  Go out there—if you haven’t done it 
already—go out there and have these conversations.  You’ve heard from three 
people and you’ve heard some of the results they’ve gotten and if we spent a 
little bit more time we could talk more about the feelings that they had behind 
them.  I think you can tell from their voices they were good feelings they had.   
 
It was simple, it was easy.  Why?  Because they’d let go of their agenda.  That’s 
the whole key is to literally let go of it and focus on something different.  So, what 
we’re going learn is how to have a guided or skilled conversation or dialogue so 
we can do the same thing, to focus on these different objectives that I was talking 
about last week.  Thank you for sharing that.  I’d like to repeat—anchor those 
feelings into yourself so that when you have those conversations just know that 
it’s going to be like that—that’s exactly what it’s going to be like.   
 
The more you do that, the better it comes and then the more confident you 
become and the surer you become about what’s going on.  Remember, we’re 
focusing on different things here and literally we’re letting go of that agenda.  So, 
I hope that’s useful for you.  Okay, what are we going to do this week?  This week 
we’re going to start off with a little quiz of five questions, a nice easy quiz.  Then 
we’re going to go over the framework one more time.  Then we will look at the 
first two stages of the Five Steps to Success, which is that framework.  We’ll be 
looking at the connecting stage and also the discovering stage.   
 
So, we’ll be going into those.  I’m going to be giving you a format of questions to 
ask and we’ll follow that by a role play, maybe even do two role plays—we’ll see if 
we have any time for that, some Q&A at the end there and then I’ll set you a 
simple exercise for this coming week.  So, these five questions I’ve got, these are 
based on what you would learn last week.  This is based on the foundation of 
natural selling.  It will help you cement into place, if you like, the foundation part 
of this.  This is really critical, the thinking and the foundation—the thinking, the 
foundation—the internal and the external.   
 



How To Have Fearless Conversations … - Teleclass Transcript #2 

 

___________________________________________________________________ 

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

www.NaturalSelling.com 

 

 

6 

6 

So, the internal is what you’re thinking, the external is the foundation which is the 
practical side.  Two of these five questions are multiple choice and the other three 
you’re going to have to use your head a little bit and I’ll give you the answers 
afterward.  So we’re not going to ask you for the answers, we’re just going to give 
them to you.  This is very useful for you to get the foundation.  The first thing is 
when you pick up the phone or if you’re going to be talking with someone such as 
a friend or a stranger or whomever, what is the thought that runs through your 
head before talking with people with the idea that you’re going to be talking 
about your business.   
 
Here are two answers.  Is this the thought?  Thought number one.  I must 
prospect as many people as I can today and sign them up into my business.  Or is 
it this thought?  I must talk with as many people today to discover if they have the 
types of problems I can help them solve?  What’s your thinking?  In fact, this isn’t 
thinking just before you pick up the phone or talk with someone, this is the 
thinking you have; this is the Natural Selling thinking.  So, which one of those—
one or two?   
 
Here’s question number two.   
 
Is Natural Selling an exercise in 1) presenting and persuading or is it an exercise in 
2) problem solving?  Is natural selling an exercise in presenting and persuading or 
is it an exercise in problem solving? Okay, number three.  Now you’re going to 
have to write this down.  What are the two main objectives you have when 
starting a dialogue?  Give you a hint?  Remember I said last week it’s change the 
outcome and increase your income.  But what are the two objectives you have?  
Alright.  Number four, what are the three possible outcomes of a conversation?  
I’ll give you just a few seconds to write that. 
 
You can scribble them down in shorthand because you’ll know them; I’ll give 
them to you in a moment.  Number five, in which one of the five stages of the 
natural selling dialogue framework do you find out these three outcomes?  Okay, 
let’s go over the answers to that.  The answer to number one which is what is the 
thought that runs through your head before talking with people is, “I must talk 
with as many people as possible today to discover if they have the types of 
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problems that I can help them solve.”  It’s not about the other one which is trying 
to prospect people and bring them into your business.   
 
One is a focus on you, trying to get what you want and the other is a focus on 
them.  So, that’s really quite simple and we covered that last week.  “Is natural 
selling an exercise in presenting and persuading or is it an exercise in problem 
solving?”  It’s all about helping people solve their problems, discovering if they 
have problems.  That leads us to number three, “What are the two main 
objectives you have when starting a dialogue?”  The two main objectives are 1) 
find out what’s missing, if anything.  Now those of you call leads, you already 
know something’s missing so you’re a little bit along the way there, now you have 
to find out what it is, that is unique to each person.   
 
The second one is what is the level of desire to make a change?  So that’s what 
your objectives are.  It’s not about increasing your business or anything; it’s 
literally at that thinking.  Thinking that comes from helping people solve their 
problems or discovering if they have the types of problems that you can help 
them solve.  Number four, “What are the three possible outcomes?”  Okay, in 
shorthand, I’m going to give them to you.  One outcome is no need, no desire, 
and no change.  In other words, there really is no need, if there’s no need, there’s 
hardly likely to be any desire and therefore, there is going to be no change.   
 
Number two is there is a need, no desire, no change.  In other words, you’ll 
discover come people do have needs, they might express a desire but they 
haven’t expressed it strongly enough they’re going to change, they won’t make a 
commitment to change.  So you have a decision here as to whether you want to 
spend a lot of time with them.  Personally, I would take them through to the next 
day or suggest the next day to give them a business card suggesting if they ever 
do want to look at changing or if they ever do get change prior to their present 
situation, they’ll know where to contact you.  Take a step back; just let it go, part 
of this whole thing is detachment.   
 
The third one is need, desire, commitment to change.  This is what you’re really 
listening for before you transition into presenting your opportunities.  So you’ve 
got that framework there that we’ll go into.  Remember, the first stage is 
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connecting, the second stage is discovering and then the third stage is 
transitioning.  So, you’re transitioning into the presentation stage.  Number five 
where the question was, “In which of the five stages of the natural selling 
dialogue framework do you find this out?”  That, of course, is in the discovering 
stage, which is the most important stage in the whole process.   
 
Here is where you discover those three things and you make a decision as to 
whether you want to open the door, present the opportunity, allow the other 
person to have a look at your opportunity.  So, let me just open up the line to see 
if there are any quick questions around about that.  One second.  Okay, lines are 
open.  Are there any quick questions around that?  Was that clear?  Would that 
work for you guys?  Give me an answer, two or three of you.  Are you happy with 
that? 
 
Speakers: 
Good, yes. 
 
Michael: 
Okay, cool, to get a little focus there.  I’m leaving it up to you to tell me if you’re 
happy or unhappy.  Alright, I’m going to mute this line again.  The question comes 
up is how would you like this week to get a grip on now building on top of that 
foundation and learning some more of those self mastering communication 
formulas?  What they’ll do now is help you to move your business basically 
forward to a more rewarding life and also make your business expand.  So, we’re 
going to do that right now.  What I’d like beforehand, though, is to give you three 
more of the 10 ways to retrain your thinking.  Last week I gave you two ways of 
the 10 ways to retrain your thinking.   
 
I’m going to give you three more and I’m going to give you some more next week 
and the week afterwards.  If you remember last week, the two that I gave you 
were selling is to help and to serve.  We were looking at how most people in this 
world look at selling as about persuading or telling or trying to get people to do 
things and so on.  In natural selling, we don’t do that.  We help people influence 
themselves to change.  We help them influence themselves to change their 
present situation.   
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We don’t do that for them.  We know that’s a tough road to go and most people 
don’t like that and that’s one of the biggest causes of rejection and objection as 
well because we don’t try to push people or pressure people into doing what we 
think they should do.  The other one was basically selling with purpose or on 
personal agenda.  I altered the title just a little bit but the question is do you sell 
on purpose or with purpose or on personal agenda?  You can put these in little 
post-it notes and put it on your fridge door to remind yourself and, of course, in 
natural selling we’re selling on purpose, the purpose of a business being to help 
other people solve their problems.   
 
The purpose of selling being to help other people solve their problems and 
putting our personal agenda aside and being able to achieve our personal agenda 
quite naturally by if you like helping people come to one of those three things 
that I was talking about, no need, need, with no desire to make a change, or need 
with a desire to make a change.  That’s all we’re going, just talking with people, 
just finding out those three things.  It’s very simple, very easy way of doing it.  The 
application of it requires a little bit of learning and that’s what we’re doing here, 
of course.   
 
So, here are three more.  The next one is, we could say the third one is, 
confidence is leadership, I’ll give you the title, “Confidence is Leadership.”  The 
fourth one is, “People Don’t Think what They Think you Think.”  I’ve always loved 
that one, that’s a great one.  People don’t think what they think you think.  And 
number five, “Your Words Are an Extension of Your Thoughts.”  Okay, so let’s take 
the first one or the third one, but number three out of the 10, “Confidence is 
Leadership,” and put a little title here, “Confidence versus Posture.”  Now, for me, 
confidence is what you have when you want to attract someone.   
 
Have you ever been attracted to people like that, you see people who are 
confident.  When you’re confident, people seem to be attracted to you.  It’s a 
matter of knowing what you want, of knowing who you are.  Posturing is more 
about being better than the other person.  That word is used a lot in this industry.  
Posture to me is just that, it’s about being better than somebody else or 
positioning yourself above someone; it seems to have that connotation.   
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What I’m going to suggest to you is that where you want to position yourself is at 
the same level as somebody else and sort of meet them where they are and help 
them to come over to where you are so as to help them achieve what it is they 
want to achieve, if they’ve expressed that.  So, you almost want to create a 
mutual ground, a place that both of you can step into.  There’s an old saying that 
goes like this, “Beyond the wrong doing and beyond the right doing, there is a 
place—I’ll meet you there.”  This is what you want to do is create that place, 
create that energy into which both of you can step, into which both of you can let 
go of your inhibitions.   
 
It has to start somewhere; it has to start with you.  The moment you step into 
that space and start thinking differently, then people will mirror you and step into 
that space with you.  You are creating a different sandbox, if you like, a different 
area of which you’re letting go of your inhibitions, your beliefs, your limitations 
and you’re now opening having a dialogues.  So, posture can exude arrogance, 
you know, confidence oozes leadership.  Being confident says things like, “I know 
who I am,” “I know where I’m going,” “I know what I want,” “I’m good at helping 
others get what they want.”  So, confidence versus posture, think in terms of 
being confident.   
 
You are the CEO of your company, be confident.  Here’s another thing under this.  
Meet them where they are.  I mentioned this last week.  Confidence is about that.  
If you remember the table analogy that I gave you last week while I was going 
through the five steps to success framework.  No matter when you start off in the 
conversation connecting, you’re basically looking at each other across the table.  
In the discovering stage, you’re sitting next to them; you’re meeting them where 
they are.  In the transition stage, you’re inviting them to have a look at where you 
are and what you’ve got in your solutions if, in fact, they’re looking for something.   
 
In presenting stage, you’re demonstrating that, you’re showing them as to what 
can be done or what they can do to move themselves forward.  Of course, in the 
committing stage, you are inviting them to stay, you’re inviting them to change 
their present situation and stay with you.  That’s sort of the analogy there.  Let’s 
have a look at another one under confidence as leadership—voice confidence.  
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Have confidence in your voice.  Record your voice sometime—record your voice 
when talking with friends or people you know.  Listen to the way you talk and be 
that person.   
 
Many times what happens is we get on the phone or we stop talking with people 
and we try and be something else—we put a different inflection in our voice.  
Sometimes we get a little bit uptight or tight and our voice level goes up.  Be the 
person, be who you are.  At the same time, be prepared to modulate, moderate 
your voice.  So, listen to the other person, listen to their tonality, listen to their 
speed, listen to the words they use and match them to a certain extent.  Don’t 
match them to the fullest extent that you lose who you are but start matching 
them and getting used to that so there is a commonality.  Mirror them a little bit, 
it helps in the process.   
 
This has nothing to do with manipulation; it’s to do with better communication.  It 
enables you to communicate better.  Here’s another thing—detachment, write 
that down as a little subheading…detachment.  Detach from the outcome.  There 
are dozens of things you can detach from and tonight we’re just going to leave it 
like this and if there is another opportunity, we’ll expand on that.  One thing you 
can detach from is detach from what you’re hoping for.  Let go of this outcome 
that you’re hoping for, that the other person really is in need and they really do 
have a desire and they really are going to make a commitment.   
 
There are a lot of people out there who are prepared to do that.  However, it’s up 
to you to be able to have a conversation or dialogue to allow them to surface that 
themselves.  You’ll find that it becomes very easy, as easy as the conversation 
some of you shared this evening.  When I was selling many years ago before I 
started training, I was over in England doing one-on-one training, they like 
training people in large groups and they go out on the road with them one-on-one 
and we’d go to preset appointments.  I always did the first one and I was using the 
whole process of natural selling at that time, not to the finesse that it’s being 
brought to today and in that process I only ever lost one sale.   
 
That doesn’t mean to say that every single person bought something, I could just 
recognize one of those three outcomes that I was talking about and I knew 
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whether there was going to be a sale or not.  However, I did make a lot of sales.  
The trainees of course when they first started didn’t make as many as me and it 
was always because they were sort of focusing on this outcome, it was very hard 
for them to let go of that outcome in the first place.  I remember them saying to 
me, “How come you get the easy ones?”  I used to chuckle at that because they 
weren’t any easier, it was just the way that I approached people.   
 
That was what we were training them to do and that’s what you can train your 
people to do.  Alright, let’s look at number four, the next one on the list here.  
People don’t think what you think they think.  This has to do with the way we 
interpret what is said to us and what we think people are saying or asking.  You 
might remember the saying that goes like this, “I know that you think you know 
what I said but what I said is not really what I meant.”  I got that on a coffee mug 
recently.  I was up at my cottage and there was a little store I wandered into and 
there was a coffee mug for 50 cents and I thought, “This is cool, I’ll buy this.”   
 
In my book I talk about how two ladies were conversing and one was telling the 
other how her husband had left her and had gone off for a week, hadn’t heard 
from him, didn’t know where he was or anything.  She had no idea what had 
happened.  Her friend responded by saying, “Oh, my dear, that must be awful for 
you,” and she replied back, “No, on the contrary, I couldn’t wait to get rid of the 
bum.”  So, it’s a matter of how we interpret what people are saying the meaning.  
As one of you said or a couple of you said, “People are actually meaning and 
saying things totally different than what we think.”   
 
And so that’s part of the fourth principle of natural selling that says natural selling 
is feeding back or clarifying what you think you heard.  All too often we interpret 
what people say to us based on our past conditioning or past experiences.  A lot 
of times we make stuff up, too.  We convince ourselves that the other person is 
going to be nasty to us or the other person is going to bite back to us or is going to 
reject us or whatever.  If we think that, what do you think is going to happen?  
We’re going to get that as a self-fulfilling prophecy so let that go—let that go.   
 
Just realize that we mostly make things up.  Let’s look at number five that your 
words are an extension of your thoughts.  Again, in my book I wrote about an 
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ancient Sufi saying and it goes like this, “Your words are an extension of your 
thoughts, your actions are an extension of your words, your habits are an 
extension of your actions and your life is an extension of your habits.”  People 
basically judge you and also the results that you get out of life are all based on 
your habits, your actions and your words.  They all started where?  With a 
thought.  They all started with a thought.   
 
So, be aware of the words that you use that can restrict you and the words that 
don’t help you when you’re attempting to help people influence themselves.  If 
you’re using words or thinking certain words, then what you’re doing is restricting 
your own ability to move forward and you’re also restricting your own ability to 
help people influence themselves.  So things like “can’t, no, don’t, could’ve, 
should’ve, would’ve, or get,” as in trying to “get” people to do things as opposed 
to saying, “How do I help a person get what they want,” as opposed to, “How do I 
get a person to my website,” “How do I help a person to move them towards 
seeing that my website is an appropriate place to go,” or “How do I help a person 
do this?” 
 
Using the word “prospects,” for example, a word that I don’t particularly care for 
because it makes the other person look like an object to my desire, so I’m 
prospecting as opposed to helping and calling them potential partners or 
potential customers—prospective partners—that’s another way you could use it.  
So if you want to change your thinking, change your words and if you want to 
change your words, change your thinking.  An awareness, of course, is the first 
step to change.  So being aware allows you to rethink and rethinking gives you the 
option of a choice to change.   
 
So, observe the words we use and in the coaching so as you start talking and ask 
questions, we’ll be listening to your words and critiquing your words and helping 
you to adjust them, if necessary.  Okay, so we’ll do some more reframes next 
week and what I’d like to do now is to move on to recap the natural selling 
dialogue that I sent you last week.  So, if you could get the notes out on that or 
the download and we’ll just very quickly go over that.   
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You have the framework in front of you, if you’ll look a the left-hand column, 
connecting stage lead source, as I mentioned last week just going into 
presentation mode for a second, alright, lead source I mentioned last week, we’ve 
got a lot of places to go for leads.   
 
For those of you who might be wondering where those are, I’m going to rattle 
these off to you.  Remember, you can listen to this call; it’s being recorded, so if 
you don’t write them all down, you can go back and listen to the recording.   
 
Leads-where can you get leads from?  Leads are from adverts from your website, 
you can buy leads, you can create flyers, you can create posters.  You’ve also got a 
circle of influence, that circle of influence are your friends, your associates, your 
acquaintances.  You can also make cold calls.  You can go to, for some of you, 
Expos or fairs or markets and meet people there.   
 
You can also go as an attendee to some of these places and talk to people who 
have booths.  I don’t mean to go to your competition, but go to people who have 
booths of various sorts that might be interested in what you have to offer.  You’ve 
got referrals, seminars, talks that you can give.  We talked about telephone cold 
calling and also strangers; you can go talk to strangers.  So let’s talk a bit more 
about the connecting stage.   
 
For example, if you’re talking with some of your friends, here’s a clue for you, 
don’t treat all your friends as though they’re the same people.  They are different 
people, they have different personality styles.  What you’re learning right now will 
give you 80 to 90% of what you need. 
 
The personality styles are not something that you have to jump out and learn.  It’ll 
just give you another thing to learn.  Get comfortable with what we’re learning, 
asking questions, listening and responding.  So, for example, these are some ideas 
as to what you can do here.  People that you know, you might be talking with an 
entrepreneur or a businessman who, for example, might be a person who is very 
fast, quick on his or her feet, wants the big picture—something of that sort.   
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You could call up and speak to your friend and say, “Mary, you know how you like 
to look at opportunities when they come along, especially unique ones, well I 
might have found something that could be up your street.  Do you have time to 
talk about it sometime?”  You can be very direct like that and you can continue to 
ask some discovering stage questions but you’d shorten them down for someone 
like that because they probably don’t have a lot of time, driver-type personality, 
for example.  But that might not be necessary so that it is a driver-type, it could 
be someone else.  You can assess it.  So just look at where that person is coming 
from.   
 
You could be talking with a stay-at-home mom or dad, someone who works 
within the parameters of families and kids.  Maybe they want the independence 
and ability to work their own hours.  However, in this instance, many times kids 
come first and business second.  You might approach them this way, you might 
say, “Joan, you know how you were saying you were getting frustrated staying 
home with the kids with nothing to do and wanting something to do more for 
yourself during the day?  I’ve discovered something that might just be the ticket 
for you, that will allow you to spend some time with the kids while getting 
yourself out and making some extra income as well.   
 
Do you want to get together and have coffee and talk more about it?”  Okay, so 
open it up.  Find something that the other person might have expressed.  You’re 
always looking for those things anyway.  You’re looking for things the other 
person might have expressed that you can create a hook around, where you can 
open up a conversation around.  Don’t be in a rush to talk about what you want to 
talk about.  Spend time on the dialogue side.  Here’s another one for you.  How 
about the talker?   
 
You’re got people who talk and talk and talk, they could talk under water and they 
may need to learn how to listen.  For them, people come first, business second.  
They might have a large network of friends, they can network very easily, and 
they’re good at telling stories.  So, you want to give them opportunities to lead 
meetings.  So you might say something like this to that person, “Joe, you know 
how you’re a great people person and like to get out there and meet people?  
Recently, I might have found something that might be a great talking point for you 
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and an opportunity perhaps also to create some wealth or extra income for 
yourself as well.  Would you like to chat sometime to talk about it, it might be up 
your street?”  So, talk to them in those terms.   
 
I’ll give you one more.  Someone perhaps you haven’t spoken with in a while.  
Say, “Carol, this is Michael, gosh it’s been a long while since we’ve spoken.  You 
crossed my mind the other day and I thought I’d give you a call and catch up and 
see how you and the kids are.  Is this a good time to talk?”  And have a talk.  
Again, letting go of your agenda, remember you can always talk about what you 
do later on, you just want to find out more about them.   
 
So, learn how to ask questions first and then respond later.  You can sort of 
moderate your questions according to the different styles.  Alright, let’s open it up 
before we proceed into the discovering stage.   
 
Jessica: 
Michael, this is Jessica from New York. 
 
Michael: 
Okay? 
 
Jessica: 
And I’m not sure if I have a comment or a question or maybe this isn’t the place.  I 
was speaking to a live, I guess potential, partner and not a lot of information was 
coming back and I was having difficulty having a conversation.  I’m thinking trying 
to connect it with the type of personality was that a type of personality or 
perhaps this is someone that just wasn’t going to be a good prospect, I don’t 
know.  You know what I’m saying? 
 
Michael: 
Oh yes.  Let me ask you this, how often does this happen to you? 
 
Jessica: 
Not very often. 
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Michael: 
Okay.  Alright, so occasionally you’re going to meet someone like this, right? 
 
Jessica: 
Yes. 
 
Michael: 
So one of the things to do is to ask yourself a question, “How often does this 
happen to me?”  If it doesn’t happen very often, then basically let it go.  You 
might have a certain type like an analytical mind; it could be someone who isn’t 
having a particularly good day.  There could be a lot of things going on here.  The 
main thing is to just relax and continue with your question.  As you develop 
learning this, you’ll be able to help them open up.  Now, we haven’t got a lot of 
time to be able to get into some deeper aspects of that.  It’s a great question, 
maybe we can bring it up at another coaching session.   
 
However, the main thing is to always ask yourself this question, and it’s a really 
important one, “How often does this happen?”  If it happens a lot, it probably has 
something to do with a variety of things, maybe it’s the questions you’re asking, 
maybe they are too factual and not enough objective questions, something of 
that sort.  But what happens is we tend to get hung up on these little things and 
we figure that something is really kind of wrong here, right?  As a friend of mine 
put it, why is we judge ourselves on the little things that hang us up as opposed to 
applauding ourselves on the greater successes of our life.  You know where I’m 
coming from? 
 
Jessica: 
Oh absolutely, that’s very true.  I think I probably was a little upset, well actually 
he said, “Well, this is going too long,” and he hung up.  I said I had to tell this to 
you.   
 
Michael: 
Alright, now you’ve got it off your chest and let it go and move forward, okay?  
Okay, we’ve got a little bit of noise here on the line so that was a great one.  
Thank you, appreciate that.  Any other questions? 
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Steve: 
Michael, this is Steve in New Jersey.  I have a question.  Some of us may have 
been in previous network marketing companies and have spoken with our friends.  
They’ve either said no or they had a poor experience with the previous company.  
How would you talk with these people with a bad background? 
 
Michael: 
Well, it depends on whether you’re…I’m going to put it into presentation mode 
for a second and answer you, Steve.  My first response is that it depends on how 
you’ve spoken with them in the past.  If you’ve spoken with them in the past very 
directly as in conventional selling and you basically railroad them into your 
business or you spoke with them in a way that they said, “Not interested,” 
because you were focused on you.  Now you have a different approach and the 
approach is to tread cautiously and to really talk more about them.   
 
Also, take into your mind, or answer the question, do you have to get to talking 
about your business even if it comes up that they are looking for something in the 
first instance.  The answer is no, you don’t.  So go about it cautiously, these are 
your friends, these are your acquaintances.  If it’s someone who has said no in the 
past and you feel like you pressured them too much then start having 
conversations about—and we’ll talk about this more in the discovering stage—
what’s missing, if anything, and also about their level of desire to make a change.  
That’s all you’re going to do, you’re going to talk about that.   
 
They might say, “Oh, wait a second, you just started with a new network 
marketing company, I know what you’re doing.”  And you say, “Well, be that as it 
may, I’m curious about you.  It’s interesting to me, you’ve told me a lot of things 
which are going on, that are still going on, and nothing’s changed.  So, I’m just 
curious as to what you’re going to do about it,” or, “I’m just curious as to whether 
you’ll ever change and what you’ll change to.”  Do that as a friend.  Somebody 
might have been burned.  You want to ask them about what happened.   
 
Say, “Well, tell me what happened,” and ask them to expand on it.  Get behind it 
and use the “what if” question.  “What if you could have a different experience?”  
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“What if you could do something that wouldn’t repeat all the things that 
happened then?”  “What if you could achieve your goals?”  “What if you could get 
the correct training?”  “What if you could do this?”  Ask a lot of “what if” 
questions.  Allow the person to re-evaluate.  Here’s the clincher.  You can say 
something to the effect of, “Steve, let me ask you this.  There was a reason why 
you got involved with that other network marketing company.  What was that?”   
 
And allow you to repeat it or I could say, “Steve, you’ve told me what you were 
looking for and so on, was that the same reason why you got involved in that 
other network marketing company?”  And you’re likely to say, “Yes, it is.”  “Well, 
as you said, it didn’t work out, did it?”  Say, “What else are you going to do?  
What other options do you have?”  You might say, “I don’t really know.”  I’d ask 
the question “Is it worth looking at this option,” for example.   
 
And what if now that you’ve got experience you could make sure you’ve got the 
things you want into place.  Bring up an analogy.  For example, if you went to the 
dentist and had a bad experience, would that stop you from going to the dentist 
the rest of your life?  A person would say no and you’d say, “Why not?”  You’re 
likely to say, “Because I’d end up with bad teeth.”  So, something of that sort.  Let 
me open up and see if that’s helped you, Steve. 
 
Steve: 
Yes, it did…very much.   
 
Michael: 
Okay, cool. 
 
Steve: 
Thank you. 
 
Michael: 
You’re very welcome.  Alright, let’s move on then and get to the discovering stage 
because I’d really like you to have some more meat here.  That will give us more 
time later on in the next two classes to talk about specific issues.  So if there are 
some things that come up for you in the next two classes, these are the times to 
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talk about them.  We’ll have a stronger foundation on which to build.  Let me go 
into presentation mode for a second and we’ll have some fun with this because 
I’m going to role play with one of you.   
 
Section B 
 
I asked you last week, “How many of you would like to have most people 
interested in you and your business?”  I think all of you would say yes.  The 
answer I gave you was a Zen answer which is “Don’t talk about you and your 
business.”  So, if you’re scratching your head, sort of wondering what to ask or 
what to listen for or even how to respond to people, then this discovering stage 
section is really for you.  What we’ve discovered, haven’t we, is that selling is 
really not about persuading or hoping someone would do something.  It’s really 
about helping them influence themselves to change.   
 
You can do that by using the art of asking questions, listening and appropriate 
responding.  Something like this, it reminds me of a story of this salesman who 
was talking with his sales manager and the sales manager brought him into his 
office because the salesman was falling behind quota.  The salesman was dancing 
a little bit and came up with this response which he thought was pretty good.  He 
said, “You know, sir, you can take a camel to water but you can’t make it drink, 
can you?”  The sales manager, who’d been around the block a few times, said, 
“Son, your job is not to make it drink, your job is to make it thirsty.”   
 
So, in a sense, that’s what we’re doing.  We’re helping people come to grips with 
where they are and where they’d like to be and we’re helping them to be thirsty, 
to create that thirst to want to know more.  That’s exactly what we’re doing, to 
want to know more and to take action once they want to know more.  The place 
to do that is actually in the discovering stage.  Also, you’ve probably heard me say 
before or read in my book or heard it on the CDs and it’s a poem by Rudyard 
Kipling that goes like this, “I keep six wise serving men that taught me all I knew, 
their names were what and why and when and where and how and who.”   
 
Six questions, and these six questions, along with listening and responding, are 
the tools in your toolbox.  These will serve you for life.  These will serve you with 
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your family, with your friends, with your boss (if you ever want to continue having 
a boss,) with your associates, with your team, with your potential partners, and 
potential customers.  It’s just valuable questions, questions that were never 
taught when we’re kids.  What are the first two things we’re told in the first two 
years of our life, we’re taught to walk and talk, aren’t we?  In the next 18 years, 
we’re told to shut up and sit down.   
 
That’s pretty much it, that’s our life in one little capsule, isn’t it?  So, what we’re 
doing here is learning how to ask questions.  So these are the tools of your 
toolbox or, as I prefer to call them, the colors in your paint palette.  There are six 
of them.  What they do is allow the other person to paint a picture, for you and 
many times for them.  This is the first time they really see their picture and feel 
their picture.  It’s a picture about their present situation and whether their 
present situation is working for them or not and, if it isn’t, whether they’re 
prepared to change.   
 
The picture, if you like, is different for each person.  And why?  Because we’re all 
different.  Each conversation you have is unique unto itself.  Years ago I was 
talking to… Mr. Gross of Networking Times and he came up with this that each 
conversation is unique unto itself.  So, you are talking with people and hearing a 
different thing.  If I asked you, for example, to paint a tree and I gave each of you 
exactly the same six colors on a palette and exactly the same paintbrush and 
exactly the same canvas and asked you to paint a tree, to away and paint a tree 
for four hours, you came back—would your trees be the same?   
 
The answer is no, they’d all be different, different textures, different colors, 
different thing.  This is exactly what we’re doing.  What we’re doing is like asking 
to paint the tree.  The discovery stage is where you achieve your two main 
objectives which are what’s missing, if anything, and is there any desire to change 
if there is something missing.   
 
Why do we ask questions?  Why do we discover?  Well, it’s like going to a doctor.  
If you went to the doctor and the doctor said, “How can I help you?” which is a 
great way to start and you say, “Well, I’ve got a pain in my right shoulder in my 
back,” and the doctor said, “I know what you want,” and gave you a prescription.   
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How would you feel about the doctor?  You probably wouldn’t feel very well and 
you probably wouldn’t get the prescription, you’d go to another doctor or do 
nothing at all.  Why?  Because you wouldn’t feel confident that the doctor had 
analyzed or diagnosed what was going on.  That’s exactly the same with us.  
We’re like doctors.  Imagine yourselves with a white coat on and talking with 
people with a stethoscope, putting a stethoscope and listening to their heartbeat, 
listening to what’s going on in their lives.  As you know, our decisions are based 
on feelings, based on emotions and it’s said that you can feel without thinking but 
you can’t think without feeling.   
 
Feelings are preeminent, they’re absolutely preeminent.  In fact, I don’t know if 
you’ve heard of Malcolm Gladwell, he wrote a book called Blink.  He talks about 
how gut instincts are far more powerful than the rational mind.  When we help 
people put the logic and the subjective thinking together, the logic is like that 
iceberg I spoke about, it’s above the surface, the “what” of what people want and 
then we put together the subjective which is the “why” people want it.  Then we 
make change happen, we help change happen.   
 
Gladwell actually talked about thinking without thinking in that our emotional 
processes literally take about one-fifth of the time it takes that our brain takes to 
assimilate.  So these conversations we’re having, sometimes people do give us 
one-word answers that are fairly short, the questions we ask become part of their 
psyche.  So don’t worry if people are not necessarily over-exuberant with their 
answers.  Just know the questions themselves are sitting inside and are rotating 
through a person’s mind and that will sit with them for a long time.   
 
That’s why there’s no point in pressuring people even if you feel the person has a 
need and there doesn’t seem to be any desire to take action.  If you pressure 
them, they’ll go away; you’ll just reinforce what they’re presently thinking.  If you 
let go, it allows them to process and assimilate what’s been going on, the 
questions that have been asked.  Believe me, they are answering those questions 
in their own mind, whether they like the answers or not, they’re answering them.  
Sometimes they won’t answer you because they don’t like the answers.  But they 
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will assimilate it and, at some stage, there’s a real good chance that they will 
come back to you.   
 
So, I hope that makes sense.  How would you like then to have people talk with 
you in a way, very openly talk about their problems, so that they feel what it’s like 
to have their problems and they influence themselves to do something about 
them?  Better still, how would you like to use their problems to help them solve 
their problems and to help you present your solution?  Because people will solve 
their problems on their own.  This is what I mean about natural selling allowing 
people to influence or persuade themselves to make a change.  They will do that 
internally and you basically sit back, all you have to do is learn those questions to 
ask.   
 
That would be pretty fantastic for that to happen, wouldn’t it?  Let me give you—
and we’re going to do some writing here—those seven types of questions to ask.  
Now in my book, I talk about six types.  I blended two of them together, needs 
awareness and needs development questions, sort of the “what do you want” 
and “why do you want it”.  That’s the basic type of question you’re asking.  What 
I’ve done is expanded it so as to bring more clarity.  When I come to rewriting that 
book, this extra question will be in there and you will know this ahead of time so 
you’re going to get it now.   
 
Now something you might want to also make a note of, which is very powerful, is 
this is also what you’re listening for.  Okay, so the answers you get to these 
questions are actually what you’re listening for.  You’re listening for where a 
person is, you’re listening to the music that’s inside of them, you’re listening to 
their subjectivity, what they think and why they think it, what they want and why 
they want it.  It’s all got to do with them, it’s got nothing to do with you—it’s all to 
do with them.  So this is what you’re listening for as well.   
 
There are two parts to listening—what you’re listening for and how to listen.  
What you’re listening for is this.  So what I’d like you to do is take a piece of paper 
and down the left-hand side and put a space in-between each of these 
abbreviations, I’d like you to write the letters “BQ” as in “bravo Q.”  Underneath 
that, two lines down, “NAQ,” as in “November Alpha Q,” then “NDQ,” and 
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underneath that, “RQ,” (that’s the new one by the way, the RQ,) the “SQ,” the 
“CQ,” and the “QQ.”  Bill, you’re on the line with me, right? 
 
Bill: 
Yes, I am. 
 
Michael: 
So you’ll be my guide as to whether I’m moving too fast while we’re doing this 
and then we’re going to open up the lines. 
 
Bill: 
Sure. 
 
Michael: 
Alright.  Thank-you.  Okay, now…write this on a separate piece of paper because 
I’m going to get you to write these seven types of questions down next to these 
abbreviations.  Just so that you know, on a separate piece of paper, “BQ” means 
background questions; “NAQ” is needs awareness questions, “NDQ” is needs 
development questions, “RQ” is responsibility questions (like PRQ, personal 
responsibility questions.)  
 
“SQ” is solutions questions, “CQ” is consequence questions and “QQ” is qualifying 
questions.  The main questions that you’re asking are these…so back to the page 
where you wrote down those abbreviations and write this.  Next to “BQ” you’re 
writing “Who are you?”  “NAQ” is “What do you want?”  “DQ” is “Why do you 
want it?”  Am I doing okay there, Bill? 
 
Bill:  
You can slide down just a fraction. 
 
Michael: 
Okay, I’m just going to repeat that then.  BQ is “who are you”, NAQ is “what do 
you want”, NDQ is “why do you want it”, RQ is “what’s preventing you from 
getting it”, SQ is “what have you done about getting it” (in other words, getting 
what you want,) CQ is “how will you feel if you don’t get it”, QQ is “how serious 
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are you about getting what you want”.  So, let me run those again, “who are you”, 
“what do you want”, “why do you want it”, “what’s preventing you from getting 
it”, “what have you done about getting it”, “how will you feel if you don’t get it”, 
“how serious are you about getting it”.   
 
Let me do it one more time.  “Who are you”, “what do you want”, “why do you 
want it”, “what’s preventing you from getting it”, “what have you done about 
getting it”, “how will you feel if you don’t get it”, “how serious are you about 
getting what you want or getting it”.   
 
This is your framework, your fundamental framework that I’m going to suggest 
you learn, use, practice and have it so you can run it upside-down, inside-out.  
This is what I do.  Remember the first framework was the framework itself of the 
dialogue process—the five stages.   
 
This is a framework within a framework, which is in the discovering stage.  We can 
expand on this but this is your fundamental framework here.  Literally, if you 
learn this and imbed it your mind, it’ll become second nature to you, imbedded in 
such a way that if I just flashed up a card and put “consequent question” or “CQ” 
you could just roll this out, you know, how would you feel if you don’t get it or 
how would you feel if you don’t get what you want.   
 
You could just roll it off your lips.  This is your guideline because this is the 
fundamental questions you’re asking and this will be the fundamental questions 
that you’re listening for, the answers to what you’re listening for.  So I’m going to 
open it up for a moment and allow any discussion about this so that you guys can 
ask any questions or make any comments.  Okay, we’re unmuted, anybody have 
any comments or questions? 
 
Debbie: 
Michael, this is Debbie from Pennsylvania. 
 
Michael:  
Hi Debbie. 
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Debbie: 
I just didn’t get when you talk about the BQ, the background question, what was 
the NAQ? 
 
Michael: 
NAQ, needs awareness question was “what do you want”. 
 
Debbie: 
Okay. 
 
Michael: 
Okay.  Any other questions? 
 
Lila: 
Hi Michael, this is Lila from New York.   
 
Michael: 
Welcome. 
 
Lila: 
Hi.  This is so extremely helpful.  We’ve been reading your book, listening to your 
audios, training our people with it.  I can say it right now this puts it in such a clear 
frame, I am so thankful that you are sharing it with us.  Thank-you so much, this 
was extremely helpful. 
 
Michael: 
Oh, that is very kind of you to feed that back.  Thank-you so much.  Okay, any 
other comments or questions?   
 
Steve: 
Yes.  Michael? 
 
Michael: 
Yes, go ahead. 
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Steve: 
Why do you call the why they want it needs development question? 
 
Michael: 
Okay, great question.  It actually literally develops on from the awareness.  For 
example, if I said to you, “Steve, so what would make a difference in your life? 
Just give me an answer to that. 
 
Steve: 
Okay, you want me to answer that? 
 
Michael: 
Yes, just role play with me a second. 
 
Steve: 
What would make a difference in my life? 
 
Michael: 
What would make a difference…come up with an answer; it doesn’t make a 
difference what it is. 
 
Steve: 
Okay, being able to retire from my practice.   
 
Michael: 
Okay.  Now I’m going to ask you a why question.  No, I’ll a role why question 
because there’s a lot of different ways to ask a why question.  I’ll do a role why 
question and say, “Why do you want to retire from your practice?”   
 
Steve: 
There are a lot of other things I want to do and one of them is to make a 
difference with more people than I can by myself each day. 
 
Michael: 
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Okay.  See, what we’ve done here is create an awareness.  I picked up on a need, 
if you like, and I’ve now become aware of a need and you’re talking about the 
need and the need is to be able to retire from your practice, right? 
 
Steve: 
Correct. 
 
Michael: 
Okay, so we’ve become aware of it.  Now we developed it into…I mean, you could 
say, “So what?”  The question that comes up is “So what?”  So you need to retire 
from your practice.  I’ll ask you, “Why would you want to retire from your 
practice?” and you tell me because there are other things you want to do in your 
life; you want to go out and help people and so on.  So that develops a need, it 
expands upon the original logical side, the “what” is the logical.  It’s above the 
surface of the iceberg and the “why” is below it, the subjective reasoning.   
 
If I asked someone the same question, they’d give me an entirely different answer 
or they might give me exactly the same words as an answer but their rationale, 
their reasoning, would be different but it’s their answers they’re giving.  And 
that’s how people feel they are being heard, if you like, they’re being understood.  
Steven Covey puts it is that “most people looking to be heard and understood”.  
Does that make sense? 
 
Steve: 
Yes, it does.  Thank-you. 
 
Michael: 
Okay.  Alright.  So I’m going to put it in presentation mode again.  I’m going to 
expand on those in a little bit but let me just talk about them just for a moment so 
you get a good picture and we’re going to do a role play.  These are not meant to 
be in a linear fashion.  Now, you can ask them in a linear fashion and I’ve done 
it—I’m going to do it in a moment.  It’s really meant to be learned this way and 
then let it go.  I’ll give you a little visual so you can put this down.  What you’re 
doing is like a framework and you’re wearing this framework into your dialogue.   
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Sometimes you’ll hear answers to these questions and you didn’t even ask the 
question.  So take the answer, develop it.  Here’s what I mean by weaving it into 
the dialogue, take the answer, develop it if feels appropriate to do so.  So the key 
here is to learn it in a linear fashion, know it inside-out and break down the 
structure, let it free-flow, let it go.  There’s no such thing as running this in a linear 
way.  Once you learn this, what you can do sometimes, if you ever get stuck for a 
question or what to do next, you can in a nano second what would be an 
appropriate type of question and it’ll come to you.   
 
You won’t even have to think about it, it’ll happen so fast.  You’ll sit there and 
you’ll go, “I wonder what I should ask next?” and you’ll just know, you’ll have a 
good feeling towards it.  The whole thing is to relax, you have to literally let it go 
and relax.  When you relax, you get very creative.  The creativity has to come from 
somewhere, you’ve got to give it some help and this is the help, this is the 
foundation here.   
 
What I’d like to do them is get a little picture, take out a large piece of paper and 
I’d like you to draw a large circle, it’s about the best way I can describe this.  You 
can help me out here, Bill, to see if my power of description is going to be that 
great.  Draw a large circle and drawn seven circles on top of that large circle, so 
you’ll have seven circles going around in a circle.  Does that make sense, Bill? 
 
Bill: 
On the inside or outside of the circle? 
 
Michael: 
It doesn’t matter, it could be on top of that circle, and I just need seven circles 
going around in a circle.  That’s why I just drew the big circle; the big circle is just 
as a guideline.  So just draw seven circles and in each of those circles write the 
abbreviations, “BQ”, “NAQ”, “NDQ”, “RQ”, “SQ”, “CQ”, “QQ”.  So just write in 
each of those, so you should have on a new paper, seven circles in a big circle and 
these abbreviations in there.  What I’d like you to do is link all those circles.  In 
other words, take the first one and with your pencil just draw a line to each of the 
other circles.  Take the next circle, draw a line to the closest circle and attach that 
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to all the other circles.  Just keep on doing that all the way around until you’ve got 
what? 
 
Bill: 
A big mess? 
 
Michael: 
You’ve got basically a mess; you’ve got a matrix there.  What I’m saying here is 
you can ask a question and then you can flow through to another question; there 
is no linear sequence to this.  In fact, it’s just a module.  Now what I’d like you to 
do in the middle of that mess, write the big, bold words, “CONTENT.”  Then 
outside it, write the word, “FRAMEWORK.”  So, what’s going on here?  What’s 
going on is who’s got the content?  Help me out, Bill, quickly. 
 
Bill: 
They do. 
 
Michael: 
They do.  Who’s got the framework? 
 
Bill: 
I do. 
 
Michael: 
Yes, of course.  So now you’ve got something to work with.  They’ve got the 
content, they’ve got the answers, they know what they want, they know why they 
want it, they know what they’ve done about it, they know what’s stopping them 
from getting it, they know how they feel if they don’t get it and they know how 
serious they are about getting what they want.  Okay?  They’ve got all the 
answers, they’ve got the content, and you’ve got the framework.   
 
Don’t be afraid to move around.  I’m going to open up the line and I’m looking for 
a volunteer and I’m going give you a quick synopsis of this.  I’m going to role play 
with one of you so I need someone to volunteer for this and I haven’t opened up 
the lines yet, but I’m just going to use these questions and demonstrate how 
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simple it is.  So, one second.  Okay, who’d like to volunteer with me, who’d like to 
play with me? 
 
Hi Michael.  This is Wan Wai Yee from Singapore. 
 
Michael: 
Yanee, is that the right name, have I pronounced it correctly? 
 
Wan Wai Yee: 
Wan Wai Yee. 
 
Michael: 
Wan Wai Yee.  Thank-you.  Okay, Wan Wai Yee.  Okay, so let me just run this 
through with you.  If you’d just like to be who you are, Wan Wai Yee.  In fact, it 
would be helpful when we do these role plays just to go back in time before you 
started your businesses and just be that person who you are, okay? 
 
Wai Yee: 
Sure. 
 
Michael: 
Just be very present at that time.  You might have to go back six months, two 
years.  It doesn’t really matter; just think in terms of who you were at the time.  
So I’m going to start off.  Background question, who are you.  We’ve got a little bit 
of idea of who you are so I’m now going to start with the needs awareness 
question so just work with me, Wai Yee, okay?  Let me ask you a question.  What 
would make a big difference in your life if you could change what you’re doing or 
do something different?  What would be the catalyst, what would it be that would 
make the big difference in your life? 
 
Wai Yee: 
I suppose it would be to be able to go where I want at any time. 
 
Michael: 
Why do you want to do that? 
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Wai Yee: 
So that I could actually…so I’m not restricted in any way. 
 
Michael: 
Okay, when you say restricted in any way, perhaps you could expand on that a 
little bit.  You say you want to go, apart from being restricted, what else?  Let me 
rephrase that.  What’s important to you about being able to go where you want 
any time? 
 
Wai Yee: 
Actually I want to be able to meet somebody but he’s quite far away from where I 
am. 
 
Michael: 
I see.  Let me ask you a question.  What’s preventing you from meeting this 
person? 
 
Wai Yee: 
I suppose it’s money because I don’t have the resources to meet this person 
anytime I want. 
 
Michael: 
Have you done anything about getting the money? 
 
Wai Yee: 
Well, I’ve been thinking in my mind maybe about going there, to find a job, going 
there to learn some…to get some work but either way I don’t have enough money 
to start. 
 
Michael: 
Okay, so if I’ve heard you correctly, you might just go there anyway and find a job 
there but you don’t have enough money to go there, is that correct 
 
Wai Yee: 
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I have enough money to get there but whether I have enough money to find a 
suitable job, to find anything there, I wouldn’t know. 
 
Michael: 
I see.  How would you feel if you weren’t able to get there and meet with your 
friend? 
 
Wai Yee: 
I suppose that would be very difficult for me, we’re trying to work something out 
but I don’t think it’s possible if I don’t have all these resources. 
 
Michael: 
Let me ask you; is this something that’s very important to you?  If there was a way 
that you could do that, is that something you would look at seriously if you could 
do something that created the money for you so you could get to see your friend 
abroad and travel freely? 
 
Wai Yee: 
Yes, I think if I could do all these things, I think that I would very much love to do 
it and if there is such a thing I could do. 
 
Michael:  
How serious would you be about that if there was an opportunity? 
 
Wai Yee: 
I never thought that there might be an opportunity but if you say so I think why 
not, you know?  If I can’t find any other way, if you could find me a way, I would 
love to try. 
 
Michael: 
Okay.  Thank-you, Wai Yee, for participating there. 
 
Wai Yee: 
I hope everyone can understand me; I might have a different accent from all of 
you. 
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Michael: 
I think you did fine there and I repeated some of the things back anyway so I think 
even if some people might have said lines were a little noisy, I think most people 
would have gotten that.  We’re going to do another role play anyway.  Wai Yee, 
before you go, let me just ask you very briefly, what were you feeling in that 
conversation? 
 
Wai Yee: 
I suppose I could feel myself thinking, I felt that, you know like sometimes you’re 
being asked a question and you’re not given enough time to think about it, but in 
this case, I’m feeling that you gave me enough time and I didn’t feel pressured in 
certain amount of time and I felt really comfortable. 
 
Michael: 
How did you feel internally about changing?  Has it made your resolution to 
change stronger or are you the same? 
 
Wai Yee: 
I think it made me stronger to want to change. 
 
Michael: 
Okay.  Wai Yee, thank you very much for participating, I appreciate that. 
 
Wai Yee: 
Thank you so much. 
 
Michael: 
Let’s do another role play with another one of you.  So would another one of you 
like to step forward and we’ll just…? 
 
Louda: 
Hi Michael.  It’s Louda from New York, I would be honored. 
 
Michael: 
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Okay, same thing.  How do you spell your name, by the way? 
 
Louda: 
I’ll give you the phonetics, it’s L-o-u-d-a. 
 
Michael: 
L-o-u-d-a.  Louda.  Okay.  Again, just go back in time before you were involved in 
your business to see who you are and we’ll just run through the whole thing again 
here.  Let me ask you a question, what would make a big difference in your life, if 
you could have anything what would that be? 
 
Louda: 
I guess that would be able to align myself with the positive things in my life.  I’m a 
positive person and I’m always looking for ways to feel inspired and to help other 
people find inspiration in their lives, if I could just find a way to align myself with 
that.  I’m in a PhD program now and I’m finding it a little bit difficult in the world 
of academia to really do that sometimes. 
 
Michael: 
And what’s important to you about aligning yourself with positive things so that 
you can feel inspired and help other people feel inspired as well? 
 
Louda: 
I guess I just feel like I have such a great life and I know what it’s like to live life 
and feel good and feel joy and I guess I feel sad sometimes when I know that 
other people aren’t totally living life and enjoying it as much as maybe they could.  
So, I guess I just want to share.  I’ve always loved helping people and I want to 
share the things that I have found really helpful in my life with others so maybe it 
will be helpful with them.  In terms of I’m very much into personal development 
and really helping people see the upside of things and finding ways to feel good 
about our lives.  So it’s just important for me to share that because I just feel 
great where I am.  
 
Michael: 
So what’s stopping you from doing that right now? 
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Louda: 
Good question.  I am stuck in a program that I started four years ago and I’m 
trying very hard to find what I’m sharing with you now within the confines of this 
world of academia and I guess I was a teacher before and so I was able to do this 
before and I thought I’d be able to find that with this avenue.  I guess what’s 
stopping me is I haven’t signed anything yet and this is just my best option so far. 
 
Michael: 
So have you done anything about creating that situation so you can find that self 
fulfillment and helping people feel inspired as well?  What have you done about 
getting it? 
 
Louda: 
I read a lot, I talk to my fiancé, we share a lot of inspiring personal growth books 
and concepts so I find myself wanting to talk about these things so I guess that’s 
one thing I’ve been doing.  And yes, and just soul-searching within myself and 
trying to align the academic work and trying to find the alignment.  So I’m actively 
trying to find this within this avenue but I’m starting to realize I may need to be 
looking outside of this world if I want to really do what I want to do and help 
people find inspiration in their lives. 
 
Michael: 
And if you somehow aren’t able to do that, how would you feel about that if you 
weren’t able to find what you’re looking for here? 
 
Louda: 
I’d feel disconnected from myself, I’d feel like I’m not fully and complete and 
connected to who I am and what I’m supposed to do.  I guess that’s what I’m 
feeling now is I’m trying to go down this one road but I’m not feeling the 
connection with myself that I’m supposed to feel on Planet Earth.  So, I think I’d 
feel like there’s something missing and I would want to keep searching for 
something that’s going to give me that sense of purpose.  Does that make sense? 
 
Michael: 
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Well, I think that to a certain extent.  I have a feeling it does to you.  Let me ask 
you this.  What if there were a way to combine academia and also this sense of 
wanting to help people and feel inspired and help people inspire themselves to do 
better and be better and at the same time if this was helpful to you, creating an 
income for you at the same time.  Is any that of any interest? 
 
Louda: 
Absolutely.  That would be great.  I know that there is some good here; I know I 
can do well through this avenue and I’m trying.  But absolutely, being a student is 
not easy financially and if I could make an income by helping other people and 
feeling connected to myself in that way while I find my way through this path, 
sure, that would be fantastic actually. 
 
Michael: 
Well it sounds like you’re pretty enthusiastic about doing something and haven’t 
found what it is that is the vehicle that would allow you to do this.  Is that 
correct? 
 
Louda: 
Yes, yes.   
 
Michael: 
Louda, what I’m going to do is stop there because what I would do at this point is I 
would transition and we’re going to cover that next week.  I would like to thank 
you for doing this and I would ask the same question, how did you feel about 
those questions and what you were being asked there? 
 
Louda: 
I felt good.  It feels always nice when someone is interested in who we are and we 
don’t have a chance to really have people listen.  I felt that you were listening, I 
felt that you were trying to help me with whatever I was looking for and you were 
trying to understand who I am, where I’m coming from.  Eventually obviously 
trying to help me to see if what you have is going to be helpful to me.  So, I 
appreciated it, I appreciated the time.  It was nice. 
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Michael: 
Now let me ask this.  Do you think you could ask those same questions yourself? 
 
Louda: 
Absolutely.  Yes, absolutely.  I really like the clarity of it.  Yes, definitely. 
 
Michael: 
For the benefit of everything here, you’ll notice that I had to tack on one or two 
questions in a couple of places there and I altered it.  You can change the question 
itself, the same meaning.  However, what I did do I attempted at the end to 
actually say what I asked you to write down there so you could actually hear, feel 
and see what was going on there.  But this gives you an indication that even if you 
do it in a linear way; it could work—even in a linear way.   
 
So, what I’d like to do…Louda, thank-you very much and also Wai Yee, I’m going 
to open it up now to questions and comments from everyone.  We’ve got about 
six minutes here.  So let’s open up to questions and comments about how you felt 
about that little process there.  By the way, we’ll be expanding on this next week.  
Who’s on the line? 
 
Tiffany: 
Michael, this is Tiffany in California. 
 
Michael: 
Hi Tiffany. 
 
Tiffany: 
I was following your questions; it was interesting when you asked Louda if she felt 
she could ask all of those questions.  I was checking that with myself.  The only 
problem where I come up with a funny feeling is in the consequence question, 
“How will you feel if you don’t get it?”  Both that and with Wai Yee, it was just 
like, “Ohhh.” 
 
Michael: 
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That’s an interesting comment you make about that.  Let me give you one of two 
answers, if I can, or one of two suggestions.  If you don’t feel comfortable about 
asking the consequence question, then don’t ask it.  It’s not important that you 
ask all these questions and the consequence question is probably the one 
question that you want to have a little bit of caution around because it is a little 
bit of a downer question.  In fact next week I’m going to give you another 
consequence question which brings the person up, so it’s an upper question.  So, 
next week you’re going to get the happy side of the equation and this is a little bit 
of the unhappy side of the equation.   
 
What we’re doing is, next week I’m going to give you a bit of a balance here 
because we’re helping people talk about where they are which sometimes can be 
unhappy for them and then allow them to talk about where they’d like to be 
which would be happier.  So, we’re helping them to shift from where they are, to 
move them away from where they are, into where they want to go.  So, that’s one 
question, if you’re not too sure, then go with your better instinct and don’t ask it.  
The other thing is that nothing ventured, nothing gained.  If you feel in your 
conversations that it is appropriate, then just go and ask the question.  Just open 
the door for yourself and ask the question.   
 
You can rephrase it any way that you want, I’m just using it in fairly much of a raw 
form but I did rephrase it a bit.  Just test it; you’ll probably be very pleasantly 
surprised.  That’s a matter of stretching your comfort zone a little bit.  So there 
are two answers there.  Don’t use it if you feel in your gut if it’s not appropriate 
because you don’t have to use any of these questions if it’s not appropriate and 
the second one is if you feel it is, venture out there—nothing ventured, nothing 
gained.  Ask the question and what’s the worse that could happen?  Nothing 
really, just give it a go.  Is that fair enough? 
 
Tiffany: 
It seems like that’s the question that brings them into their feeling so it has very 
rich potential.  I guess my reluctance around it is fear of prying or grilling or just… 
 
Michael: 
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These are very relevant things that you bring up and I’m going to suggest a lot of 
it is in your own mind.  Remember, people don’t think what you think they think.  
Both Louda and Wai Yee, in fact, seem very grateful to be heard.  We’d already 
progressed.  It’s like the movie Jerry McGuire, when Dorothy tells Tom Cruise to 
shut up and says, “You got me at hello.”  Well, this kind of thing you’re basically 
got them by the third or fourth question you’ve asked.   
 
If you do it in that gentle way and an unhurried way and you let go of your 
agenda—because I have no agenda in doing this, I don’t know what your outcome 
is going to be, I don’t know whether you’re going to say yes or no and it doesn’t 
worry me.  If either Louda or Wai Yee had said, “No, not really interested,” I’d be 
curious but I wouldn’t press the point.   
 
I wouldn’t have said, “Well, why not.”  However, if I had a deeper conversation I 
might because I’d be curious as to why they wouldn’t want to change.  
Remember, I had no agenda; I’m just listening for three outcomes.  In both those 
instances, the third outcome, which was demonstrated need, desire and 
commitment came through quite loud and clear, wouldn’t you agree with that? 
 
Tiffany: 
Yes. 
 
Michael: 
So give it a go.  Here’s another way you might rephrase that.  You could say, “How 
would you feel if you don’t do anything?” or “What will happen if you don’t do 
anything?”  See, you can use the word “feeling” because I’ve found it’s quite a 
good word.  However, you can rephrase it.  So, “What will happen if you don’t do 
anything?” or “What will happen if you can’t do anything about it?”  It’s a 
consequence question, it’s different ways of asking that consequence question.  
I’m just giving you some good questions here.  Does that make sense? 
 
Tiffany: 
Yes, thank-you. 
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Michael: 
It’s been a long evening.  We have time for one more question or one more 
comment and then we’ll wrap it up and give you a quick assignment for this week.  
Any other comments anyone has? 
 
Jessie: 
This is Jessie from New York.  I just wanted to say that this has really helped put it 
in kind of a straightforward mindset for me to get the questions that I’m trying to 
ask of the people at the right time.  I felt a bit scattered and the fact that it 
doesn’t have to be linear helps because I had one conversation and I was doing 
fine and at the very end I had a problem getting him kind of at a point I guess 
maybe I had my agenda but I was trying to get a little bit more out of him and 
didn’t know how to do it and was kind of pulling for a question and I had pulled a 
question I normally do right in the beginning.   
 
Of course, I have to remember they don’t know what my sequence is so I thought, 
“I never asked him how long has he been looking for a business,” and that was 
really helpful because it kind of put things in perspective as to why he was taking 
so long or when was he going to come around and do something finally.  When I 
asked that question and I think it helped give him clarity to see, “Gosh, I have 
been looking around and I haven’t found anything and now I’m thinking that this 
could be it and what’s stopping me?”  It was very helpful and this has just helped 
it to be a lot easier. 
 
Michael: 
Okay, thank-you for the comment.  Remember that questions of how long have 
you been looking for business or what kind of business are you looking for, these 
are all additional questions that you weave into this framework.  That’s what I 
was talking about earlier.  These fundamental questions here and we’ll expand on 
them next week with building them up, and there isn’t much more to expand on, 
just giving the opposite side of the coin and different ways of phrasing it, but 
these are the questions that you’re asking and listening for.  Remember, it isn’t 
just these questions.   
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I’m just giving you the raw questions and demonstrating how you can do it and 
how you can create, as long as you come from a certain place and you say it in a 
certain way, you can create this atmosphere very quickly.  You can build 
immediate rapport with most people without having to spend a lot of time 
building rapport.  That’s really the key thing.  Next week we’re going to continue 
with this and do some more role plays.  The last session, we’re going to do the 
same thing but we’re going to deal with or address people’s concerns and issues.   
 
So, very quickly summarize what we did today then, we went over some more 
refrains of our thinking, we did the first two stages of the framework, the natural 
selling dialogue framework, the five steps to success.  We’ll repeat the discovery 
stage next week; we’ll open it up to more questions as well.  Be very aware about 
the noise on the line, press *6 when you come in.   
 
Your assignment then is to learn those seven types of questions and embody them 
into your mind, upside down, use them, play with them, expand on them, make 
notes as you’re using them.   
 
Use these questions.  If you want to use these questions with an agenda and 
when I say an agenda, your personal agenda, because it is up there, it’s on the 
shelf—then fine, do that.  Someone’s hurting and you’ve got the same kind of 
responses we got this evening, then transition and say, “Well, you know, I might 
know something that will allow you to do that,” or “I’m presently doing 
something that might allow you to do that and I’d love to share that with you, if 
that’s okay.”  We’ll learn to form transitioning phrases next week but go ahead 
and do that now.  Still continue last week’s exercise but make sure it’s helping 
people.   
 
Don’t leave people in the lurch when you hear of them needing or wanting help.  
Here are a couple things.  Notice the difference in people’s attitude to you, make 
notes about this.  Remember, don’t force the sale.  Just focus on the two 
objectives and listen for one of the three outcomes.  Note your own feelings.  
Make little notes on the side because we like to talk about it next week.  Go 
ahead and do it.   
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Your assignment now is to go out and start to utilize this, weave a dialogue 
around it.  Make sure you’ve got these seven questions memorized, understand 
you don’t have to use them all and get comfortable with it, expand your comfort 
horizon.   
 
Now, we are overtime but what I’d love to do if you will bear with me, those of 
you who are on the line, I’d like to hear from three of you.  We’ve already got a 
bit of feedback.  If someone hasn’t spoken, three of you like a light bulb moment, 
an “aha” moment if you could share with the rest of the class and then we’ll do a 
little wrap-up here.  It’s been a long evening but I hope it’s been worthwhile.  
Who would like to volunteer for that, a little “aha” moment, a little light bulb 
moment, an awakening moment?  How’s that?   
 
Steve: 
Hi, it’s Steve in New Jersey.  The reconciling the fact that you are paid and have 
memorized seven questions and you can still be spontaneous is a big “aha.” 
 
Michael: 
Ah, yes.  I love that, I’ve never heard that before.  I appreciate that, Steve, thank 
you. 
 
Speaker: 
Again, I think what I really got a lot out of for myself was that these questions are 
all terrific but they don’t have to be in this specific sequence or linear form, that I 
use them as I feel they may be necessary and appropriate and not to kind of be so 
confined, I guess, to, you know, “Well, gee, if I don’t ask question three at that 
time, this is never going to work,” and to be relaxed to it and that it’s okay as long 
as I’m getting these questions answered. 
 
Michael: 
Okay, fantastic, that’s great.  One more? 
 
Caroline: 
Michael, it’s Caroline, I’m from Canada.  My “aha” was that when you asked “why 
do we ask question”, it’s kind of like going to the doctor and diagnosing, I guess 
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coming from my nursing background it really hit the cord for me, especially when 
you said we’re like doctors and our questions allow us to listen to their heartbeat 
and allow us to see what’s going on in their lives.  That just made so much sense 
to me and it made asking the questions okay for me, so thank-you. 
 
Michael: 
Well, thank-you and I appreciate all your comments and those who participated.   
Go and have a great week, use what you’ve learned and let’s talk about it next 
week and we’ll expand on it more and give you some more flesh to put on the 
body, so to speak.   
 
Many thanks, all the best and we’ll speak with you again next week.  Good night 
everyone.
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