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Power UP Your Dialogue™ for Self Mastery 
The Natural Selling Solution 

 
WELCOME!   
 

I’m Michael Oliver, Founder and Originator of Natural Selling.. the Author of How to Build your 
business without fear anxiety or losing your friends, and also the author of the magic and power 
of dialogue… and I’m pleased to personally introduce you to this audio program, one of the 
Power Up Your Dialogue audio Series. 

Please listen carefully to this introduction as it will help you accelerate your learning and 
understanding of the material you are going to hear and make it more practical and meaningful. 
 
The Power Up Your Dialogue Audio Series I’ve created for you, are a unique ‘Fly On The Wall’ 
perspective of a whole range of different Dialogue role plays drawn from my LIVE Tele-Classes.  
 
They are tailored specifically for different situations you find yourself in everyday with people, 
that present themselves as great opportunities to open Dialogues… Dialogues that will allow 
both you and the person you’re talking with to discover if they have the types of problems you 
can help them solve with your business opportunity or products.  
 
These situations include talking with friends, calling leads, speaking with business associates, 
addressing people’s concerns and many more. 
 
Listening to these different examples of Dialogues, will help you understand how to connect 
more effectively and comfortably with people, so that instead of using conventional selling 
techniques based on trying to persuade people to do what you want them to, you’ll be using 
Dialogue that will help you to help them to naturally persuade themselves, if it’s appropriate to 
do so.  
 
The reason I say “if it’s appropriate to do so”, is that not everyone will be ready to make a 
change right now, and perhaps never will… so accept that and let go or detach from your need 
to make them do otherwise. This detachment is an essential part of the dialogue process… it’s 
an attractive energy that people pick up on, which will draw them to you and bring YOU an inner 
confidence and peace. 
 
To get the most out of what you are going to hear, learn and take action on, it will help you to be 
familiar with the core principles of ‘Natural Selling’ that are explained in my Natural Selling - 
Home Study Course called…. 
 
‘How to Build Your Business Without Fear, Anxiety or Losing Your Friends!’ 
 
If you haven’t yet taken the opportunity of reading and listening to this course I strongly urge you 
do so. You can get all the details from my website, www.naturalselling.com 
 
While there register for my free ezine… each week you will receive powerful Dialogue sales tips 
to help you continue to expand your dialogue skills. 
 

http://www.naturalselling.com/
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Also… have a pencil and paper handy to make a note of this next link. It’s a free download of 
the Dialogue Framework chart. You can use this chart while listening to the Dialogue’s on these 
audios. It will give you a picture of the different types of questions being asked and why they are 
asked. 
 
The link to go to is www.naturalselling.com/download.html... I’ll repeat that 
 
Over the many years of my professional selling career, What I’ve discovered is, that there are 
critical distinctions between the conventional selling techniques and systems that are designed 
to persuade people to do what you want them to do... techniques that make most people 
resistant to you and what you have to offer…which is why you then have to learn further 
techniques to handle the resistance… 
 
….And what I call Natural Selling, which comes from using Dialogue and an inner desire to help 
people and let them persuade themselves… without using persuasion, so that people trust you 
and are open to you and what you have to offer. 
 
And… it's a distinction that will allow you to eliminate the personal discomfort and lack of desire 
and fear that you might have talking with people about your business or products ...and get you 
the results  you and your potential partners are looking for, faster, easier and with less effort. 
 
How would you feel if you could do all of that??? Create the income and freedom you desire 
AND have a strong downline and customer base that kept growing and didn’t keep 
disappearing?!!!!! 
 
Well you can! It’s just a matter of changing the way you think and the way you communicate 
with people… and you can do this through applying what I call the magic and power of dialogue. 
 
What you’ll find is that 3 things will happen… 
 

1. You'll eliminate any fear you might have of being rejected or getting objections or not 
knowing what to say… because by changing the way you think and the way you talk with 
people, people will change the way they respond to you, by being attracted to you 
instead of resisting you…and trusting you instead of doubting you. 

 
As a result of the first… you’ll… 

 
2. Your business will grow much faster with a strong, motivated and powerful down line and 

customer base that will give you Solid Long-term Results in your Business.  
 

3. You’ll have a sense of inner confidence and fulfillment that comes from a knowing… a 
knowing that it’s not about being understood, it’s about understanding first. 

 
So what is Dialogue? 
 
The true nature of dialogue in Natural Selling is the ability to suspend your own needs while 
concentrating on the needs of others… and to create a safe space to collaboratively work 
toward a mutually agreeable solution. It’s also about allowing others to come to their own 
natural logical conclusions. 
 

http://www.naturalselling.com/download.html
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So how do you do this? Well, as you listen to the role plays I would like you concentrate on 3 
themes or ideas… 
 
First it’s essential your intention or your Purpose is focused on helping others. Secondly you do 
this, through the process of discovery…and thirdly…by suspending, or detaching or letting go of 
your own needs or personal agenda.  
 
I’ll explore all 3 with you and what this means. 
 
Your Intention or Purpose.  
 
This is to do with your reason for being in business. 
 
You have two choices. You can either decide that your business is about you and getting what 
you want, using whatever techniques you can to achieve what I call your Personal Agenda, or 
you can come from a place of Purpose and decide that your business is about helping others 
get what they want first so that you will naturally get what you want. 
 
There is a big distinction between the two. 
 
Natural Selling is about selling on Purpose, and that the purpose of a business is to simply help 
other people solve their problems. This is what I mean when I say that your business is all about 
them and not about you, and that you can get anything you want if you know how to help 
enough people get what they want. 
 
You can test the truth of this right now. Ask yourself this. If your business can’t help someone 
solve a problem, or resolve a need, is there any reason for them to do business with you? No. 
So again, it’s first and foremost, all about them! 
 
However, you don’t just forget about your own personal reasons for being in business, it’s 
important you realize your own dreams and destiny.  
 
Having done both approaches successfully, I’ve discovered it takes far less effort, is far more 
rewarding both financially and for my soul to focus on being on purpose first. The Personal 
Agenda gets achieved more often as it’s a natural result of the process… just as rejection is a 
natural result of the process of attempting to achieve your personal agenda by taking the 
conventional selling route. 
 
Let’s look at what I call the Process of Discovery. 
 
I like to call this a process of mutual discovery, because both of you are finding out about each 
other. 
 
Well, Instead of taking the conventional sales approach of trying to get your needs met by 
persuading people to do something you want them to do… such as making a sale by jumping in 
too soon and telling or persuading them how your products and business opportunity will soon 
take care of their money or health problems, or your company isn’t like the other company they 
worked with…or persuading them to look at a website or listen to recorded sales pitch, come to 
a meeting… approaches that for most people are uncomfortable, and time consuming and not 
very rewarding for you… with the usual outcome of rejection, objections…. 
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..Instead… change your focus and simply discover if there is a sale to be made in the first 
place…! Or to put it into Natural Selling terms, to discover if the person you’re talking with has 
the types of problems your solution is designed to solve. 
 
You’re listening for 3 things… and if you want to get attached to something, get attached to 
these and forget about attempting to make someone do something… 
 

First, as I mentioned, does she or he have the types of problems your solutions are 
designed to solve, and if they do,  
 
Secondly, what are those problems, why she or he wants to change their present 
circumstances and how deeply are they felt… and  
 
Thirdly... to what degree are they prepared to make a change.  

 
And you do this by asking questions, listening and feedback… which are the mechanics of 
Dialogue. 
 
When you’re satisfied the 3 criteria have been met… it’s then and only then you transition into 
opening the door and spend time talking about the potential possibility that you can be of help 
by talking about your solutions. 
 
Let’s look at the power behind each of these 3 qualifying criteria independently… 
 

1. Whether the person you are talking with has the types of problems you can help them 
solve, such as the need for money, time, freedom, health and so on. Just as 
importantly….you’re looking for what they don’t want. I talk about this in detail in my 
HSC. 

 
However, when you hear people talk about their need for money, time, freedom and 
good health please be aware that this is usually not the problem! These are merely the 
symptoms of much deeper problems that are causing the lack of money, time, freedom 
and good health… and if you jump in too soon with your solutions and attempt to solve 
these symptoms and not get down to the causes, you’re in danger of falling into the trap 
of turning people off and getting an unhealthy dose of high rejection! 
 
You’re also in danger of prescribing the wrong solution.  
 
Here is a personal example of what I mean by prescribing the wrong solution. I while ago 
I had been doing a lot of writing and was experiencing, stiffness and pain in one of my 
arms and decided to see the doctor. 
 
I suspected that the discomfort was the result of a ski injury many years ago… a slightly 
dislocated shoulder… that I had not rehabilitated correctly, and I told the doctor this. 
 
He then asked me about 3 questions and prescribed some cream to be rubbed into the 
shoulder area and upper arms with the comment, “That should take care of it!”. 
 
I immediately felt uncomfortable and a little tense with this solution and meditated on this 
for a moment. I then worked out he had not spent enough time finding more about what 
was behind the pain and stiffness and that there had to be a better solution than cream. 
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In other words, it looked as if he was addressing the symptoms of my problem and not 
the cause of it. 
 
So using my dialogue skills in reverse, I asked him what the cream was for, to which he 
replied, it was for easing the inflammation and the discomfort. Well, I didn’t want to ease 
it, I wanted to get rid of it.  
 
So instead of telling him that, with the possibility of it being a debate or an argument, I 
went into dialogue and asked what I wanted to say in the form of a question, which was, 
“So what are we treating here, the symptoms of the problem or the cause of it?”…at 
which point he mumbled something about the symptoms. So I asked him if it was his 
arm would he prescribe the same course of action, to which he replied no. So I then 
asked what course of action would he prescribe, and he recommended physiotherapy. 
 
We talked about that for a while… it made sense to me to do it and in fact to date seems 
to have taken care of everything. Oh, and one other thing that’s been taken care of… I 
have a new doctor… I couldn’t trust the other one any more. 
 
So if you want people to trust and be attracted to you… make sure you base your 
solutions on causes and not symptoms. 

 
Here’s another reason why it’s important. The need for more money, time, freedom and 
better health that you will typically hear people tell you…are just facts…and if you 
attempt to jump in with your solution too early, and even if you prescribe the correct one, 
most people wont’ connect with it because the real reasons why they make want these 
things are much deeper than just making more money for example. 
 
They have personal subjective reasons which is why it’s important to spend time on the 
second part of what you’re focusing on, which is… 
 

2. Why they want to make a change… or why they want what they say they want, and just 
as importantly… why they don’t want what they are currently getting… and what they’ve 
done about it and whether it’s worked or not, and so on. You’ll find all these types of 
questions, the reasons you ask them in the Discovering Stage of the Dialogue Chart you 
downloaded from my website. 

 
Allowing your potential partners and customers to talk about and paint a picture of how 
they came to be in their current circumstances, and letting them internally process what 
it's like to be where they are as they talk with you, and how they will feel if they don't do 
anything about any problems they might have, can be revealing, transformational and 
very profitable for both of you. 
 
After all, who knows what’s going on and has the history of their life? They do! Who 
knows what they want? They do. Who knows WHY they want what they want? They do! 
Who knows what they’ve done about getting what they want and whether it’s worked or 
not? They do! Who knows how they feel about being stuck where they are if things have 
not worked out? They do. So who has all the answers? They do! They have the answers 
to everything… All you need are the right types of questions at the right time’ to easily 
find out. 
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And if you’re prepared to use the high road approach of Dialogue to ask and listen, 
people will also tell you the deeper consequences of what will happen if they don’t 
resolve it.  
 
The remarkable thing is that people will be automatically attracted to you because they 
feel the vibration of your INTENTION being on them discovering what they really want 
and why they want it… and not on you and what you want.  
 
You’ll get what you want soon enough as you’ll see how from listening to the Power Up 
Your Dialogue audio series. 

 
And you don't have to spend hours engaged in Dialogue. 5 to 10 minutes can reap huge 
rewards.  

 
But you have to have the intent to discover… not the intent to manipulate or persuade. 
 
And by the way, you don’t have to use feeling words or questions if they are not 
appropriate. Merely answering your questions people will know how they feel about their 
present situation. 

 
And having discovered this you must then make sure the third part of your objective is 
met, which is…. 
 

3. Their degree of desire to change their present circumstances.  
 

You might find a person in great need and not prepared to make a change or might be 
so, so about changing. If they’re not prepared to make a difference, let it go. There are 
some people who are comfortable with their discomfort.  

 
One thing is sure though… if you don’t badger them… they will kindly remember you and 
the dialogue for a long time. Expect them to get back to you. 
 
Why? Because you will have involved them in a conversation about themselves and 
especially how you respected and listened to them without telling them they were wrong 
or trying to force them to do something. 
 
Asking questions without forcing the answers, and listening with the intent to understand 
and not to reply  
 
This is like planting, watering and fertilizing seeds and allowing their roots to develop 
and get strong before the stem breaks through the surface to produce the fruit.  
 
Like a seed, the idea of change has to be planted in people, and you do this by asking 
questions… and you water this idea by listening to what is being meant and not just what 
is being said, with the intention to understand... and you fertilize the idea by feeding back 
what you think you heard to make sure there is clarity. 
 
Like seeds, people break through the surface and grow at different speeds. Understand 
and respect that, because natural selling is in harmony with the laws of nature and if you 
follow nature's laws, you’ll always be rewarded with an abundant outcome. 
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That’s it!  
 
Natural Selling and Dialogue is a process of Discovery. Think of it as an interview where you’re 
seeking and interviewing people who are looking to change their present circumstances. Be firm 
in this resolve. Don’t try and sell your solutions… come from a place of having people sell you 
on the idea that they are prepared to make a difference for themselves and for others. 
 
Don’t worry if at the beginning they consciously don’t know whether they have problems, or are 
not sure what they want… They’ll soon reveal! 
 
In the role plays listen to how the questions that are being asked are designed to actually 
discover those 3 qualifying criteria, because this is what you’re initially looking for when you ask 
your questions of your potential partners and clients. 
 
Also listen for the degree that the other person is prepared to change, and more importantly, the 
degree they are prepared to help themselves to make this change, and if you don’t know - 
ASK… because let me ask you this, can you help someone who is not prepared to help 
themselves? The answer is self evident… no you can’t! So let it go if they are not. Step back 
and bow out quietly and graciously…. 
 
… because if they are not prepared to commit to making a change, and no matter how clever 
you are at coercion, the likelihood of them joining you is pretty small, and if you do pressure 
them, then you’re back into the conventional selling model again.  
 
And even if you are successful at pressuring them, you know how that usually ends up!  The 
likelihood of them being a productive member of your team or a long term customer is almost 
nil. The Direct Selling Association own research shows that 90% of Network Marketers drop out 
within the first year, because at the end of the day, they joined for their sponsor's reasons and 
not their reasons. It’s called, buyers remorse! 
 
Here's some powerful reasons to follow this process - The reasons you ask questions, 
listen and respond to their answers is that you’re asking them the questions they would have 
asked themselves if they knew what to ask. The only reason they are stuck where they are is 
because they didn’t know what questions to ask themselves. It’s the only reason why any of us 
get stuck. 
 
Also, the questions you ask are not just for you, they are for them, Hang on to that one, because 
here’s what happens… As you ask and they answer you… they also hear themselves speak. As 
they speak the process the information they give out and at the same time feel the discomfort of 
their present circumstances if their present situation is not working out for them as they would 
like. So who do you think is internally doing all the persuading and challenging their own beliefs 
and current circumstances? They are! 
 
So instead of attempting to get them to do something you want them to do… simply allow them 
to express their needs so that they feel the desire to make the change themselves. 
 
Here is something useful to remember about change… the degree that a person will change 
their present circumstances is dependent on 2 things… 
 

1. the degree of discomfort they feel in the present moment as they talk about their present 
circumstances… 
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2. and the degree of desire to make a change. 
 
When the desire to move forward is greater than the desire to stay where they are, that’s when 
they start to persuade themselves to take action 
 
So get comfortable with asking and hearing about problems, and don't be satisfied until you've 
helped them discover what the consequences are if they don’t resolve them.  
 
Let’s explore the other part of Dialogue… the mindset of suspending or detaching or letting 
go of your own needs. 
 
Here are some of the main needs to think about detaching from... 
 
Detach from your need to make sale. Let go of the self serving processes that force this and 
let it naturally happen through the process of Discovery.  
 
Detach from your need to make someone do something. This is the same as attempting to 
force a sale. The more you insist, they more they resist. So stop pushing and they will stop 
pushing back at you with their no’s. 
 
Detach from thinking everyone moves at the same speed as you. They don’t. They move at 
their own speed. For example, let go of the criteria that you have to qualify someone within 15 
second or 2 minutes, otherwise you’re back on your agenda and losing more potential 
opportunities than you are gaining. 
 
Detach from your need to be right. This is a big one. The question is, do you want to be right 
or do you want to be rich. Handling objections is an example of a need to be right. If you use 
objection handling techniques what you’re doing is pitting your point of view against your 
potential client’s. It’s nothing more than an argument until one or the other gives in. 
 
Have you ever known any one really win an argument? I haven’t! And besides, the potential 
client always wins because even if you do have the thickness of skin and mind of a rhinoceros, 
and you do persuade someone to join you, what usually results in the end? They don’t do 
anything! It’s called passive aggression and it’s one of the biggest time wasters in the corporate 
world and will be in your organization as well. 
 
When someone has another point of view… listen to it and ask questions around it… not with 
the idea of winning the argument, but to genuinely find out why they have this point of view and 
the history behind it. You don’t have to agree with someone to listen to them. What you’ll find is 
that in most cases, their truth is not based on a very solid foundation and through asking Belief 
Challenging Questions, you’ll help them challenge their beliefs. Listen to them first and they will 
return the compliment and listen to you. It’s another law of nature. 
 
Detach from your need to judge. This is a deep subject in itself so to keep it in context… what 
I mean by this is... be open to all possibilities and never judge people or situations at their face 
value. 
 
For example, if you have other qualifying criteria, such as the necessity for your potential 
partner to have a certain amount of money to invest and you ask them and they say no, don’t 
close the door on them. Assuming you’re satisfied about the 3 criteria explained earlier and 
you’ve explained your product…Ask them where they are going to get the money from to move 
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forward from where they are. Enlist them in helping themselves solve their own problems. The 
earlier you do this the earlier they will get the idea that they have to take responsibility for 
changing their circumstances, as you are doing to change yours. 
 
Detach from re-interpreting what you think others say to you. This is another big one. Use 
this as a rule of thumb. People don’t say and mean what you think they say and mean, unless 
you’ve really spent some time understanding them. 
 
What we tend to do is interpret what others are saying based on the filters of our own life’s 
experiences. 
 
For example, it I say the word ‘white’… what image does it conjure up in your minds eye? For 
me the image at this moment is a cloud… was it for you? 
 
In my workshops when I ask this question, fully 90% of the attendees have a different answer! 
Just one word! Imagine how much misunderstanding there can be around a sentence!  
 
Just think how much misunderstanding there can be by misinterpreting someone’s comment, 
such someone saying to you…”this is expensive”, after you’ve given them some prices of your 
products.  
 
Do you respond be defending your price on the assumption you know what they mean? Or do 
you take a brief mental time out to consider that you actually have no idea. Or they did was to 
make a comment. However, you can soon find out if you ask…! Something like, ”When you say 
expensive, can I ask what you mean by that?’ I’ll lay you odds that you’ll get different answers 
from different people. Then you have something you can work with. 
 
Remember, people have the answers, all you need are the right questions… and you know 
where to go to get those!! 
 
So to recap, here are 5 reasons why adopting the practice of Dialogue is worth it: 
 

1. Asking questions and developing the answers naturally prevents you from jumping in too 
soon with a solution. You engage your potential client in an in-depth dialogue with 3 
objectives in mind. 

 
2. You can help more people if they feel you understand their situation. And helping people 

is really what it’s all about, isn't it? People don't buy your products, your company or 
even you. They buy your ability to understand them first. This is how you create value 
and trust in you and everything you represent. 

 
3. The greater the problem, the less important the cost of solving it. Stop to think about this 

for a moment – the greater the problem, the greater the desire to find the money to pay 
for your solution. 

 
4. The greater the problem, the greater their desire to change their present circumstances, 

and DO something about it. No more having to stay on top of your down line or 
customers, persuading them to attend meetings or to speak with potential clients or buy 
products. PLUS… no more high attrition. 
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5. It’s effortless and tension free for you because they do the work and they are the ones 
who create their own internal tension based on feeling their own need and feeling to 
make a change! 

 
So there you have it! 
 
As you listen to the role plays you’ll learn that Dialogue is a very special attractive way of talking 
with people… a way that gives people the time and space to internally process and PERSUADE 
THEMSELVES to make a change… without you having to use manipulation or persuasion. 
 
So Trust the mechanics of the process… know that it works… and just let nature take it’s 
course.  
 
In effect allow people to come to their own logical and emotional conclusions about changing 
their present circumstances… conclusions that will stir them to action. 
 
During these Dialogue’s, pay close attention to the amount of information people willingly 
provide, and how listening to the answers to your previous questions provides the real key to 
the best questions to ask next. 
 
I would strongly suggest that you take the time to listen to these role-plays again and again.   
 
Even more importantly, put what you learn into Practice right now! Don’t wait to be good… there 
is only one way to get good and that is to start, right now  
 
Start in a simple low key way by using these ideas in your every day conversations with people 
you interact with.   
 
Observe how differently they respond to you. You’ll be pleasantly surprised at what you see, 
how you feel, and what you hear people say! 
 
Do this in your business and in your life, and you'll have an Organization, Customers and 
friends who will stay with you for forever! 
 
And finally I hope what you have learned here… and on the audio’s you are about to 
experience, it will make ‘Selling’ more interesting, …more magical, …and infinitely more 
rewarding for you!   
 
Remember, to visit my website… www.NaturalSelling.com often for further business and 
personal growth building resources available to you … and regularly read my newsletters and 
tips to strengthen your skills. 
 
Allow me to leave you with this parting thought… 
 
"The majority of people will no longer accept being persuaded to buy.  Your business has to 
show that you're in it for THEM… NOT you!  And you have to LIVE and BREATHE that belief." 
 
Thank you for listening, and thank you for helping to make a difference. 

http://www.naturalselling.com/
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Calling Leads CD #1 - Role Play 

Questions Unlock The Door To Infinite Possibilities 
 
In this Calling Leads Role Play, I'll be playing the part of a Distributor representing a nutritional 
company where I'm calling Bernie, a potential partner who, we discover, has been looking for 
the past 6 months, for an opportunity he can really believe in.  
 
Although fascinated by the Network Marketing concept, Bernie has been unable to move 
forward for fear that the MLM business model may be, as the saying goes, "just too good to be 
true." 
 
Notice how the Dialogue process helps Bernie to surface feelings about how his quality of life is 
being negatively impacted by his current situation and, how he is desperately seeking a way out 
of these circumstances.   
 
Not only do my questions uncover his likes and dislikes, they also uncover the more important 
underlying causes of his problems.   
 
Pay particular attention to the questions I use that allow Bernie to think that maybe what he 
thought was the source of his problems was, in fact, not the underlying cause, and the integrity 
with which I approach his situation. I don’t simply try to put a ‘band-aid’ on his problem by selling 
him products, but instead ‘question’ my way with him until we get to the possibility that changing 
his circumstances might, in fact, be something worth exploring. 
 
Listen carefully to Bernie's answer when I ask him the question, "What would be the criteria of a 
business look like to you?"   
 
Asking questions, as you will see in this role play, will put the other person's concerns ‘center 
stage’. It involves them and their creativity in discovering their own solutions, which ironically 
nearly always turn out to be the type of solution you offer, except they express it in their own 
words. As well it piques their interest and curiosity in exploring new possibilities.   
 
You can also use questions effectively when feeding back their criteria as demonstrated by my 
use of the transitional statement, "Based on what you've told me so far, it appears you're looking 
for ..?" 
 
Let's join the Dialogue... 
 
Michael: 
I’m going to call you.  I’m going to represent a nutritional company and it’s to be XYZ Company.  
I’m just going to call you and we’re just going to let the conversation go from there.  Just be you.  
Answer the questions as you back in that particular time.  So, you’ve picked up the phone.  Say, 
good evening - is that Bernie? 
 
Bernie: 
Yes, it is. 
 
Michael: 
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Bernie, you don’t know me.  My name is Michael Oliver.  I’m with XYZ Company.  You recently 
registered some interest in starting your own home-based business.  I just received your name 
from a company where it was launched.  I’m just calling to talk to you about that and to discover 
whether in fact you are looking for a business of your own.  Is that right? 
 
Bernie: 
Yes, it is. 
 
Michael: 
How long have you been looking? 
 
Bernie: 
Seriously looking for about six months. 
 
Michael: 
Six months? And, have you found anything yet? 
 
Bernie: 
Not yet. 
 
Michael: 
Have you looked at anything as you have been going along? 
 
Bernie: 
Vaguely entertained different thoughts here and there.  I’ve been a believer in network 
marketing for one, but have just never seen a product that I felt I could attach my name to. 
 
Michael: 
Ok.  So you know a little bit about network marketing then? 
 
Bernie: 
I know of the concept and from the first time I saw it which was originally in an Amway 
presentation, I was just fascinated with that form of marketing.  I just thought, “Wow.  What a 
great thing.  Hopefully some day a great product would come along that would fit me.” 
 
Michael: 
So, how long ago was it that you saw the Amway concept? 
 
Bernie: 
About a year and a half. 
 
Michael: 
But, that didn’t particularly appeal to you, the products they had, I guess.  Is that right? 
 
Bernie: 
Well, there was a few things about it that I didn’t like.  The guy had a really nice approach.  He 
was a great guy.  He explained things, helped me to understand what network marketing is, 
which I liked.  But, just the name Amway, and I felt like it was already a buzz word throughout 
the community and then when he handed me this little set to rub stains out of carpet, I thought, 
“This is not me.” 
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Michael: 
So, you’re looking for a different type of product then.  Would that be right? 
 
Bernie: 
Yes.  Some sort of different opportunity, not just something to do with everyday household 
cleaners and things like that. 
 
Michael: 
Okay, so what appealed to you, then? 
 
Bernie: 
Well, I just liked the idea of being able to duplicate one’s self as big as you could possibly want 
to and earn a small percentage of other people’s sales volumes just by introducing them.  So, it 
was just a fascinating thing and to realize it just seemed so ingenious to me and one of those 
things where, gosh, this almost seemed like it was borderline on too good to be true. 
 
Michael: 
Do you have any experience in business or anything like that in having your own business 
before? 
 
Bernie: 
No. 
 
Michael: 
What do you presently do? I assume you are working. 
 
Bernie: 
I work for a company called Seagate Technologies that’s a major disk drive manufacturer in 
Scotts Valley, California. 
 
Michael: 
Yes, I’ve heard of those.  Hard drives, is that right? 
 
Bernie: 
Hard drives. 
 
Michael: 
How long have you been with them? 
 
Bernie: 
Fifteen years. 
 
Michael: 
Oh, really?  That’s quite a track record you’ve got there. 
 
Bernie: 
It is. 
 
Michael: 
What do you do there? 
 



©Natural Selling/Michael Oliver.  No Duplication. All rights reserved     
www.NaturalSelling.com 

15 
15 

Bernie: 
I just recently, less than a year ago, transferred into the technical side of doc control.  I currently 
work with engineers taking what they are trying to say and actually putting it on paper on helping 
them get their blueprints together – putting their instructions on paper so that everyone else can 
understand them.   
 
But, prior to that, I was what was called a Mechanical Inspector.  I measured all the piece parts 
of the disk drives that were coming in the door.  It was very stressful. 
 
Michael: 
So, if I buy a Seagate Technology in a couple years' time and I can’t read the manual, I can 
blame you.  Is that right? 
 
Bernie: 
Sure.  I’ll take the blame.  It won’t be my fault, but you can blame me. 
 
Michael: 
Were you doing anything before that, before you went to work with Seagate? 
 
Bernie: 
I actually went to work there right out of high school.  My brother was working there and it was a 
growing company and I got in and made the best of it. 
 
Michael: 
Do you like working there? 
 
Bernie: 
No. 
 
Michael: 
What don’t you like about it? 
 
Bernie: 
Well, it has just been the way the disk drive manufacturing arena is is there is five or six different 
companies and when a new drive is coming out it’s got to be smaller, it’s got to have more 
memory, it’s got to be more powerful and it’s always smaller - smaller, but more powerful.  So, 
there is a race to market between all of these companies.  Whatever company gets to market 
first gets most of the contracts and gets the majority of the sales to be had.  It’s big, big money.  
And, so the stress within the company in the rush of this was literally killing people.  We had 
people dying at work. 
 
Michael: 
You’re kidding.  Is that right? 
 
Bernie: 
No, no kidding.  The one that got me was a guy in his late 40s died in a clean room of a heart 
attack.  People were trying to save his life.  The company was very upset that the fire 
department rushed into that room and it cost the company $100,000 to clean it up back to the 
standard that it needed to be. 
 
Michael: 
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My guess is that if you have been doing that for 15 years since you left high school you must be 
in your early 30s.  So, you are not looking forward to the specter of reaching 40 at this stage.  Is 
that right? 
 
Bernie: 
Correct. 
 
Michael: 
I can probably appreciate that, not that I’ve been there in that particular thing.  Are you feeling 
the stress yourself? 
 
Bernie: 
Absolutely.  It’s been very, very physically stressful.  I’ve been spending a literal fortune on 
natural ways of getting my body to relax.  I have stress knots up my spine, across my shoulders, 
up my neck.  I haven’t been able to sleep very well.  Some days it’s just in agony to where my 
shoulders are crunched up almost to my ears because the stress is just so intense. 
 
Michael: 
How long has that been going on? 
 
Bernie: 
About five years. 
 
Michael: 
Really? You’ve been living that for five years? I’m curious, with that much stress and pressure 
going on, why would you keep that up if you don’t mind me asking? 
 
Bernie: 
I guess it took me that long…I should rephrase that…it’s taken me this long to realize and 
literally have been praying for two things.  That is for my physical health to return and a new 
opportunity.  I’ve never had the satisfaction in my work and I always knew this wasn’t a place for 
me because I knew people that were there that were passionate about it and I could never 
understand it. 
 
Don’t get me wrong.  I wanted to always make sure that I did the best job that I could and I 
cared about the company but I didn’t live it.  I never lived it like other people.  So, I’ve just 
recently realized that I need to find a way out.  It’s at a point of desperate.  I just don’t know 
which direction to go. 
 
Michael: 
Is there anything you did like about the company when you were working there? 
 
Bernie: 
Well, yeah.  It’s a two-minute commute.  That’s a plus.  I’ve got a lot of really, really great friends 
that I’ve gotten to know over the years.  I make a decent income.  I’m in management at this 
point.  I get six weeks of vacation a year.  So, there was things like that.  I did fairly well with 
some stock purchase programs and things like that.  But, as far as satisfying, it just never 
happened.  It was always something incomplete. 
 
Michael: 
Was that always the way, the dissatisfaction? 
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Bernie: 
In the first couple of years, no.  But, as time went on, I began to realize that it really wasn’t 
where I wanted to be.  It wasn't - I didn’t want to stay in that world until retirement. 
 
Michael: 
What would be the criteria of a business to you? 
 
Bernie: 
The one thing that I’ve always thought of is that I wanted to make a difference in the world.  I’ve 
always wanted to make a positive difference.  I’ve always liked to help people.  As a matter of 
fact, I own a black Chevy pickup and it actually got to the point of ridiculous because I always 
said “yes” when someone said, “Can you help me move?” 
 
But, I always enjoyed it even though it was laborious and things like that.  I’ve always enjoyed 
helping people.  I’ve always been able to realize just the personal reward of that.  But, I’ve been 
looking for that meaning, looking for purpose. 
 
Michael: 
I know you’ve been looking around for the last six months.  Has any particular product caught 
your particular eye that made you feel worth while your doing? 
 
Bernie: 
No.  I haven’t found anything yet. 
 
Michael: 
How about nutritional supplements such as the company that I’m working with? 
 
Bernie: 
I haven’t seen much of it out there.  One of the ones I heard of was called Flaginel.  A lady I 
worked with was telling me about that but it just didn’t seem like something - it just didn't for 
some reason turn on my switch.  But, I know about nutrition.  My mom, ever since we were very 
young like eight years old, she started giving us vitamins you know when all the neighbors and 
relatives were laughing, she was saying, “You guys mark my words…” 
 
I’ve always understood that there is a need for supplements, but I’ve never seen anything real 
special. 
 
Michael: 
When you say you’ve never seen anything special, what do you mean by that? 
 
Bernie: 
Other than just good vitamins and minerals and things like that, which personally I’ve been 
taking them for years and can’t tell when I do take them and can’t tell when I don’t.  I just know 
they’re good so everyday I take them. 
 
Michael: 
So going back to my other question then, would nutritional supplements/nutritional company be 
of interest to you as long as it met other criteria for you? 
 
Bernie: 
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Possibly.  I would definitely want something unique. 
 
Michael: 
What do you mean by unique? 
 
Bernie: 
Something that no one else has, or at least, very few have.  Something that has a power behind 
it.  Something that if you took certain you’d either get energy or something, a physical feeling 
that people could realize. 
 
Michael: 
Give me an example just so I can get a picture of what you are saying. 
 
Bernie: 
For instance, if there was some sort of a nutritional product that would de-stress my body.   
 
Michael: 
Yes, because you mentioned that before, you are pretty much at a rack throughout, right, 
something of that sort.  Are you taking anything right now that does that for you? 
 
Bernie: 
No. 
 
Michael: 
Nothing at all?  Even though you are taking nutritional supplements? 
 
Bernie: 
Right.  I did try a couple of things.  I’ve never liked the western medicine ways.  My mom scared 
us away from that, as well.  I was taking a couple of herbal things that I found at the natural food 
store trying to find a way of natural muscle relaxation and never wanted to take any drugs about 
it.  I’ve tried those but to no avail. 
 
Michael: 
Well, let me ask you.  Do you think that whatever you do, whether you take nutritional 
supplements or drugs or whatever, do you think that really treats the cause of your problem? Or, 
do you think that the cause of your problem is being caused by something else? 
 
Bernie: 
I know it’s being caused by something else.  I know that it’s stress in the workplace.  That’s 
really why I’m looking to get it.  I didn’t realize it so much until I was camping and on about the 
fourth day of camping my whole back and shoulders relaxed and I realized that I wasn’t in pain. 
 
Michael: 
Do you think it a fair criteria to judge say any particular help, say as nutritional supplements, as 
to whether it can get rid of your pain? The reason I ask that is that it appears to me that really 
the pain is brought about by the stress, isn’t it? 
 
Bernie: 
Right.  It is. 
 
Michael: 
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It’s like putting a band-aid over a severe cut when you really you need to get a stitch or 
something like this.  Is it really going to do the job for you? 
 
Bernie: 
Right.  No, it’s not a must because I do realize that my problem is very much work-related.  That 
was just an example that I thought of when you were asking the question earlier. 
 
Michael: 
Yes, that’s fine.  I just wanted to just clarify that with you just a little bit there.  I mean, I’d like to 
help you, but I’m looking at it and based on what you are telling me, that might be a bit of a 
stretch to be able to get rid of all of those symptoms that you’ve got.  The best thing, it appears 
to me, like you said, is you need a change of environment. 
 
When are you looking to do this, to make this change? 
 
Bernie: 
As soon as I can find it. 
 
Michael: 
Well, would you like to explore this with this company based on what we’ve discussed so far? It 
appears to me that you’re looking for something, you appear pretty motivated to make that 
change.  You’re not looking to get rich quickly on this, are you? 
 
Bernie: 
It depends on what you mean by “get rich quickly.” 
 
Michael: 
Like making $100,000 in the first six months or something like this. 
 
Bernie: 
No, that doesn’t usually seem to be so possible.  Ideally, if it was possible, at least turn on a 
light at the end of the tunnel. 
 
Michael: 
Okay.  So, if it took you a year or two to get things going so that you could get maybe in a 
position to start contemplating about moving away from your present job, would that be 
something that you would look to do.   
 
Bernie: 
Yes, absolutely. 
 
Michael: 
Do you have the time to put into it in order to make that work? You can appreciate that it will 
take time. 
 
Bernie: 
It’s pretty tough right now.  I’ve thankfully just moved into a position where there is not much 
overtime.  I was working about 60 hours a week.  Actually, I worked 60 hours a week for 10 
years straight and that was part of that stress.  But, I also am a single dad raising my son.  But, I 
do have some time. 
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Michael: 
You do? About what time could you put into it? 
 
Bernie: 
Maybe an hour a day. 
 
Michael: 
So, you can put in about five to six hours a week? 
 
Bernie: 
Yes.  Maybe more.  Maybe even a little more on weekends. 
 
Michael: 
You appreciate that’s not a huge amount of time, but you can do quite a bit in that time as long 
as you focus.  It seems to me with your management capabilities you could probably focus your 
time quite well.  Well, I’d be very interested in exploring this with you based on what you told 
me.  It looks as though you are looking to move out of that position sooner rather than later, you 
like network marketing, that’s exactly what this company is and if you’re interested, if you feel 
you have a fairly good interest in nutritional supplements and just take me at face value in the 
moment in as far as the efficacy of the products.  
 
I believe we have great products.  We have a good compensation plan.  The company has been 
around for quite a while, too.  So, it’s got some good background there.  They have good 
founders.  If these things ring a bell with you, would you like to pursue that further with me and 
explore this and see whether we can come to some conclusion at your convenience? 
 
Bernie: 
Sure, I’ve always prided myself on being open-minded.  I’ve always thought that a fool jumps 
without looking but I believe that the fool also walks away without looking. 
 
Michael: 
So, you’re ready to make a change now then or start moving if you can get the right thing then. 
 
Bernie: 
I’m looking if I can find the right thing. 
 
Michael: 
Well, let’s talk about it some more.  Okay, I’m going to stop at this particular point.  I’m going to 
thank you very much for that. 
 
Bernie: 
Yes, thank you. 
 
Michael: 
Thank you.  We’re going to analyze this conversation now.  Let’s throw it open.  First of all, let's 
just sort of how did you feel about that? Did you get a good feel for the conversation? Anything 
you like? 
 
Participant: 
It sounded exactly like a conversation.   
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Michael: 
It was a conversation. 
 
Participant: 
It just nicely flowed there.  There was no pressure or anything there. 
 
Bernie: 
I had to step back six years for that one.  It was interesting.  
 
Michael: 
You were in the moment, weren’t you, Bernie? 
 
Bernie: 
Yes. 
 
Michael: 
All of that stuff was true, right? 
 
Bernie: 
Um-hum. 
 
Michael: 
Was that your character at the time, too? Were you always kind of fairly sounding, easy-going, 
sort of likable and all of that stuff? 
 
Bernie: 
Yes. 
 
Michael: 
Okay, what else? Anybody? Make some comments, questions, anything you observed.  Ask 
Bernie whatever you like, okay.  This is your time now to really get a feel for that.  Tell me if you 
didn’t like it or if you weren’t sure about something.  Whatever you want. 
 
Participant: 
When do you know to start making that transition into talking more about, I mean, I understand 
you listen until you get some emotional answers from the person you are talking to, but, that is 
where I seem to be having the trouble is making that transition. 
 
Michael: 
Where would you have made the transition? 
 
Participant: 
When you were talking to Bernie? I don’t know.  I probably would have gone into it sooner just 
because I’m not comfortable yet with just talking and asking questions. 
 
Michael: 
Most people would have done it about 25% into that call.  That’s not being sort of facetious or 
anything like that, that’s where most people would have gone.  Heck, you know, Bernie is kind 
of an interesting guy.  He sounds like fun.  This is the kind of guy that I might want to have on 
my team.  Notice I say might.  I might want to have on my team.  I want to find out about Bernie 
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so I’m going to ask him these questions.  I asked him about his job, he said “no,” so tell me all 
about that.   
 
Notice I asked him what he did like about the job.  What great information we got out from there: 
two-minute commute.  I could hear all of you guys laugh.  You said, “Well, heck, we can give 
you that.” We’re going to come back to that later.  And, he made a lot of great friends there.  
Well, there’s some interesting stuff.  You know, he’s made some great friends so maybe he’s 
got a good old network going there.  He gets a really decent income, remember? Did you write 
all of these things down? He’s in management now.  He’s got six weeks vacation and so on.  So 
there’s some pretty good stuff that is there. 
 
But, at the end of the day, what is driving him to want to change his job? 
 
Participant: 
Work stress. 
 
Michael: 
The stress and how it’s affecting him.   
 
Participant: 
The knots in the back. 
 
Michael: 
The knots in the back but you know he goes even deeper than that, I’m going to suggest to you. 
 
Participant: 
They are dying at work. 
 
Michael: 
They are dying at work. 
 
Participant: 
People dying at work. 
 
Michael: 
They are dying at work.   
 
Participant: 
Is that true? 
 
Bernie: 
Yes. 
 
Participant: 
He needs more time to enjoy life. 
 
Michael: 
Well, there’s more time to enjoy life.  I’m going to suggest there’s other stuff there and that we’ll 
bring that up.  See, Bernie and I are going to have probably two or three conversations, aren’t 
we?  You see where this goes.  Bernie isn’t going to sign on the dotted line tonight necessarily 
but we’re going to start setting up a criteria of what he’s looking for so he can explore it and find 
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out if this is the right thing for him.  I might even get Bernie on some products for example if I 
can determine what he’s got and diagnose it a little bit more. 
 
I would aim towards the end of this evening to talk to Bernie and say, “Look, Bernie, let me find 
out a little bit more about your stress problems; where it is in your body.” And, I’d talk with him 
about it and say, “If you want a little bit of demonstration about the product then there’s one or 
two things there that might be able to help you.  Now, you understand that I’m not guaranteeing 
that they will.  They might do nothing for you.  But, these products are designed to help you 
relieve the symptoms of that.  But, obviously, if you really want to get rid of it, you’re going to 
have to change your position, here.  So, I might suggest as a kickoff that you take these for two 
or three months and see if anything happens as we talk about you getting involved in the 
business and so on.  Would that be fair enough?” 
 
Bernie: 
Absolutely. 
 
Michael: 
You see Bernie is likely to do that.  He’s being well paid.  He’s being paid a lot of money for this 
stress.  A hundred bucks a month or fifty bucks a month to Bernie isn’t going to mean anything.  
He wants to get rid of the stress.  Now there is something else that is going on, too, which we 
never spoke about and it has to do with that stress.  It will come up in another conversation.  I’m 
going to talk about that stress.  But, that stress is not just giving a physical pain.  What else is it 
giving? 
 
Participant: 
Mental. 
 
Michael: 
Mental, yes.  How could it? What did he say he’s got? He’s a -? 
 
Participant: 
Single parent. 
 
Michael: 
Single parent.  Start thinking of possibilities here.  Why do you think he might be? Do you mind 
if we talk about you, Bernie? 
 
Bernie: 
Not at all. 
 
Michael: 
Why do you think he might be a single parent? 
 
Participant: 
Because he’s stressed out and his wife probably didn’t like that lifestyle. 
 
Michael: 
Could well be, right? That’s a possibility.  What about a single parent? How many kids has he 
got? Do we know at this stage? 
 
Participant: 
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No. 
 
Michael: 
No.  Could his stress and the work hours be affecting his relationship with his kids? 
 
Participants: 
Yes. 
 
Michael: 
It could well be.  Something that we can talk about there to create urgency within Bernie so that 
he will, if you like, at least move forward on this.  And, if he decides not to take up my offer, not 
to go with me for some reason or other, do you think the conversation might have enhanced his 
need to move forward fairly quickly and also strengthen his feelings towards network marketing? 
 
Participant: 
Yes. 
 
Michael: 
Yes.  Do you think somebody else might get the benefit of my conversation with him? 
 
Participant: 
Yes. 
 
Michael: 
Somebody else could do that, couldn’t they? 
 
Participant: 
Yes. 
 
Michael: 
Is that okay? 
 
Participant: 
Yes. 
 
Michael: 
Yes.  Why is that okay? 
 
Participant: 
Because it’s a good solution. 
 
Participant: 
Because it’s good for him, isn’t it? 
 
Participant: 
You’ve helped him. 
 
Michael: 
It’s for him, yes.  And, what am I doing? I was talking about laws.  What am I doing? 
 
Participant: 
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What goes around comes around. 
 
Michael: 
What goes around comes around.  It’s called cause and effect.  It’s the law of giving.  I’m giving 
of myself to him without any attachment, law of detachment coming in.  Did I sound as if I was 
attached to my program? 
 
Participant: 
No. 
 
Participant: 
No, you didn’t. 
 
Michael: 
I mean I had an intention, that’s another law I had.  An intention, I have a desire to make this 
work only if the conditions are right.  If you like, my intention is on that.  My intention is to make 
sure that it works for both of us.  That’s my main intention.  Therefore, by making that my main 
intention, I let go of the outcome.  Instead of, “I’ve got to sign this person.  I’ve got to have this 
person on board.” Is this making sense to everyone? 
 
Participants: 
Yes. 
 
Michael: 
I’m letting go of that outcome.  It’s not there anymore because the criteria is that it’s got to be 
agreeable for both of us.  It’s my business and I want to have somebody on board that really 
wants to help themselves and I can help them.  And, if I can help them on the health side, too, 
that’s really good as well.  So, that’s what I mean by letting go of the outcome, by being 
detached from the outcome.  There’s a classic example of it.  You heard it.  You saw it in action. 
 
Bernie: 
I’ve actually been practicing that and it’s been incredible, the detachment.  The difference in 
how the person you are speaking with responds is incredible.  There is a huge difference.  They 
know very much that you are detached and I think so much of what we do and what people tend 
to do is get attached and they are only talking to a couple of people at a time.  Those couple of 
people get so much focus and they feel like this person is chasing me or they feel pressured to 
do something and what do you get when you push? 
 
Participant: 
Resistance. 
 
Michael: 
You get resistance.  Exactly. 
 
Participant: 
Resistance. 
 
Michael: 
Yes, what you persist resists, doesn’t it? 
 
Bernie: 
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Right. 
 
Michael: 
It’s a very powerful thing.  You see, again, this goes back to dialogue.  You see we’re dialoguing 
here.  You cannot be helped but drawn into the fact that I’m dialoguing with you.  I’ve got a 
choice of three ways of communicating.  The first one is what? Anyone? Telling.  The second 
one is? Discussion.  If you think about discussion, discussion in most cases better than telling 
but even with discussion, discussion is really points of view.  In discussion what we are talking 
about is our points of view and yet we’ll learn from each other.   
 
We’ll take stuff from each other.  But, what we’re attempting to do is to strengthen our point of 
view.  And, instead of that, I’m having dialogue with you.  I’m talking with you about it.  One of 
your criteria was, well yeah, the nutritional supplements would be great if they could take care of 
this pain in my body.  Now let me ask you, most of us on this class have got nutritional 
supplements of some sort or another, is that really a fair criteria on which to base whether 
nutritional supplements work or not? 
 
Participants: 
No. 
 
Michael: 
No, it’s not.  But, some people say, “Well, I think we can take care of that.  We’ve got great stuff 
that will take care of that.” They are lying if they do that.  Bernie is going to find that out.  He 
knows it, too.  But, I’m not prepared to go there.  You see I even backed off on that end.  I asked 
him if that was really a fair criteria.  He knows that by me doing that, I’m what? I’m what kind of 
person? I’m a -? 
 
Participants: 
Honest. 
 
Michael: 
I’m an honest person.  I’m a fair person. 
 
Participant: 
I thought your question about, “Are you looking to make $100,000 overnight?” That was kind of 
a negative question, but you qualified him with that, didn’t you? 
 
Michael: 
When you say it was a negative question, were you saying that you didn’t like that approach? 
You would have done it differently? Or, were you just making an observation? 
 
Participant: 
I didn’t mean I didn’t like it. 
 
Michael: 
Okay.  That’s fine. 
 
Participant: 
I mean you used negative words, which kind of qualified him in a positive way, I guess. 
 
Michael: 
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I want to find out if in fact he’s real.  He sounds great and everything but I want to find out if he’s 
real.  In this stage, let me ask you this.  One out of ten, ten that Bernie’s just jumping up and 
down and he’s going to sign on the dotted line, where is he right now? 
 
Participant: 
Three. 
 
Participant: 
I’d say, about a six. 
 
Participant: 
Two. 
 
Michael: 
Let’s have some more.  We’ve got two, three, I heard five and six.  What else? 
 
Participant: 
I’d say five. 
 
Participant: 
Yes, I think close to five. 
 
Participant: 
Two. 
 
Michael: 
Bernie, where would you put yourself at this stage being where you were? 
 
Bernie: 
I would say about a four. 
 
Michael: 
About a four? I was going to say about a four or five.  And, we’ve going to move you 
incrementally up, aren’t we.  We’re going to have you at about a six or a seven by the time we’re 
really completed this conversation.  Then, it’s really a matter of you having a look at it.  It’s 
probably at that stage not a lot I can do about it.  You’re the one who’s going to have to really 
assess it and make sure that this is the kind of thing that you’re looking for.  Any other 
comments? Let’s talk about it.  Continue. 
 
Participant: 
I was just wondering where you would have stopped this conversation if he wasn’t red hot to 
sign.  You haven’t even discussed your opportunity yet.  Would you have stopped here and got 
back with him later? What would you have done? 
 
Michael: 
No, I’m feeling fairly confident that Bernie is going to go with me.  My mental attitude is that 
Bernie is going to go.  This is something he wants to do.  He’s looking around.  He hasn’t really 
found anything yet.  He sounded pretty happy on the phone right now, but I bet you if this was 
six years ago, he probably wasn’t quite as bouncy in his voice as he is right now. My sense tells 
me that is where I’m going with that.   
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Now, if Bernie started getting a little bit wishy washy, you know saying, yeah, it looks okay.  I 
mean it looks all right.  I mean I’ll probably say to him, “Bernie, my sense tells me this hasn’t 
clicked with you.  Let me ask you.  Is this something you really want to pursue? Because if you 
do, I’m prepared to put a lot of time into it, but if you don’t, I think it only fair that we decide right 
now so that we don’t waste your time on it.  Is that okay, Bernie?” 
 
Bernie: 
Absolutely. 
 
Michael: 
You see?  That’s what I would do.  Does that answer your question for you? 
 
Participant: 
Well, yes, except I’m not sure exactly where you’d get into showing the features of your program 
and how it helps him. 
 
Michael: 
That’s where we got to - just to that stage.  Because, remember, I cut the conversation there. 
 
Participant: 
We’re at that stage now? 
 
Michael: 
What I would then do with Bernie is this.  I’m going to say to him, “Well, Bernie, do you have 
some time that we can spend the next ten minutes on the phone to look over the company.  
Such as, we can look at a website if you can fire your computer separate from the phone line or 
we can get more into some of the details.  What would be best for you?’ 
 
I always like to put it on the other person.  What would be best for you - for you to find out what 
it is that your need? What is it that you need to know in order to make a decision on this? Are 
those questions okay? 
 
Bernie: 
Absolutely. 
 
Michael: 
One that I use sometimes is, “What is the criteria?” In fact, I used that this evening and he gave 
me a criteria in a way that I wasn’t expecting, but that’s okay.  I just take what I’ve got.  I say, 
“What’s going to be the criteria to make you decide?”  I’ll spend time listing it out.  Each time, I’ll 
say to him, “What else is there? Can you think of anything else? If you do think of anything else, 
would you let me know because we need to make sure that at the end of the day when you 
make a decision that it’s the right decision for you?” 
 
Participant: 
I thought it was interesting he already started talking about network marketing and you hadn’t 
mentioned anything about network marketing.  I get a lot of people that network marketing is 
bad word.  I wonder how you get through that to begin with.  If they’re just totally against 
network marketing you’re probably going to cut it off early. 
 
Michael: 
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Mike, let’s do this.  I called you up and you asked the question, “Is this network marketing?” 
Let’s go with it. 
 
Mike: 
Okay.  Is this another one of those network marketing deals? 
 
Michael: 
So, Mike, do you know anything about network marketing companies? 
 
Mike: 
Well, not very much.  But, I do know that things like Amway and Shaklee and those kinds of 
things are network marketing.  My experience with those has been pretty bad.  People try to get 
me to go to meetings all of the time.  There’s a lot of off color jokes about network marketing 
and I don't like it. 
 
Michael: 
When you say pretty bad apart from getting you to do to meetings all of the time, can you 
explain that a little bit more.  I’m a little concerned about that. 
 
Mike: 
About going to meetings? 
 
Michael: 
Yes. 
 
Mike: 
We must get four or five invitations a week to go to basket parties and Tupperware things and 
you know you just go because your friend asked you.  You know you’re going to have to buy 
something.  It’s not the kind of business I want to be in. 
 
Michael: 
How long have you been looking to get into a business? 
 
Mike: 
Most of my life, really.  I’m a Mechanical Engineer and I’ve been doing it for 30 years.  You 
spend your whole life trying to be good at something and then you find out that the people want 
to put you out to pasture and hire a couple of younger guys for less money. 
 
Michael: 
Have you found anything else that will give you the kind of business that you’re looking for? 
Mike: 
No, I haven’t.  I’ve tried just about everybody’s Real Estate program on television and been very 
disappointed in that sort of thing.  I have a lot of rental property right now that I wish I didn’t 
have. 
 
Michael: 
Do you have any idea of what you’d like to do? 
 
Mike: 
Not totally, no.  I know I need something that is going to work for me as I get older.  It’s go to be 
something that somebody is not going to just cut me off at the knees someday. 
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Michael: 
What is the picture of what you want to look like when you talk about products, or what? What is 
it you are looking for both for your internal satisfaction as well as external satisfaction? What is it 
you’re looking for? 
 
Mike: 
Whatever I find has got to be something I can really get behind 100%, really believe in and not 
be embarrassed to talk about it. 
 
Michael: 
For example, as I mentioned at the beginning of the call, I work with a company called XYZ 
Nutritional Company.  Just take away the network marketing part of it for a second, does 
something like that appeal to you? Have you ever looked into that? 
 
Mike: 
I’ve tried several nutritional products but they never seem to meet the claims that people 
present to me.  I don’t know whether the people are giving me false claims, or what. 
 
Michael: 
When you say claims, what do you mean by claims? 
 
Mike: 
You know, there’s a big push on the human growth hormone right now and people say if you 
take it for six months you’re going to look like 20 years younger.  Well, I tried it for two years and 
it didn’t help me a bit. 
 
Michael: 
It sounds to me you’ve made yourself a little bit of a - how can I put it - a guinea pig for a lot of 
these companies and tried everything out.  Would that be right? 
 
Mike: 
I’ve believed in a lot of people that maybe I shouldn’t have. 
 
Michael: 
You’re obviously looking for something that’s got integrity and does what it says it does.  Is that 
right? 
 
Mike: 
Absolutely.  It has to.  Your integrity goes down the drain if you don’t. 
 
Michael: 
I agree with you on that one, absolutely.  Let me just lay it out there.  Let’s say that, for example, 
and you don’t have to accept my word for it, you’ve been around the block, you know what to 
look for, but let’s say that the company that I work with has got efficacious products.  The 
products are what they say they are and has got a good foundation and so on and so forth.  
Whether it’s me or somebody else, would that be of interest to you? It goes back to nutrition 
again.  Would nutrition be of interest to you as a business? 
 
Mike: 
Yes, if they’re products that work. 
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Michael: 
So, we can come up with a criteria for demonstrating how they work.  That’s obviously a very 
important part of your decision making process. 
 
Mike: 
Yes. 
 
Michael: 
Perhaps I can get back to network marketing again.  I think I can appreciate some of the things 
that you are talking about.  Those things do happen.  I’d like to talk a little bit more about some 
of your experiences though before I say that entirely.  I sense that there’s probably a little bit 
more to it.  But, would you agree with me that most businesses have some plusses and 
minuses to them whether it’s the people in them or the kinds of businesses that they are?  It 
doesn’t matter what kind of industry that you’re in? 
 
Mike: 
Yes, that’s right.  I mean I guess that’s why they call it work instead of fun. 
 
Michael: 
What if we could turn it into some fun for you or something like that? That sounds like something 
that you might be looking for.  Would that be right? 
 
Mike: 
Yes, I’ve always envied people that could have fun with work. 
 
Michael: 
What if network marketing - okay, I want you to listen to this one guys - what if network 
marketing wasn’t what you thought it was? What if it was something quite different and 
unfortunately for some reason or another you had gotten the bad side of something or somehow 
you didn’t get into the right area or the right people or right company or something? What if it 
could give you those things? 
 
I don’t know for sure 100% yet that it could do that.  But, what if it could? Would you explore it if 
you could find a legitimate and correct way of going about it? 
 
Mike: 
I think, yes, if I found something that was ethical and honest and had good people working the 
program I suppose it would be more interesting to me. 
 
Michael: 
Because based on what you told me on some of the things that you are looking for, what I can 
say is and again, you have to work this out for yourself, all I can say is I’m very happy with my 
company.  I’ve been around with it for close to a year now and I’m moving towards the things 
that I want.  I’m aware of some of the things that you’re talking about within network marketing 
companies from the little that you told me. 
 
I don’t do any of that stuff.  It’s not something that’s of interest to me.  But, it is a legitimate 
home-based business for me.  If you are interested, I wouldn’t mind spending a bit of time 
exploring that with you and allowing you to assess if for yourself.  But, that’s if you’re interested 



©Natural Selling/Michael Oliver.  No Duplication. All rights reserved     
www.NaturalSelling.com 

32 
32 

and you’re serious about wanting to make a change and move towards something else.  Would 
that be of interest to you? 
 
Mike: 
Yes.  That sort of approach, yes. 
 
Michael: 
I’m going to stop there again, everyone, alright? Are you okay with that conversation, guys? 
 
Participants: 
Yes. 
 
Mike: 
That was good.   
 
Michael: 
Mike, are you okay with that? 
 
Mike: 
Yes. 
 
Michael: 
By the way, that’s my party piece there when I do a workshop I ask for someone in the audience 
just to hammer me.  We set it up slightly different, but I say, “Look.  You just come at me in any 
way that you want to.” If they don’t, I’ll get rid of them and get somebody else.  There’s a way 
that you can talk to people.  That’s it.  You got an essence of it there.  It is exploring around 
what is behind Mike’s problem.  Eventually, I’m going to come to a point that if Mike is sounding 
as though he is beginning to be open, which he is, I’m going to end up what if.   
 
This is the criteria - what if it wasn’t what you thought it is?  It’s an implication question.  What if 
you screwed up? What if your experiences, your beliefs or whatever are preventing you from 
getting you from getting what you want.  That’s the message behind that.  In other words, are 
you open to it or are you going to go around with your head in the sand for the rest of your life 
and not get anywhere?  I’m not saying those things, but there is all kinds of messages in the 
background.  Does everyone see that? 
 
Participants: 
Yes. 
 
Michael: 
So, that’s where I’m going with that.  
 
As you practice Dialoguing with people, you'll see that your questions and their answers begin 
to naturally take on the form of a relaxed conversation that completely eliminates tension, 
objections, and rejection.   
 
When you listen to this role play again, notice how naturally the conversation just flows along 
without Bernie feeling any pressure.   
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Also notice that I was not attached to any particular outcome other than to fulfill my purpose of 
discovering whether Bernie has a problem, what it is and whether he really does want to make a 
change. 
 
You don't have to go into any conversation with the idea that you've got to sign someone up for 
your program.   
 
Just use the Dialogue process to discover if in fact they have a problem. Create a space that 
allows people to come up with their own criteria and conclusions that it’s time to change. Doing 
so will produce for a better experience far better results in your business.   
 
I'd like to draw to your attention to a statement made during this role play that really drives this 
point home.  When I was analyzing the role play, one of the participants said,  
 
"I've been practicing detachment and the difference in how people respond to you is 
incredible...it's a huge difference! 
 
It’s true, as the opposite is true when people sense the vibration that you're attached to an 
agenda and feel like you're pressuring them to do something. They resent it and will resist you.   
 
If you'll just let them come to their own conclusion about making a change and allow them again 
to come to their own conclusion as to whether your opportunity is the kind of thing they're 
looking for, you'll find that when they decide to join your business, they will be deeply committed 
to their own success for the simple reason that it was THEIR decision and not YOURS. 
 
When you effectively Dialogue with others, you'll discover that people will be much more 
attracted to you and interested in what you have to say ... without you having to persuade them 
... and, they will be much more likely to embrace your solutions.   
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Calling Leads CD #1 - Role Play 

Questions Are The Solution 
 
In this Dialogue, I invite Hanna to assume the role of a prospective partner, as I follow up with 
her on a request for information about starting a home-based business. 
 
Notice how my opening question, 'Can I ask you, are you still looking, and do you have any idea 
as to what you're looking for?', puts the focus on Hanna's situation including how she feels 
about selling, and that in spite of her persistent requests to find out what I've got, I continue to 
ask questions that allow her to surface -- and hear – specific details about what it is that she's 
looking for and what a solution to her problem might look like. 
 
Sensing Hanna's hesitancy and cautious approach, you'll also want to focus on how I make use 
of the website as a sales tool to assist her in getting the information she needs to see if the 
business is really something she could be interested in.   
 
Remember, you don't have to hit a home run your first time at bat in order to win the ball game.   
 
In other words, as long as the person is open, you can always get back with them at a later 
time. You'll discover, that it's far better to set a plan of action that makes it easy for them to take 
small steps towards a firm commitment to change the circumstances of their life, than to present 
your solution and try to sign them up there and then before they have closed themselves on 
your solution. Think about this… who said that you had to get a final conclusion or yes or no on 
your first conversation. 
 
Pay particular attention to how my asking Hanna questions helps Hanna think through her 
problem to get a clear picture of exactly what she wants and doesn't want.  This also set the 
path toward making sure she is taking responsibility for her past and future actions. 
 
By sharing your knowledge of the business, and exploring questions they would have asked 
themselves if they had known what to ask, you can help people think outside the box to imagine 
an infinite realm of possibilities and solutions to their problems. 
 
Let's join the Dialogue... 
 
Michael: 
If one of you would like to be the person, the prospective partner, if you like and I’ll be you.  I’ll 
call you and talk with you about the fact that you had, at some stage or another, requested 
some information about starting your own business or home-based business.  That’s basically 
what they’re doing, is that correct? 
 
Participants: 
Yes. 
 
Hannah: 
This is Hannah.  I’ll do it. 
 
Michael: 
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Okay, Hannah.  I want you to be one of those people that you’ve spoken with or just get into 
their shoes, if you like.  But, be yourself and go back in time.  I’m going to call you.  Good 
evening, is that Hannah? 
 
Hannah: 
Yes, that’s me. 
 
Michael: 
Hannah, hi, this is Michael Oliver and I’m with a company called XYZ Company.  Recently, or 
sometime recently, you requested some information to inquire about starting your own business, 
your own home-based business.  I’m just following up on that.  Is now a good time to talk? 
 
Hannah: 
Yes, this is good. 
 
Michael: 
Can I ask you if you’re still looking for something like this? 
 
Hannah: 
Yes, I am actually, yes. 
 
Michael: 
Do you have an idea as to what you’re looking for? 
 
Hannah: 
Something that’s not going to take too much time because I’m already pretty busy and, yes, 
basically I’m just interested to see what it is you’ve got.  I don’t have too much in mind at the 
moment. 
 
Michael: 
Have you looked at anything at all since you’ve decided to take this course? 
 
Hannah: 
No.  I haven’t looked. 
 
Michael: 
So, when you say that you don’t want to take up too much time, is there anything specific that 
interests you in starting your own home business? I mean, any kind of products? 
 
Hannah: 
Health has always been an interest for me. 
 
Michael: 
When you say “always” what do you mean by that? 
 
Hannah: 
For a long time like since I’ve been able to get my own food and things like that I’ve always 
gone for a healthy diet and would be just interested in that really.  It’s just part of me, really. 
 
Michael: 
You so take care of your health quite well then, I guess, huh? 
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Hannah: 
Yes, I try to. 
 
Michael: 
When you said you didn’t want to find something to take too much time, are you working at the 
present time? 
 
Hannah: 
Because I’m studying full-time, I don’t have a lot of time.  I’m really interested to look at what I 
could do in the time I do have. 
 
Michael: 
What are you studying? 
 
Hannah: 
Outdoor Education. 
 
Michael: 
Outdoor Education.  Cool and how long have you been doing that? 
 
Hannah: 
I’ve done it for a year now, two years ago. 
 
Michael: 
Is that a degree course? 
 
Hannah: 
Yes, it is. 
 
Michael: 
That’s cool.  Have you decided what you’re going to do with your degree? 
 
Hannah: 
Well be outdoors a bit.  Be an Outward Bound Instructor is my goal. 
 
Michael: 
Do you have time to do some setting up of your home business or things that work outside of 
your studies? 
 
Hannah: 
Yes.  I mean there’s always holiday time.  Over the summer, there’s three months off and blocks 
of three weeks throughout – a couple of them through the year, the times when I’m not studying, 
a couple of evenings a week.  I’ve done a bit of basking in the past and I’d be quite happy to do 
something other than that. 
 
Michael: 
What kind of basking were you doing? 
 
Hannah: 
I was playing the violin and recorder.   
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Michael: 
Really? How long have you been doing that? 
 
Hannah: 
For years, since I was about 12 years old. 
 
Michael: 
So, you make some reasonably good money at that? I guess you do that on the streets, is that 
right? 
 
Hannah: 
Yeah, oh yeah.  You make really good money. 
 
Michael: 
Does it pay for your University? 
 
Hannah: 
Well, partly.  Of course I’ve done other jobs that have paid for that. 
 
Michael: 
That’s cool.  That’s interesting to know.  When we were talking about you’d like to know about 
doing your own part-time business, what does that look like to you? Do you have any thoughts 
as to what that might look like, what it is that might appear? 
 
Hannah: 
To be my own boss and organize, fit it in to my own time, not to have to fit it into anyone else’s 
schedule, really.  I’m not sure.  I don’t have big pictures myself really and am wanting to see 
what it is you’ve got. 
 
Michael: 
Apart from holidays that you take off, what kind of time could you devote to something like this? 
 
Hannah: 
I’d have to make a bit of space, you know, so, probably, a couple of hours a week, maybe two, 
three hours, maybe a week, four if it was really exciting. 
 
Michael: 
What kind of money were looking at earning? 
 
Hannah: 
Two hundred dollars a week would be pretty good.  Maybe later even more than that would be 
good, $300.00 a week. 
 
Michael: 
Is that something that you’d want to do right away or could you work towards that over a period 
of two or three months? 
 
Hannah: 
It could take a bit of time to work towards it. 
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Michael: 
So, you appreciate there may be a bit of time in starting up? Is that correct? 
 
Hannah 
Yes. 
 
Michael: 
Can I ask you another question? Do you have some funds to invest in your business? 
 
Hannah: 
Yes, I’ve got a bit of savings that I could use. 
 
Michael: 
Do you have any idea as to what it would cost to start something on your own? 
 
Hannah: 
I mean, an ordinary business would be thousands of dollars so I don’t have that much.  I mean, 
anything up to $4,000.00. 
 
Michael: 
Okay, but you’re pretty much prepared to make an investment to begin your business.  Is that 
correct? 
 
Hannah: 
Yes. 
 
Michael: 
If the business was in the health field, would that be of interest to you. 
 
Hannah: 
Yes.  Yes.  Definitely. 
 
Michael: 
I’m going to tell you just a little bit about the company that I work with.  I haven’t really told you 
very much about myself but I am an independent distributor.  I work with others in the health 
field and primarily in the nutritional field as well as skin care products.  Are you familiar with any 
of these things? 
 
Hannah: 
Well, I’ve not been so much as one who takes supplements or anything like that or whole food 
stuff, but I’m always interested to find out more, let’s put it that way. 
 
Michael: 
So, nutrition is something that could be of interest to you. 
 
Hannah: 
Yes. 
 
Michael: 
What about skin care products, weight loss products? 
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Hannah: 
Well, I’d check it out.  Hasn’t been a huge interest but I’m always open to new things. 
 
Michael: 
A function of the business is also selling the products, as well, selling nutritional products to 
people as well as doing what we’re doing here, offering other people to have the ability and the 
opportunity to get involved and sell products as well.  Is this something that would be okay with 
you? Are you familiar with selling to others? 
 
Hannah: 
Yes.  I could try.  It sounds a little scary but, yes.  I’ll try. 
 
Michael: 
Just talking about scary, can I ask you what you mean by that? 
 
Hannah: 
I don’t know, just fear - asking people for things - fear, to give money, you know, fear. 
 
Michael: 
A big function of it is to do with selling so I think we want to talk about this.  But, what is your 
interpretation of selling, Hannah? 
 
Hannah: 
Well, telling people what you’ve go, you know, advertising it and asking them if they’ll buy it, you 
know? 
 
Michael: 
And, how do you feel about that? 
 
Hannah: 
Well, I mean, the experience I had with selling was in the books, but I have been particularly 
proactive in selling it in more just pictures of the posters and hope that people come to me. 
 
Michael: 
Yes. 
 
Hannah: 
It hasn’t been the most effective way about it, but yes, like you said, I have a lot of work to do. 
 
Michael: 
What if it wasn’t that way? What if it was little bit more simple than that and it wasn’t a matter of 
telling people what you’ve got and advertising and doing posters and it was something a lot 
different, perhaps more simple than that? Would that be of interest to you? 
 
Hannah: 
Oh, yes.  Definitely. 
 
Michael: 
Because that’s something we might want to explore than as far as the training that we have, 
which is not only product training but there are **** all the time, you can talk with people and 
discover if in fact if this is something they are looking for.   Is there any questions that you might 
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have about where it is we are so far and how you’d like to see this go further?  How we might 
take the next step? 
 
Hannah: 
Yes, I’d like to quite clearly see exactly how it works. 
 
Michael: 
Okay. 
 
Hannah: 
And, what goals and the products, too. 
 
Michael: 
When you say, “how it works” what do you mean by that? 
 
Hannah: 
The sticks of what you do. 
 
Michael: 
Okay.  And, products, you’d like to have a look at those and see what we're all about there? 
 
Hannah:  
Yes.  Yes. 
 
Michael: 
Do you have a computer? Do you have access to a computer? 
 
Hannah: 
Yes, I do. 
 
Michael: 
Okay.  Are you able to get online right now or is this something you have to do separately? 
 
Hannah: 
No, I’d have to do it separately. 
 
Michael: 
All right.  What I’d like you to do is this if I might suggest is one of the ways you can find out 
more about us is I’ll give you a website that you can go to.  But, before we do that, it might be a 
little bit wiser for me just to ask you a few more questions as to what would be most important to 
you.  Would it be looking at the product, looking at the company, what aspects would you like to 
go through? What’s the criteria we’d like to go through as we’re exploring what we’re doing? 
 
Hannah: 
The product. 
 
Michael: 
Ok.  So, the type of products and the products, what are you looking for there? Are you looking 
for the quality of the products, are you looking for -? 
 
Hannah: 
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Yes, quality with a - organic or non-organic. 
 
Michael: 
What would you prefer, organic or non-organic? 
 
Hannah: 
I’d like organic. 
 
Michael: 
Organic products.  You like natural products. 
 
Hannah: 
Yes, natural. 
 
Michael: 
I think we can help you there because in fact all of our products are based upon natural 
materials.  What else are you looking for? 
 
Hannah: 
I don’t have so much an idea.  I have to take out further, things like what I’d want to, products I’d 
want to use and sell to people. 
 
Michael: 
Let’s do this, Hannah.  My sense tells me that probably our website is going to give you the 
most information you need initially.  Just go and check out everything about the company as 
well as the products and the efficacy of the products.  I suggest that I give you the website and 
then we set a time to get together and talk about what it is that you’ve discovered and then talk 
about how we might take this further after that if it’s something of interest to you.  Would that be 
okay? 
 
Hannah: 
Yes, that’s fine. 
 
Michael: 
Do you have a pencil and paper there? 
 
Hannah: 
Yes. 
 
Michael: 
If you write down the number of the website address with is XYZ.com and if you go there, you’ll 
find it’s a pretty easy site to navigate around.  You can have a look there.  How long would you 
like to have to be able to do that? When would be a good time to call you back and follow up on 
this and see if we can take the next step? 
 
Hannah: 
I can probably check it out tomorrow. 
 
Michael: 
All right. 
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Hannah: 
Tomorrow evening. 
 
Michael: 
So, would the next evening be a good time? In two days time? 
 
Hannah: 
Yes. 
 
Michael: 
What time would be good for you to call if I called you? 
 
Hannah: 
8:30 would be a good time. 
 
Michael: 
8:30? Let’s do that.  I’m going to mark it in my diary if you would mark it in yours as well to 
expect my call.  I’m also going to give you my telephone number in case something comes up 
so you can call me because I think you can appreciate that if you’re not able to make it then I 
could probably spend that time also calling somebody else.  So, if you would do that for me if 
something comes up, but otherwise I’ll expect you there at that time.  My telephone number is 
…...  You can just take that down.  Is there anything else that I can answer for you before we 
leave? 
 
Hannah: 
No, that’s fine at the moment. 
 
Michael: 
So, I’ll give you a call in 48 hours then at 8:30 and I’ll look forward to talking with you then and 
seeing whether this might work for you.  Thank you very much, Hannah. 
 
Hannah: 
Ok, thanks. 
 
Michael: 
Thank you.  Bye bye. 
 
Hannah: 
Bye. 
 
Michael: 
Okay.  Anyone would like to make any comments about that at all? 
 
Participant: 
I can just tell you avoided answering the question when she said she just wanted to know what 
you’ve got and she said that a couple of times.  You just kind of picked up on some other line 
and carried on from there which is probably something that I get stuck on too.  I probably came 
to tell them on and think of ways of how I can get over it. 
 
Michael: 
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I don’t think I was avoiding it on purpose.  In fact, if someone does say that, I’m quite happy in 
another occasion to actually say, “Well, we’re a company…” and just sort of give them an 
explanation on it.  Then, ask a question, which would be, “Is that something that might be of 
interest to you?” Or, “Have your heard of this company before? Are you aware of these types of 
products?” 
 
Always ask a question at the end and then steer it that way, but I didn’t do it on purpose.  I 
wasn’t on purposely trying to avoid the question.  I just wanted you to be aware of that.  It’s an 
interesting point.  Yes.  Somebody else had something? 
 
Participant: 
I said I really like the question you asked about was she prepared to invest some money in a 
business.  I think sometimes we forget that. 
 
Michael: 
Yes.  There’s lot of ways of doing it.  You can say things like -. 
 
Participant: 
I liked the way you did it. 
 
Michael: 
I think you can appreciate that usually there’s some investment involved in starting your own 
business.  Is that something that you have funds to do? Or, are you aware of that? Or, are you 
prepared to do that?  Usually, they’ll say yes or it depends on how much.  Then, there’s a way 
of phrasing a question, as well, which is to ask them what they think it might cost to start a 
business.  People will come us with some crazy sums.  Hannah came up with, “I’m willing in 
invest - how much? 
 
Participant: 
$4,000.00. 
 
Michael: 
$4,000.00 - people will come up with those answers themselves.  You know then $4,000.00 is 
quite a hefty sum and in most of your cases, she’s not going to have to invest that kind of 
money, is she, initially? 
 
Participant: 
No. 
 
Michael: 
No.  But, it’s useful for her to look at perhaps taking a top-level investment if it was appropriate 
to do so.  And, also have some funds available for training and other things that she’s going to 
need to get herself going because as you all know, it does take a little extra money apart from 
the money that you’ve initially invested.  Would that be true? 
 
Participants: 
Yes. 
 
Michael: 
That was just an example of a conversation.  Her conversation could have gone a lot of different 
ways.  You guys might have taken it a very different way.  You probably heard things that you 
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might like to have expanded on.  You might have had certain questions in your mind that you 
would have expanded on.  All I’m doing is just giving you an idea of how a conversation might 
go.  Is that fair enough for everyone? 
 
Participants: 
Yes. 
 
As you can see, when you ask the right kinds of discovery questions, the Dialogue process just 
automatically attracts people to you and allows them to open up.   
 
They'll tell you exactly what you need to know to help them, and this will significantly increase 
your sales.  Please note… you can only create the attraction as long as you’re not manipulating 
people with leading or manipulating questions that only serve you. Not only will it cause your 
potential partners to back off, it will cause your tension and your fears to surface and then you’re 
in no position to help any one. 
 
Have you ever heard of brainstorming where everyone comes up with ideas and in the first 
round that is all you do, even supporting others ideas though you might disagree with them, and 
not commenting against or criticizing? If you’ve ever done this you will have noticed that many 
times new ground is broken, new ideas flourish, old ideas and beliefs are let go. 
 
Well, I'd like to suggest that you look at Dialoguing with others as a brainstorming session. Get 
on their side of the fence and see their problems from their point of view and get them involved 
with what they think the solutions could be and how they would resolve their issues.  
 
It’s very powerful because they end up owning their own answers taking responsibility for the 
solution (which most times fits in perfectly with yours) and YOU are looked on as a valid and 
close friend. This is how wise leaders are born. 
 
Make a mental note of this as well. Asking questions prevents you from telling, and when you 
stop telling, people will stop rejecting. 
 
So, before calling your next lead, mentally detach from any self-serving agenda and, instead, 
focus your intention and purpose on seeing how you can be of help, and having a genuine 
interest in others to discover their problems and the history behind them, as well as their degree 
of desire to change.   
 
When you do this, you'll be making the Law of Attraction work for you because your potential 
partners just can't help but feel your intention. Your ability to help people will soar and the sale, 
if there is one to be made, will just naturally follow. 
 
Here are just a few of the many benefits of following one of the 4 Natural Selling Principles 
which is… asking the right types of questions at the right time 
 

1. They're non-confrontational (as long as you say them in a non-confrontational way!) 
 

2. They arouse curiosity and interest. 
 

3. They cause people to pause, think and respond. 
 

4. They can reveal whether or not their replies are a mask or whether they are truth. 
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5. They help people explore their problems in a positive way. 

 
6. They help people feel good for having addressed them. 

 
Effectively Dialogue with others and you'll discover that you’ll be in that zone of consciousness 
and awareness that all is unfolding as it was meant to be for both you and your partners. 
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Calling Leads CD #2 - Role Play 

Give Them What They're Looking For...Not What You Have 
 
In this Calling Leads Role Play, I'm Dialoguing with John, who I have asked to go back to a 
point in time before he ever thought about becoming involved in Network Marketing.   
 
Listen carefully to the types of questions I ask, that surface not only his history and the facts 
surrounding his circumstances, but the meaning and feelings behind John’s words.   
 
Take note of the specific criteria he lays out in terms of his ideal business, whether he seems 
curious and ready to make a change, and to how the Dialogue process creates an atmosphere 
of collaboration wherein we're able to make a personal connection with each other.   
 
Also, look at how using feed-back throughout the conversation serves to confirm in my mind 
whether or not my solution fits his situation. 
 
Notice how opening the Dialogue with the key phrase, "Before I get into what I'm doing, let me 
see if what you're looking for might fit with what I might be able to offer you", jump starts the 
whole process by focusing in on what John has in mind, and which allows him to easily open up 
and tell me everything I need to know when feeding back what appear to be HIS solution to him.   
 
When you use a qualifying question such as, "If you could have all the things you just described, 
is that of interest to you?" and a transition statement such as, "Based on what you've just told 
me, I'd like to explain how what I'm doing might work for you?", you'll discover that there's just a 
magical kind of power in these types of questions that, in many cases, will make your 
opportunity the right opportunity at the right time ... and they'll move on it! 
 
Let's join the Dialogue... 
 
Michael: 
Now, let’s role-play.  Let me do that in the form of being the distributor and asking one of you to 
act as the volunteer.  These are the rules of volunteering.  The rules of volunteering are that I 
need to have you go back in time before you became a distributor, before you were even 
thinking of becoming a distributor.  It’s really important you understand that because a lot of 
people pop out of this role-playing and start saying, “Well, I decided to become a distributor.”  
 
That’s not the point.  It’s before you decided, before you even thought about becoming a 
distributor.  You can have known about network marketing.  You can have a prejudice against it 
if you want, whatever you are feeling.  I need you to go back and role-play and be present in 
that particular time because we are going to have a conversation and we are going to analyze it 
as we go.  So, I need somebody who’d like to do that.  Who’d like to do that with me? 
 
John: 
I’ll do it.  This is John in Connecticut. 
 
Michael: 
Ok, John.  You and I are then going to have a conversation.  I’m going to suggest that the way 
we do this, well, there’s a couple of ways we can do it, we can do it as total strangers or we can 
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do in the form that you’ve replied to an ad somewhere and I’ve got your name as someone 
who’s interested in looking for a business opportunity.   
 
Why don’t we do it in the form of me calling you as someone who expressed an interest in a 
business opportunity? Let’s say I have a lead generation program or I subscribe to one and your 
name came out.  Now, the rest of you, what are you guys going to do? 
 
Participant: 
Listen. 
 
Michael: 
You’re going to listen and what are you going to be listening for? 
 
Participant: 
Questions. 
 
Michael: 
And what else? 
 
Participant: 
Answers. 
 
Michael: 
The answer.  In the answers, what are you going to be listening for? 
 
Participant: 
His needs. 
 
Michael: 
What kind of needs? 
 
Participant: 
To make a change. 
 
Michael: 
To make a change.  Okay.  What else, anyone? 
 
Participant: 
Curiosity. 
 
Michael: 
Curiosity.  Okay.  What else? 
 
Participant: 
If they are open to what you have to say. 
 
Michael: 
Yes, if they are open.  Yes.  What else? 
 
Participant: 
The emotional connection? 
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Michael: 
Yes, we’re listening for facts.  We’re listening for feelings, aren’t we? We’re listening for the 
whys behind the answers that we get.  So, listen to my questions.  My questions are going to be 
mostly based on what John gives me.  Okay, John, are you ready then?  Just be your natural 
self. 
 
John: 
Okay. 
 
Michael: 
You know be whatever you want to be and we’ll take it from there.  I’m just going to call up and 
I’m going to say, good morning, is this John? 
 
John: 
Yes, it is. 
 
Michael: 
John, my name is Michael, Michael Oliver.  I’m with XYZ Company.  I’m calling you because 
recently you had replied to an ad looking for a business, part-time or full-time business.  I’m 
following up on that to talk with you about what I might have.  Is this a good time to talk? 
 
John: 
Yes, actually, this is fine. 
 
Michael: 
Great.  John, have you found anything yet? Have you found what you’re looking for? 
 
John: 
Well, I’ve just recently started looking again.  I’ve been doing some consulting and the work has 
dried up.  My situation is such that I’m not able to do the regular office kind of work that I used to 
do. 
 
Michael: 
Do you know what you’re looking for? 
 
John: 
Not really.  I’ve explored a few things like franchising and other small business opportunities but 
none of them suit my situation and none of them really look like they would offer the income that 
I’d like to see. 
 
Michael: 
When you say, “don’t suit your situation” what do you mean by that? 
 
John: 
I’m an engineer by education.  I’ve been designing machinery for almost 20 years now and I’ve 
fairly recently changed to become an at-home parent.  I have a small boy that I take care of and 
I have been able to do consulting for my last few employers at home, but that work is sort of 
drying up and I don’t have any new options.  I can’t go back to the offices because I’m 
committed to the house. 
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Michael: 
That’s an interesting decision you made there to be at home.  Are you alone? Are you a single 
parent? 
 
John: 
No.  My wife is a physician so she was the obvious person to keep her career.  We didn’t want 
to do daycare so I decided to stay home. 
 
Michael: 
So, in fact then if I’m hearing you correctly, to make sure your wife goes to her office or goes to 
her practice and you stay at home to take care of your boy.  Is that right? 
 
John: 
That’s right. 
 
Michael: 
How old is your boy? 
 
John: 
He’s just six months old now. 
 
Michael: 
Six months?  How’s it feel to be a parent staying at home? 
 
John: 
Well, It’s pretty nice.  I like it.  I really enjoy it.  The situation has been pretty nice.  I bought a 
computer and I’ve been able to design machinery from my den while taking care of him.  I 
actually do more work than I used to do in a 40-hour week.  I’m still fond of taking care of him. 
 
Michael: 
So, you’re intending to do this or you hope to do this until your child, well, for how long? Have 
you thought about how long you’re going to actually stay at home and take care of your child? 
 
John: 
The ideal situation would be I have a business but I could work part-time and make full-time as 
he gets into school. 
 
Michael: 
When you say machinery, what kind of machinery? 
 
John: 
Large capital equipment, paper converting machinery - I’ve done some photo lab equipment.  
I’ve done robotics.  I’ve done quite a few different things. 
 
Michael: 
Do you enjoy doing that? 
 
John: 
Yes and no.  The work itself can be very challenging and very rewarding but the office 
environment rarely is. 
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Michael: 
When you say office environment, what do you mean? 
 
John: 
Well just the general makeup.  There’s office politics and the fact that if another project doesn’t 
come along at the right time you’ve got a better than even chance of getting laid off.  You make 
a lot money for a couple of years but then you find yourself out of work for a couple of months 
while you’re looking for another position. 
 
Michael: 
How do you feel about that when that happens? 
 
John: 
That’s pretty frustrating.  When you think you’re doing well with your retirement plans and 
banking good money then this comes along and you have to start all over again.  You have to 
dip into your savings to cover yourself. 
 
Michael: 
Has that happened very often? 
 
John: 
In this environment that I’ve sort of specialized myself in, it happens every two or three years. 
 
Michael: 
And, for how long does it usually last? 
 
John: 
If the economy is good and there’s a lot of equipment being built, you may be very much in 
demand.  You’d be out of work maybe a couple of weeks and into a better position.  Otherwise 
you have to go and compete with a couple of hundred people for a mediocre job. 
 
Michael: 
So, would it be true to say, then, that you don’t have very much control over your environments 
as a designer? 
 
John: 
No, they like to make you think you do, but you have very little control. 
 
Michael: 
Yeah.  That’s fascinating.  Thanks.  I appreciate you sharing that with me.  So, you’re looking for 
something, I mean, what’s the rationale behind you looking for a different business.  You 
mentioned you were looking for something part-time and I believe you said that you’d hope 
you’d grow it into full-time.  So, what would be the rationale behind that just so I can get a 
glimpse of why you’re doing this? 
 
John: 
Eventually, he’ll be in school full-time and I’d be looking for full-time work. 
 
Michael: 
Yes. 
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John: 
And, I really am not too, now that I’ve been out of it for a while, I really don’t want to get back 
into that environment. 
 
Michael: 
Okay, so you want to move away.  Would you do that, if you had the choice, would you start 
over again as a designer, engineer designer if you could go back 20 years and do it all over 
again? Or would you do something differently? 
 
John: 
I would probably do something different. 
 
Michael: 
What would that be? 
 
John: 
I don’t know.  That’s a very good question.  I really don’t know.  That’s really all I’ve done.  I 
mean, I was a tool and die maker right out of high school and that’s how I worked my way 
through college.  I’ve never really done anything other than the industrial environment. 
 
Michael: 
Is that what you always wanted to do when you left school was to do this, tool & die maker and 
then become an engineer? Or, did you have some other dream or idea? 
 
John: 
No, this is what I always wanted to do. 
 
Michael: 
And now’s the time to make a change, I guess, or start shifting.  Would that be true? 
 
John: 
Yes. 
 
Michael: 
So, you mentioned franchising and small business opportunities.  How much did you look into 
that? 
 
John: 
I looked at a number of opportunities and answered a bunch of ads but the problem is when you 
get into a business like that you are really married to it.  You have to put in 50, 60, 70 hours a 
week sometimes. 
 
Michael: 
When you talk about “that kind of business,” what do you mean by that? 
 
John: 
I was looking at starting like a gourmet coffee shop, which was a really expensive proposition 
but then you have all of the usual headaches associated with a small business.  You’ve got 
employees.  You’ve got bookkeeping.  You have to be there all the time.  And, that’s definitely 
not consistent with what I’m doing right now.  I can’t commit myself to a business like that and 
take care of a child.  It just doesn’t work. 
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Michael: 
So, the more traditional type of business then is not something that would work with you 
because, if I’m hearing you correctly, is because it would tie you down.  Is that right? It’s just like 
having a full, full-time job as it were. 
 
John: 
Right.  Right.  Exactly. 
 
Michael: 
And, your priority is looking after your child, your boy and the house. 
 
John: 
Right, because if I was going to commit myself to something full-time like that, I would probably 
be better off going back into engineering where I have a fairly fixed schedule and it’s usually 
less than 50 hours a week. 
 
Michael: 
Have you looked at anything else apart from that type of work? 
 
John: 
Consulting has its' own demands.  It’s very difficult to find a consulting position that allows me 
the flexibility of working from home and only going in periodically.  Very few people are - they 
either want you for 80 hours a week or nothing.  Consulting is sort of out of the question for now.  
It’s a possibility for the future, but not now. 
 
Michael: 
I would imagine, too, that not only do they want you for those amounts of time, but also you 
have down time, too, while you pursue a new consulting job.  Would that be right? 
 
John: 
Yes, your focus is always split between looking for the next job and doing the one that you’ve 
got.  So, you always have to watch for both to try to keep those down times as minimal as 
possible. 
 
Michael: 
Yes.  And, have you looked for anything else? 
 
John: 
Well, there’s a lot of things that don’t appeal to me.  There’s a lot of things like cleaning 
businesses and things like that.  And, they have all of the same problems associated with - the 
equipment, long hours.  So, basically you are married to the business.  There’s very little 
flexibility in any of these businesses that I’ve looked for. 
 
Michael: 
It appears to me that you’ve done quite a bit of research on this.   
 
John: 
I’m a researcher.  I’ve been restless in the engineering field for some time.  That’s one of the 
things that made being an at-home parent seem even more attractive.  It gave me a break from 
that environment.  Now that I’ve been out of it, I definitely don’t want to go back. 
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Michael: 
You’ve got a bit of experience here and I’ve got a sense that you know what you want and what 
you don’t want.  What would be the criteria of a business for you? Before I get into what I’ve got 
and what I’m doing and all that sorts of stuff, let me see if what you’re looking for might fit with 
what I might be able to offer you.  What is the criteria on which you would want to see? I mean, 
what would be your ideal criteria? 
 
John: 
Basically, it’s something that allows me to work when I want to.  Because I can, with a small 
child at home, I can work very hard, but I can work at odd hours.  I can work, you know, very 
early in the morning while everybody is sleeping and I can work late at night, segments during 
the day when he’s napping, when my wife has a day off, I’ll have an entire day I can devote to a 
business.  But, I just need something that is flexible enough to let it fit into these odd pieces of 
time that I get. 
 
Michael: 
What else can you think of? 
 
John: 
A large income capability - I’m not afraid of hard work, but I expect a good return for it.  That’s 
another thing that turned me off from a lot of the franchises.  People that run these franchises 
work very, very hard for not that much money.  I could get more money than that from most 
salaried positions. 
 
Michael: 
When you say “large income capability” what do you have in mind? 
 
John: 
I’d like to be in six figures in a few years. 
 
Michael: 
What does six figures mean to you? Six figures probably means different to you than to me.  
Can you give me a rough idea? 
 
John: 
Well, I’d like to be in that $100,000.00 a year bracket. 
 
Michael: 
$100,000.00 a year - within what period of time, I missed it? 
 
John:  
Within a few years - I don’t expect money to just start arriving in the mailbox.  It takes a while to 
build up the business. 
 
Michael: 
I hate to ask you this question, but what do you mean by a few years? 
 
John: 
Three or four years. 
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Michael: 
Three or four years, okay.  Just to get an idea to see whether your expectations can be met as 
well with regards to what we’re doing.  You mentioned something earlier, too, because you’re 
talking about the gourmet café.  You’re talking about employees and bookkeeping and so on.  
Are these things that you want or don’t want within your business? 
 
John: 
I think pretty much in the business world you’re stuck with it.  I mean, you can hire people to do 
it, but you always have to do some of it yourself and most people have to be supervised.  It’s not 
something desirable but I think it’s something that we’re all stuck with. 
 
Michael: 
But, what if you could do something where you didn’t have any employees? Perhaps you could 
be working with people that weren’t employees but helping you move the business forward.  
Would that be something that would be of interest to you? 
 
John: 
That would be very attractive. 
 
Michael: 
What if bookkeeping was basically at a minimum or nothing at all? Is that something that would 
be of interest? 
 
John: 
Absolutely. 
 
Michael: 
Yes. 
 
John: 
Sure.  That allows you to concentrate on your work and not concentrate on distracting 
paperwork and taxes and things like that. 
 
Michael: 
What about inventory? Are you the type of person that likes to store inventory or would you 
rather not have inventory and let someone else store it and have it sent off on your behalf? 
 
John: 
Definitely, if I can avoid inventory, that would be desirable. 
 
Michael: 
Anything else you can think of? 
 
John: 
No, those are most of things that I would like to see in a business.  I can’t think of too many 
other things. 
 
Michael: 
Is this something that you want to do now?  
 
John: 
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Well, I’m available now if the right opportunity comes along. 
 
Michael: 
John, based on what you’ve told me, it looks like what I’m doing might fit what it is you’re looking 
for here.  I’d like to explain that to you and give you an idea.  I appreciate you sharing with me 
all of the things that you’re looking for.  But, I’d like to demonstrate to you just sort of what I’m 
doing and how it might work for you.  So, are you okay on time? 
 
John: 
Yes, actually, I’ve got some time right now.  We can keep talking. 
 
Michael: 
Good, thanks.  I appreciate that.  All right.  I’m going to stop there everyone for the moment.  
Okay.  All right.  Thank you, John.  I appreciate that. 
 
John: 
You’re welcome. 
 
Michael: 
That’s very kind of you.  We’re going to hang onto these things.  I hope you guys are having 
notes.  Before we go any further, John, perhaps you can just give us some feedback as to your 
feelings as to the conversation. 
 
John: 
You got a lot of information out of me without being intrusive, at all, without me feeling like I was 
being pitched, at all.  It was just a free flowing conversation, very comfortable. 
 
Michael: 
Anything else? Would you like to share anything else? 
 
John: 
It was a very relaxed, easy conversation.  That didn’t feel like I was being interviewed or pitched 
or anything. 
 
Michael: 
Would anyone in the class like to ask John any questions about what happened there because 
now’s your time?  What ever questions you might have before we get into talking about the 
conversation and doing a little analysis here. 
 
Participant: 
John, in that process, did you somehow feel at all a connection developing with Michael? What 
did you feel there? 
 
John: 
I sensed a person that was genuinely interested in what I had to say. 
 
Participant: 
In the process of answering the questions, I’m curious, what came up in your own mind. 
 
John: 
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I was starting to think, “Well, gee, maybe there are alternatives to these things that I’ve been 
looking at and been unhappy with.” That was starting to bring out my idealistic side.  “Gee, 
maybe there is this possibility that business could be done without all the headaches and it can 
be done flexibly and things like that.” 
 
Participant: 
Thank you. 
 
Michael: 
Any other questions you’d like to ask of John? Now’s the time, before I say anything, before I 
possibly even influence you, just be as direct with John as possible.  You ask him the questions.  
How he’s feeling.  What he thought.  Whatever you like. 
 
Participant: 
I have one John. 
 
Michael: 
John is going to be honest with you, okay.  He’s not going to hold back.  He’s going to be totally 
100% honest because those are the rules. 
 
John: 
Okay. 
 
Sherry: 
There is Sherry in San Diego.  I just need to be the devil’s advocate in this class. 
 
John: 
Hi, Sherry. 
 
Sherry: 
Hi.  Did you at any time feel like Michael was asking you too many questions, taking up too 
much of your time? 
 
John: 
No, I really didn’t.  He seemed very straightforward and it was more of a conversation.  Actually, 
if anything, I was sort of waiting for him to start an interview but he didn’t really do it. 
 
Sherry: 
That didn’t bother you that he didn’t get right into the -? 
 
John: 
Not really because usually, I suppose, when somebody calls me up and they’re trying to sell me 
something, they usually go, “Okay, let me get right to the point here.” He was more easy going 
and more conversational and I like to talk so I really didn’t mind a bit. 
 
Michael: 
Did it answer your question? 
 
Sherry: 
Yes. 
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Participant: 
Sherry, John didn’t think what you think he was thinking. 
 
Sherry: 
See? I need to make that huge and put it on the wall in my bedroom or something. 
 
Michael: 
Who’s John interested in? 
 
Participants: 
Himself. 
 
Michael: 
John’s interested in himself.  Is he interested in me? 
 
Participant: 
No. 
 
Michael: 
Is he interested in what I have to offer even though he requested information? 
 
Participant: 
No. 
 
Michael: 
No, he’s not really interested in what I have to offer.  I mean it’s only going to be my version of 
what I have to offer.  Any other questions before we start looking into this a little bit more 
deeply? 
 
Participant: 
I’m thinking that maybe John thought that you were here to help him come up with some ideas. 
 
Michael: 
Well, ask John that. 
 
Participant: 
John, did Michael give you the impression that maybe he could help you with what you were -? 
 
John: 
Yes, he seemed genuinely interested in helping or, yes, I did get the feeling from him that he 
was genuinely interested in learning what I was looking for with an eye towards helping me out. 
 
Participant: 
Uh-huh. 
 
John: 
Yes, it didn’t come across “salesish.” 
 
Participant: 
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That he wasn’t just trying to help himself and make a sale and hook you up.  It sounded, that’s 
what the conversation sounded to me like.  That you were really interested in helping him solve 
his problem 
 
Michael: 
Any other questions? 
 
Participant: 
Michael, early on in the conversation, asked you what you were looking or if you know what 
you’re looking for.  Those are pretty feeling questions.  How’d you cope with that? 
 
John: 
Well that was straightforward because I actually was genuinely looking for something to do at 
that time and I was also even taking some MBA classes because I was looking for something.  
But, I was also looking at the MBA programs were going to give me a slightly larger office and 
the same kind of environment and I was ready to drop out of that.  He seemed like he was really 
probing to see if he could help me.  That was all the feelings I had. 
 
Participant: 
John, I have a question for you. 
 
John: 
Sure. 
 
Participant: 
In the beginning of this phone call, you had something in your mind of what you were looking 
for.  Did you feel that through this process things evolved for you? That things became, you 
know, there was some clarity for you? 
 
John: 
Yes.  Yes.   That’s a good way to put it.  It was sort of a muddy vision of an ideal business and 
there was no detail on it.  It did start to clarify it.  I was starting to think, I was starting to form 
criteria as he posed possibilities to me.   He didn’t really pose possibilities.  I posed them to 
myself as he asked questions. 
 
Participant: 
Right. 
 
Michael: 
Thank you, John.  Let’s look into some of the things that were happening here because we were 
in the discovering stage.  Or, I was in the discovering stage.  Which stage number on the chart? 
 
Participant: 
Two. 
 
Michael: 
Number two – discovering stage with John.  And, then I did a little transition there at the very, 
very end and that’s where I stopped the conversation.  But, you see, the whole point it is is that 
who knows what John is looking for or possibly looking for? Who knows what John has done 
and whether it’s worked for him and so on and so forth? Who knows all of this stuff? 
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Participants: 
John. 
 
Michael: 
John does.  You see?  All John did was tell me.  And, where were my questions coming from? 
 
Participant: 
John. 
 
Michael: 
Yes, okay, but be a bit more explicit.  Where were my questions coming from? 
 
Participant: 
What he had to say.  What his answers were. 
 
Michael: 
What he had to say.  What he had to say.  And, if you listen really carefully in this situation you 
make notes as you just go along.  Just write out notes as to what John is saying especially on 
the feeling side as to how he feels about things and so on, you can refer back to things.  In fact, 
it came to the stage when I asked John what was the criteria upon which you would build a 
business or what does a business look like to you? And, he told me, didn’t he? What was the 
first thing he said? He basically repeated what he had said before.  He’s reinforcing what he 
was saying before.  What did he say? 
 
Participant: 
He needed to stay at home. 
 
Michael: 
He wanted to stay at home.  Yes.  What else? 
 
Participant: 
Flexibility. 
 
Michael: 
Flexibility.  Odd hours.  He wanted to be able to work odd hours, in the morning, late in the 
evening and sometimes during the day and so on.  Odd hours.   Okay.  Can we offer that to 
him? 
 
Participant: 
Yes. 
 
Michael: 
Yes, we can.  We can because one of the features of network marketing is what? Or, some of 
the features are what? 
 
Participant: 
Flexibility and work from home. 
 
Michael: 
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Yes, work when you want.  Work from home.  Work where you want and when you want.  That’s 
one of the features.  This is something that he’s looking for.  Are all of these other things that 
he’s looking at giving him what he wants? 
 
Participant: 
No. 
 
Michael: 
It’s not.  All the other things he’s looking for are not getting what he wants.  And, has John been 
looking at traditional businesses, traditional types of businesses to get what he wants? 
 
Participant; 
Yes. 
 
Michael: 
Yes, he has.  And, the traditional businesses don’t have the correct criteria for him, which is why 
he’s not moving forward there.  And, John is thinking, or in this case fairly, sort of analytically, 
he’s thinking more traditional, traditional lines.  And, he spoke about his large income.  He 
spoke about having a large income in a few years.  That is a very vague description.  So, if you 
noticed I asked him to be a bit more specific and what did he say about his income? What was 
he looking at as an income? 
 
Participant: 
$100,000.00 in 3 or 4 years. 
 
Michael: 
Three or four years - is that possible in this business? 
 
Participant: 
Yes, it is. 
 
Participant: 
Apparently. 
 
Michael: 
Yes, it is.  In fact, that’s quite a realistic figure, isn’t it, within three or four years? $100,000.00 a 
year - in fact, depending on what you want to do, it can be on the low side but $100,000.00.  
That’s another thing that fits in with our own criteria.  I then asked him if there was anything 
else.  What did he say? What did he say, anyone, when I asked him if there was anything else? 
He said he couldn’t think of anything else.  Everyone got that? 
 
Participants: 
Yes. 
 
Michael: 
He said he couldn’t think of anything else.  But, what he had said previously, if you were 
listening to him really hard, what he had said previously were some clues, which indicated the 
things that he didn’t want.  All I had to do was to test that because he was talking about opening 
up a gourmet coffee shop and what did he say about some of the problems about opening up a 
gourmet coffee shop? 
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Participant: 
Being there all of the time. 
 
Michael: 
Being there all of the time.  What else? 
 
Participant: 
Employees. 
 
Michael: 
Employees.  What else? 
 
Participant: 
Bookkeeping. 
 
Michael: 
Bookkeeping.  He said all of those three things.  Those are things that he indicated that he 
wanted or didn’t want? 
 
Participant: 
Didn’t want. 
 
Michael: 
He didn’t want.  So, all I did was to look at those and bring that up.  Again, that’s what is to do 
with listening.  Listening to the facts and listening to feelings behind it because there’s some 
reasons as to why he doesn’t want all of those things.  In fact, there’s some reasons, some 
feelings reasons as well.  So, all I did was introduce them and say to him or ask him something 
to the effect of, “John, you mentioned something earlier, you mentioned about employees.  If 
you could create a business without employees but at the same time have people who would 
work with you because you know it would be an essential component but they are not 
employees, is that something of interest to you?” And, how did John respond? 
 
Participant: 
Yes. 
 
Michael: 
Yes, it was.  Give me an intonation in his voice.  Listen to the intonation.  Did any of you listen to 
that? What was the intonation in his voice? 
 
Participant: 
That would be good.   
 
Participant: 
Surprise that there could be something like that. 
 
Michael: 
Yes, it was almost like curiosity, wasn’t it? He was like, “Well, yes, that would be pretty 
interesting.  I’ve never really thought about that before.” When he responded like, well let me put 
it this way before I go any further.  John, was that true, if you could reflect on your own feelings 
on that? 
 



©Natural Selling/Michael Oliver.  No Duplication. All rights reserved     
www.NaturalSelling.com 

62 
62 

John: 
Yes.  That was true.  You’d proposed something that I was fairly convinced didn’t exist at the 
time. 
 
Michael: 
So, instead of using my knowledge and telling John, what I allowed John to do was to use 
information that John gave me and ask him a question.  Say to him, “If you could do this, create 
something without having employees, is that something that would be of interest to you?” And, 
John’s answer was, “yes.” 
 
I need to find that out anyway because it might be that even though he has said earlier about 
employees that maybe he is a person who wanted employees.  He wanted to have employees.  
Maybe he’s that kind of person.  If he is, that’s no problem because even though in this 
business we don’t have employees, I mean that doesn’t make any difference, we can still sort of 
reflect on this as employees, can’t we? I mean it’s still people in our down line.  It’s just a matter 
of how we want to think about it.  So, it’s no problem. 
 
I did the same thing with bookkeeping, as well.  What came to mind, as well? What was the 
other thing that I brought up? He didn’t bring it up himself but I had an inkling that it would 
reinforce the things that he doesn’t want.  What was the other thing that I brought up? 
 
Participants: 
Inventory. 
 
Michael: 
Inventory. 
 
Participant: 
Inventory, yes. 
 
Michael: 
I just tossed it in there.  And, John, just as a matter of interest, let me ask you this, are you a 
person that like to have a lot of inventory around to ship things out or would you prefer someone 
else to do it?  And, John’s response was -? 
 
Participant: 
He didn’t want it. 
 
Michael: 
He didn’t want it.  So, at the end of the conversation, where do you think John is? And, John can 
confirm this himself, okay.  Where do you think John’s mental state is? Is he intrigued? Is he 
interested?  Or is he going, where is this guy coming from? Which one do you think: intrigued 
and interested or where is this guy coming from? 
 
Participant: 
I think he’s interested. 
 
Michael: 
Anybody else want to reflect on that? 
 
Participant: 



©Natural Selling/Michael Oliver.  No Duplication. All rights reserved     
www.NaturalSelling.com 

63 
63 

I’d agree. 
 
Michael: 
Yes.  John is interested.  You can tell in his voice that he’s interested.  Have I told him anything 
about what I do? 
 
Participant: 
No. 
 
Participant: 
Not directly. 
 
Michael: 
No.  No.  But is John bought in? 
 
Participants: 
Yes. 
 
Michael: 
Yes, John has bought in.  Why? Because I’ve given him all of the criteria that he’s looking for.  
The criteria of no employees, no bookkeeping, no inventory, potential of a large income 
capability, the fact that he can work part-time.  He knows all of this.  This is all stuff that’s going 
to come up.  He doesn’t know what the business is about.  All right?  He’s opened up his mind 
and I’m the first person to have ever spoken to him about that.  And he has bought what? He 
hasn’t bought the products.  He hasn’t bought the company.  He’s bought who? He’s bought? 
 
Michael: 
Himself. 
 
Michael: 
Well, he’s bought himself but he’s bought me.  He’s bought me because of my understanding of 
what he’s looking for because I spent a bit of time with him.  I watched the clock on that.  I spent 
eight minutes with John on that.  Do you think John is a very likely person at this stage as 
someone who would join me? 
 
Participant: 
An ideal candidate, I’d say. 
 
Michael: 
An ideal candidate.  I’m an ideal candidate for him and he’s an ideal candidate for me.  We’ve 
already cemented the relationship.  Did we talk a great deal about feelings, at all? 
 
Participant: 
A little bit. 
 
Michael: 
A little bit.  It came in there.  It was hidden but it was in there.  You could hear it in John’s voice.  
You could hear it in the things that he wanted.  Did he sound like a caring person? 
 
Participant: 
Yes. 
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Michael: 
Yes.  A caring person, as far as his family and his relationship, he’s a person who wanted to do 
something.  Being who John is, do you think he’s fairly analytical? 
 
Participants: 
Yes.   
 
Michael: 
So, John isn’t to necessarily, even though he has feelings there, we didn’t get into a lot of 
feelings, he did use the word frustrated at one stage when I asked him, “How do you feel about 
that?” He said, “I feel somewhat frustrated.” We sort of brought up his feelings.  But his feelings 
weren’t intrinsic in the conversation there.  Sometimes, that’s the way it goes.   
 
You can sense the genuiness being people and what they want.  And, John is a prime 
candidate.  At the end there, I said to him, “You know, it appears that what I’m doing might be 
something that you’re looking for.” I used that.  I said, “Based on what you told me”.  I 
transitioned.  I went into Stage 3.  I said to him, “John, based on what you told me, what I’m 
doing could be what you’re looking for and if you’ve got a few more minutes I’d like to explain 
what I’m looking for to see whether what I’m doing will really fit into what it is that you need, 
what it is that you want.  Is that fair enough?” 
 
He said, “Yes.” Now, what I’m going to do is I’m going to go into the presenting stage.  I’m going 
to do this tomorrow.  I’m going to present to him.  Just to give you a very, very brief overview of 
that, I’m going to present back to John what he told me.  I’m just going to give him each one.  I’ll 
scribble down a few notes, here.  I’m going to say to John, “Remember you told me that you 
were looking for -.” 
 
That’s one way of doing it.  Another way of doing it is saying, “Remember, John, you told me 
that you were having problems in finding -.” It depends on which side.  I’ll decide which side 
tomorrow what I do there because it will just flow naturally.  Then, I’ll say, “Well, what I do John, 
as you know, I work for myself.” And I’m going to explain very briefly what I do. 
 
Then, I’m going to say, “What this means to you is that you could do the same thing.” I’m going 
to feedback to him all the things that he’s looking for.  You can do the same thing as me.  You 
can work from home whenever you want.  You have the potential of earning that income.  In 
fact, if you’re going to work as hard as I think you are, you could probably do it a lot sooner, but 
I’m not going to mislead you there.  But that’s a very achievable income in that period of time.  
I’m going to talk about the fact that you don’t have to have employees, no bookkeeping, no 
inventory and all of this will allow you to stay at home, look after your children which I sense is 
one of the most important things in your life, to be able to take care of your family, to be able to 
be a breadwinner and so on and so forth.  That’s what I’m going to feedback to him. 
 
John is going to respond in the way that he’s going to respond.  So, tomorrow, we’ll continue 
that conversation with him.   
 
I hope you were keeping notes as you listened to this role play. There's some real ‘gold’ in this, 
as you will discover, that can help you uncover a wealth of information from people. 
 
Did you notice John's testimony about the value of the Dialogue process when he said, "You got 
a lot of information out of me without being intrusive, and without me feeling like I was being 
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pressured.  It was just very relaxing and like an easy conversation...not like I was being 
interviewed or pitched to."   
 
This really gets right to the heart of what Natural Selling is all about… it’s the 'magic and power 
of the Natural Selling Dialogue' Process! 
 
Also, do you remember in the introduction when I asked you to notice how this process allowed 
John and I to make a personal connection?  His statement, "I sensed a person who was 
genuinely interested in what I had to say",  just says it all!   
 
You can have the same kinds of outcomes in all of your conversations  if you get involved and 
stay interested in the other person and focus on what THEY want...and then offer it to them. 
 
There is just such tremendous power in asking questions in that they help people clarify exactly 
what THEY want.   
 
Again, recall another of John's statements… 
 
 "I was genuinely looking for something I had in mind but with no detail on it, and those 
questions posed some new possibilities for me."   
 
Your questions, and feeding back exactly what they said they wanted – THEIR criteria - when 
presenting your solutions just puts people in a mental state where they can't help but be 
interested, in fact, intrigued by what you have to offer. 
 
In the following track, we'll continue this conversation with John, where I'll be sharing some 
additional elements of the Dialogue process that you can use to help others take themselves to 
the next step with you and your opportunity. 
 
When you learn to effectively Dialogue with others, you'll discover that people will be much more 
attracted to you and interested in what you have to say ... without you having to persuade them 
... and, they will be much more likely to embrace your solutions.   
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Calling Leads CD #2 - Role Play 

Allow Them to Sell Themselves 
 
In this Calling Leads Role Play, we'll be continuing our conversation with John from the previous 
track, and pick up the Dialogue as he begins coming to his own conclusions and confirms his 
desire to make a change in his life.   
 
Notice how, after asking a number of discovery questions (from the previous track) and, before 
heading into the presenting stage, that I bring everything together for John with the transitional 
statement, "Based on what you've told me, it sounds like I may have something that might be of 
interest to you." 
 
As you listen carefully, see if you can pick up on the 4 stages of the presenting stage, which 
are...  
 

1. Summarizing the main problem by starting with something like, "You know how you 
said..." or "You know how you were saying..."', before getting into the description of the 
problem. 

 
2. Presenting your solution, being sure to include a brief 1 to 2 minute story about your own 

history, ending with "And, what this means to me is...." 
 

3. Describing you solution in terms of what it means to the person you're speaking with, 
that is, linking all the features of your solution that are relevant to them and presenting 
them as advantages a and benefits.   
 
For example, "So what this means to you is that you could do the same thing… you 
could."… and then you describe how your solution can help them 

 
4. Ask a qualifying question, such as "Does this sound like something that would appeal to 

you?" or "Is this something that might give you what you're looking for?" 
 
When you effectively use the Dialogue process to help others create a clear picture of, and tell 
you what they want, you'll find that most people will be very interested in listening to what you 
have to offer.   
 
One reason being is because they really have little choice, especially when you feed back to 
them everything they surfaced during the dialogue.   
 
When, through proper questioning and listening, you give others the time and space to reveal 
their history and what they want, it's important to understand that what you are feeding back to 
them is THEIR criteria of what a solution look like to them -- not YOURS -- and, how can they 
possibly deny themselves what they just said they wanted? 
 
Let's join the Dialogue... 
 
Michael: 
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We’re going to take the conversation that we had yesterday morning with John and the essential 
elements in that conversation.  We’re going to talk about the essential elements.  Then, we 
going to look at flowing it through and allowing John to come to his own conclusion, come to his 
own desire to want to make a change.  If you remember, John is an engineer, a designer.  He’s 
been doing it for 20 years.  He’s quite successful at doing that.  He is a freelance engineer 
designer.  That means that sometimes it’s feast.  Sometimes it’s famine.  Right, John? 
 
John: 
That’s right. 
 
Michael: 
And, you’ve got a wife who’s a physician who is basically the breadwinner at this present stage.  
You’ve got a six-month child.  You want to stay at home to be able to take care of your child.  
You’ve looked at various businesses.  You’ve looked at franchising.  You’ve looked at small 
business opportunities and you’ve looked at consulting.  You don’t like consulting because it’s 
very difficult because there’s still a great time element.  You know, the company’s still required 
to put in 80 hours a week and the next thing you know, you don’t have any work. 
 
You’ve looked at things like opening up a gourmet coffee shop but you don’t like the idea of 
employees.  You don’t like the idea of bookkeeping.  You don’t like the idea of being there all of 
the time.  You really want to find something that enables you to be at home.  And you also 
mentioned that you wanted to be able to work at odd hours.  In other words, you know, your wife 
is off all day, sometimes she’s not.  So you wanted to have the flexibility of hours.   
 
You mentioned your income capability.  You wanted in three to four years' time to be making 
something like $100,000.00 a year.  Would that pretty accurate there, John? 
 
John: 
Yep.  That’s right on.  Yep. 
 
Michael: 
Everyone got a good picture of that? 
 
Participant: 
Yes. 
 
Michael: 
Let’s take it from Stage Two then and I was calling John on the phone.  He had responded to an 
advertisement about a business opportunity.  We need to get into it some more at the moment.  
I went through the qualifying question with John yesterday and that was after we discovered 
something because John gave me the criteria of the kind of work or the kind of part time work 
he was looking for.  I asked him a question because he had mentioned earlier about the 
gourmet coffee shop, about employees and bookkeeping and so on.   
 
I brought up and said, “Well, what if you could have a business which didn’t have employees 
and your bookkeeping was at a minimum?”  He said, “Oh.  That’s great.  I never thought of that.”  
Was that right, John? 
 
John: 
Yes, that’s right. 
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Michael: 
I said, “Not only that, but what about inventory.  Would you prefer to have inventory and store 
inventory or would you rather have somebody else do it for you so it’s all done for you for free?”  
He said, “Well, for free, that’d be great if someone else could do the inventory.” That’s the point 
that we got.  And so we transitioned going into Stage Three and transitioning now.  Would 
anyone else like to give me a little transition phrase here?  How could be transition from this 
point?  How would you transition? 
 
Participant: 
You could just say, “Well, John, based now hat you’ve told me so far and based on the things 
that I think I’ve heard you say, it sounds to me like I might have something that may be interest 
to you.  Is that something that you’d like to learn a little bit more about?” 
 
Michael: 
Yes.  A phrase of that sort.  That’s great.  Wonderful.  Yes.  Good.  Did that just come off your 
tongue or did you read that? 
 
Participant: 
No, it was just from you had said yesterday.   
 
Michael: 
Perfect.  Okay.  Yes.  You just brought it all together.  Nice little transition stage.  Like, “John, I 
appreciate you sharing with me all the stuff that you’re looking for.  It appears to me that what 
I’m doing or what I’ve got could very well fit what it is you’re looking for.  I think, what I’d like to 
do now, if it’s okay with you, if you’ve got some more time, is go over what it is that I do have 
and you can make up that in your mind for yourself.  Would that be fair enough with you?” 
 
Same sort of thing, isn’t it? Different words, same sort of thing.  Just transition.  Lots of different 
ways of doing it, right? Thank you, that was a great transition.  And, John, of course, is going to 
say what? 
 
John: 
I’m going to say “yes” to that because he’s doing everything right so far. 
 
Michael: 
Yes, he’s going to say because does he have any choice? 
 
John: 
No.  I gave him all of the information and he came back and said, “Well, I think I’ve got the 
answers to your problems.  Would you like to hear it?” 
 
Michael: 
Yes.  John doesn’t have any choice other than to say yes because he’s just told me everything 
he wants and now I’m going to give him what he’s looking for.  We’ve moved now into Stage 
Four which is what? The -? 
 
Participants: 
Presenting. 
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Michael: 
Presenting Stage - we can do a summary and agreement.  Remember in the box, there’s a 
summary and an agreement.  Just to give you quick outline of this so you can see where we’re 
going on this.  There’s four parts to this.  The first part is to summarize the main problem.  I’m 
going to just give you a formula here.  It doesn’t matter if you use or you don’t use the formula.  
It doesn’t matter if you just use parts of the formula.  It’s just that here’s something for you to 
focus on because we’re going to summarize and then we’re going to get an agreement from 
John. 
 
The first part of the formula, as such, is to summarize the main problem.  I’ll go to the details in 
a moment.  The second part is you’re going to basically present the solution in as far as what do 
you do.  You are just going to tell your story.  It can be one or two sentences.  It’s not a long 
story.  It’s just going to be presenting what it is that you do - your story.  The third part is really 
the solution for John.  What it means to John.  In other words, here’s what I’m doing and this is 
what it means to you.  The fourth one is asking a question. 
 
So, you’ve summarized what John’s told you.  You’ve summarized the main problem.  You tell 
what you do – your story.  The third part is solution, what it means to John.  And the fourth is 
asking a qualifying question. 
 
Summarizing the Main Problem - The way we summarize the main problem is we start of with 
the words, if we can, “You how you said,” or, “You know how you were saying.” “You know how 
you said,” is a good transition.  John says, “Yes, that’s great.”  I say, “Well, you know how you 
said that.” Why do we use those words? Before we get into any description, why do we start off 
with those words do you think? 
 
Participant: 
Because you are recapping his situation. 
 
Michael: 
Yes.  Who said all of the stuff that I’m going to be recapping? 
 
Participant: 
John. 
 
Participant: 
He did. 
 
Michael: 
He did.  I’m just going to remind him.  I’m just reminding him – you know how you said.  And, I’m 
going to repeat some of the things that he told me.  I’m going to bring out some of the things 
that I can remember best of all.  I’m going to say, “Well, remember how you said that you’re 
presently working as an engineer designer, as a freelance engineer and designer but it’s 
causing you some difficulties now because you want to look after your six-month child and be a 
conscientious, stay-at-home parent but you’re not able to do that and you’re looking for 
something that enables you do that?” 
 
I’m just going to recap.  It’s a very brief recap.  Everyone okay with that?  Does that encapsulate 
basically where John is? 
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Participant: 
It will also correct any errors in your understanding. 
 
Michael: 
Yes, that’s right, in case there is any error there.  In case I might not quite have got it right.  
John might just break in and say, “Well, actually…” He might reinforce or whatever - just a quick 
recap, just a few bits and pieces.  What is John’s present situation? In other words, what is his 
present situation? You know how said you were looking for -.  And, it was preventing you from -.  
This is where I now tell my story.  If John is somewhat aware of what I do, then I will tell him.  I 
say, “Well, what I do is, as you probably know John, is I work for myself.”  That’s it.  It’s like I 
work for myself.  What this means to me is -.”  Okay?  What this means to me is -. 
 
What I’m going to do here is bring in some of the elements that John is looking for, repeat some 
of the elements that John is not looking for because we don’t have them and turn it into meaning 
for me.  Because you see, the fact that there’s no employees, there’s no bookkeeping, there’s 
no inventory and I can work my own flexible hours are things that I have in common with John.  
You’ll find a lot of things in common with John. 
 
So, I’m just going to say, “What this means to me, John, is that not unlike you I’m able to work 
my own hours.  And while I’m not doing it full-time yet, just like you, I want to be able to do it 
full-time.  I’ve got a time period of about two years doing that.  I’m working towards that.  Plus, 
you know, not having employees and so on and no bookkeeping is very advantageous to me.  
But, I do have my own business, which is a distribution business, which is in the health field.  I 
deal with nutritional products.” 
 
You can say it in a lot of different ways.  I just am making it up as I’m going here, just sort of 
getting in to the flow of things.  That’s it, basically.  That’s all I’m going to say.  I’ve got my own 
part-time business.  It’s in the nutritional field and I’m going to relate some things there, which I 
particularly like about the business, which, in fact, are the same things that he’s looking for. 
 
Now, we move into the third part - the solution.  We start of with words, “What this means to 
you, John." In other words, where I presented it myself, “What this means to me,” is now, “What 
this means to you, John, is,” what?  Anyone? Very simple.  What’s the next few words? 
 
Participant: 
You could do the same thing. 
 
Michael: 
You could do the same thing.  You can do the same thing.  Now, we’re going to explain what we 
mean by, “You can do the same thing.” You can do the same thing as me.  You can work at 
home and have the flexibility that you’re looking for.  You can work whenever you want.  You 
can work in the morning.  You said you wanted to work at odd hours - early in the morning, late 
in the evening.  You can work with your wife or you can work separately from your wife. 
 
And in that process, remember how you were saying that in all the other things you’re looking at 
you were having to deal with employees and bookkeeping and inventory and so on, well, that’s 
all taken care of for you.  You’ll have people working for you in a way because there are people 
in your down line, you’ll be looking for people to expand your business, to sell products and so 
on, but they won’t be employees.  You’ll be helping them and you will be helped, as well. 
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There will be no bookkeeping.  There will be minimal bookkeeping.  The books basically will be 
taken care of by the company.  But, you will have your own things that you need to take care of.  
Everything is pretty much taken care of and with inventory, as well.  You know how you were 
talking about inventory? Well, that’s all distributed.  Everything is distributed from the 
warehouse.  As far as income is concerned, there are some people who are making that 
$100,000.00 much earlier than three to four years.   
 
It really depends on how much time and how much energy you want to put into it.  You know as 
well as I do the criteria is really based up to you.  I mean it’s up to you sort of how much time 
you want to do that.  All right?  So, what this means to you is you can do the same thing as me.  
You just go back over the things that John is looking for and if you want, some things he’s not 
looking for.  You say, “This will allow you to be able to stay at home and raise your child as a 
stay-at-home parent, which you said was very important to you.   
 
And do it with the freedom of time and not feel frustrated that you’re having to look for work 
elsewhere.”  John actually said that.  He spoke about being frustrated.  That’s one of the few 
things he said as a feeling word so I’m just going to bring that up.  Then, you ask a question.  
The question is what, do you think? Anyone.  A very simple question. 
 
Participant: 
Does this sound like something that would appeal to you? 
 
Michael: 
Yes.  Does this sound like as though it’s something that might take care of what you want? 
How’s John likely to respond? John, in fact, why don’t you respond to that? Get into role-play.  
Get into back into that present moment.  How would you respond to that? Just respond and we'll 
take it from there. 
 
John: 
Certainly, I don’t know much of anything about the health field being a technical person but 
certainly you know it’s peaked my curiosity and I do want to learn more about this.  It’s a large 
departure from what I’m doing, but at the same time what I’m doing isn’t working so let’s have a 
look at it. 
 
Michael: 
So, John knows nothing about the health field but he’s intrigued.  Why is he intrigued?  Why is 
he interested? 
 
Participant: 
Because it’s an answer to his problem. 
 
Michael: 
Yes.  Because it answers deeper problems.  It’s not so much the vehicle of the work.  It’s not so 
much the vehicle of the job, which is the logical side of the equation, which is where most 
people focus.  It’s answering other things.  What does it answer? 
 
Participant: 
It would provide him the ability to stay home and nurture his child and still earn an income. 
 
Michael: 
Yes, what else? 
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Participant: 
He wouldn’t have to be frustrated looking for a job all of the time. 
 
Michael: 
Yes, what else? 
 
Participant: 
He wouldn’t have the peaks and valleys of doing the consulting work that he’s doing. 
 
Michael: 
Yes, what else? 
 
Participant: 
All of the problem - employees, inventory, bookkeeping, etc. 
 
Participant: 
He doesn’t have. 
 
Michael: 
Yes.  All of these things, which are in the background there, all of these things, which are 
causing him some anxiety, as it were, are no longer there.  In fact, we need to prove this, but in 
fact he already believes this because of the conversation, because of coming from a caring 
point of view.  Those are the things, which have intrigued him.  It’s not the vehicle itself.  He has 
a question mark over the vehicle.  He doesn’t know anything about nutrition, for example, a 
nutritional company.  I’m just making that up.  So, now, we need to talk about that.  We need to 
talk about that but he’s interested because it’s got all the criteria that he’s looking for. 
 
Participant: 
I have a question, Michael. 
 
Michael: 
Go ahead. 
 
Participant: 
At this point in the conversation, once he said that he’d like to learn more about it, would you 
actually go into on the phone or would you be more inclined to send him information and then 
get back to him again.  Which would be the better way to go? 
 
Michael: 
Let’s do this.  Let’s continue the conversation.  That’s our presentation by the way.  Now, we’re 
going to move forward into the last part, which is the committing stage.  All right, which isn’t so 
much committing as it is towards committing to take further action steps.  Sometimes it can be 
the commitment to buy, especially if we’re selling products.  Somebody needs some products, 
then we can move right into the commitment to purchase product.  In many cases in the 
business opportunity, sometimes it’s a matter of a person wanting to explore.   
 
And here’s a case where John is interested.  He’s expressed interest.  He’s said, “Hey, this 
sounds really interesting and I don’t know anything about nutritional products but I’m open to 
learning about it.  I’m open to discussing it.”  That’s where he’s coming from.  Would everyone 
agree with that?  Whose words were those? 
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Participant: 
John’s 
 
Michael: 
They were John’s words.  Listen to the words.  You can get the feeling from that.  What’s John 
asking? He hasn’t asked a question, but what is John asking? 
 
Participant: 
To know more about the business. 
 
Michael: 
To more about the business. 
 
Participant: 
The assurance. 
 
Michael: 
Yes, he wants to know more about the business.  Here is how you develop into that because 
that is an indirect question.  Here’s how I would go answer.  “Well, John, if you’ve got more time 
on the phone, what I’d like to do then is discuss with you more about the nutritional aspects of 
the company - what the company is all about.  Would that be appropriate for you or is there 
something else that you’d like to discover as we take a next stage and look at whether this is 
going to work for you, whether this might be something for you or not?” 
 
John: 
I can take some time right now. 
 
Michael: 
Okay, so what I’m going to do is make a suggestion.  In this case, as this just popped in my 
head, I might ask John, “John, how would you like to approach this? What would you like to find 
out first about what it is that I’m doing?” 
 
John: 
Maybe you can just tell me a little bit about how the business works and how I can do this 
business from home.  Then, maybe we can follow up with some written information afterwards 
that I can sit down and study as homework. 
 
Michael: 
Now, who’s just set the criteria for the next stage? 
 
Participants: 
John. 
 
Michael: 
John has.  Why did we do this?  Why did we ask John? 
 
Participant: 
Because whatever you are going to give him is what he’s asked you for.  It sort of is an implied 
agreement, to some degree, I guess. 
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Michael: 
Yes.  Anything else? 
 
Participant: 
Because he’s just committed himself to taking the next step. 
 
Michael: 
That’s right.  It’s his words.  He’s saying this is what I’d like to do next.  I’d like to find out a little 
bit more about the business and so on and so forth.  At this stage, I think, even though he didn’t 
ask for it directly, for me it would be important to talk about the company in as far as the 
nutritional side.  I’d say, “With your permission, John, let me just, if I can, give you a quick 
overview of the company itself.  Okay, John?” 
 
John: 
Yes, that would be fine. 
 
Michael: 
Now, I’m not going to do that because I don’t have a company to be able to talk about per se, 
but I would just give a quick overview of the company.  I might ask John and say, “John, do you 
know anything about nutritional products?”  Just answer in whatever way you want, John. 
 
John: 
I know a little bit.  I take some multi-vitamins and I exercise and things like that.  So, I know the 
value of nutrition but I’m not an expert by any means. 
 
Michael: 
What do you actually take at the present time, when you say multi-vitamins? 
 
John: 
I take a general multi-vitamin and then I take extra E and extra C. 
 
Michael: 
Can I ask you why you take those? 
 
John: 
Because the multi-vitamin is just to compensate for things that you don’t get in your food all of 
the time.  C is an immune booster among other things and the E is a good cardiac vitamin. 
 
Michael: 
So, you do have a fairly good working knowledge then of the value of nutritional supplements. 
 
John: 
I suppose so, yes. 
 
Michael: 
Are you aware of what’s happening in the world as far as pollution and the atmosphere and the 
lack of nutrition in the crops and in the food that we eat because the fertilizers, the chemical 
fertilizers that go in the ground and so on, is that something that you’ve ever really become 
concerned about? 
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John: 
It’s something I’m becoming more and more aware of.  Yes, I do lean towards the organic foods 
versus the regular produce.  I try to eat fresher foods because they’re better than processed 
foods. 
 
Michael: 
And if you were involved in a business that would help other people do the same thing, in other 
words, that would take the right nutritional supplements so that they can keep themselves 
healthy so that they can prevent the onset of various diseases such as cancer, heart stroke, 
those sorts of things.  Would that be a business that would be of interest to you? 
 
John: 
Yes, that would be appealing because it’s alarming just looking at some of the people that you 
meet on the street, the state of their general health. 
 
Michael: 
How would see if being appealing to you? What would that do for you if you felt if you could do 
something of that sort getting involved in a business like that? 
 
John: 
It would be pretty satisfying to be able to help people to change their views towards their own 
health and make improvements. 
 
Michael: 
Who just said those words, everyone? 
 
Participants: 
John. 
 
Michael: 
That question that I asked what was I doing when I asked him that question? 
 
Participant: 
Drawing out his feelings 
 
Michael: 
Yes, drawing out his feelings, his subjective reasoning behind -? 
 
Participant: 
Qualifying. 
 
Michael: 
I was qualifying him.  I was qualifying him.  You see, let’s be very plain here.  Who’s selling who 
right now into this program? 
 
Participant: 
John is selling himself. 
 
Michael: 
John is selling himself into this program, instead of me telling him a bunch of things.  If you 
notice my questions, even though I’m talking about the company, I’m talking about it indirectly.  
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I’m talking about nutrition market, as such.  But, have I said anything to John during that time.  
Did I make any statements in there? 
 
Participant: 
No. 
 
Participant: 
You encouraged him by saying he seemed to know quite a bit about it. 
 
Michael: 
I asked him if he knew anything about it and he said “yes”, he took nutritional supplements.  
There’s an interesting thing there.  I want to find out what does he take.  He told me what he 
took so I asked him why he takes them.  He told me why he takes the.  He has shown that, in 
fact, he does know something about the market place. 
 
I suggested that, in fact, he does know something.  He said, “Yes, I do know a little bit.” I asked 
him a few more questions about was he aware about what was going on.  As he became more 
aware of it, he is aware, it’s just it was surfacing what he already knows.  Then, I asked him 
about whether that was something he could be interested in doing.  He said, “yes.”  Then, I 
asked him why. 
 
You tell me why - why you would.  Because as one of you mentioned, I’m going back into the 
discovering stage.  This is a process where you can always go back into the discovering stage.  
This conversation, even though we’re into the last stage, the committing, the advance, the 
taking action steps, John is still talking about himself.  We’re uncovering new information.  We’re 
going through needs awareness and needs development and solution questions, qualifying 
questions. 
 
I’m asking him to qualify himself.  How would you see that being part of that industry? Well, I’d 
feel pretty good about that.  It seems like a neat thing helping other people do whatever it is they 
are doing.  He’s bringing up the benefits himself.  He’s talking about his own advances, his own 
benefits.  John is qualifying himself.  I’m not going to take this any further at this stage, but we 
are going to talk in these terms and we’re going to talk about the company.  I’ll get to the 
company and I’ll say, "Well, the company has been around for eight years.   
 
It’s a private company.  It does a fairly heavy turnover (give the numbers).  It’s represented in 12 
different countries.  John, have you been abroad? Have you traveled abroad at all?” 
 
John: 
I’ve been to Ireland.  That’s the only trans-Atlantic.  But, I’ve been to Canada a number of times.  
I’ve been to some of the Caribbean Islands. 
 
Michael: 
Have you ever thought about being able to travel and visit people in your down line and being 
right off your vacation as well as doing a little bit of business at the same time? 
 
John: 
Mix business with pleasure and make it tax-deductible.  That’s not a bad feature. 
 
Michael: 
Yes.  Yes, that’d be pretty good, wouldn’t it? The American ideal: marketing for fun and profit. 
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John: 
Mmm-hmmm 
 
Michael: 
That type of thing is available to you by the company being an international organization.  Again, 
I’m asking John a question there.  Have you ever thought about, John? I’m not saying to him, 
“John, not only that you can write off your business.  You can do this.  You can do that.” You 
see how I’m phrasing my knowledge into questions. 
 
We’re going to talk about the company and so on and we’ll have a chat there.  We’ll come to a 
point where I’m going to pick up on his last suggestion and say, “John, you mentioned that you’d 
like to get some written material, which I’d like to send to you.  Is there anything that you, when 
you talk about written, is there anything specific that comes to mind that you’d need or you’d like 
to look at to assess the next stage of looking at this as a business opportunity for you?” 
 
John: 
I’m a researcher.  Being a technical person, I like to, I’ll pour through technical details about the 
product line and things like that so I’d be interested in learning more about the product 
technology and how the business actually works. 
 
Michael: 
Most of that is available on our website.  I know you have access there.  Would that be more 
convenient to you, to have the website and a couple of adjoining websites that will give you all 
the background to that? 
 
John: 
Sure.  Then I can have it immediately. 
 
Michael: 
Also, we haven’t spoken about how you get paid, but there’s also a compensation plan on there 
as to how that works and you can look over that.  I’m sure it wouldn’t take you too long to work it 
out, as you said, with your technical expertise it would be a rather systematic process.  That is 
on there, as well.  Would that work for you? 
 
John: 
Yes, that’s what I’d like to see. 
 
Michael: 
Let’s do that.  Let me give you the website and if there’s anything else that you need, just let me 
know.  I can always mail it to you.  We can have some stuff mailed to you, but mostly, I think 
you’re going to find most of your answers on there.  What I’d like to do is give you time to look at 
that and give you a call back.  When would be convenient for you? Would the next couple of 
days, the next day or two to call you and talk with you about what you discovered? 
 
John: 
I’ll have some free time tonight so I’ll be able to go to the website and look at that information.  
So, tomorrow this time should be good.  If I have any questions about it, I’ll just jot them down, 
make some notes and then we can go over that. 
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Michael: 
Yes, please do.  I’d like you to come up with as many as possible as you can.  Notwithstanding 
the fact that I might not be able to answer all of them.  If I can’t, then what I’ll do with your 
permission is find someone who can if it’s important to you and we’ll three-way them in if they 
are on the line or make a time to talk with them.  Would that be okay with you? 
 
John: 
Sure, that would be fine. 
 
Michael: 
I just want to let you know, John, that is part of the program too.  You don’t have to know 
everything.  There are a lot of people who know pieces of this whole program and there are a lot 
of people who know everything about this whole program.  I just want to make you aware that 
you have that cyber-thing available to you, as well, where you could call me in if you’re not sure 
about something.  You can call somebody else.  You’ll build up your own set of people that you 
like dealing with. 
 
That’s part of the training part if you like the program yourself.  Does that work for you? 
 
John: 
Yes.  That’s sounds good. 
 
Michael: 
I’ll call you tomorrow then at exactly the same time and we’ll go over any questions that you 
have and we’ll take the next step from there.  Is that fair enough? 
 
John: 
That sounds really good. 
 
Michael: 
Thank you, John.  I look forward to calling you tomorrow then. 
 
John: 
Good, bye now 
 
Michael: 
Thank you, John.  Bye bye.  Everyone got that? 
 
Participants: 
Yes. 
 
Michael: 
We’re going to do a little bit more on this in a second.  Any questions around that? Any 
observations? Does this work for you guys? 
 
Participant: 
Yes, it does because the whole process is very non-threatening I think. 
 
Participant: 
Smooth, smooth. 
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Michael: 
Let’s just do this, when I call back John the next day, John’s going to have a lot of questions for 
me or possibly going to have a lot of questions for me.  It doesn’t matter whether I know or don’t 
know the answer to them.  If I don’t know the answer to them, am I going to guess? 
 
Participants: 
No. 
 
Michael: 
No, I’m not going to guess.  One of the things that you can ask when someone asks you 
questions and you don’t know what the answer is, one of the things you can do is you can say 
to the person, “I’m not sure what the answer is.  Can I ask you, is that an important question for 
you to make a decision on?” 
 
Especially with engineers and designers, because engineers and designers love to ask 
questions.  They love little bits and pieces and they’ll take a little obscure thing, I know that’s a 
generalized statement and John is probably chuckling away there, but they will take something 
there and they’ll ask you a question about it. 
 
You can spend a lot of time finding out the answers.  Make sure that the answers are important.  
Make sure that the answers are important.  Ask a very simple question.  Say, “I’m not sure 
about that, is that an important answer for you, John?” John might just turn around and say, 
“No, not really.  Actually I think I worked it out for myself.” 
 
Many times, they’ll work it out with you.  They’re great people to work with.  They’ll work it out 
with you.  You can learn a great deal from them.  Engineers, especially, just wonderful people to 
work with because they’re quite systematic in their approach.  And they learn things somewhat 
systematically.  When that turns into people skills, as well, they love it.  Most engineers I know 
just love it.  Would that be somewhat true, John, do you think? 
 
John: 
Yes, I think so.  It’s a transition from plain technical skills to people skills is kind of fun. 
 
Michael: 
Yes, look out for people like that.  People love learning systematic ways and getting that 
humanistic side.  We’re going to follow up with John.  We’re going to talk about John and any 
concerns that he’s got.  By the way, if John’s got some concerns, do not treat concerns as 
objections.  Don’t come up with, “Yes, but” answers or “I know how you feel, I felt that way and 
what I found was…” because that’s all it is.  It’s a “Yes, but…” answer. 
 
If John has concern, discuss the concern.  Get behind it.  Go back into the discovering stage 
again.  Say, “John, I can appreciate that, but when you say what you say, what do you mean by 
that? Perhaps we can analyze it.  Perhaps we can work out what it is and where it is you’re 
coming from.  Why do you ask that?” 
 
Talk about it.  Ask a solution question.  “Do you see a way around this? Do you see a solution to 
this for yourself?” Many people will come up with their own solutions.  You’ve just got to ask 
them.  They’ll come up with the answer.  That’s kind of neat, isn’t it? 
 
Participant: 
It’s great. 
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Michael: 
Get them to come up with the answer.  They’re involved.  If they want it to work as much as you 
want it to work, you’re not trying to sell them, they’re in it.  John’s in this thing right now.  He’s 
going to be involved and he’s going to make a decision.  Help them resolve their concerns.  
Keep on following up.  Keep on making other suggestions until you come to a point where you 
can just ask a question.  I can say to John, for example, maybe we’ve spoken three times on the 
phone, I say, “John, I don’t know what there is to cover anymore.  
 
I think we seem to have covered all of the bases.  I’m not sure there’s anything more I can show 
you.  How about getting you up and running while we’re together and start doing the paperwork 
so you can start having the things that you want.”  If we work together, John’s going to say, 
“Yes, okay, what do we have to do next?” I’m going to ask John, “What level would you like to 
come in at? My sense tells me that you’ve got a fair amount saved up and you want to do this 
and get into it right away.   
 
You want to take advantage of the maximum percentages that are available to you and so you 
might want to consider instead of just entering into this program, in stepping up and coming at 
this particular level here that will be able to maximize where you are.  Of course, I’ll be here to 
help you develop your program too.  How does that sound to you?” 
 
John: 
What does that entail? 
 
Michael: 
We would then talk about that.  Everyone okay with that?  That’s it.  That’s the five-step 
process; the conversation framework of talking with people, allowing them to surface all their 
own wisdom, all of their own ideas, all their own fears, all their own joys, all their own desires 
and just listening carefully, feeding it back and utilizing your knowledge to ask questions; 
allowing the other person to surface their own knowledge; getting them involved with you; you 
getting involved with them. 
 
You’ll find that if you do your job at the front end and you qualify a person to make sure that it’s 
not a person that’s just looking to stuff envelopes and that’s all their looking to do, there’s not 
much you can do to help there, you’ll find most people will join you because you’re doing 
something that no one else ever does.   
 
The ‘Dialogue Framework’ you downloaded from my website is really a process masquerading 
as a structure that allows you to easily talk with people in a way that encourages them to share 
and explore their own knowledge and wisdom, their fears, what excites and energizes them as 
well as their aspirations.   
 
In fact, you'll find that, just like John in this role play, people will come up with their own answers 
and solutions ... if you'll just ask them!  
 
Furthermore, You’ll find that most of what they are looking for will perfectly match the features of 
your solutions and they will come to their own logical conclusion to look at what you have to 
offer.  
 
The other half of the Dialogue equation is listening with your heart, that is, listening with the 
intent to understand and not with the intent to reply or manipulate to close a sale. 
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When you do this, you will empower them to come up with their own solutions.  What you'll 
discover is that the entire process just flows naturally and effortlessly while allowing others to 
move forward with their own desire and commitment to take appropriate action to get what they 
want. 
 
Here are some things to keep in mind while you Dialogue with others: 
 

1. Respect others by listening with purpose ... to serve and to understand. 
 

2. Answer every concern, no matter how trivial you think it to be; get behind it to find out 
why it is there. 

 
3. You are not trying to sell anyone ... Allow them to sell themselves. 

 
4. Engage them in friendly dialogue, and talk about the things The things that are of 

concern to them 
 

5. Never treat concerns as objections with "Yes, but..." answers. 
 

6. Let them make up their own mind and give them what they want. 
 

7. Keep them involved, opening their minds to new possibilities with your questions. 
 

8. They are looking for solutions and want things to work out as much as you do, so be a 
problem solver. 
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Calling Leads CD #3 - Role Play 

As You Sow, So Shall You Reap 
 
In this Calling Leads Role Play, I'll be acting as a Distributor with XYZ Company calling Jean, 
who recently requested information about starting her own home-based business.   
 
Keep in mind as you listen to this role play, that your purpose when calling potential partners is, 
on the one hand, to ask questions to get a clear picture and precise understanding of what it is 
they are looking for and what to them constitutes a solution to their problems.  
 
And, on the other, to see if they would are willing to explore further what you have, so they can 
discover if, in fact, your solution is a proper fit for their situation.   
 
When, as it turns out, that your solution is the right match for their situation (and even when it is 
not) you can be assured, as you will see in this role play, that your dialogues always end on a 
positive note. 
 
While going through this role play, notice how the solution I had to Offer Jean, was not what she 
was looking for, and that I was still able to help her, and leave her feeling good about me, 
because I was able to refer her to someone who could potentially help her.   
 
Jean's reply could only have been what it was ...  
"That would be great...sounds really wonderful!" 
 
Let's join the Dialogue... 
 

Michael: 
I say, good evening.  Is that Jean Smith?  You say, yes.  I say, Jean, you don’t know me.  My 
name is Michael Oliver.  I’m with a company called XYZ.  Recently, you requested some 
information regarding starting your home-based business and I’m just responding to that.  Is this 
a good time to call?  You are going to say “yes” or “no”.  If you say, “no”, we’ll set another time.  
But, probably you are going to say “yes”.  And I say, well, and this is the key.  This is how you 
put the focus on the other person.  This is where you start immediately putting the focus on the 
other person.  You use words like this, you say, well, gee, before I get into what I’ve got and 
what I’m doing, what I’d like to do is discover a little bit more about you and what you’re looking 
for.  For example, have you found what you are looking for yet? 
 
Jean: 
No, I haven’t. 
 
Michael: 
OK, let’s role-play just for a second. 
 
Jean: 
Great. 
 
Michael: 
Would you do that with me? 
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Jean: 
Certainly. 
 
Michael: 
Let’s do that.  And, pretend that you’re not who you are.  Go back before you became a 
distributor.  Would you do that? 
 
Jean: 
Right. 
 
Michael: 
So, can I ask you?  Do you have any idea what you are looking for? 
 
Jean: 
Yes, I think I do.  I would really like to just have more freedom in terms of my time to be able to 
kind of do what I want to do when I want to do it and have the income to do that. 
 
Michael: 
You’re pretty much like a lot of people then, I would guess.  Is that right? 
 
Jean: 
I suppose so. 
 
Michael: 
When I asked you if you’ve found what you’ve looking for, have you looked at anything? Have 
you looked at anything that would give you that at all? 
 
Jean: 
Well, I’ve looked at a couple of different home-based business opportunities and I appreciate 
the beauty of how they can give that to me but I haven’t really found the right company or the 
right opportunity yet, maybe. 
 
Michael: 
What did you actually look at then? 
 
Jean: 
I looked at a nutrition product company and I looked at a telecommunications company. 
 
Michael: 
Okay and you said that they didn’t really give you what you were looking for. 
 
Jean: 
Right.  The nutrition, it just seemed like you have to get too personally involved in people’s lives 
and the telecommunication, I don’t know, just telephone sales doesn’t really excite me. 
 
Michael: 
Okay.  Have you explored anything else? 
 
Jean: 
No, that’s it so far. 
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Michael: 
Did you look into them quite deeply or just glance over them? 
 
Jean: 
More in general, I guess. 
 
Michael: 
Was there anything that you particularly liked about any one of those companies? 
 
Jean: 
One of them had really, really good training - the nutrition company - in terms of their products, 
which I really liked that.  To really know what kind of products I’m presenting to people.  That’s 
really important to me that I know about the products.  I really enjoyed that about their 
opportunity but frankly, the person that called me was really pushy so in terms of their training 
about the opportunities part was just a little too unrealistic for me.   
 
Michael: 
So, you got turned off a little bit by that, did you? 
 
Jean: 
Yes, a little bit.  Let me put it this way.  This wasn’t sort of my style. 
 
Michael: 
Yeah, okay.  So what is your style then? 
 
Jean: 
My style is a bit more no hype and no fright.  Just a bit more personalized business, I guess, is 
sort of more my style. 
 
Michael: 
So, you like the training? So I gather then that training is important to you as in training in the 
products of whatever company you’re going to embrace. 
 
Jean: 
That’s correct. 
 
Michael: 
What else did you like about that company or aspects of that company? 
 
Jean: 
I wasn’t overly impressed with their products.  I think, more than anything it was the training they 
were willing to give.  That was probably the most I’d noticed about it that had attracted me. 
 
Michael: 
What about the telecommunications? Was there anything about that that attracted you what the 
company offered? 
 
Jean: 
I thought the products may be an easy thing to sell but again, I had a cursory look at it and it 
was just way to hypey for me.  I guess, in terms of the product, it just wasn’t quite my style. 



©Natural Selling/Michael Oliver.  No Duplication. All rights reserved     
www.NaturalSelling.com 

85 
85 

 
Michael: 
I’ve got a bit of a picture here.  So if we can, let’s go back to the nutritional company.  If you had 
an opportunity to work with a nutritional company and it fit the criteria that you were looking for, 
is a nutritional company something you’d look for or something you would accept? 
 
Jean: 
Possibly.  Possibly.  I guess, yes, possibly.  I would love to find more of a business to business 
style opportunity because that is a lot more of my background working as a business consultant 
and I owned an accounting firm and a business consulting and software consulting firm for 
many years.  I guess I’m more comfortable, maybe, in a business-to-business type of 
opportunity.  But, if the products, I suppose, spoke for themselves and made sense to me, I may 
look at it. 
 
Michael: 
Explain more about business to business.  What do you mean by that? 
 
Jean: 
Products and services that would be sold from me as a businessperson to someone else to help 
their own business do better and give them the things that they want to do.  If they have put 
their heart and their sole into their business, a type of product that would really assist them to 
work out their dreams. 
 
Michael: 
Give me an example of that, would you, Jean?  
 
Jean: 
For instance, like an Internet marketing and advertising type of company or something along 
those lines. 
 
Michael: 
Have you looked for any of those? 
 
Jean: 
I just began looking for one and I’m still in my process of discovery. 
 
Michael: 
Wouldn’t the telecommunications company, wouldn’t that give you that kind of criteria? 
 
Jean: 
Yes, it would in some ways, which is why I actually looked at it.  But, one of the things that I’ve 
noticed and have been kind of hearing from some other people that had done that style of 
company before is they experience a huge attrition rate because for something as basic as a 
telecommunications service it was quite easy to potentially lose people that were just 
consumers of the product or the service as opposed to getting them involved in the business 
opportunity, per se. 
 
Michael: 
The reason I’m asking is that my company is a nutritional company and I want to make sure if 
we are going to pursue something, as you can probably appreciate, that the product and so on 
is going to be right for you.  I have a sense, you tell me if I’m correct, but I have a sense that it’s 
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probably not exactly what you are looking for.  You are looking for more tangible business 
services and products.  Would that be true? 
 
Jean: 
Yes, that would probably be more true at this moment.  I would like to kind of continue exploring 
what’s available out there.  But, I always keep my, I’m an open-minded person and I like to keep 
my options open as well and if something in the business world perhaps doesn’t fit my criteria I 
may come back and will have to look in that world. 
 
Michael: 
I might be able to help you here because I know a couple of people in other companies that 
might fit that for you.  If you don’t mind, what I’ll do is, I’ll ask them if there’s something that they 
want to do and perhaps even give you their name, too and you can connect with them.  Would 
that be okay? 
 
Jean: 
That’d be great.  Yes, we could do that by email and that would be wonderful. 
 
Michael: 
At the same time, like you said, let’s keep our options open.  I can give you a bit of information 
that you can explore.  I assume you have a computer.  Is that correct? 
 
Jean: 
Of course. 
 
Michael: 
Let’s do this.  I’ll give you a website that you can go to and you can just check it out a little bit.  
Let’s see if there’s anything in there that might resonate with you.  What I will do, if you don’t 
mind, is I’ll set this up and call back in a couple of days.  If you find that what they’ve got is for 
you, then great.  If not, then perhaps we can explore perhaps a little bit further where you might 
find that what I’m offering might work for you, as well.  Would that be okay? 
 
Jean: 
That sounds really wonderful. 
 
Michael: 
So, Jean, let’s do that.  Thank you so much for doing that.  I appreciate that. 
 
Jean: 
No problem.  Thanks for the opportunity to do that.  I learned a great deal just having that 
conversation with you. 

 
Michael: 
Thank you.  Let’s quickly analyze that call everyone.  When I was talking with Jean, what I’m 
doing here, if you were listening to my questions, well, let me ask you this.  Did I make one 
statement when I was talking with Jean?  No, every single thing that came out of my mouth was 
a question. 
 
Jean: 
It was a question, yes. 
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Michael: 
Here's another clue for you.  My book will explain this.  I’m using my knowledge to ask 
questions, not my knowledge to tell.  I’m using my knowledge to qualify.  If you listen to the 
energy behind where Jean is coming from it is very obvious to me that she is looking for 
something a bit different than what I’ve got.  That doesn’t mean to say that she’s not going to 
look at what I’ve got, she’s looking at something different.  I’m not attached to the end result 
here.  I’m not attached to the end result.  I’m attached to the process of discovery to help Jean.  
In that five or ten minutes that we had that conversation, there’s some wonderful things 
happening. 
 
Let me ask you something, everyone.  Do you think Jean is feeling good about me? 
 
Participant: 
Yes. 
 
Participant: 
Yes. 
 
Michael: 
Do you think it was a worthwhile conversation and I’m feeling good about myself that I might 
have helped somebody? 
 
Participant: 
Yes. 
 
Participant: 
Absolutely. 
 
Jean: 
Absolutely. 
 
Michael: 
If I refer Jean to a couple of colleagues because I happen to know a couple of colleagues in a 
couple of other companies, do you think the person I refer to is going to feel pretty good? 
 
Participant: 
Yes. 
 
Michael: 
Do you think they might refer something back to me if they discover somebody in the same ilk? 
 
Participant; 
Yes. 
 
Michael: 
In other words, if they find someone that wants nutrition?  Do you see where I’m going with all of 
this? 
 
Participant: 
Absolutely. 
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Michael: 
You see it’s a very worthwhile conversation.  What happens is that what you give is what you 
get.  The universe, if you will let go of your need to be able to close a sale, if you let go the 
universe will return it to you in abundance.  Every single conversation that you have will be a 
joyful conversation with a great end result.  As far as I’m concerned, this is a great end result.  
I’m delighted, in fact, that I didn’t pursue it.   
 
I could talk about this more and we’d get into it a bit more there, but it’s great the way this 
conversation worked out in very many ways.  I don’t know how it’s going to work out, but it’s 
great the way that it did because it demonstrates how while I might not have what Jean’s 
looking for, I’ve made a friend over the telephone.  She’s feeling good about me.  Why? 
Because I cared about her. 
 
You know what? She doesn’t know a thing about me and what I’ve got except that I’m working 
with a nutritional company. 
 
Did you notice in this Dialogue that everything I said was in the form of a question, and how I 
used my knowledge….not to tell Jean anything about myself or what I was doing….but rather to 
ask questions and qualify her?   
 
When I picked up from Jean's energy that she was looking for something different than what I 
had to offer, I didn't pursue it, nor did I try to persuade her to change her mind, but simply did 
the appropriate thing, which was to refer her to someone who could help her, leaving the door 
open for her to reconsider my offer at a later date or even better, for her to refer others to me.  
 
Expect that type of thing to happen. People remember who you are because WHO are speaks 
volumes when you approach people this way. 
 
When you're not attached to your personal agenda, but rather to your Purpose which is to see 
whether you can be of help, using the process of discovery, wonderful and magical things can 
happen, no matter what the outcome!   
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Calling Leads CD #3 - Role Play 

Listening ... Your Key to Unlocking Solutions 
 
In this Calling Leads Dialogue we find Sue who, playing the role of the Distributor, is contacting 
a lead by the name of Floyd to follow up with him about some materials he'd recently requested 
about her business opportunity. 
 
As you listen to this role play, notice how the questions not only honor and show respect for 
Floyd, but also demonstrate curiosity and interest in him, as they put the entire focus of the 
conversation on his needs and desires.   
 
Also, notice how this opens the door for Floyd to become involved in the Dialogue process, thus 
allowing him to reveal everything about his history, including what didn't work for him in his 
previous experience with Network Marketing. This in turn allows us to confirm what he said and 
feed it back if the form of asking questions in a meaningful way to help Floyd solve his problems 
which, after all, is the reason why we’re in business…. Right? 
 
When you listen carefully to what people say, they will tell you everything about themselves 
including what you need to know to help them find the correct solutions they're looking for. 
 
Pay particular attention to the fact that we are in no hurry to get to a conclusion with Floyd, and 
how effortlessly we were both able to sit back and enjoy the process. Notice also, how the very 
small bits of information he provided opened up infinite possibilities as to where we could have 
guided the dialogue. You can do the same thing with your potential partners and with people in 
your every day life.   
 
I'd like to suggest, as you listen, that you write down the key points of this Dialogue that 
resonate with you.   
 
At the end of the role play, I have included some key phrases you'll want to use that will 
completely transform your dialogues with everyone you speak with. 
 
Let's join the Dialogue... 
 
Michael: 
Floyd, you pick up the phone and say -. 
 
Floyd: 
Hello? 
 
Sue: 
Hello, Floyd. 
 
Floyd: 
Yes? 
 
Sue: 
This is Sue.  I had recently sent you a package that you ordered through the mail regarding a 
business opportunity.  Do you remember that? 
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Floyd: 
Yes.  I think that’s when I sent you a $30.00 check or something like that. 
 
Sue: 
Yes.  The $29.95. 
 
Floyd: 
Oh, yes.  Yes.  I’m with you now. 
 
Sue: 
Okay.  You should have received a video and a tape to listen to.  Do you remember that? 
 
Floyd: 
I do.  I haven’t had a chance to either look at the book or the video yet.  I’ve been out of town.  
But can you help me out a little bit or -?  What do you suggest? 
 
Sue: 
Well, sure.   Well, let me ask you this, when do you think you might have a chance to go through 
the video and the tape? 
 
Floyd: 
Well, now that you’ve stirred my memory, I’ll try and get to it tonight and I may be available 
tomorrow. 
 
Sue: 
Okay because I’m just calling to see, you know if I can answer any questions for you or be of 
any help. 
 
Michael: 
Stop here.  Stop here now, Sue. 
 
Sue: 
Okay. 
 
Michael: 
Thank you.  I’m just going to throw it open to the class as to a little critique here.  Anyone got an 
idea why I stopped it? 
 
Sue: 
Because I don’t want to miss an opportunity if I have it. 
 
Michael: 
What do you mean by that? 
 
Sue: 
Well, instead of letting him go, shall I continue the conversation? 
 
Michael: 
What did you feel you were doing in this process?  Where did you think you were going in this 
process?  Are you moving forward? 
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Sue: 
You know, there was part of me that didn’t want to hang up and I’m really brand new to this so 
I’ve never gone through this before. 
 
Michael: 
Perfect.  Good for you then you’re a shining example to the rest of us. 
 
Floyd: 
I could say one thing.  In our training, Michael, we try to get people, if they haven’t watched the 
video or the book, what we try to do is to say, “Would you have an opportunity to look at that 
and we could make an appointment and would it be all right to call you at this time tomorrow or 
next week?” I think that’s where she was kind of going with that. 
 
Michael: 
Okay, perfect.  I’m going to suggest that if it works for you, don’t deviate from what you’ve been 
told but from my point of view, I’ve got Floyd on the line.  Does Floyd sound like a pretty kind of 
interesting person who seems quite open? 
 
Sue: 
Yeah. 
 
Michael: 
I’m going to ask Floyd if he’s got some time and instead of waiting, I’m going to start talking with 
him because I’m going to ask you this, is the tape and the information, is that going to sell Floyd 
or is it your communication with him that’s going to sell Floyd?  Or possibly both? 
 
Participant: 
Yes, both. 
 
Michael: 
Which one do you think is going to most powerful, though? 
 
Participant: 
Person-to-person. 
 
Participant: 
Your communication 
 
Michael: 
Your communication and what?  It’s not about you but it’s about Floyd.  So, it’s your what?  
Your? 
 
Participant: 
Interest in him. 
 
Michael: 
Interest and your word here -?  Understanding of who Floyd is, what he’s all about, and why he 
applied.  So, go with whatever you are comfortable with.  Let me just do this with Floyd for a 
second.  I’m going to take over your conversation if you don’t mind.  Do you mind if I do that, 
Sue? 
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Sue: 
No, that’s all right. 
 
Michael: 
That's why I go.  Floyd, if we can recreate that a little bit, I'd say, “So, Floyd, I’m calling about 
the tape and the business pack that you received and I’m wondering if you’d had an opportunity 
to review that.” 
 
Floyd: 
No, I haven’t had a chance yet.  I’ve been out of town. 
 
Michael: 
Cool.  Where have you been? 
 
Floyd: 
I went over to Denver to see a sick cousin. 
 
Michael: 
I’m sorry to hear that.  I hope your cousin is okay. 
 
Floyd: 
Yes.  He’s coming along. 
 
Michael: 
Okay cool.  Do you have an idea as to when you might be able to have a look at it? 
 
Floyd: 
Well, probably tomorrow. 
 
Michael: 
Okay and do you have a few minutes to discuss it before hand? 
 
Floyd: 
Yes. 
 
Michael: 
You must have applied for this about three weeks ago? 
 
Floyd: 
I think that’s about right, yes. 
 
Michael: 
Can I ask you what prompted you, just get a little bit of background, what prompted you to apply 
for it?  What was it about the letter that got -? 
 
Floyd: 
I got a letter and it talked about people being tired of business opportunities that don’t go 
anywhere and not working for everyone and high startup costs and a lot of time involved in the 
business. 
 



©Natural Selling/Michael Oliver.  No Duplication. All rights reserved     
www.NaturalSelling.com 

93 
93 

Michael: 
And so those parts of the letter were relevant to you, were they? 
 
Floyd: 
Yes, I relate to that because I don’t have a lot of money to invest in a business.  And I don’t 
want to be bothering relatives and family.  None of them speak to me at this point the last time I 
went into business.   
 
Michael: 
So, you’ve been in business before yourself? 
 
Floyd: 
Yes. 
 
Michael: 
What did you go into to, if I might ask? 
 
Floyd: 
It was one of these multi-level things.  They sold products, all kinds of products but well, it was a 
very unhappy experience. 
 
Michael: 
How long ago was that? 
 
Floyd: 
About five years ago. 
 
Michael: 
Was that five years ago you started or five years ago you left? 
 
Floyd: 
About five years ago I left it. 
 
Michael: 
How long were you involved in that? 
 
Floyd: 
About three years. 
 
Michael: 
Three years.  What was it about the business that didn’t work out for you? 
 
Floyd: 
Their arrangement on products that was very inconvenient.  I hope you don’t have this 
arrangement if you want to try one product, you have to buy a whole case.  I hope you don’t 
have that with your business, do you? 
 
Michael: 
Do we folks? 
 
Participants: 
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No. 
 
Michael: 
No, actually we don’t. 
 
Floyd: 
I’m glad to hear that. 
 
Michael: 
No, we don’t have anything like that, Floyd.  But, tell me about when you say, “try one product”, 
you were selling one -? 
 
Floyd: 
Well, they had a whole variety of products but if my wife wanted to try a particular shampoo, we 
had to buy a whole case of it.  We didn’t like that. 
 
Michael: 
So, is that the only time you’ve been in business for yourself? 
 
Floyd: 
No, I was in a couple of others but for shorter times. 
 
Michael: 
Was that after this particular period between then and now or beforehand? 
 
Floyd: 
Before, yes.  The others, this experience with this bad experience was about actually about 
eight years ago and it’d been probably six or so since. 
 
Michael: 
So, what’s changed your mind now to look at getting involved in your own business again? 
 
Floyd: 
Economic needs.  Need to have additional income but I don’t want to devote a lot of time to it. 
 
Michael: 
When you say, “a lot of time” can I ask you how long? 
 
Floyd: 
Well, I don’t want something that’s going to take me 30-40-50 hours a week. 
 
Michael: 
So, how much time would you be able to devote on something like this? 
 
Floyd: 
Two to four hours a day, max. 
 
Michael: 
And five to six days a week, or less? 
 
Floyd: 
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Probably three to four would be desirable if I could do it in three to four.  But, I would do 
whatever is needed. 
 
Michael: 
Do you have an idea of what kind of income that you’d like to make say, on a monthly basis? 
 
Floyd: 
I would like to make something in the order of three to eight thousand a month, just a 
supplemental. 
 
Michael: 
Three to eight thousand a month additional income, when you say that, over what period of time 
do you see yourself making, say, three thousand a month? 
 
Floyd: 
Oh, I hope I could do it within a year or two. 
 
Michael: 
So, if you could do it within two years that would work for you. 
 
Floyd: 
Yes. 
 
Michael: 
Even though you’d be working three or four days, two to four hours a day, you’d be working 
full-time on it, dedicating yourself to it. 
 
Floyd: 
If I could see progress toward that goal, yes. 
 
Michael: 
Floyd, you mentioned about investment.  You don’t have a lot of money to invest.  What do you 
mean by “a lot of money”? 
 
Floyd: 
If your business is something that is going to take three, four, five thousand dollars right off the 
bat, you might as well forget it. 
 
Michael: 
Okay so when you talk about that, what kind of number do you have to invest?  What sort of 
investment are you looking at? 
 
Floyd: 
Maybe something under $1,000.00 initially to get going. 
 
Michael: 
You have some additional income for some backup for training and stuff like that if you need to 
do that? 
 
Floyd: 
Yes.  Some flexibility there. 
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Michael: 
If you could get the business then under $1,000.00 and you’d have some backup to tide you 
over as you moved along, that would be pretty much the kind of money.  Up to about a couple of 
thousand dollars, again. 
 
Floyd: 
Yes, I’d like to see what it has, what you have. 
 
Michael: 
That’s cool.  Well, Floyd, I think we can probably meet most of what you’re talking about.  I 
made a few notes here and would love to talk to you some more but I think the best thing now 
is, if you would be kind enough to spend some time on looking over the package that I have 
sent you, I’d like to set up a time that I can call you back and we can go over any specific 
questions that you have around that.  And if you allow me, I’d like to ask you a few more 
questions to make sure that -. 
 
Floyd: 
I’d like to ask one first.  This is not one of those pyramid things, is it? 
 
Michael: 
Floyd, when you say “pyramid scheme” can I ask you, well, what do you mean by a pyramid 
scheme? 
 
Floyd: 
Well, I don’t know much about them except that I’ve heard people say they’re illegal and that it’s 
only the people who come in at the very beginning can make any money.  The rest of the 
people, those who come in now, won’t be able to make any money at it, only those that were in 
it several years ago would be able to make it. 
 
Michael: 
I’ve heard things like that myself.  Can you be more explicit about what you mean by “pyramid 
scheme”.  I just want to confirm your definition of pyramid scheme.  Is that pretty much what you 
think it is? 
 
Floyd: 
No, that’s what sometimes people ask me if it’s a pyramid scheme. 
 
Michael: 
The business is not based on a pyramid scheme.  It’s been in business for 13 years.  It’s been a 
business internationally, as well.  So, I think you can probably understand that pyramid schemes 
are illegal and they wouldn’t be in business that time if it was.  Does that help you? 
 
Floyd: 
Yes. 
 
Michael: 
Okay, cool.  Is there any other questions I can answer before we go?  Dump whatever you can, 
come on. 
 
Floyd: 
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I want to give somebody else a chance.  I want to hear what they’ve got. 
 
Steve: 
I’ve got a question Michael, if you’re entertaining questions.  This is Steve. 
 
Michael: 
Let’s do that.  You be Floyd, just for a second.  Go ahead. 
 
Steve: 
Here’s one that comes up quite frequently.  Well, how are you doing this?  How well are you 
doing in this program?  How much money are you making? 
 
Michael: 
Well, Floyd, (I’m going to pretend you’re Floyd), actually, from my point of view I’m doing very 
well.  I haven’t been in the business for very long.  I’ve been actually involved in it for six 
months.  I’m reaching all of my goals.  I’ve set personal goals like you’re setting personal goals 
and the income is beginning to really accumulate for me.  I expect to reach my actual target 
goal, my first one, within the next year and a half. 
 
So, I’m very confident about what I’m doing.  I really enjoy what I’m doing.  I hope that answers 
the question for you. 
 
Steve: 
I was thinking, maybe, why don’t you just ballpark your goal formula a little bit just so I have an 
understanding of what somebody would be doing in this, how they’re doing when they’re starting 
out and how that might work. 
 
Michael: 
Sure.  My goal, in fact, is a little bit less ambitious than yours.  You mentioned $3,000.00 - 
$8,000.00, well $3,000.00 in two years and I’ve actually set a target of $2,000.00 in two years 
and I’ve put in about the same amount of time as you do, as you’re proposing to do because I 
also have another job, as well.  I treat this, though, as my primary work, if you like because I 
enjoy it very much.  And my target is literally within two years to start shifting all of my time into 
this new business.  So, that’s basically where I’m going.   
 
Am I making $2,000.00?  Nope, not yet, but I’m getting up there.  Does that answer it for you? 
 
Steve: 
Yes, it does.  Thank you. 
 
Michael: 
You’re very welcome.  Any other questions?  Floyd?  Come on guys, whatever you want. 
 
Participant: 
Michael? 
 
Michael: 
Go ahead. 
 
Participant: 
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Would it be appropriate if you’re asked that question to just tell the gentlemen, “Well,” as you 
said, “I’m doing quite well reaching the goals I set for myself.  But, to be specific, I don’t think 
would be fair to you for the simple reason that you may have greater success than I am.  So, to 
tell you exactly or specifically how I’m doing could actually be a detriment because each 
individual is different.” 
 
Michael: 
I agree with you 100% and in fact, what was flashing through my mind, was to actually say a 
similar response to it, which was actually to say, “You know, if you don’t mind, I would prefer not 
to say how much I do earn.  I keep that fairly private.  But, what I would like to volunteer to you 
is that I set some specific goals and not dissimilar to yours.  They are similar to yours and I’m 
making them and I’m very comfortable and I’m doing very well which is why I’m calling you 
because I’m here to help you to see if you can do the same thing.  Another way of saying it, 
would you be okay with that one? 
 
Participants: 
Yes. 
 
Michael: 
Everyone okay with that, different ways of saying it, but the same sort of thing?  Let me ask you 
this, when I responded to that question did I give an actual figure? 
 
Participants: 
No. 
 
Michael: 
No.  Was the figure actually asked for? 
 
Participants: 
No. 
 
Michael: 
It was, actually.  He asked for a figure.  He asked how much I was making. 
 
Participant: 
Yes. 
 
Participant: 
Oh, okay. 
 
Michael: 
Yes.  Is everyone comfortable with that?  What I’m going to do right now, then, is I’m going to 
wrap this up with Floyd.  I’ve asked Floyd now if he has any more questions.  He said no.  And, I 
said, “Okay, so Floyd, when could you expect yourself then to have thoroughly reviewed all the 
material and watch the tape and so on?” 
 
Floyd: 
By tomorrow or the next day. 
 
Michael: 
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Tomorrow?  Okay.  Floyd, if don’t mind being a little more explicit about it because what I’d like 
to do is be able to set a time with you to be able to talk about it thoroughly and also spend some 
time with each other exploring possibilities between the two of us.  If you could do that, I would 
really appreciate it. 
 
Floyd: 
Let’s say Saturday afternoon then.  Today is Thursday.  Let’s say Saturday afternoon, for sure. 
 
Michael: 
Saturday afternoon that we can get together to talk with each other or Saturday afternoon you’ll 
be reviewing it? 
 
Floyd: 
Saturday afternoon about 3:00. 
 
Michael: 
Okay, is that for us to get together or that’s the time you’ll be reviewing the tape? 
 
Floyd: 
No.  I’m sorry.  I will be ready to get together by then. 
 
Michael: 
Three o'clock, okay, so, if I call you at that time can we put aside half an hour to 45 minutes and 
spend some time?  Assuming, of course, that what you see and what you read is going to be 
applicable to what you’re looking for, would that be fair enough? 
 
Floyd: 
Sure. 
 
Michael: 
So, our goal on Saturday is to explore with each other how to move this forward for you and if 
you have any further questions to make sure that they are resolved.  Is that what you’d like to 
do? 
 
Floyd: 
That’s fine. 
 
Michael: 
Floyd, I really appreciate this.  Floyd, before I go, let me give you my phone number if I may. 
 
Floyd: 
Good. 
 
Michael: 
Just in case something comes up because you can appreciate being a businessman yourself 
that the time is over real value here, and if something comes up, if you would call me and let me 
know and then we can reschedule the time.  My number is 407-318-2772.  Would you do that, 
Floyd, if something comes up? 
 
Floyd: 
Okay, great. 
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Michael: 
Thank you.  Look forward to seeing you on Saturday.  I’ll give you a call at 3:00, your time. 
 
Floyd: 
Thanks. 
 
Michael: 
Thank you, Floyd.  I appreciate it.  Thank you, Floyd, for doing that.  And, Sue, thank you for 
letting me take over. 
 
Sue: 
You’re welcome. 
 
Michael: 
I appreciate you doing that.  Now, let’s look at some things here.  Anyone have a problem with 
that conversation? 
 
Participants: 
No. 
 
Michael: 
You’re okay with that? 
 
Participants: 
Yes. 
 
Michael: 
Did you make notes of what Floyd was talking about throughout the conversation? 
 
Participant: 
Yes. 
 
Michael: 
When I referred to the letter, when we started the conversation, what was the phrase that I used 
to open up this whole dialogue? 
 
Participant: 
Do you remember the letter? 
 
Michael: 
I talked about the letter.  I said, “In the meantime, if you don’t mind, I’d like to spend a few 
minutes with you.” He said yes.  I said, “Can I ask you, what was it about the letter that attracted 
you?” Does everyone got that? 
 
Participant: 
Uh-huh. 
 
Michael: 
What was it about the letter or what was it about the ad or what was it about whatever it is that 
attracts you.  And, what did he say? 



©Natural Selling/Michael Oliver.  No Duplication. All rights reserved     
www.NaturalSelling.com 

101 
101 

 
Participant: 
I don’t want to spend a lot of time on it. 
 
Michael: 
He didn’t want to spend a lot of time on it.  Yes, what else? 
 
Participant: 
He didn’t want to have a lot of start-up costs. 
 
Michael: 
He didn’t want a lot of start-up costs.  What else? 
 
Participant: 
He didn’t want to approach his family and relatives. 
 
Michael: 
Why not? 
 
Participant: 
It was an awful experience. 
 
Participant: 
They wouldn’t talk to him anymore. 
 
Michael: 
Yes, because he’s been there and done that. 
 
Participant: 
He didn’t want to buy a case of something just to try out something. 
 
Michael: 
Yes, good, what else? 
 
Participant: 
He was looking for supplemental income. 
 
Michael: 
Right at the beginning, he said this: “I’m tired of business opportunities which don’t give what 
they say they give.” Did you pick up on that? 
 
Participant: 
Yes. 
 
Michael: 
He spoke about the high costs.  This is separate from not having a lot of money to invest.  He 
talked about the high costs.  Basically, this is something that we come back to.  I don’t know 
what he meant by high costs.  Make notes of these things.  You need to come back and ask the 
questions around these because these are things that he’s not looking for.  You notice what I 
was doing throughout?  I asked questions.  I asked questions about what he -? 
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Participant: 
His experience in the past. 
 
Michael: 
His experience in the past and what he meant by what he was saying.  I’m going to suggest to 
you that we touched on a few items by Floyd said a lot of stuff there and I’m going to suggest to 
you this is that you interpret it in your own mind a lot of what he was saying there.  The only way 
you can find out what Floyd is thinking is to what? 
 
Participants: 
Ask questions. 
 
Michael: 
Ask questions and -? 
 
Participant: 
Understand. 
 
Participant: 
Feedback. 
 
Michael: 
Yes, listen and feedback, which are the elements of what? 
 
Participants: 
Dialogue. 
 
Michael: 
Dialogue.  Then, he came up with MLM, right? 
 
Participant: 
Yes. 
 
Michael: 
He came up and said that he’d been in business for himself.  What are we looking at here?  We 
have the opportunity to find out what? 
 
Participant: 
What type of business. 
 
Michael: 
What type of business.  What kind of businesses?  How did you get on in those businesses?  
What worked?  What didn’t work?  Look at your book.  As you go through the book, you’ll get a 
question to ask.  You can do this with everything.  Where did you live?  Great.  How do you like 
where you are living?  Tell me about that.  Is there anything you would change about where 
you’re living?  What kind of work are you doing right now?  Do you like your work?  Fantastic.  
Tell me all about that.  Anything you would change about your work?  Tell me all about that, too. 
 
Participant: 
One little tidbit of information can open up a whole can of worms of questions, I guess. 
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Michael: 
It’s fantastic.  Whose can of worms?  That’s what I want to know.  Yes, his can of worms. 
 
Participant: 
His inner turmoil right? 
 
Michael: 
His inner turmoil, yes, that’s right.  You know, it starts working out where he’s coming from.  
And, so he told us that he’d been in MLM and he gave up on that.  Initially, he said what?  Five 
years ago?  He said five years ago.  Did you know what he meant by five years?  No, you can’t.  
So what did I do?  I asked him to clarify that.  Everyone okay with that?  Clarify, interact, 
feedback.  Clarify that point.  What do you mean by five years?  Did you start it or did you begin 
that?  I said, “What didn’t work out for you?” Watching where we’re going with this everyone? 
 
Then, I asked him if he had been in business before.  Tell me more.  Tell me more.  Tell me 
more.  What’s the three words in real estate when you buy real estate?  What’s the three key 
elements? 
 
Participant: 
Location.  Location.  Location. 
 
Michael: 
In Natural Selling, it’s tell me more, tell me more, tell me more.  Tell me what’s going on here.  
Tell me what happened there.  And, he told us, didn’t he?  Then, I asked him, “What changed 
your mind?  Why is you’ve gone through this thing?  What changed your mind?”  What was the 
reason he changed his mind?  He needed what? 
 
Participant: 
Money. 
 
Participant: 
Extra income. 
 
Michael: 
More additional income - that’s another thing we can talk about.  He also said he didn’t have a 
lot of time to put into it.  Now I’m getting down to nitty gritty.  How much time do you have, 
Floyd?  Two to four hours a day - write that down.  About how many days can he put in?  Three 
to four days.  What are you looking at earning?  $3,000.00 to $8,000.00 a month.  Now, let me 
ask you.  Two to four hours a day, three to four days, how long is it going to take him to make 
$3,000.00 to $8,000.00 a month? 
 
Participant: 
One to two years. 
 
Michael: 
One to two years.  That’s why I asked the next question.  What’s the next question after that? 
 
Participant: 
What’s your expectations? 
 
Michael: 
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What’s your expectation again?  Whose expectation? 
 
Participant: 
His. 
 
Michael: 
His expectation.  He’s laying it out.  Who’s saying all of this stuff? 
 
Participants: 
He is. 
 
Michael: 
He is.  Is this feasible for him to do this? 
 
Participants: 
Yes. 
 
Michael: 
Yes, it is feasible for him to do this, isn’t it?  What was the critical question I went back to, that 
one thing that we need to find out? 
 
Participant: 
When is he going to look at it and when can I call him? 
 
Michael: 
Before then, before then, critical, the green stuff? 
 
Participant: 
How much money are you willing to invest? 
 
Michael: 
Did I ask it that way?  How did I phrase the question? 
 
Participant: 
You asked him what was a lot of money to him. 
 
Michael: 
Yes, before that though.  Give me the start off phrase, anyone.  This is good stuff.  Thank you 
for remembering it, it’s wonderful.  What’s the start off phrase? 
 
Participant: 
How much money -? 
 
Michael: 
Floyd -? 
 
Floyd: 
What kind of money do you think you’d be able to have to set aside to start out with or 
something to that effect? 
 
Michael: 
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I’m going to give you the phrase, give you the phrase.  Learn this one.  It’s a very powerful one.  
You can adapt this in a lot of uses.  I said, “A while back, you mentioned that you didn’t have a 
lot of money to invest.” Why do I say that? 
 
Participant: 
To remind him. 
 
Participant: 
And let him know that you heard him.   
 
Michael: 
You heard him and who said it? 
 
Floyd: 
I did. 
 
Participant: 
He did. 
 
Michael: 
He did.  He said it.  How’s Floyd feeling that he remembers that I said that, right now? 
 
Participant: 
Good. 
 
Michael: 
He’s feeling good because I’m remembering.  I’m focused on Floyd.  “Now, Floyd, a little while 
back you said you didn’t have a lot of money to invest.  Can I ask you, can I ask you?” What’s 
the next question?  What’s the next question? 
 
Floyd: 
What do you consider a lot of money? 
 
Michael: 
Perfect, because who said that? 
 
Floyd: 
I did. 
 
Michael: 
Is that you, Floyd? 
 
Floyd: 
Yes, yes. 
 
Michael: 
Floyd said that.  I don’t have a lot of money to invest.  Those are his words.  I don’t have a lot of 
money to invest.  Use his words.  “Floyd, can I ask you, what do you mean by a -?” 
 
Participants: 
Lot of money. 
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Michael: 
Lot of money.”  And, what was his figure? 
 
Participant: 
$1,000.00. 
 
Participant: 
About a thousand dollars. 
 
Michael: 
How much? 
 
Participants: 
$1,000.00 
 
Michael: 
How much? 
 
Participant: 
$3,000.00 or $5,000.00. 
 
Michael: 
$3,000.00 to $4,000.00 to $5,000.00 - you’ve got to remember this stuff, guys.  Remember what 
he’s saying.  $3,000.00, $4,000.00 or $5,000.00 - now I will absolutely guarantee you that if I 
had stopped the conversation there and asked you to write down a number as to what Floyd 
meant when he said, “I don’t have a lot of money to invest,” you think all of you would come up 
with the same number? 
 
Participants: 
No. 
 
Michael: 
No.  You would not.  Some of you would come up with one hundred.  Some of you would come 
with 100,000.  Who’s thinking this stuff? 
 
Participants: 
We are. 
 
Michael: 
We are.  We think that.  The only way we can find out what Floyd is thinking is what? 
 
Participants: 
Ask him. 
 
Michael: 
Asking questions.  $3,000.00, $4,000.00, to $5,000.00 - I had no idea what Floyd meant.  Then 
what was the next question I asked him in relation to that? 
 
Participant: 
Think how much he could invest. 
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Michael: 
Getting there, thank you, yes. 
 
Participant: 
How much money do you have set aside for a business? 
 
Michael: 
Getting there.  That’s a good phrase.  There’s a lady who came up with a phrase, a question, 
too.  What was that? 
 
Participant: 
What sort of investment do you have? 
 
Michael: 
What sort of, yes.  Start off with a question.  Say something like this, “So, Floyd, let me ask you, 
can you give me an idea of what you consider to be a reasonable investment in what you want 
to do right now?  Can you tell me what kind of investment that you’re looking to make in a 
business at this particular time?”  Then, he said, what? 
 
Participants: 
Up to $1,000.00. 
 
Michael: 
He said under $1,000, yes.  Then, what did he say after that? 
 
Participant: 
He said he had some in reserve. 
 
Michael: 
Yes, he had a little bit in reserve.  Did I just say away from that?  I didn’t, did I?  I asked him 
another question which was what? 
 
Participant: 
You also asked if he might need some training materials or something, if that would be a 
possibility. 
 
Michael: 
I said to him once I heard that he had a bit of a fudge factor there, I said, “So, would it be safe to 
assume that you have a little extra to put into training and to tide you over while you get the 
business going?  Would that be correct?”  And Floyd said what? 
 
Floyd: 
Yes. 
 
Participant: 
He’s flexible. 
 
Michael: 
Flexible, yes.  Then I said to him, “So, would it be fair to say then that you have one to a couple 
of thousand dollars to play with to invest?” And, Floyd said -? 
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Participants: 
Yes. 
 
Michael: 
We got a pretty good picture of Floyd, here.  You think you’ve got enough to go on for when you 
call Floyd back on Saturday at 3:00? 
 
Participant: 
Yes. 
 
Participant: 
Oh, yes. 
 
Michael: 
Do you think Floyd’s fairly motivated to look at everything he’s received? 
 
Participants: 
Yes. 
 
Michael: 
Yes.  How’s Floyd feeling?  Floyd, how’re you feeling about this conversation? 
 
Floyd: 
Fine.  I’m waiting for the call. 
 
Michael: 
What else?  Give us some feeling. 
 
Floyd: 
Well, I’m feeling that they’re interested and that this might be a business finally that I can 
investigate. 
 
Michael: 
Why? 
 
Floyd: 
Because of the way they treated me, the person interviewing me treated me and showed 
interest. 
 
Michael: 
Everyone okay with that?  You’re not just saying that, Floyd, are you? 
 
Floyd: 
No. 
 
Michael: 
Any questions about what we’ve done this evening? 
 
Participant: 
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I think one thing that jumps out to me is that we probably don’t listen well.  We haven’t yet 
gotten to the point where we’re really listening to what the person is saying.  That’s very, very 
important, obviously.   
 
Michael: 
I think that’s probably a very profound thing to say.  Does this come with time, everyone? 
 
Participants: 
Yes. 
 
Michael: 
If you listen to people, just settle down, listen to people and everything they are saying and 
respond to what they are saying, you will find that it’s the most magnetic thing that you can ever 
do.  Just that one mere fact alone.  By just concentrating on the other person will draw people to 
you and some of you have already demonstrated that in the last week.  Would that be true? 
 
Participants: 
Yes. 
 
Floyd: 
I think what we’re more concerned about and trying to understand this, is we’re worrying more 
about the question we’re going to ask then listening to the person, which will form the question 
for us. 
 
Michael: 
Very well put, Floyd. 
 
Participant: 
Yes. 
 
Michael: 
Any other questions or comments anyone would like to make about this process? 
 
Floyd: 
This is a time while we’re role-playing that we can really hone in on the details and hone your 
listening skills and practice to jot down those types of little triggers.  It’s good to listen, but it’s 
good to have something you can refer back to. 
 
Michael: 
Very much so because your going to need that the next time you call around, right? 
 
Floyd: 
Also, I think the point that you made, Mike, about as I’m speaking, you’re making notes, you 
wrote down key words that you want to come back to.  That will remind you of questions. 
 
Michael: 
I’ve got to confess, it was actually hard keeping up with Floyd.  Floyd was giving me so much 
information and I was trying to stay present in the moment.  I had to miss some notes on there.  
But, I was writing down some key things that I could go back to.  I don’t have a hugely great 
memory.  The interesting thing is what I’ve discovered is that if you are interested in people, you 
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will remember the things, the relevant things that they say to you.  You don’t have to take notes 
if you are one on one.  It’s useful when you’re not.   
 
I was jotting things down, some facts and also some dissatisfactions.  I jot down two things.  Left 
hand side of the column, I jot down factual stuff.  Right hand side of the column, I jot down 
feelings type of stuff, as much as I can so that I can reflect and go back because he’s the one 
who said it.  For example, I’ll review my notes before I put this to bed tonight, for example, and 
just go over it.   
 
Then, before I call Floyd, I’ll look at them again and I’ll phrase some things that I want to say.  
One of the things that I’ll bring up for example next time is I’ll say, “Floyd, last time we spoke, 
you said,” write this phrase down every, “you said something interesting.  Floyd, last time we 
spoke, you said something interesting.” When you say that, how’s Floyd going to feel? 
 
Participant: 
Good. 
 
Floyd: 
I did? 
 
Michael: 
Yes.  Pick up something that Floyd said which is relevant to the direction you want to take the 
conversation and talk about it.  That make sense everyone? 
 
Participants: 
Yes. 
 
Do you recall when Mike, Sue's up line, made the profound statement, "It seems that most of us 
are more concerned about the questions we want to ask than just listening to the person"?   
 
Unfortunately, this observation is probably one of the single most important reasons why so 
many Distributors perform so far below their  
 
Potential… they think it’s all about informing and presenting.  
 
Question? How do you know what to present until you find out? You don’t. It’s just a guessing 
game, and when you guess you know what people want and why they want it, based on your 
own experiences… do people care? Mostly they don’t. 
 
I know it can take some effort in the first stages to make dialogue work, though effort now will 
pay dividends for the remainder of your personal and professional life. It’s like a rocket taking off 
of the ground…. It takes a huge amount of energy just to get it off the ground, though when it’s 
traveling the energy needed is less and less until it’s in space and hardly any energy at all is 
needed to move it. 
 
If you will relax, quieten your minds chatter, learn to embrace uncertainty, forget about your own 
agenda, and just listen and respond to everything people are saying, you'll find that this is the 
most powerful thing you can do for yourself, for others ... AND for your business success!   
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The only way you can find out what others are thinking is to be interested in them by asking 
questions -- lots of them -- constantly clarifying, and always asking for more information so you 
can understand where they're coming from and what they want.   
 
Whenever Dialoguing with people, remember to jot down those little triggers and key facts about 
their situation as well as their feelings, so you have something relevant to feed back to them.   
 
When you do this, you'll discover that people will just lay out all their desires and expectations 
for you, making all of your conversations infinitely more enjoyable for everyone.  
 
What's more, your leads will always feel terrific about you because you communicated that you 
are truly interested in them, which will allow all of your conversations to flow in the direction 
people need, to solve their problems ... naturally! 
 
Here are some key phrases you'll want to practice using as you Dialogue with others... 
 
"What prompted you to send for the information?" 
 
"What was it about the video or cassette that attracted you? 
 
"What do you mean by...?" 
 
You'll discover that people will be much more attracted to you and interested in what you have 
to say ... because you were interested in them and what they had to say first. 
 
 
 
 



©Natural Selling/Michael Oliver.  No Duplication. All rights reserved     
www.NaturalSelling.com 

112 
112 

Calling Leads CD #3 - Role Play 

The Right Approach Equals The Right Results 
 
In this Calling Leads Role Play we find Kari, a Network Marketing Distributor who is 
experiencing poor results with her present approach.  
 
We open the Dialogue with me inquiring as to how she can effectively use the Natural Selling 
Dialogue process when responding to potential business partners who have requested 
information on home-based business opportunities.   
 
What I'd like you to especially note, as you begin calling your leads is the importance of 
cultivating the mental attitude – or discipline - of approaching each call with the intent of 
discovering what people are looking for and, by asking the right types of questions, helping 
them surface what their own solution might look like to them. This is because they then own the 
responsibility of making a change. 
 
If you are fearful or expect resistance when calling leads, more than likely you will get that. After 
all you get what you… expect!  
 
So set your mental attitude on the right coordinates remember something very important… 
THEY called you first!  The fact that they put a request for information means they made the 
approach first and your job is to connect with them to find out what they want and so on.  
 
Look at it this way…who has the problem they want to solve? They do! But if your mental 
attitude is based on fear, now both of you have a problem… and people are looking for leaders 
to follow to help them eliminate their own problems, not the other way around. 
 
Note this simple statement at the beginning of the call, "Before we get into what I've got, I'd like 
to ask you a few questions to discover more about you and what you're looking for", not only 
express your intent to serve, but also releases a tremendous power and energy that literally 
focuses on others, draws  them out, and allows them to easily talk about themselves and reveal 
everything you both need to know, in order to work out what to do next! 
 
I'd like to suggest that you take to heart my comments to Kari regarding the use of your 
available sales tools, such as her information call, which instead of being relied on as a sales 
crutch, hoping that it is gong to do the selling for you… is used as sales tool, and is one of many 
sales tools you can use depending whether they are appropriate or not. What I mean by this is 
that if you have a person who is a visual person and likes to look at things, it’s unlikely you’re 
going to get their attention by persuading them to listen to a pre-recorded sales pitch that 
sounds canned and is given by a person with whom they have zero relationship. 
 
Let's join the Dialogue... 
 
Participant: 
Hi.  I just have a question.  I have leads that I plan on calling this evening to set appointments. 
 
Michael: 
Yes. 
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Participant: 
How can I take the information that you went over today which was incredible, how can I take 
that information to really set some good appointments this evening to try to get rid of what I’ve 
been doing in the past because it’s not working well and it’s not working with my down line well.  
I want to try to incorporate this as soon as possible, like tonight. 
 
Michael: 
One thing to do is when you call, is to realize you’re not calling them for the first time.  This is 
not the first contact.  This is not a cold call.  You are calling them because they have asked for 
help. 
 
Participant: 
Right. 
 
Michael: 
It’s your job to find out what that help looks like and also what it is they’re looking for. 
 
Participant: 
Right. 
 
Michael: 
That’s the mental attitude to be in and to also realize that they’re not out to get you.  People 
have nothing but love and kindness in their heart.  The only reason why we get this rejection, 
why we get people pushing back at us and so on is because we think it’s going to happen.  
Because we think it’s going to happen, we set the scenario.   
 
So, call them.  Say, “Hi.  This is Kari from wherever it is with Such & Such Company.  Is that 
Michael?” And, you say, “Yes.” Then, you say, “Michael, you don’t know me but the recently,” 
see, you’ve got to set the stage, “recently, you sent away for some information about starting 
your own home-based business,” if that’s the case. 
 
Participant: 
Yes. 
 
Michael: 
“I’m following up on that to talk with you about it.  Is this a good time to call?” And, the person 
says yes or no.  If it’s no, find another time.  It it’s yes, you then say, “Michael, before we get into 
what I’ve got or what I’m all about, what I’d like to do is actually find a few questions to discover 
more about you and what you’re looking for.  For example, have you found what you’re looking 
for yet?” 
 
Most people haven’t.  Then you say, “Do you know what you’re looking for?” Ask them to 
describe what it is they’re looking for.  Then, why they’re looking for it, what are they doing 
presently?  “Can I ask?  Are you presently working?” Ask them if they’ve ever been in business 
for themselves before.  You see?  Start talking with them.  I’ve given you about five different 
types of questions there to ask so that it draws the other person out and allows them to talk 
about them to you.  You might find someone that says, “Oh, yes, yes, I’ve heard of that.  So, tell 
me, tell me what you’ve got.” 
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Resist the temptation to tell them because you’re only guessing.  You don’t know what to tell 
them.  You’re only going to tell them things based on your own life experiences and what you 
think is best.  I’m going to suggest to you that what you think is best is not necessarily what they 
think is best. 
 
Participant: 
Okay. 
 
Michael: 
So, resist that temptation.  If they do ask you, say, “Well, before I do that.” If they say, “Tell me 
what it’s about.” Say, “I’d love to do that and I will but before I do that, let me ask you a few 
questions just so I can focus again on you and what you’re looking for to determine whether 
what I’ve got is going to fit what you need.” Do you see the energy that’s coming out here?  Do 
nothing more than that.  Observe your own tension whether it’s high or low.  You’ll probably find 
it’s very low.  
 
In other words, you’re very, very calm.  More importantly, observe how people respond to you.  
If nothing happens in the conversation, if you don’t go anywhere with it, if you stumble after the 
first three, four or five minutes, in other words, you don’t know what to do and you’ve gone into 
presentation mode and let’s say the person says, “No, this isn’t for me,” don’t beat yourself up.  
Observe that, in fact, you’ve done something very powerful in that you’ve actually managed to 
start a few seconds or a few minutes connecting with someone and that’s allowed you probably 
to do more than you’ve ever done before.   
 
If you’ve ever done this before and you get rejected pretty quickly, you’ll find that people won’t 
reject you.  As you progress, give yourself a pat on the back.  You achieved a really good 
objective.  You actually managed to start a conversation and people responded to you in a 
positive way.  Why?  Because you started it off with a good mental attitude.  Is this making 
sense? 
 
Participant: 
Yes, it does. 
 
Michael: 
Never ever beat yourself up.  Just put down the phone if things don’t work out the way you’d like 
them say, “What did I do there?  How could I have done better?” Then, make a few notes and 
say, “If it happens again, this is the way I’m going to respond in the future.”  Take each one as a 
learning curve.  Most people look upon leads as good or bad as to whether in fact they get any 
business from it. 
 
Participant; 
Right. 
 
Michael: 
I’m going to suggest to you that each lead that you call is valuable to you.  It’s very precious to 
you because it’s something that you can learn from. 
 
Participant: 
Yeah, because what my objective is with my business is that I’m not trying to have them listen to 
a full blown-out presentation by me, what we do is try to set an appointment with someone to 
bring them onto a live informational call so that they can sit back and listen to the information.  
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But, it just seems like they are very cautious and skeptical like I’m not giving them enough 
information.  They’re like, “What do you do?  What do you do?  What do you do?” It’s just so 
much resistance. 
 
Michael: 
If they ask that, tell them what you do.  The question you say, “Is that something that could be of 
interest to you?” What I’m going to suggest to you is this, the call that you’re talking about, use 
that very carefully because it might be that you’re so focused on getting someone to a call that 
you’re missing the essence of what they’re all about.  You can do most of the job yourself by 
having a conversation.   
 
Many times, you don’t need to steer them towards another call.  You’ll get to a stage where you 
can do this entirely yourself.  This is really the essence of Natural Selling.  You do it yourself.  
You use all the various sales tools.  You’re not using this call you’re talking about as a sales 
crutch hoping that it’s going to sell the person or clinch the deal. 
 
Participant: 
Right and that’s what we do.  That’s what we’ve been taught to do. 
 
Michael: 
Well, what I’m going to suggest you do is you use it as a sales tool.  Instead, you use it when it’s 
appropriate to do so.  You could be focusing so much on steering the person towards that call, 
and that’s your objective, that in fact you could focused so much on achieving your objective of 
getting this person to a call that you miss the essence of what they’re all about.  You can learn 
how to do this all yourself and only use what is needed of all the sales tools. 
 
You have books, you have tapes, you have brochures, you’ve got websites, you’ve got sales 
calls, you’ve got up line, you’ve got down line, you’ve got massive amounts of resources 
available to you.  Use it carefully.  Use it as a sales tool not as a sales crutch.  There’s only one 
person who can help that other person get what it is they want and that is you.  You act as the 
facilitator and you bring in all the various resources that are needed to help you help that 
person.   
 
If the person is looking for information that you can’t help them with, then find that information 
and give it to them.  Maybe it’s someone in your down line who is very skilled at this particular 
thing that they’re looking at.  Bring that person in to set up the process.  Work for the people.  Is 
this fairly clear? 
 
Participant: 
Yes, it’s really clear but once I go ahead and I ask them those questions like, “Have you found 
what you’re looking for?  Do you know what you’re looking for?”  How do you say, “Well, I think I 
have a solution for you,” because I would still be focusing on me. 
 
Michael: 
Yes, I can’t get into the details of those now.  That’s all in my book. 
 
Participant: 
Oh, it is? 
 
Michael: 
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That’s all in my book and my tapes and you’ll get it from there.  It’s a matter of absorbing it.  
Read Chapter 12 very, very thoroughly, inside out, and it will give you most of what you’re 
looking for.  Then, it’s just a matter of experience.  The main thing is just start doing it.  Don’t 
start judging yourself.  Just start doing it and working your way towards what I’m suggesting you 
do if this resonates with you. 
 
Participant: 
Yes. 
 
Michael: 
You’ll find that over time it’ll just come very natural to you.  But, you must be persistent.  You 
must be consistent. 
 
There is only one person who can help your leads solve their problems, and that person is 
themselves with some assistance from you. 
 
With a little time and practice, you'll soon become very adept at using the Dialogue process to 
help others get what's most important to them ... and achieve your goals in the process.   
 
The main thing is that you begin Dialoguing with people immediately.  I cannot over-emphasize 
the fact that the use of the various sales Support resources at your disposal, such as tapes and 
brochures, 3-way information calls, or websites will very rarely make the sale for you. 
 
They are there to assist you in helping your potential partners and customers get the information 
they need, ...as a sales tool, not as a sales crutch.   
 
Here are some tips on how to achieve better results when calling your leads... 
 
For example, begin your call with,  
 
"Hi, this is Michael Oliver with XYZ Company, and you don't know me but recently you asked for 
some information about starting your own home-based business, and I'm following up to talk 
with you about that.  Is this a good time to call?" 
 
Make sure that your opening remarks fit what they are expecting. For example… if you have 
posters up around your city or town that say… “Earn extra income in your spare time” it’s more 
than likely that whoever responds is thinking that they are going to be applying for a job of some 
sort. So if you start your dialogue talking about a home based business, you’re likely to be on a 
different track than them. With my travels around the world giving workshops, this is one of the 
most common of all errors when responding to leads. 
 
Ok… back to the plot! 
 
If the person says, "Yes, tell me what it's all about", just resist the temptation to begin 
presenting, and instead, begin the Dialogue by saying... 
 
"Well, before we get into what I've go, what I'd like to do is ask you a few questions to discover 
more about you and what you're looking for." or... 
 
"Before I go into that, allow me ask you a few questions so I can focus on you and what you're 
looking for so that we can determine whether what I've got is going to fit what you need." 
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Even if they don’t ask you.. begin your dialogue using similar words as my own. Remember, if 
you don’t care for my own words, just substitute your own making sure your intent is congruous 
with the Natural Selling Dialogue Process. 
 
However, if a person insists you tell them before they will answer any questions – tell them! 
 
Before you do that, ask one more question.. 
 
“What would you like me to tell you?” 
 
At least this puts a focus on what their initial thoughts are. However, be brief, don’t go into 
presentational mode and always end your statements with a question, such as… “Does that 
look like what you’re looking for?” 
 
Then, experience the true "magic and power of Dialogue" by asking the following questions as 
you go along... You can start by asking…  
 
..."For example...Have you found what you're looking for yet?"…or 
 
...."Do you know what you are looking for?" 
 
..."Can you describe what you are looking for and why you're     looking for it?" 
 
…How long have you been looking to start your own business? 
 
..."Are you presently working?" and... 
 
..."Have you ever been in business for yourself before?" 
 
What prompted you to start looking for your own business? 
 
After each call, take the time to evaluate your performance, and ask yourself the question, "How 
did I do here and what could I have done better?"   
 
If you see that improvement is needed, make some notes on how you will might respond more 
effectively when handling the same type of situation in the future.   
 
Most of all, consider every call a learning experience and an opportunity to improve your 
Dialogue skills, and look upon each person you talk to as being very valuable to you if, for no 
other reason, than you have learned something from them! 
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Remember, people have the answers; all you need are the right questions!   
  

 

If you enjoyed "Calling Leads", here are some other  

"Natural Selling" programs you'll like… 

 

Michael's best selling book,  

"How To Sell Network Marketing Without Fear, Anxiety Or Losing Your Friends!" 

http://www.naturalselling.com/book.html 

 

The complete "Natural Selling" Home Study Course 

Book - "How To Sell Network Marketing Without Fear, Anxiety Or Losing Your Friends!" 

2 CD set "12 Ways To Start Effective Conversations Without Fear" 

8 CD set "Best Of Michael Oliver's 6 Day Fast Track Teleclasses" 

http://www.naturalselling.com/hsc.html 

 

 

Don't forget Michael's free e-course "7 Steps To Natural Selling". 

http://www.naturalselling.com/ecourse.html  

 

 

www.NaturalSelling.com 

email: info@NaturalSelling.com 

103-1496 Cartwright St - Box #14321 

Vancouver, BC, V6H 4J6 Canada 

Phone/Fax: 604.608.4828 or 800.758.6989 
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