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Good evening everyone and welcome.  This is the fourth session of “How to Have 
Fearless Conversations and Build Your Business Faster, Without Fear, Rejection or 
Objections”.   
 
So the agenda for today is this.   I’ll make some comments on the exercise that 
most of you completed, and we’ll open it up a little bit just to talk about that.  So 
we’ll open up for 7 to 10 minutes for those questions or comments from you 
about the exercise, what you got from it, any questions that you might have 
around it.  Then we will complete the ten ways to reframe your thinking. 
 
Each week, as you know, I’ve been giving you a number of ways to reframe your 
thinking with the remaining two reframes.  Then we’ll go on to complete the 
remaining three stages of the Natural Selling Dialogue Framework.  In other 
words the five steps to or five stages, Five Steps To Success, and those will be the 
transitioning, presenting, and committing stage, and we’ll have some fun around 
that too, do a lot of interaction around that. 
 
Then as the main session, part of the session, we’ll have an open session on 
addressing questions, statements, and/or concerns, or responding, which is a 
better title really.  Responding to questions, statements and concerns, which is 
really one of my favorites.  I love this.  It’s like a party piece for me, especially at a 
workshops.  Where I love it where I get bombarded with all of these questions, 
and statements, and so on, and it’s fun.  I’ll share with you, this is just coming to 
me, one of the ways to actually be creative and to be able to be very effective at 
this is to stay very, very calm, very, very still, because with stillness comes 
creativity. 
 
Because with stillness you’re accessing that higher I, that higher consciousness 
and it’ll all flow through you.  One of the main things to remember is just stay still, 
stay still.  Then we’ll do some role plays and we’ll do a little rap up.  So that’s the 
agenda for today everyone. 
 
Okay so let’s move in to some comments on the exercise that most of you 
completed.  And as you know, you can download that.  You can look at my 
response to it.   
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Let’s look at the detachment exercise.  As you know, I’ve put all your responses in 
one long list without any editing.  Why did I do that?  Well basically to edit it takes 
a long time, and I thought it would just be good for everyone to have a look at it, 
and scan through, so that you can see how many things that we get attached to, 
and how many are the people on this call have come with their own things as 
well. 
 
Now serendipitously, this is really interestingly, I was watching Deepak Chopra, on 
public television this afternoon; it’s a two-hour show.  For those of you who aren’t 
in North American, public television is what we call a publicly-funded television 
organization.  It survives off the donations from individuals and also from 
companies.  It’s not funded from any other way, not from advertising, there’s no 
advertising on it.  This afternoon, he actually spoke about detachment as one of 
the 10 Keys to Happiness, and if we kind of look at this in reverse, you know he 
spoke about that unhappiness comes from our attachment to things. 
 
Well what was really interesting was the question that came up was that, “What 
is it that we’re attached to?”  Because it basically is, if we come to agree that 
everything is basically an illusion out there, that it’s just nothing, we’re just 
attached to whatever it is, but it’s nothing.  Another question came up is that, 
“What is it that actually doing the attaching?” and what’s actually do the 
attaching is our ego.  As   put it in, “The Eye of The I.”  There’s the I which is us, 
which is our ego.  Then there’s the eye, which is that higher consciousness, a 
greater intelligence. 
 
And those of you who read, “The Secret”, those of you who look at “Law of 
Attraction”, and so on are fully aware of that, that there is a higher intelligence, a 
higher consciousness.  Some people call it God.  Some people Nirvana.  Some 
people call it a lot of different things.  There’s a higher intelligence that eye, and 
the eye of the I.  That eye is really, in one word, Eckhart Tolle spoke about this.  
That was on the Oprah Winfrey webcast last night.  He talks about it that that eye 
is your consciousness, that universal intelligence that has no ego.  And so that is 
what we’re talking about here, is tapping into that higher intelligence, letting that 
work for you, detaching. 
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So detaching from a lot of things, so you can be still, and can you be calm, 
because in the stillness, and calmness, that’s where the consciousness is.  That’s 
where that greater intelligence is.  So learn how to do that; learn how to let go of 
your attachments. 
 
The other thing that we spoke about was five different ways to ask seven types of 
questions.  And with most people, they were really good responses.  I was actually 
really impressed by the high <laughter> caliber of them.  So something’s working 
here <laughter>. 
 
Either I’m getting good at teaching this or you’re really good at absorbing it or 
both.  So I think we’ll go and tap both ourselves on the shoulders <laughter>.  
Let’s do that and say that we’re really good at doing this.  Not of course, we’re 
attached to this, but anyway.  And as you know, I took two of them and I gave 
them a tweak.  And one was quite factual, the other was quite pictorial, and I 
chose those two.  There were some other good ones too.  I chose those two 
because they were two different approaches.  So I hope you saw that.  Some of 
you probably saw that they didn’t quite match up with your own. 
 
And what I noticed was that for some of them, I would say a fairly good number 
of them, there were good questions under different headings.  And as I 
mentioned in my email, don’t get attached to that.  The questions, they were the 
most important things.  Is that you spent time thinking about those questions, so 
if they were under the wrong headings, incorrect headings, I should say, that’s 
okay.  And use the two examples I gave you to see if you can look at your own, 
and adjust them, move them around.  So there’s no right or wrong here, there are 
no judgments, just examples of different ways that you can express those 
questions. 
 
Now a couple of notes and comments I’d just like to make, well the first comment 
I read which is just that, and it was about sort of breaking down the structure, the 
questions are more important than the headings.  Now I noticed that on the 
second comment, that there was the expression that was used which the concept 
of is really good.  That’s this, it came up in the qualifying questions for some of 
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you which said, “If I could show you how, then would you be interested in, or 
would you look at, or whatever question that came up, if I could show you how?” 
 
Now without beating around the bush, I’m going to give you an alternative way of 
saying that.  And the reason is this, is that if you could say, “If I could show you 
how,” where does the focus go?”  Assuming that you’ve been putting the focus on 
your potential partner or your potential customer, where’s the focus go?  The 
focus goes back on you, doesn’t it?  “If I could show you how.”  It’s a very old sales 
way of talking with somebody.  And people will pick up on this, and sometimes 
people will reverse this, reverse any good feeling that they have about you, when 
I say reverse this.  They reverse any good feeling that they have about you. 
 
Or they’ll go back into wondering where you’re coming from or was this a trick.  
So it’s a very good concept.  However, I’m going to give you a different way of 
saying it, which is very powerful, which keeps everything on neutral ground.  And 
the words are, in fact, lets do this.  Lets see if anyone knows.  Anyone who would 
like to give me the words?  How would you change, “If I could show you how,” 
using exactly the same concept, but changing the words a bit?  Anybody want to 
try? 
 
Female Speaker: 
If you could learn how. 
 
Robert: 
This is Robert, in California, and you might say, if you could get. 
 
Michael: 
Okay great, yes.  If you could get, and as one of you said, there’s a lady there who 
said, “If you could learn how,” okay.  “If you could learn how.”  So let me ask you, 
if you could learn how to do that, or let me ask you, if you could get that, is that 
something that’s important to you?  All right, here is another way, and you could 
write this down and just write down these two letters because they’re major, 
major important letters, “What if,” okay, “What if.”  Okay now, you can create all 
sorts of sentences and structures after that, “What if there is a way that you 
could?” okay.  Or, “What if you could do that?”  Make sense to everyone? 
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Female Speaker: 
Yes. 
 
Michael: 
Okay, so the big word is, what if, and you can use that till the cows come home.  
It’s just really a great way of talking with people.  For example, you might say to 
someone, “So What if you could do that?” and they might say, “Oh no, no, really 
is, that’s impossible.”  You say, “Why do you say that?”  “Well I’ve been doing this 
for ages, and I’ve tried all sort of things, and it hasn’t worked.”  You say, “But 
what if you could?  What if there’s a way you could do it?”  “No, no, no.”  “Yes, 
but what if there was?”  They say, “You know what I just don’t think there is.”  
“But what if there was?”  You see you stay on the issue. 
 
You just say, “What if there was,” gently, kindly, firmly, and eventually, they’ll 
look at you and they’ll go, “Well what are you talking about, is there a way?”  You 
say, “There is possibly a way, if you’re open to it.  But what if there is a way you 
can do it?”  They’ll say, “Well okay, well if there’s a way then I’m open to hearing 
it.”  And so you gently, if you like it, and firmly, I’m bit careful putting the word 
pressure on them, but you are doing it from a good place.  Allowing them to open 
up their mind, but stay with that.  Make sense everyone? 
 
Female Speaker: 
Yes. 
 
Michael: 
Give me some feedback on that.  Anybody got some other ideas, because there’s 
lots of ways of expressing that?  In fact, let’s open it up for just a few minutes.  
Feedback on that, anything that was that’s been said this evening about the 
exercise, and that little last bit, so anybody wants to add anything or say 
anything? 
 
Steve: 
Yes, Michael.  It’s Steve, in New Jersey. 
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Michael: 
Yes, go ahead, Steve. 
 
Steve: 
What impresses me about this last few statements that it’s very neutral, and 
there’s no way that the person you’re speaking to can be upset, can be annoyed, 
they maybe challenged, but it certainly keeps the focus over there, and gets them 
to think, as opposed to putting the focus on you, as you said. 
 
Michael: 
Yes, and it’s not open to misinterpretation, because the moment you say, “If I 
could show you,” and you put the focus back on you, it could be interpreted that 
you set this thing up.  In fact, you didn’t set it up, you did, and you didn’t.  You 
basically have set it up, not in the old way, conventional way of doing things; you 
set it up just simply to what?  To find out if a person has a problem, and if they 
have, how much are they prepared to change?  Because your job is to help 
people.  I mean that’s all it is; your job is to help people.  So that’s the only way 
redo it effectively.  It takes out any misinterpretation or misunderstanding.  Good, 
thanks, Steve.  Okay. 
 
Steve: 
Michael. 
 
Michael: 
Yes. 
 
Steve: 
One other thing, it seems to me is that if you say, “If I could show you,” it sets up 
an adversarial relationship, where the person will say, “I bet you can’t.”  And then 
you’re into can I, or can’t I, and it’s not good enough, and you’re into a spiral 
downward. 
 
Michael: 
Yeah, that’s right, which is part of that misinterpretation.  It can set up adversarial 
relationship, and that’s what I meant by, any good work you’ve done in creating 
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this relationship can be, not destroyed necessarily, but some of it be taken back.  
A person can be a bit guarded, so be very, very neutral on that.  Good, thank you. 
 
Robert: 
Michael. 
 
Michael: 
Yes, go ahead. 
 
Robert: 
This is Robert, in California.  I saw somebody doing a demonstration with a 
woman where he made a jester.  He said, “If you can have this right now,” and he 
took it in both his hands, in his imagination, and gave it towards her, “Would you 
take it?”  She responded by taking it to her, physically, and he knew then that she 
really wanted it. 
 
Michael: 
<Laughter> Yeah, I love it.  Again, if you could.  “If you could have this right now.”  
That’s a great way of doing that.  Yeah, and that’s a great question to ask.  It’s a 
great question to ask in the whole process, the whole scheme of things.  So let me 
ask you, “If you could have this right now, what difference would that make in 
your life?  There’s a way of doing it, over the telephone, for example.  The idea of 
actually having something and handing it to them, I think is wonderful.  Especially 
if you are one-on-one and you guys have got various products, such as and you 
know, for example that some of you sell nutritional supplements and you hand it 
over to them. 
 
“So let me ask you, if you could have this right now, and be able to get,” and 
repeat the benefits back to them, you know what they said that they wanted.  
Instead of, “How do you think that would make you feel in about a month or two 
months?”  Great response, okay let’s continue.  Anything else anyone wants to 
add.  Anything we said this morning, or anything about the exercises, or any 
comments you have. 
 
Janelle: 
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Well I’ll just say, this is Janelle, from California, the detachment piece that you’ve 
been working with us, Michael, has been really strongly with me all week, and so 
helpful every time I get on a call. 
 
Michael: 
<Laughter> 
 
Janelle: 
It’s wonderful! 
 
Michael: 
Did you read the other people’s comments as well, what the other people said, 
and stuff like that? 
 
Janelle: 
Yes, yes, yes. 
 
Michael: 
Yeah. 
 
Janelle: 
And I just delight in looking over them.  It’s all printed out. 
 
Michael: 
Yeah, they are great aren’t they?  And there are some of them which were, you 
have to look at them a little bit, because you have to put them into context, and 
understand that the person is coming from a certain place.  You know no 
judgment, no criticisms, no nothing, just see how that comes in, and you see how 
people think differently.  It’s like the four different personality styles in a sense.  
You know different ways people look at things.  Yeah, thanks Janelle.  I’m glad you 
got something from that, that’s great, okay. 
 
Let’s quickly go over these two more reframes then, to complete the 10 Ways to 
Reframe Your Thinking.  I’m not going to spend much time here, as I believe 
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they’re fairly self-evident.  So if you want to write them down then, these are nine 
and ten of the ten and they are these, okay. 
 
So the first one is, be certain you know what you want.  Be certain you know what 
you want, as I said, they’re fairly self-evident.  The second one is that, if they say 
it, it’s true.  If they say it, it’s true.  So, be certain you know what you want, and if 
they say it, it’s true. 
 
Now one of the things that I teach in sort of the deeper aspects of all this is one of 
Chopra’s pieces, which is about Intention and Desire.  So I’ll give you a very brief 
thing about this be certain you know what you want, is that there is a natural law 
called intention is desire. 
 
The law of Intention and Desire, where you create an intention, you have a desire 
around it, and interestingly enough, you detach from it.  You detach from it.  It’s 
like setting goals, if you read my newsletter last week you know I did one on “Goal 
Setting”, a different way of looking at it.  So the goal is there, but you just detach 
from it; you let go.  You know you’re going to get to it, or rather more 
importantly, it will come to you.  That’s the whole idea.  It will come to you. 
 
And so you combine your intention and desire with attention, okay, attention.  So 
you pay attention to what you’re doing.  So for example, if you set a monetary 
goal, one of the things that you can do during the day, when you’re checking 
yourself is saying, is this important?  Is this helping me to achieve my monetary 
goal?  Or whatever goal that I set, is this important that I do that?  And so you 
assess it.  Now maybe it’s a bit of personal life that comes into it.  Maybe your 
child comes into the room or something, so you might flash in your mind, is this 
allowing me to achieve my monetary goal? 
 
Well it’s okay to let that go isn’t it?  I mean you know your families important and 
so you’ll just let it go.  However, that’s sort of what you’re doing, is you have this 
intention and desire, which is this big global thing, which you pay your attention 
to it.  And when you combine the two, it’s a powerful mixture.  It’s a cosmically 
explosive mix.  It’s about turning lead into gold.  You know just like the alchemist.  
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And this is just what you’re doing.  You’re creating your own miracles by 
combining the power of intention and desire with the power of attention. 
 
So be certain you know what you want and focus on that.  You know make sure 
that you really do have that desire to make a change, because that will have a 
great effect on your overall ability to achieve what it is you want to achieve. 
 
And the other one, the last one, or the second one for tonight anyway is that, if 
they say it, it’s true.  There’s an old sales saying which is good, it carries through 
today, it says that, “If you say it, they can doubt you, if they say it, its,” what 
anyone, quickly. 
 
Group: 
It’s true. 
 
Michael: 
It’s true.  Yeah, if they say it, it’s true.  Which is why you allow people to talk, 
which is why you allow people to answer questions, to answer your questions, 
which is why when we get to towards the end here, and we start learning how to 
respond to people’s questions, concerns, and comments, is that you allow them 
to talk.  You don’t tell them.  You don’t treat their remarks as objections and 
things like this.  It’s that you treat them with respect, and you allow them to work 
it out, and so we’ll talk more about that later. 
 
So one of the key things to remember in reframing is always thinking in terms of, 
how could I allow the other person to talk as opposed to me talking, which is what 
I’m doing the evening.  So there’s two there.  Okay, so let’s look at, now, the three 
remaining stages of the Natural Selling Dialog Framework or the Five Steps to 
Success.  And we’re going to do a little interaction here with each other, we’re 
going to talk with each other, and we’re going to recap first of all, what we 
covered.  What we covered so far, primarily, is the connecting stage and…?  What 
other stage, anyone? 
 
Female Speakers: 
Discovery. 
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Michael: 
Discovering Stage, yeah.  What are these stages, would you say they are the two 
most important stages in the whole framework, yes or no? 
 
Male Speaker: 
Yes. 
 
Female Speaker: 
Yes. 
 
Michael: 
Okay and why is that? 
 
Female Speaker: 
You build trust. 
 
Michael: 
Yes. 
 
Male Speaker: 
You build a relationship and you get at whether there’s a problem, whether 
there’s a need. 
 
Michael: 
Yes, good.  Anything else? 
 
Female Speaker: 
It’s where it’s sold <laughter>. 
 
Michael: 
<Laughter> I love it.  <Laughter>  
 
Michael: 



How To Have Fearless Conversations … - Teleclass Transcript #4 

 

___________________________________________________________________ 

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

www.NaturalSelling.com 

 

 

13 

13 

Yes, that’s where it’s sold.  And also as one of you said, yes, where you discover if 
there’s a need.  It’s the same thing really.  It’s where it’s sold and where you 
discover if there’s a problem.  And so there are two objectives then, aren’t there?  
So let’s recap those two objectives.  What are the two objectives?  One objective 
from someone? 
 
Male Speaker: 
To see if there’s a problem or need. 
 
Michael:  
Yeah, see if there’s a problem.  Find out if something’s missing, or in the case of a 
lead, you know something’s missing so you’ve got most of that taken care of.  
Okay.  Now, somebody else, so what’s the other objective? 
 
Female Speaker: 
They want to solve it. 
 
Michael: 
Who wants to solve it? 
 
Female Speaker: 
They want to solve it. 
 
Michael: 
Okay, expand on that just a little bit more. 
 
Female Speaker: 
Some people have a problem, but they don’t want to change. 
 
Michael: 
Okay, so what you’re saying then is that do they want to solve it?  If they have a 
problem, do they want to solve it?  Is that right? 
 
Female Speaker: 
Correct. 



How To Have Fearless Conversations … - Teleclass Transcript #4 

 

___________________________________________________________________ 

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

www.NaturalSelling.com 

 

 

14 

14 

 
Michael: 
Okay, thank you.  All right, that’s cool.  That’s good.  And you’re listening for three 
outcomes, okay?  Let’s have some other people this time.  Three outcomes.  What 
are those three outcomes that you’re listening for? 
 
Male Speaker: 
No problem, no change. 
 
Michael: 
No problem, no change, and therefore no what? 
 
Male Speaker: 
No sale. 
 
Michael: 
No sale <laughter>.  Yeah. 
 
Group: 
<Laughter> 
 
Michael: 
No commitment.  You have no problem, therefore there’s no change, and there’s 
no commitment.  So are you likely to pursue that or talk about your solution?  Yes 
or no? 
 
Female Speaker: 
No, I don’t think so. 
 
Michael: 
Not really.  I mean there are times; by the way, there are some times when it 
might come up.  They might ask you and say, “Well what do you do?”  Well, you 
know, you can tell them what you do.  I mean that’s fine.  There’s no problem 
there.  Okay.  That’s one outcome.  What’s another outcome? 
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Female Speaker: 
There’s a problem and no desire to change. 
 
Michael: 
Yeah, problem, but little desire, or no desire to change, and therefore there isn’t 
going to be much of a what?  Much of a what?  A…? 
 
Female Speaker: 
Commitment. 
 
Michael: 
A commitment, yeah.  Okay.  So, and again, now would you possibly open up the 
door or an opportunity such as, say something like, “If you should ever change 
your mind or if you want any help, let me know, because I might be able to help 
you.”  Would you possibly do that? 
 
Male Speaker: 
I would. 
 
Female Speaker: 
Sure, yeah. 
 
Michael: 
Yeah, of course you would.  Yeah.  So nothing’s ever closed down there.  It’s just 
that you wouldn’t necessarily spend a lot of time pursuing it.  And the third 
outcome is what, that you’re listening for? 
 
Female Speaker: 
There is a need if there’s a desire, then there should be a commitment to change. 
 
Michael: 
There’s a commitment to change.  So you’re looking for those three things aren’t 
you?  Listening for that.  And that, I think you’ll all agree is really your prime 
target.  You’re looking for getting from A to B, as it were.  That’s your first step; 
going from A to B.  B is not the sale.  B is just literally finding out, and achieving 
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your two objectives, and listening for two of those outcomes there, before you 
proceed any further.  And that gives you a good picture of whether a person is 
going to be committed to go through the process.  Would that be correct for most 
people, yeah? 
 
Female Speaker: 
Yes. 
 
Michael: 
Okay.  Now in that discovering stage, oh, excuse me.  let me just go back a little 
bit.  Of course, there’s the Seven Types of Questions to help you find out, so we 
did all of that, so we’ve got a good idea of that.  And again, if you can get those 
imprinted in your memory, so that’s a framework for you.  So you’ve got the 
overall dialogue framework, and then you’ve got this framework as well, because 
this will serve you for the rest of your life.  This is self-mastery at its finest.  This 
will help you with your relationships all over the place, and help you communicate 
with people better.  So we’ve gone through that. 
 
Then we did the Discovery Summary.  And the Discovery Summary, what is that, 
anyone?  How would you characterize that?  See if we can have somebody else 
who hasn’t spoken yet, how would you characterize the Discovery Summary?  
What would that be? 
 
Dan: 
Dan, from Nevada. 
 
Michael: 
Go ahead. 
 
Dan: 
I think basically what it is, is recapping what they’ve told you so that you sort of 
feedback to them exactly what they’ve said to you. 
 
Michael: 



How To Have Fearless Conversations … - Teleclass Transcript #4 

 

___________________________________________________________________ 

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

www.NaturalSelling.com 

 

 

17 

17 

Yes.  Great, that’s fantastic, yes.  And so just go on to that, can you give me like a 
phrase?  Let’s talk about some phrases, as to how we can open that up.  What 
would we say? 
 
Dan: 
If I understand you correctly, and then list the different things, that they’ve said, 
or if I heard you, this is what you said. 
 
Michael: 
Yes, good.  Thank you.  Thanks, Dan.  Let’s open up a little bit more and see what 
other people have.  Okay, how would we start off just doing a discovery 
summary?  And before you go, Dan, let me ask you this, since you’re just on the 
phone there.  When can we use the Discovery Summary? 
 
Dan: 
Anytime in the process but, primarily, I would say towards the end. 
 
Michael: 
Perfect answer.  Yeah, perfect.  Anywhere.  We can use it do a little mini discovery 
summaries, and as you said, primarily at the end.  Do we have to use it at the 
end? 
 
Female Speaker: 
No. 
 
Michael: 
No.  Like everything else, you use it when you want it.  However, it’s very much a 
powerful thing to use.  So let’s see what a couple other phrases that we can 
introduce or start the Discovery Summary with.  Anyone who would like to 
volunteer for that? 
 
Ian: 
Hi, Michael.  This is Ian, from New York. 
 
Michael: 
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Ian, go ahead. 
 
Ian: 
It sounds like you’re looking for XYZ. 
 
Michael: 
Yeah, pretty good.  I like that.  Yeah, it sounds like you’re looking for this.  You 
could even add on, so it sounds like you’re trying to get away from this and you’re 
looking for this.  Is that right?  Would that be right for you, Ian? 
 
Ian: 
Yes, that sounds perfect. 
 
Michael: 
Okay.  And always remember, if you can, always tag a little question on the end. 
 
Ian: 
Right. 
 
Michael: 
Okay, tag a little question on the end.  I think you were going to do that, and I was 
just throwing it into the pot.  Okay, there was somebody else there.  What else? 
 
Jessie: 
I’m Jessie, in New York.  I use, and oftentimes is based on what you’ve just said, is 
this sounds like what would be like the ideal criteria. 
 
Michael: 
Yeah, that’s right.  That probably is a little bit more of an advanced way, because 
that would probably mean that you might be discussing something with someone 
or they’re aware of what’s going on, such as in a lead, wouldn’t it?  So you might 
say to a lead that you’ve just called. 
 
Jessie: 
Right, yeah. 
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Michael: 
Yeah?  But you might not say it to a stranger. 
 
Jessie: 
No. 
 
Michael: 
Saying well sort of, “Based on what you’ve just said,” because that would sound, 
probably be a little strange, wouldn’t it? 
 
Jessie: 
Right. 
 
Michael: 
Okay, so it’s always context and criteria.  Good, okay.  Let’s see if there are 
anymore anyone else has.  Just little phrases that we can use. 
 
Female Speaker: 
Michael, I think one of the things that help people to identify is, at least for me, I 
notice that some people will say, “I see.”  Other people will say, “I hear.”  Other 
people say, “I feel.”  So if you use those words when you feed it back to them. 
 
Michael: 
Yes. 
 
Female Speaker: 
Again, it gives them something more to identify with, to connect with.  So if 
somebody says, “I always feel like this,” so when you talk back to them, you 
wouldn’t say, “So what I’m hearing you say,” is you would say, “So is it feeling like 
this to you?” 
 
Michael: 
Or you could say, “So let me ask you, what you’re feeling then is?”  Right? 
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Female Speaker: 
Exactly. 
 
Michael: 
Yes, okay.  Yeah, very good.  And it’s a use of a little bit of a NLP there, which is 
listening to where the other person, one of their modalities, as it were.  Whether 
they happen to be a hearing, an auditory person, a visual person, a feeling or 
kinesthetic person, and there’s also a logical auditory or something like this.  This 
is where Bill comes in, later on, when we do a workshop.  He’s really good at all 
this stuff. 
 
And yeah, you listen out for this stuff.  Something we don’t do in this particular 
series here, because we’re dealing with really nuts and bolts.  So as one of you 
very kindly emailed in, this is really an advanced program, which it is.  It’s a 
combination advanced and also basic program. 
 
But yes, very good.  Let me give you a couple more.  For example, with an 
acquaintance or with a stranger, you might say, “So let me see if I’ve got this right, 
then.  You said that,” and you repeat back to them.  So you could say, “So let me 
see if I’ve got this right.”  And for a lead, you could say something like, “So let me 
ask you, if you were able to get,” and you repeat back what they said they 
wanted, “This would be the kind of thing you’re looking for, right?”  Okay, or you 
could say, “Is that the kind of thing you’re looking for?” 
 
Different ways of doing it, all right?  So we’ve come up with a good half dozen 
ways, and a very, very powerful way of starting a discovery summary.  By the way, 
you can use those phrases sort of in other areas as well.  Make sense to 
everyone? 
 
Female Speaker: 
Yes. 
 
Male Speaker: 
Yes. 
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Michael: 
Okay. 
 
Jessie: 
Jessie, from New York.  I have a quick question.  I was just thinking of something, 
another way of maybe saying this that I’ve heard in the past, and maybe I’ve used, 
but what about if I say, “Correct me if I’m wrong?” 
 
Michael: 
Yeah. 
 
Jessie: 
Yeah? 
 
Michael: 
Yeah.  I mean is that kind of wording that you use? 
 
Jessie: 
I have, and I’ve heard, and it’s kind of common or comfortable for me. 
 
Michael: 
Yeah.  Use what’s comfortable for you.  So you take the context, you use what’s 
comfortable for you.  Sometimes you want to stretch, and use something else, 
and you actually see a shift in the way that people will respond to you. 
 
Jessie: 
Right. 
 
Michael: 
I’m okay with that.  “So let me ask you, correct me if I’m wrong, I heard you say 
yadda, yadda, yadda.  Is that right?” 
 
Jessie: 
Right. 
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Michael: 
And they’ll come back and might say, “Well yeah, kind of, but what I really meant 
was this.”  You say, “Oh okay, good.  I’ve got that.  Thanks.” 
 
Jessie: 
Right.  Well the reason I bring that up is because, sometimes, in talking to people, 
and I’ve mentioned this probably before, is that they sometimes don’t know what 
they’re looking for or really what they want, but they’re talking, and they’re really 
struggling to kind of put words into their feelings or feelings into words.  And so 
I’m picking it up, and I kind of have a feeling of where they are with them not 
being able to say it, so I will do that to say, “I’m not trying to put words in your 
mouth, or correct me if I’m wrong, but is this what you’re feeling?”  “Or “Is this 
how I’m making you feel?” 
 
And then they’ll confirm, “Yeah, that is,” and I say, “You know, because I don’t 
want you to tell me yes, if it isn’t,” and so I kind of give it back to them.  But that’s 
kind of my reason for this. 
 
Michael: 
Yeah, and it’s a great reasoning behind it.  I think that it’s very rational reasoning, 
because sometimes you want to help someone.  It’s almost like a little bit of 
mentoring.  You want to help. 
 
Jessie: 
Yeah. 
 
Michael: 
You know, there’s a reason why I call this training.  This, what we’re doing, 
training coaching.  Actually, the whole thing is really training, coaching, 
mentoring, because each one has a different connotation to it, and there’s a bit of 
training, there’s a bit of coaching, there’s a bit of mentoring in it, and that’s what 
we’re doing throughout. 
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And I’m fairly careful on the use of words and you know, if you’re stuck, then I’ll 
suggest an answer and so on, so it’s the same sort of connotation.  Yeah, thanks, 
Judy.  That’s really great. 
 
Jessie: 
Thanks. 
 
Michael: 
Okay.  All right, so then we look at the next stages, and if you remembered, 
there’s a go-no-go zone, okay?  So we’ve already worked out when we cross it.  
We cross it when we’ve heard the other person come up with two out of those 
three outcomes that we’re listening for.  That’s generally sort of when we cross it, 
but we really cross it when we hear that third outcome, such as that qualifying 
outcome, which is yes, I’ve expressed the need.  It’s fairly explicit.  I’ve got a 
desire or I’ve expressed a desire to change and I’ve also expressed a commitment 
to do something about it. 
 
And what you’ll find is, is that if you go through this conversation it’s that most 
people are in that third level when you talk with them if there is a problem there.  
It’s really quite amazing how many people you will find.  You could go back over 
the last year and talk with exactly the same people, and you’ll find that the 
majority of them will give you a totally different response than perhaps what 
you’ve had before, and why is that? 
 
Well it’s just because you changed the way you’re thinking and changed the way 
that you’re talking with them.  And so the no-go zone, what does that do for us?  
You know, it really helps us to have these fearless conversations, doesn’t it?  
Because it’s a dividing line. 
 
So up until this point, I mean, there’s no fear.  It’s not about us.  We’re not trying 
to sell anything are we?  All we’re doing is talking with them, achieving those two 
objectives that we have, and finding out whether they want to make a change. 
 
And so it allows us to have our fearless conversations.  It allows us to build our 
business faster.  It allows us to do it without fear or anxiety, and it allows us to do 
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it without any rejection or objections, because why?  Because we’re not trying to 
push anything on them and we never do.  Throughout the whole process, we 
never push anything through them.  Okay, so great job there everyone.  Thank 
you very much. 
 
And so on to the transitioning stage which is the third stage.  And we’ve touched 
on this in previous classes, so what I want you to do, if you would, is give me 
some verbal examples of some transitioning stages, okay?  Transitioning stage 
phrases.  Anyone want to volunteer anything before I give out a couple? 
 
Okay, I’ll start off then and do something like this.  Okay, so let’s put this in the 
context of talking with acquaintance or a stranger, and so in the transitioning 
stage, after you’ve found out, and qualified them that they’re ready, or somewhat 
ready to make a change, you can say something like, “You know,” I could say, 
“Well, Barbara, the reason I was asking is that I might know of something that 
would enable you to get what you want.  And if you’re interested, I’d be very 
happy to share that with you.”  Everyone got that?  Okay. 
 
Female Speaker: 
Yes. 
 
Michael: 
Okay.  So anybody else?  Anybody want to volunteer one now? 
 
Ian: 
Hi, Michael.  This is Ian, from New York again. 
 
Michael: 
Okay, Ian. 
 
Ian: 
One of the things that I do is I usually say, “Wow, thanks for sharing all of that 
with me.  It really sounds like XYZ,” and I kind of give that summary again, and 
then I ask, “Would you like to know what I do or would you like to know what 
we’re about,” something along those lines. 
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Michael: 
Okay.  And how’s the response been when you say, would you like to know what I 
do? 
 
Ian: 
Well I don’t know if it’s would you like to know what I do.  I don’t know if those 
are my exact words, but I usually do something along the lines of, “Thank you for 
sharing,” and then I transition. 
 
Michael: 
Yeah, okay. 
 
Ian: 
“Thank you for sharing and would you like me to tell you about this opportunity?” 
 
Michael: 
Yeah, well you probably sort of have a little transition, transition by saying, “Wow, 
that’s really interesting.  I appreciate you letting me know that.”  “But let me just 
say the reason I was asking some of those questions is that I might know of 
something.”  Okay?  You could lead in like that, for example.  That would be one 
way of doing it, yeah. 
 
Ian: 
Yes, yes. 
 
Michael: 
Okay.   
 
Section 2 
 
Michael: 
Anybody else want to throw anything into the pot here? 
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Jessie: 
Well it’s Jessie, from New York.  I think what I’ve been doing is, after the 
discovery, and I’m feeling pretty good with it all, and understanding their desire, 
is again, I’ll say, “Based on everything you’ve told me, I feel that there might be a 
very good fit here.” 
 
Michael: 
Now my guess is that you’re calling leads, right? 
 
Jessie: 
Yeah, I am. 
 
Michael: 
<Laughter> 
 
Jessie: 
Am I not supposed to be doing that? 
 
Michael: 
Of course.  Oh, getting very defensive. 
 
Jessie: 
That’s really where I’m coming from, Michael. 
 
Michael: 
Of course.  Of course.  Of course, that’s great.  No, no, no, this is good. 
 
Jessie: 
Oh, okay. 
 
Michael: 
Yes, that’s another transition phrase, isn’t it?  Is that you’ve come to a point 
where you’ve rounded it all up and you say.  Sorry, who is this again?  This is? 
 
Jessie: 
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Jessie. 
 
Michael: 
Jessie.  So let me just role play with you.  I’d say, “Well Jessie, thanks for sharing 
that with me.  You know, based on what you told me, it looks as though there 
potentially is a very good fit between what you’re looking for and what we have in 
our company, and so what I’d like to do is progress further, and demonstrate how 
that can be, or take a next step and allow you to.”  This is one I like, “Allow you to 
find out that for yourself, because I’ve got a hunch that you pretty much know 
what you want.  Is that right?”  And they’ll go, “Yeah.” 
 
Jessie: 
Okay, yeah.  What I’ve done is, because I know kind of where I’m trying to kind of 
funnel this down to, is that I say, at this point, is kind of my transition to, because 
at this point, I haven’t said anything about the company, or the product, and it’s 
the way we do it, but basically I’ll say, “Let me tell you a little bit about what I do, 
and my company.” 
 
And then it allows them to have been, I think, I feel, I’ve put a lot of focus on 
them.  I’ve put as much time and attention to what they’re looking for, and their 
desire, and their reason for having even been motivated to make the call.  At this 
point, having confirmed that it sounds like now we’re on the same page.  I’m 
going to now give them more information, up to a point, to at least now have 
them have a better idea of what we’re even talking about, and so that they can 
start deciding whether or not this might be something they want to do. 
 
Michael: 
Jessie, I agree with you 100% there, and you can mix and match it a little bit too.  
Because you could actually say something to the effect, something like, well, 
because I could go back and say, “Yeah, Jessie, you know based on what you told 
me, I mean it really appears that what you’ve said and what we have could well 
be a good fit for what you’re looking for.  And what I would like to do is suggest 
the next step to you, but before I do that, allow me just to give you a brief 
overview of what we do here, and so that you can sort of let me know whether 
you want to continue with this. 



How To Have Fearless Conversations … - Teleclass Transcript #4 

 

___________________________________________________________________ 

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

www.NaturalSelling.com 

 

 

28 

28 

 
Jessie: 
Great. 
 
Michael: 
Something of that sort, right? 
 
Jessie: 
Yes. 
 
Michael: 
And you know they’re going to continue.  Why?  Because what you represent is 
what?  Is? 
 
Male Speaker: 
A solution. 
 
Michael: 
Is what?  Is part of you. 
 
Jessie: 
I see.  Okay, yes. 
 
Michael: 
Okay, remember that.  You see, they don’t buy the product, or the service, or 
whatever it is, or solution.  They actually have bought you.  In fact, it goes deeper 
than that.  They’ve bought their perception of your understanding about them 
and what they want.  They like you.  You seem to understand them.  You listen to 
them.  So to a great extent, they’re not really so concerned about what the 
product is.  They really want to make sure that you’re part of the whole solution 
for them, so they’ll listen to you. 
 
Jessie: 
Well it’s interesting, and I don’t want to monopolize this piece, but I’ve been 
finding out just in like today was, wow, they didn’t interrupt me and demand or 
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really, well what’s the product or what’s the company?  I would get all the way to 
the end, almost, and I realized, they’ve never asked me. 
 
Michael: 
<Laughter> 
 
Jessie: 
I love it.  I just think it’s great. 
 
Michael: 
Yeah, you know and this is very hard for many people to understand.  So that 
when they hear me say, for example, “It’s not about the product or the solution, 
it’s really about you.”  It’s a very intellectual way of presenting it, and of course, 
it’s very hard to understand unless you’ve experienced it, unless you’ve, for 
example, come to a class like this, and you’ve gone through the process, and gone 
through some ah-has, and you do it yourself, and you go, gee, they didn’t ask me 
one thing about me, you know? 
 
Jessie: 
<Laughter> 
 
Michael: 
And if you’ve got a big ego that can be a bit difficult, right?  It can be a little bit 
hard. 
 
Jessie: 
Yes. 
 
Michael: 
Because you think it’s all about you talking about you or your solution, but it’s 
not.  It’s just about them. 
 
Jessie: 
Yes. 
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Michael: 
And so it’s almost you have to force the issue a little bit, right? 
 
Jessie: 
Right, right.  Well, see, and we do things a little different.  I won’t go into that, but 
it works out perfectly for the way we approach it and everything, so the fact that 
they haven’t asked is perfect.  It’s like, I haven’t forced them.  I told them, they 
got everything they wanted, and I think, at this point, they’re very ready, but they 
haven’t asked, and so now I have told them before they’ve had to ask and it just 
flows really well. 
 
Michael: 
Good.  And we all know, of course, that if they do ask, that we what?  Anyone?  
That we what?  That we…? 
 
Male Speaker: 
Tell them. 
 
Michael: 
We tell them.  Yeah, and we did a little exercise on that, didn’t we?  We’d come 
up with a one, two, three sentence exercise. 
 
Jessie: 
That works very well.  You just give them a little taste, “And I’ll be getting back to 
you, I promise, I’ll be answering that shortly,” but maybe answer one little piece 
of it, and then continue.  “But first, I really want to get to know you better, and 
make sure that this is going to be a good match.”  And when I say that, I think that 
this completely takes like, I think they aren’t expecting that kind of answer or 
response, that somebody would actually spend some time talking about them or 
finding out about them.  They don’t seem to give me a hard time about it.  It’s 
like, “Oh okay.”  <Laughter> 
 
Michael: 
Yeah, they’re good.  And the more you don’t expect a hard time, the less you get 
a…what? 
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Jessie: 
Hard time.  Yeah. 
 
Michael: 
Hard time.  Yeah, it’s thinking.  It’s all your thinking.  You just go there in the blank 
slate, and you just know they’re everyone at the end of that line, they’re friendly, 
they’re open and so on, and they’re not going to give you a hard time.  That’s the 
furthest thing from they’re mind, and if you think that they are, then both of you 
are in trouble, because you already know that they’ve got a problem, and if you 
think they’re going to give you a hard time, then you’ve got a problem. 
 
But you’re the one who’s not supposed to have the problem, right? 
 
Female Speaker: 
Absolutely. 
 
Michael: 
So anyway, that’s the kind of way of looking at it.  Thank you.  I appreciate all your 
contribution there.  That’s fantastic. 
 
Jessie: 
Thanks. 
 
Michael: 
Okay so onto, then, the presenting stage, and let me just get some feedback from 
you.  It doesn’t matter what you’ve done.  You’ve gone through the transitioning 
stage, and so what’s the objecting of the presenting stage?  What have we got 
here?  Anybody just want to throw something in?  Preferably someone who 
hasn’t spoken yet, if you can, very quickly, or if you have spoken, that’s okay as 
well. 
 
Female Speaker: 
Well you want to tie in their needs and what they’re looking for with your 
solution. 
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Michael: 
That’s right, absolutely.  So you’re listening for their needs, right?  You’re listening 
for certain things.  So sometimes it’s important to make sure that you’ve steered 
them towards the correct what?  The correct…? 
 
Male Speaker: 
Possible solutions. 
 
Michael: 
Okay, I’m thinking in terms of that column.  Look at the column and look at one of 
the titles at the top of the column, at Presenting Stage.  The presenting stage is 
your system and your what?  Your sales aid. 
 
Female Speaker: 
Right. 
 
Michael: 
So you want to steer them towards the correct sales aid.  You don’t necessarily 
want force them towards a correct sales aid.  You see, for some of you, it’s like 
this.  This is the reality, is that some of you get to this point, and it might be that 
you’re taught to steer them towards a particular sales aid, say, you know, this will 
do it for you.  This is part of the deal.  You must steer them towards this particular 
sales aid. 
 
Well you might find that that particular sales aid might not work well.  You might 
detect that, boy; this is the type of person who, if they go to that, are unlikely to 
respond too kindly for it, for example. 
 
You know, as you get good at this, you go, if I send them to a business 
presentation caller, if I send them to this particular website or if I do this or I do 
that, it might be that it’s not going to work out.  And the reason is, is because 
you’ve already heard them say that they base their decision making in a certain 
way, because you might ask them. 
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You say, “You know, now what would be the best way for you to find out this 
information?”  And they might express it in a certain way, and you’re probably 
better off by steering them towards that particular sales aid, so as to enable them 
to get the information that they want, because after all, it’s all about who?  It’s all 
about…? 
 
Male Speaker: 
Them. 
 
Michael: 
It’s all about them.  So does this make sense everyone? 
 
Female Speaker: 
Yeah. 
 
Michael: 
Now that might fly in the face of some of the things that you get taught, but for 
me, being quite contrary, and always looking at other sides of the coin, it’s just a 
matter of a choice.  You know, you do what you want to do.  I want to take the 
least resistant route, and I’m always asking the other person, basically saying, 
“What would you like to do next?  How would you like to do it?  Would you like 
me to give you a few ideas as to what you can do?” 
 
However, if it’s fairly straightforward and your standard way is to allow someone 
to talk about the company and so on and so forth, then go ahead and do that.  I’m 
just giving you sort of, again, an open mind type of look at it.  So I hope everyone 
is okay with that, all right? 
 
Caroline: 
Michael, this is Caroline. 
 
Michael: 
Caroline. 
 
Caroline: 
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If I could just put a little point in here.  That answers a huge question for me, 
because I had run a neat little ad, “Looking for a Mom, Home-Based Opportunity”.  
Ended up getting email contact, great email conversations, great phone 
conversations, and then took them to a walk through the website, and then never 
heard back from them.  Or I directed them to the website expecting great follow-
up, and nothing happened.  So you’ve just answered for me, that was not the 
right sales aid for them, and either they felt threatened by it, turned off, never got 
there, or felt they couldn’t go the next step.  So that’s huge for me.  Thank you 
very much. 
 
Michael: 
Yeah, you’re very welcome.  And in that column, list all your sales aids.  You have 
lots of them.  Remember, this is another sales aid.  This training, for example.  
Well it’s not really, so much, because this is kind of a private sales aid just 
between you guys and myself, but you know a sales aid is like go to my website, 
for the free e-course.  That’s another sales aid. 
 
Someone might be a little bit afraid of selling.  You talk to them about it and say, 
“Well, would you like to have another look at it or a different way of looking at it?  
You know have a look at this free e-course that you can go on. 
 
Yeah, this is sort of that first part, those first two stages is really about the 
pioneering stage.  I mean, I love this part.  That, to me, is the most exciting part.  
The rest of it is pretty straightforward, and so it’s just a matter of going through 
sort of follow-up and follow-through.  Anybody want to give me a quick idea of 
what follow-up and follow-through is?  Anybody want to just give a quick synopsis 
of what that means to you? 
 
Jessie: 
Well it’s Jessie, in New York. 
 
Michael: 
Okay, go ahead, Jessie. 
 
Jessie: 
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Well I mean follow-up, is follow-up in my mind is, it’s kind of just making a phone 
call or an email back to them and seeing where they are, based on what either the 
presentation call seemed to be to them or our last conversation.  And leaving 
them with some time to make a decision or to sleep on it type of situation.  I 
mean am I on the right path here? 
 
Michael: 
Yeah, absolutely. 
 
Jessie: 
Okay. 
 
Michael: 
Is the follow-up one big commitment?  Are you looking for a big commitment or is 
it possibly a series of minor commitments? 
 
Jessie: 
Depending, it is a series of minor commitments.  Absolutely. 
 
Michael: 
That’s right, so that’s sort of, you know, that’s why we put that on there.  Follow-
up, follow-through.  And so it’s always, it could be a major commitment, a person 
says, “I’m ready to go right now,” or you ask them a question, “I’m ready to go 
right now,” or it might be that it’s not.  They need some additional information. 
 
And when you do this follow-up, follow-through, always make sure that you use 
the SMART formula, S-M-A-R-T; I think some of you may have heard that, or 
maybe all of you have heard it, when setting up the next sales aid or the first sales 
aid.  Okay?  So what is the SMART formula, anyone?  What does the S stand for? 
 
Male Speaker: 
Specific. 
 
Michael: 
Specific, yes.  And M? 
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Male Speaker: 
Measurable. 
 
Michael: 
Measurable.  A?  Anyone else? 
 
Male Speaker: 
Attainable. 
 
Michael: 
Attainable.  R, anyone else? 
 
Female Speaker: 
Results. 
 
Male Speaker: 
Reasonable. 
 
Michael: 
Say again, what was that? 
 
Male Speaker: 
Reasonable? 
 
Michael: 
Yeah, close to it.  Realistic. 
 
Male Speaker: 
Realistic. 
 
Michael: 
Yeah.  And T is?  Anyone? 
 
Male Speaker: 
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Timetable able. 
 
Michael: 
Or timely, yeah.  Timetable able.  I like that <laugher>.  That’s cool.  Timetable 
able.  Yeah, specific, measurable, attainable, realistic, timely, okay?  Try and get 
all those in to each time you follow-up. 
 
So when you follow-up, so let’s say you follow-up the first time, okay, you’ve 
steered someone towards a website, or a business presentation call, or they’ve 
listened to a CD, whatever it is that you’ve done.  Okay, how do you open up 
when you, first of all on that call?  You’ve set it up in a certain way first of all, but 
how do you open up that call, when you call them back?  Anyone?  What words 
do you use? 
 
Male Speaker: 
That you’re calling to follow-up? 
 
Michael: 
Yeah, you’re calling to follow-up.  Okay.  “Hi, this is Michael, and I’m calling to 
follow-up with regards to you looking at.”  What is it you don’t say? 
 
Jessie: 
Did you do this or did you do that? 
 
Michael: 
Perfect, yes.  
 
Jessie: 
<Laughter> 
 
Michael: 
“And did you get a chance to look at the website?”  “No,” don’t do that, okay? 
 
Jessie: 
Okay.  <laughter> 
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Michael: 
This is one place where you always, what?  Where you…?  It’s a thing in sales you 
never do, but this is one place you do, do it. 
 
Jessie: 
You ask.  No? 
 
Michael: 
You ask, did you say? 
 
Jessie: 
Confirm? 
 
Male Speaker: 
You assume. 
 
Michael: 
You assume, yes.  It’s a nay word.  You assume.  You always assume they’ve done 
it. 
 
Jessie: 
Oh, okay. 
 
Michael: 
Always assume.  So the words you use then, or phrase that you’d use, would be 
what?  Anything, anybody? 
 
Male Speaker: 
“What did you find most interesting about the sales aid?” 
 
Michael: 
You could do.  I just want to do it before.  There’s a phrase before that.  That’s a 
good one, yeah.  A phrase before that. 
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Male Speaker: 
“I assume you’ve seen the sales aid,” or whatever it is. 
 
Michael: 
That’s kind of saying did you, in a way, didn’t it?  It’s sort of similar to that.  Okay, 
I’ll give it to you.  Go ahead.  No, go ahead. 
 
Female Speaker: 
How did you like it? 
 
Michael: 
You could say, “Yes, how did you like it?”  But something before that.  It’s very 
simple.  “So Jessie, now that you’ve had a chance to look at the website.” 
 
Jessie: 
Ah, yeah, that’s a major assumption. 
 
Michael: 
Have you got that, everyone? 
 
Jessie: 
Yeah. 
 
Michael: 
Okay, so create phrases like that, okay?  “So now that you’ve had a chance to look 
at the website.”  Now why do we do that?  So let’s step back a little bit.  Before 
we set that up, we set up something which was SMART. 
 
And so, for example, “You’ve agreed that, in fact, the website is a good place to 
go to,” or “A business presentation is good to go to,” and so you would then call 
up and say, “So now that you’ve had a chance to listen to the business 
presentation call, what I’d like to do is to do a couple of things.”  First of all, find 
out if there are any unanswered questions and to find out if there’s anything else 
that you need to know.”  And they might come back and say, “Yes, there’s some 
unanswered questions and also I need to know this,” and you say, “Okay, fine.”  
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Always ask, “Is there anything else?  And is there anything else?  And is there 
anything else?” 
 
Again, a thing that you can do then as part of this, I’m using the same words here, 
one of the things you can do, forgive me for doing that, is to say something to 
effect of, “Once you’ve gathered all of the information,” say, “So assuming all 
these questions are answered to your satisfaction, do you get the feeling that 
you’re moving closer to making a decision?  I mean is this something that you feel 
is really for you?” 
 
It’s just one way of saying it.  You want to get some kind of commitment, all right.  
And so when you set up the next stage, so let’s say that they want to speak with 
somebody or you don’t know the answer to some questions, and you say, “Okay, 
let me do this, if I may.  What’d I’d like to do is to get my associate on the line or 
arrange a time for the three of us to get together, because he or she has really got 
a lot of these answers.”  And this is somebody you’ll be able to use, or someone 
like this as well, to help you.  So you don’t have to know the answers.  “Does that 
make sense?  Does that seem like a good idea?” 
 
And they go, “Oh yeah.”  And you say, “Because this is part of the process.  You 
don’t have to spend a lot of time learning all this.  As I’ve been doing with you, 
you can utilize a lot of different aids that we have here for you to use.  But before 
I get Joan on the line, for example, okay?  Before I get Joan on the line, what I’d 
like to do is just clarify a couple of things here, is that we are moving in the right 
direction, right?  Is that you’re feeling good pretty much with everything, as long 
as you can get the answers to these questions?  Would that be correct?”  And 
they’ll go, “Yes.” 
 
And so you can use this.  “So if we can answer this question or these questions to 
your satisfaction, do you feel that you’re ready, at this moment, to take action?”  
Okay?  So we’re bringing in some of the SMART stuff.  We’re being very specific.  
We’re being measurable about it.  We’re testing that it’s attainable, that it’s 
realistic for the person.  We want to be timely, and so on, and so forth, all right? 
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So if you’re steering them towards a telephone conversation, or a telephone call, 
or a business presentation call, you could use the same thing.  Okay, so you bring 
it to this way  
 
Say, “So Joan, let me just sort of recap what we’ve been doing here.  You’re going 
to be turning up at the call at 9:00, as we planned, right?  Or just beforehand, 
right?  Okay.  And you are sure you could make it, correct?”  “Yes, I can make it.”  
“Good.  And you’re going to listen to the call, you can participate if you like, you 
can ask questions if you like.  Some people just like to listen.  And then, after that, 
you and I are going to get on the phone again, in the next morning, 10:00 your 
time, correct?”  “Yes.”  “And we’re going to go over any questions you have or 
any further questions that you might have.  Is that correct?”  “Yes.” 
 
Okay, so you’re setting it up.  Make sure you set it up correctly there.  And then 
one of the things that comes to me that you say is, “And Joe, if there’s any reason 
you can’t make it, would you please give me a call?  I think you can appreciate 
that, as a professional yourself, and within this profession, you know being aware 
of what’s going on is extremely important, and it enables me to also allocate my 
time correctly, so that I’m not wasting your time and vice versa.  So would you do 
that for me?”  And they go, “Yes,” and then you give them your telephone 
number again and you say, “Good, so give me a call.” 
 
And this is how you keep in track all the way along the line.  So make sense to 
everyone?  Can you see how that works?  Do you get a good feel for this 
<Laughter>? 
 
Judy: 
Michael, Judy, in Alberta.  Could I make a comment? 
 
Michael: 
Please do. 
 
Judy: 
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If I heard you correctly, there was one thing you didn’t clarify in that spiel, and 
that’s who would initiate the follow-up call?  And I find that it’s really important 
to commit as to who will do that. 
 
Michael: 
Yes, good catch there.  Excellent.  And so how do you normally go about it? 
 
Judy: 
I usually ask them if they would like to initiate it or if they’d prefer me to call 
them, but in my particular organization, my associates handle it different ways.  
There’s some associates who really always like to make the call themselves.  
There are some who always want the other person to initiate the call.  Until now, 
I have usually given the person the option to do it their way, but I do get a 
commitment from them one way or the other. 
 
Michael: 
Yeah.  It’s a great point, and my own opinion of that is, I don’t have one.  And it 
might be depending on how I’m feeling during the day or whatever.  I don’t know.  
Maybe I’m not feeling that the other person is totally committed, so I leave it to 
them to do it.  I’m kind of okay on doing that.  That’s interesting, see.  If I felt the 
other person was a little bit maybe, or something like this, I might put it back on 
them and arrange for them to call me at 10:00 the next morning.  Make sense to 
everyone? 
 
Female Speaker: 
Yeah. 
 
Michael:  
But it’s a very good point that you’re bringing up.  Make sure that there is a 
commitment there.  Yes, okay. 
 
Janelle: 
This is Janelle, from California again.  Can I just ask another follow-up question to 
that? 
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Michael: 
Okay. 
 
Janelle: 
What if you call and they don’t pick up, and there’s no answering machine or they 
don’t call, if it’s on them to call, how do you follow-up with that or what do you 
do with that? 
 
Michael: 
If they don’t call? 
 
Janelle: 
Yeah, if there’s not a connection.  If you planned for a connection and then 
they’re not there on their end. 
 
Michael: 
Their end.  So you’re calling them, correct? 
 
Janelle: 
Yeah, yeah. 
 
Michael: 
If I called them and they weren’t there, I’d leave a message, say, “Hi, this Michael 
Oliver.  I’m calling as planned, 10:00 your time, to follow-up on your whatever it 
was that you did, and I’m very sorry to have missed you.  I hope everything is well, 
and here’s my telephone number.  Please call me back at your earliest 
convenience so that we can discuss the next stage.” 
 
Janelle: 
And if there’s not an answering machine or a voicemail? 
 
Michael: 
I’d then email them and let them know. 
 
Janelle: 
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Okay. 
 
Michael: 
Yeah.  Somewhere along the line.  But I’d make it very clear that I was there.  And 
by the way, if you can’t get there, then also let them know as well:  email them, 
telephone them, whatever if it is.  If there’s something that comes up that doesn’t 
allow you to call at that particular time then make sure that you let them know.  
Always stay within integrity, be very super efficient, and smart, because you are in 
business and you want people to understand that.  Because they would do what 
you do.  If you’re sloppy and shrug your shoulders, that’s basically what they’ll do.  
You’ll attract to you the same people that you are. 
 
Helen: 
Michael, this is Helen, in Portland.  I have a question.  How do you feel about 
sending a card?  I find that, often, after I’ve had a meeting with somebody or like 
on the telephone, I just drop them a little card, like a thank you card for meeting, 
and include my business card.  That business card seem to, you know they hang 
on to it.  So I just send them a little thank you note, and that seems to work really 
good with most people. 
 
Michael: 
Yeah, if it works for you, great.  I think it’s a wonderful idea.  If you’ve got yourself 
set up to be able to do that.  The more times that you can contact or connect with 
a person, the better it is.  It really is.  It’s to do with the number of times that you 
can actually connect, touch, whatever it is that goes on. 
 
So all that, all those things are good if you have time to do it, it can get there on 
time or even as a later follow-up for someone who’s not too sure.  Just dropping 
them a card, sending a business card saying, here’s where I am, give me a call if 
you change your mind or if you need any help, whatever it is.  This is all great 
stuff. 
 
And what happens is, as I say, what you’re doing is planting seeds, and you’re 
watering those seeds, and what do these seeds have a tendency of happening?  
Of doing every now and then, everyone?  They start what? 
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Female Speaker: 
Growing. 
 
Michael: 
They start growing.  In my experience, they grow at the most extraordinary times.  
Sometimes you’re looking at your month going, gee, you know, this has been a 
funny month, you know.  Not a lot has happened, and all of a sudden, bing, bang, 
a boom, you’ve got 1, 2, 3 that suddenly pop up.  And it’s all based on the fact of 
how you approached it, how you felt about it, how you dealt with it, how you 
spoke with people, how you responded to them right at the beginning.  And all of 
a sudden someone says, “I’m ready.  I’m ready to make a move.” 
 
It’s the universe speaking.  Remember, universe.  Uni-verse.  One song.  We’re all 
part of the same song.  It’s just that we all come together at this point.  Makes 
sense, everyone?  Anybody else just want to throw anything in there?  Because 
we’re basically finishing with this framework.  We’re at the committing stage, and 
at the committing stage, the final commitment is wrapping it up. 
 
Create phrases for yourselves, such as on the final commitment.  You can say, 
“Okay, so let’s get you up and running now then.  What I’m going to need is your 
credit card or what you’re going to need to do is this, but just be very casual.  
Okay, so let’s get you up and running now.”  Or “Well, Fred, I think we’ve 
probably pretty much covered everything, unless you’ve got anything else.  I 
mean I think, based on what you’ve told me before, all the major points are being 
covered.”  So let’s get you up and running so that you can start getting the things 
that you were saying earlier that you want, so what I’m going to need from you 
is.”  And you do it all in one flow, one breath.  Make sense to everyone? 
 
Female Speaker: 
Yeah. 
 
Michael: 
Okay? 
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Female Speaker: 
Yep. 
 
Michael: 
All right.  Any questions, any comments? 
 
Female Speaker: 
No. 
 
Female Speaker: 
<Laugher> 
 
Female Speaker: 
Hi Michael.  This is Wai Yee from Singapore. 
 
Michael: 
Hi. 
 
Wai Yee: 
Can I go back a little bit, back to the transitioning stage? 
 
Michael: 
Okay. 
 
Wai Yee: 
I would like to ask, how do you transition with someone who, I’ve known a lot of 
friends who know that I’m doing the business, but I haven’t spoken to them about 
anything about it.  So how do you transition with these people? 
 
Michael: 
Well I’ve got to find it in context, because if you haven’t spoken with them. 
 
Wai Yee: 
No. 
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Michael: 
If you had spoken with them in the past in a more direct way. 
 
Wai Yee: 
Yeah, but I mean if now you’re studying the use what you know to speak to them. 
 
Michael: 
Okay. 
 
Wai Yee: 
And you get to the point where you want to transition. 
 
Michael: 
Okay, let me think how we’d do that.  I think the transition phrases would 
probably be the same.  What you might want to use though, if you’ve discovered 
that they have a continuing problem or do have a problem that they would really 
like to change is say, “Well, let me ask you this.”  Maybe you change.  This is how 
you transition. 
 
You say something like, “Well, let me ask you this.  Would you like to have 
another look or would you like to have another look at what I’m doing, because I 
have a sense that a lot of what you’re looking for is going to be achieved for you 
in what I’m doing?  And if you’d like to keep an open mind about that, and forget 
about what we said in the past, and focus more on what you’re trying to achieve.  
Have a look and see if it might do that for you.  Would you like to do that?”  
Something like that. 
 
Wai Yee: 
Okay, sounds very good.  Thank you. 
 
Michael: 
Does that work for you?  I’m kind of just having to work on that quickly. 
 
Wai Yee: 
Yeah, I think that’s a good one.  Thank you. 
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Michael: 
Okay, all right, and listen to the recording, because I gave you probably two or 
three different phrases in there that you could use all in one go, like I did, or you 
could separate them, and create your own phrases.  So listen to the recording 
again, and just play around with it.  Massage it, and work out something there, all 
right?  And again, be detached from it.  A little shrug of the shoulders. 
 
Just say, “Well, you know heck, it’s been working for me, this.  And I noticed from 
my job, I was in that position myself sometime, and I’d love to share with you 
what I’m doing, and it could well be what you’re looking for, but you can be the 
judge of that.  Would you like to do it?”  You know something like that. 
 
Wai Yee: 
Okay, that will do.  Thank you. 
 
Michael: 
All right, you’re welcome. 
 
Sam: 
Michael? 
 
Michael: 
Yes, go ahead. 
 
Sam: 
Hey, it’s Sam, from New Jersey here. 
 
Michael: 
Hi, Sam. 
 
Sam: 
How could you add to that?  Maybe some kind of an easy exit strategy type, 
because I’ve heard from Hilton Johnson, he has different categories, easy exits, 
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and several other, I don’t know if it’s techniques, but just language formulas or 
whatever.  Could you touch on that a little bit? 
 
Michael: 
Well I don’t know what he does, and when you talk about easy exit strategy, 
you’re going to have to put it in context for me.  Why do you want an easy exit 
strategy?  I mean what’s the rationale behind that? 
 
Sam: 
From what I heard, it’s always very beneficial to use some kind of a phrase or a 
couple words to let the other person have a way to say an easy no, without 
feeling pressured.  I don’t know how to explain. 
 
Michael: 
I would suggest to you that the transitioning stage gives you the words that 
you’re looking for to have the easy exit strategy.  I mean, you know, the 
discussion is all based around the other person wanting to make a change, and so 
the transitioning stage is where that they can basically yes or no.  That’s where 
you allow them to say yes or no. 
 
Such as if you found a person in the second outcome stage, you know, where 
there’s a need but not a huge desire and probably not a huge amount of 
commitment.  You know, your easy exit strategy, for you and for them, is to say, 
“Well, if you ever should change your mind or if you ever want to review it again,” 
or however you want to phrase it.  “I’d be very happy to talk with you about it or 
talk with you about how you might be able to change this.  And, in the meantime, 
here’s my business card, you know, and it’s been a pleasure talking with you.” 
 
Or you change the subject.  You go somewhere else.  So, kind of, that to me is it.  
That’s how you would go about doing something like that.  So, I guess if you want 
to give it a label, easy exit strategy, but I’m not sure that it’s really applicable in 
Natural Selling. 
 
Sam: 
Okay. 
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Michael: 
Make sense to you? 
 
Sam: 
Yes. 
 
Michael: 
You okay with that? 
 
Female Speaker: 
Well I actually have another question about that.  If you’re really getting the sense 
that the desire to change is low, just by the way they’re answering the questions, 
but they’re not actually saying that with their words, but you find that you’re not 
that interested in going forward, would you just go forward anyway, and invite 
them to take a look anyway? 
 
Michael: 
No. 
 
Female Speaker: 
And then how do you just kind of transition out?  I’m just, that kind of awkward 
thing where maybe it’s you who doesn’t want to go forward. 
 
Michael: 
Yeah.  Very good context, I like that, and this is where you want to sort of bow out 
of it.  Always, though, here’s the first clue, is always sort of be aware of whether 
you’re being frustrated with this or not.  Always give the person the benefit of the 
doubt.  It might be that they’re having a hard day, you know?  Maybe their 
husband or their wife’s just left them or something like this, or their kid’s just beat 
up on them, or something’s happened.  And so they might be not very committal 
at the time, so give them the benefit of the doubt. 
 
So watch your own frustration on this.  Get detached from it, first thing.  Does 
that make sense?  Or get a good idea of what I’m talking about there? 
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Female Speaker: 
Yeah. 
 
Michael: 
Okay.  So that’s the first part.  And the other part is, is really depending on the 
depth of the conversation that you’ve already had.  So if you’ve had a fairly deep 
one or you’ve gone a certain way and the person is showing a lot of resistance 
and so on, you bring it up.  Do what I call, as is it, ASIS.  Call it, call it as it is, and 
just say, “You know, I’ve got a sense that, even though you mentioned that you’re 
in great need here or you’re really wanting to make a change, is I got a sense that, 
if something came along, you probably wouldn’t do it.  Is that right?”  See how 
that works? 
 
Female Speaker: 
Yeah. 
 
Michael: 
You can see that?  Okay, so that would be a phrase that you could use or, “I’m 
curious, you expressed some major problems going on here, and also you’ve 
expressed that you’d like to change it, but I don’t get a feeling or a sense that you 
really want to do it, and I’m curious as to why you would be that way?  Correct 
me if I’m wrong.  Here we go.  You know, correct me if I’m wrong, but I’m feeling 
that way.” 
 
Female Speaker: 
Right. 
 
Michael: 
And just be very curious, and allow them to express themselves. 
 
Female Speaker: 
Okay. 
 
Michael: 
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Let me just do this.  Does that help?  Does that clarify what I’m talking about 
here? 
 
Female Speaker: 
Yes, yes.  Yes, that’s helps a lot.  Yeah, thank you. 
 
Michael: 
Yeah?  Okay.  No, you’re welcome.  Thank you. 
 
Male Speaker: 
I was once interviewing for a job, and I sensed that the guy really didn’t want to 
hire me, and I said, “I sense that you don’t really want to hire me,” and when I 
said that, he did, and he invited me up to his factory up in Northern New 
Hampshire to spend a day with him. 
 
Male Speaker: 
<Laughter> 
 
Michael: 
You mean he did want to hire you? 
 
Male Speaker: 
Well he didn’t at that point, but when I said to him, I sense that you’re not really 
interested in me. 
 
Michael: 
Yeah. 
 
Male Speaker: 
I think, just that I knew that. 
 
Female Speaker: 
<Laughter> 
 
Male Speaker: 
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Or I could sense that, he flipped 180 degrees. 
 
Group: 
<Laughter> 
 
Michael: 
It’s incredible, isn’t it?  It’s like, in the old sales terms, you took it away from him. 
 
Male Speaker: 
Yeah. 
 
Michael: 
You know, you destroyed what he was going to do.  It’s like, he was going to tell 
you no, and all of a sudden, you were basically saying no yourself.  And this is part 
of that detachment thing.  It’s that, if you can go in there and start this whole 
thing detached.  Actually, I have to be very careful how I phrase this because, in a 
sense, it’s the ultimate takeaway.  It’s that you really are not attached to the 
outcome, and people sense this, and you become hugely attractive. 
 
And I think you all get the context in which I mean this.  It’s not a manipulative 
way.  It’s just that you are literally, spiritually, and in your consciousness, you’re 
detached from this.  You know everything is going to be okay.  Everything is going 
to be fine, and whether this person does or doesn’t, you know, that’s not your 
problem. 
 
You can have some concern over the person, but it’s not your problem.  You 
know, one of the things I used to teach, which brings up something for me, is 
about interviewing.  When I was teaching high school graduates, I did a bit of a 
stint giving them some ideas, and I said, “Look, when you go to interviews,” I said, 
“What’s the objective here?  I mean what happens?” 
 
And then basically, everyone thinks the interview is about the college or the 
company interviewing them.  I said, “You know, it’s not.  It’s actually not quite the 
other way around, but it’s a two-way street.”  I said, “Your job is to interview 
them as well.”  I said, “And a good interviewer will pick up on this and they’ll hire 
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you like a shot, and one of the ways to do it is that, for example, if you’re going in 
for a job, is to look for something that hasn’t been mentioned on the 
advertisement for the job.” 
 
You could say, “So Mrs. Interviewer, let me ask you a question.  You don’t say 
anything about whatever it is, okay, that is part of the requirement.  You don’t 
mention this.  Is this a requirement of the job?”  And they might say, “Yes, it is.”  
And you might say, “Well, that’s not something I’m really strong on.  I mean, I was 
strong on a lot of other areas, but not on that particular area.  Is that going to 
make a big difference?” 
 
And you know, you just ask those two or three questions, and step out there, and 
all of a sudden, it no longer makes a difference because, for the first time, you’re 
actually being interested in them, and their requirements, what it is, as opposed 
to them trying to force stuff out of you.  And it’s amazing what happens.  So it 
doesn’t surprise me that you got that excitement, and went up, and saw the 
factory, and all that kind of stuff.  That’s great. 
 
Well look at this time, everyone.  Well I’m just going to have to detach from this 
idea of addressing concerns, and we’ll do that on the call next week and, as I said, 
if you can’t make that call, then obviously you’ll be able to listen to it. So I’m going 
to let that go, and so I hope everyone is okay with that. 
 
And then, don’t forget, we’ll be spending just under an hour together next week 
addressing, and this is a fun thing, or rather “Learning How to Respond to 
People’s Questions, and Concerns, and Comments”. 
 
 
What I’d like to do, though, is do our traditional round robin here, which is to get 
some feedback from you guys, which is any awakening moments, ah-ha moments, 
comments, or anything else like that that you’d like to share with the rest of the 
class? 
 
Always very, very valuable, because it allows us to hear where you’re coming 
from, so who would like to start off?  Let’s hear from three or four of you. 
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Dan: 
Michael, this is Dan, in Nevada. 
 
Michael: 
Dan? 
 
Dan: 
One of the hardest points for me, and through the whole process, has always 
been in the committing stage, and I know for some people that seems to be the 
easiest because all the hard work is done.  But actually asking for the “sale,” or 
asking for the commitment, has always been hard for me.  So this SMART 
acronym really, really helped me tonight and really, really made me understand 
how easy the process should be. 
 
Michael: 
Okay, yes.  Okay, good.  And yeah, it just sort of lets it flow into it, doesn’t it?  It’s 
almost like a natural ending, right? 
 
Dan: 
For me, that’s when I got uptight and I couldn’t detach from it, and I struggled 
through that, and this just sort of flowed, as has the rest of the framework that 
you’ve covered.  So that was my ah-ha moment for tonight. 
 
Michael: 
Okay, good.  Thank you, Dan.  I appreciate that.  Okay.  Nice ah-ha.  Okay, who 
else? 
 
Judy: 
Judy, in Alberta. 
 
Michael: 
Judy? 
 
Judy: 
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I’m very grateful for this call it as it is insight, because I felt very uncomfortable in 
that context, and I used to feel as if I was kind of insulting the person or blaming 
them or whatever.  And the way you just casually mentioned it, I mean, you’re 
taking a stand, and you’re firmly calling it out, and bringing it out into the open, 
yet you’re not making it sound like a big deal.  And I guess it’s all this thing about, 
it’s okay if they don’t want a solution to their problem. 
 
You know, I guess in the past I wanted them to accept my solution, but I mean 
I’ve been learning from you that, hey, they may not want my solution and that’s 
okay, move on, you know.  So that helped me, thank you. 
 
Michael: 
Yeah.  It’s that detachment again, isn’t it?  And it’s a fine balance there, is that you 
don’t want to become so detached that you just shrug everything off, you know?  
That’s not the idea.  It’s just a matter of being detached from the outcome, but 
yet, at the same time, being as helpful as you can as you move along, and many 
times, when you as is it, you find that people will sit up straight and go, “Well no, 
wait a second, you know?” 
 
Because you’re almost sort of calling them, as it were, and it’s just a great way of 
helping them to be alert to their own sleepiness, I think, because a lot of people 
are asleep, and part of our job is to help them wake up.  Good, thank you.  Let’s 
hear from somebody else. 
 
Steve: 
Hi Michael, it’s Steve, from New Jersey. 
 
Michael: 
Okay, Steve? 
 
Steve: 
What I got out of this big ah-ha tonight was, previously, had someone gotten to 
the end and said that they’re not interested, I would have felt that I had failed 
them.  However, now I could just simply let it be their decision, and it just may not 
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be the right time for them, and I don’t have to blame myself.  I don’t have to do 
the, what if I did this and what if I did that, so that was the biggest ah-ha. 
 
Michael: 
Good.  Okay, Steve, do me a favor.  Next week, okay, which is addressing things 
like that, make a note and bring that up, okay?  Not interested at the end there, 
would you? 
 
Steve: 
I’m going to be at the opera next week, Michael, so I’ll send it to you in an email. 
 
Michael: 
Okay, cool, or if somebody else remembers, we’ll have that there so that you’ve 
got that, because that’s an interesting one to address.  I always liked these 
challenges that come up, so that’s cool.  Okay.  Somebody else wanted to say 
something? 
 
Jim: 
Hi, Michael.  It’s Jim, again.  The ah-ha for me tonight was that this really felt like 
sorting more than selling, in that the guilt wasn’t like what Steve just shared.  The 
guilt wasn’t on me and, by asking the questions, I’m able to shift the energy to the 
people and make it about them, and it becomes actually fun doing it, as opposed 
to this angst that I had picking up the phone, calling people, and then the tension 
that was on there.  There’s no more tension, because I don’t have any 
expectation, and I think that’s really the big ah-ha, again to the detachment.  So 
maybe I roamed around there a little bit, but that’s what I was trying to say. 
 
Michael: 
Great roam there, Jim <laughter>. 
 
Jessie: 
Jessie, from New York? 
 
Michael: 
I roam a lot there.  Sorry, who was from New York? 
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Jessie: 
<Laughter> Jessie. 
 
Michael: 
Jessie, go ahead. 
 
Jessie: 
Yeah, I think something that really kind of resonated or hit me tonight was the 
quote about the Law of Intention and Desire, and paying attention what you’re 
doing and assess this.  I think that’s going to be very helpful for me to stay on 
track if I understood what was being said about all of that.  That, to me, was very 
profound and helpful. 
 
Michael: 
All right, thank you.  Somebody else? 
 
Al: 
It’s Al, in Victoria. 
 
Michael: 
Al 
 
Al: 
Michael, for the first time, when I was reviewing everyone’s questions and my 
own, it struck me how deeply the questions I’ve been asking are rooted in my 
agenda, and that’s got to change.  So I really appreciate that exercise that you put 
us through.  Thank you. 
 
Michael: 
You’re welcome.  Thanks.  I’m glad that was a nice breakthrough for you.  
Excellent.  Thank you, Al.  I appreciate that.  Is there anyone else? 
 
By the way, everyone, just before I go, I think we’ve just about got it, got a lot of 
feedback there.  Is that, again, this is something that I’m going to be asking you, 
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but if you have any successes or you have any comments or any testimonies that 
you would like to write me, please do so, info@naturalselling.com.  We’d like to 
be able to use them, because what it does is inspire people.  And if you could be 
quite factual, some of you have already written some things in saying, you know 
that you’ve actually achieved a certain number of sales and so on during the last 
three weeks.  Please do that, because that’s very, very helpful for us. 
 
It’s not so much for us insofar as it makes us look good or anything like that.  It’s 
very inspiring for others.  Does that make sense? 
 
Female Speaker: 
Yes, absolutely. 
 
Michael: 
Yeah.  So if you’d like to help others to sometimes just shift their own sort of 
perception, to help them move forward, that’s a very valuable thing for us, and 
we’d like to be able to use that.  
 
Jessie: 
Jessie from New York.  I find where that it’s so helpful and it’s something that in 
the past has caught me or kept me stuck, and then hearing, “well, if they could do 
it, well so can I,” and gosh, okay, wow.  That’s great to hear.  All right, well that 
sounds sort of like me.  That sounds like then maybe I can do this, and that’s 
where I think it becomes very helpful. 
 
Michael: 
Yeah, and that’s true, and when people read it, and they know that it’s true, that 
it’s come from real people who have done it, it really is inspiring for them.  
Because it does, it helps them to have that initial breakthrough in saying, “You 
know it is possible.”  And the actual fact is that if someone’s done it in the past, 
then obviously it’s possible. 
 
Jessie: 
Exactly. 
 

mailto:info@naturalselling.com
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Michael: 
Anytime, which is really great.  Okay.   
 
All right, everyone.  Well it’s been a great session, thanks.  It’s been fun, and we’ll 
see you next week, regardless of what time we do.  So have a great week, and get 
back to me with your results, and so on and so forth, and we’ll be seeing each 
other on a continual basis, many of us, anyway.  So God bless thanks a lot, and 
speak with you next week. 
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