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Michael: 
We have a lot to cover tonight, this Class Number Five, which as you know is a 
bonus class.  Tonight we will be talking about two things.  We will be talking about 
how to respond to your potential partners’ or potential customers’ questions, 
comments, statements or concerns.  Then we are going to have an open question 
and answer session.  First I will answer some written questions that some of you 
have sent in to me, and then we will open it up.   
 
Alright, so let’s talk about how to respond to your potential partners’ or potential 
customers’ questions, comments, statements or concerns, so that you can have 
these fearless conversations and build your business faster without objections, 
without rejections, without any anxiety.  This is really what it’s all about, being 
able to be able to put yourself in a position to do that.  Before we get into the 
how-to’s, let’s get into a lot interaction about that, because that is what I like to 
hear from you.  I like to have these questions from you.  You know, how do you 
respond to what someone says or what someone asks?  So, I am going to leave it 
open to you to guide me as to how you would like me to give you some ideas as 
to how to do that.  Before we do that, let’s create what we could call a 
“Framework of Thinking.”  That might be a nice little title there.   
 
A foundation on which you can build.  It’s not what you’re going to say or ask 
that’s important.  We could spend a whole day building a library of responses and 
so forth, but what is really important is what you are thinking and what your 
emotions are.  It is what you are thinking and what your emotions are.  So, I’ve 
got five things that I would like to give you, first of all.  Let’s very quickly go 
through them.  The first one is confidence.  You could say, your emotional state or 
if you’re writing it down in the first person, my emotional state.  That is all about 
how you feel inside.  How you feel inside about yourself.  How you feel inside 
about how what you are doing.  How you feel inside about who you are.  Things 
like, do you believe in what you are doing?  Do you have the desire to make a 
difference?  Make a difference for yourself, make a difference for others, make a 
difference for both of you?  Do you have that desire?   
 
At the same time, do you have that commitment to do it?  Is this something that 
you really want to do?  Is this something that is going to help you fulfill whatever 
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it is that you are looking to fulfill?  Is it a stepping stone?  It could be a stepping 
stone towards what you want to fill.  It could be something that you want to do 
right now, this is it.  Another thing that comes up is, are you going to control your 
own emotions or are you going to allow others to control them for you?  It’s all a 
choice.  One of the affirmations that we spoke about before is something that you 
can think about.  Before you pick up the phone or before you talk with someone, 
is to literally run this kind of phrasing through your mind, which is “I wonder if this 
person is someone who has the types of problems that I can help them solve?”  
That is the kind of affirmation that you want to have in your mind.  Same with 
talking with a stranger.  Maybe you’re sitting on a park bench and a stranger sits 
next to you, and you strike up a normal conversation, if you are an open type of 
person.  Except in this case, you can strike up a conversation which will perhaps 
have a more profound effect on the other person.   
 
In the back of your mind, you can ask the little question again.  I wonder if this 
person here has the types of problems that I might be able to help them solve?  
It’s a very simple thing.  Then you ask the question.  But remember to put aside 
your agenda.  Shelf your agenda.  So, the first thing is to create the confidence, 
the emotional state.  Do you think the person that you are talking with will feel 
that?  The answer is yes, they will feel that vibration.  They will know what you 
are feeling.  They will know whether you are confident or not about yourself.  
They will know who you are.  They don’t know that you are going to be talking 
about them and finding out if there is a possible fit between what they are 
looking for and your solution.  They will pick up on the vibration of who you are.  
Something confident about who you are.   
 
Be confident about what you are doing.  The second thing is, you will want to 
write this down, is the detachment frame.  I like the word “frame” a lot and I have 
been using it a lot more recently.  We have been talking about frames within 
frames.  You have the Natural Selling dialogue framework, the five steps to 
success.  Then you’ve got the frames.  You’ve got the connecting stage, which is a 
frame.  The discovery stage which is a frame.  I have been using this more, and 
you will probably hear me use it more as you continue with any of the coaching or 
other things that I do.  Heard a little noise in the background, good.  That means 
they are taking care of it.  So, the question you have to ask yourself is, are you 
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appropriately detached from the conventional outcome?  What I mean by that is, 
are you detached from making your sale?  If you want to get attached, are you 
attached towards just finding out those two objectives that we talked about?  
What are they?  Just to discover what is missing and allow a person to talk about 
it, and discover if they want to do anything about it.   
 
The fierceness of their present situation.  Are they willing to make a change?  That 
is all you are talking about.  It takes away all the anxiety, takes away all the 
feelings that you will have if you attempt to sell someone.  You can’t sell someone 
unless someone has a need.  They have to express that need and they have to 
surface that need.  You’re detachment frame is really what it’s all about.  The 
more you get detached, and here is the irony, the more you become attractive.  
Remember, taking into context that you might or might not be talking about your 
business.  Some  of you are calling leads, so your lead already knows that you are 
going to be talking about your business.  Here is a clue for you.  You want to steer 
away from talking about your business.  I am going to jump ahead  a little bit.  You 
want to avoid answering questions like, “What is this all about?” and “What is this 
going to cost?” or anything to do with your business.  What you want to do is 
concentrate on the process so as to demonstrate to that person that there is a 
process.   
 
They don’t have to get bogged down if they join you about talking about the nitty 
gritty of the business, same as you don’t.  Or your sales agent is going to take care 
of that for you.  There are ways of addressing questions when someone does say 
to you, “What is this all about?” and we will address that if you wish in a moment.  
However, what you are doing is literally concentrating on the process.  That is the 
process that they are going to use, the approach that they are going to use.  Part 
of this is for you to be detached about the outcome.  It’s very important to do 
that.  The third thing that I would like to bring up is basically your initial approach.  
We take items one and two and you connect with someone, and you discover 
what is going on.  What you are doing in this initial approach is you are 
eliminating resistance.  While the subject is about responding to peoples’ 
questions, comments, concerns, responses and so on and so forth, is that many 
people look on this as a lot of resistance.  Many times we create that resistance.  
Not many times, we do actually create that resistance in most cases by the way 
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that we think.  We get attached to whatever it is that we want to sell, or we get 
nervous.  We create that resistance.   
 
However, sometimes that resistance does come up.  One the whole, our 
confidence and our detachment and our initial approach will eliminate resistance.  
So, assuming that you have confidence and you’re thinking about being 
comfortable with the process, you just go and do it.  Go out and just create a lot 
of action.  Don’t hang around, just do a lot of action.  You could say, “Massive, 
imperfect action.”  I heard that saying some time ago.  It doesn’t have to be 
perfect.  Most people wait to be good.  They never get good, do they?  Just go out 
and do it.  While quality is important, one of you emailed me and was talking 
about quality and quantity.  Quantity is important as well.  Quality is important, 
quantity isn’t important, just taking action is important.  It’s a difference between 
having a go at it and not having a go at it, just do it.   
 
You will surprise yourself.  Each time you do it, you will just get better and better.  
So don’t wait to get good.  You have to ask the question, do you believe in the 
Natural Selling Framework?  Can you accept why it works, the thinking behind it, 
the application behind it?  If the answer is “yes” to all of that, then apply it.  Apply 
it on a continual basis.  Find people, there are people all over the place.  Find 
them, talk with them, discover with them.  Those of you who are calling leads, 
you don’t have to be confined to leads.  The fourth thing is, the context of the 
question or the statement.  Okay?  Usually when someone makes a question 
or…let’s talk just in context of a question.  There are two things happening when 
someone asks a question.  It’s either a challenging question or someone is 
curious.  If they are challenging, it is usually fear based.  The question comes up, 
whose fear is it?  It’s usually their fear.   
 
Unless they are picking up on your fear and mirroring it back to you, bouncing it 
back to you.  It’s usually their fear.  The question they ask is very rarely the 
question that they are really asking.  There is usually a question behind that.  Or 
questions many many layers behind that.  People put up social masks.  I wrote an 
article about this once, when I spoke about the Japanese.  They have the mask 
dance, where the figures will move across the stage and they will put masks in 
front of their face and they will continually move.  This outward mask is the one 
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that they want you to see.  The one behind is something else.  Part of your job is 
to help them remove that mask, so that you can see the real person, the 
authentic person and help them see themselves as well.  So you get behind it, get 
behind what they are asking.   
 
You accept it, you play with it, and if appropriate, you help them reframe their 
thinking.  You perhaps ask questions that allow them to come up with their own 
answers as to why their belief or why what they are asking is holding them back.  
It might be a question that is irrelevant to the whole process.  It’s relevant to 
them at that time, but the way you do it, is you get behind that question.  You 
accept it, you play with it, and if appropriate, you help them reframe it.  You make 
this all part of the dialogue.  This is not something to be feared or held back from.  
You make it part of the dialogue.  You know it’s going to come up sometimes, so 
make it part of the dialogue and stay detached.  Don’t persuade.  There is the 
other side of the coin, where they are just asking a question.  So again you do the 
same thing.  You accept what they said, you understand it, and you answer it.  
Three basic things.  Accept what they said, you understand it, and answer it.  
Again, many times what people say, what people ask is actually not what they are 
saying or what they are asking.  It’s just the first words out of their mouth.  Some 
people just don’t know what to ask, so they ask a question.  The whole art here is 
to behind it, to find out what the real question is.  Then you answer it, with a 
story if need be.  Sometimes you can bring up your story or some kind of 
experience.  What you are doing here is answering it and then ending it with a 
question or answering it in such a way that the answer is self-evident.  It gets 
them to answer their own question.  It helps them discover their own flaws in 
their thinking.  You can’t tell them this, you can’t say they are wrong or anything 
like that.  It’s just that your questions will allow them to scratch their heads and 
go, “Wow, that is interesting.”  For example, one of you wrote to me, and you 
spoke with somebody who said, “If it’s anything to do with selling, I don’t want to 
have anything to do with it.”  So, one of you replied and said something to the 
effect of, “So, give me your view on selling.  Where did you get that idea of 
selling?”   
 
The person said, “My sister told me about it.  Told me that I would never be any 
good.”  So she asked, “Has your sister had any experience in selling?”  The person 
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said, “No.”  This is a beautiful question.  She came back with something to the 
effect of, “If you have never had any experience and your sister has never had any 
experience, why would you have that belief?  Why would you think that you 
would never be good at selling?”  See?  You listen to what a person is saying, and 
you help that other person reframe their thinking.  You are doing them a great 
service.  The answer was, “Yeah, that sounds a bit silly, doesn’t it?  So tell me 
more about what you have here.”  Since you have helped them reframe their 
thinking, then they move forward.  So that is number four.  Number five, very 
simple.  It’s an old Akido saying which says, “Be prepared for everything and 
expect nothing.”  So, be prepared for everything that comes along.   
 
Be prepared for the questions, prepared for resistant questions, prepared for 
ordinary questions, prepared for comments and concerns, all sorts of things like 
that.  Just use it.  This is part of what it’s all about.  This is actually very helpful.  
One of the things that you can do as you get skilled at this is create your own 
resistance.  Help them create some resistance.  Sometimes you will frame some 
questions that will allow them to come up with a question, a resisting type of 
question, so that you can actually address it or test it.  Test it to see if there is in 
fact, any resistance.  You will have to get a little more skilled at doing this.  I 
remember doing this about twenty years ago when I was working with an 
organization.  I had to put through a $550,000 budget for a non-profit 
organization.  It had to go in front of a board of seventeen people.  It was 
skimming along there really nicely and they were approving it, and yet they didn’t 
ask two important questions.  They were critical questions.   
 
Even though the president of the organization gestured me not to ask them, I 
asked them anyway.  I asked those questions, because I felt that it was really 
important that they be asked.  As the questions were asked, people really 
appreciated it.  The board really appreciated having them be risen up.  One of 
them said, “These are really important questions, interesting that you should 
bring them up because this is something that could cause us not to make a 
decision tonight, but I am sure you have an answer to it.”  I said, “Yes I do, if you 
would like to hear it” and they said, “Yes.”  I gave them the answer and it 
immediately passed.  Every one of them passed.  Before, it would have just 
passed, but everyone got behind it.  Since everyone got behind it, the whole thing 
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sailed through very well.  So, you can help people create their own resistance a 
little bit, but that is more advanced and a fun thing to do.   
 
Alright, so, let’s do this.  I gave you a bit of preamble, a few ideas there, let’s open 
it up to you guys and have some fun with this, with the types of questions that 
people ask you, the responses that you get, or how do you address this, how do 
you deal with that, or you can ask anything about what I just have just given you 
in this preamble here.  Open it up, press Star 6, who would like to go first? 
 
Robert: 
Hello Michael, this is Robert in Ventura, California. 
 
Michael: 
Robert, thank you. 
 
Robert: 
I think it’s extremely important, what you have been talking about, having an 
intention and an attitude and a feeling to help the person that I am approaching.  
Now that sounds nice and easy on the face of it, but it’s not always so easy.  
Especially if what I have seems really important to me.  Do you have any tips 
about how to get a little more over to the other side?  Over to wanting to help the 
other person? 
 
Michael: 
Yes, you said something there.  Out of all the things you said, something very 
interesting.  Before I actually bring that up, I am going to ask if anyone else picked 
up on that question?  This is, in essence, how we can use this whole process to 
address a question like this.  So, did any one pick up on what I heard there, and 
what I am going to use to help Robert reframe his thinking?  From where he is 
coming from?  Anyone want to volunteer that?  Did anyone hear that?   
 
Carl: 
Important to me. 
 
Michael: 



How To Have Fearless Conversations … - Teleclass Q & A 

 

___________________________________________________________________ 

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

www.NaturalSelling.com 

 

 

9 

9 

Very good, who is that? 
 
Carl: 
Carl, here. 
 
Michael: 
Hi Carl, how are you doing? 
 
Carl: 
Good. 
 
Michael: 
Carl got it right there.  Yes.  Robert said something to the affect about, this is all 
very well, this is really good, but how do I address this when I am talking about 
something that is important to me?  There in that, if you listen to what he was 
saying, they will actually give you the clue as to what to pick up on so as to feed it 
back to them.  Now I am giving Robert a little bit of a hint there as to what is 
going on, so already he is probably picking up as to how this might work.  So, 
Robert, my question to you is to ask your question again.  When you say it’s 
important to you, what is actually important to you?  What is it you’re talking 
about, so that I can understand what you mean? 
 
Robert: 
Well, I am approaching some people with the proposal to do consulting work.  
Being an artist I have the technique, I have worked for many years in fabrics.  It’s 
not used in the general art market.  I have a publisher and also some other people 
that I want to approach with this, to have a good partner with this is real 
important.  First of all, because I can make very beautiful things and it’s also 
something that is not generally available to people now.  It’s important to me to 
be able to connect with somebody who can really use this experience and talent 
of mine in creating artwork. 
 
Michael: 
Okay, now, is it important to you to connect with somebody or is it important to 
you to connect with the right person or people so that they can appreciate it and 
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perhaps help you move on and to help you make your art more available to 
others, make yourself more available to others?  What is more important? 
 
Robert: 
The right people 
 
Michael: 
The right people.  Okay, so if that is the right people then, the question that 
comes to me then, is who are and what are the right people?  Make sense? 
 
Robert: 
Yes. 
 
Michael: 
So, what would you do with that, then, answering that question?  How would you 
go from there? 
 
Robert: 
I guess I would frame my project more completely and see if the people had 
within their company, the ability, the desire to do this. 
 
Michael: 
Right, and the thing you are looking for is if you were to take the expression, 
“What kind of problems would this solve?” it’s not entirely appropriate to what 
you are doing, however you would restructure that.  You would structure that in a 
different way.  You would think in terms of, “Who are and what are the type of 
people that would appreciate, need or would like the experience of this?  Are 
these the type of people that I would like to have as well?”  You start looking at 
your paintings and thinking, “What is unique about this?  Who are the types of 
people?”  Set back and meditate on it and be creative as to who you are going to 
target.  When you do that, what can happen is, you can start getting much more 
creative in the ways that you approach people as to what your paintings, what 
your art can do for them.   
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At the same time, it’s a tricky area of being detached from it.  You almost got to 
be able to shrug it off and let it go.  It’s a hard one to actually talk about, to 
explain.  You just have to do it.  For example, I have spoken to many successful 
people, especially in network marketing who struggled for quite some time.  I 
think I might have mentioned this before.  I have asked them, “What turned it 
around for you?”  They said, almost to a person, “What turned it around was 
when I gave up.”  You understand what I mean by “giving up.”  They didn’t give 
up… 
 
Robert: 
I understand what you mean.  I had this experience surfing.  When I first started 
to surf many years ago, the first time I was out there, I chased waves all day long.  
Finally I gave this super effort to catch one wave and I didn’t catch it and I was 
lying exhausted with my chin on the board until I noticed that the wind was 
whistling by my ears.  I looked around, and a wave had caught me, one that was 
hiding behind this other last wave.  So I was lying there exhausted on the board, 
and it was moving fast, the wave had caught me.  Then a voice inside said, “Stand 
up and surf.”  Then another voice said, “No, just stay lying here and hold on for 
dear life.”  The voice again said, “Stand up and act like a surfer and surf.”  So, I 
stood up and surfed the board all the way into the shore, and for two years I was 
happy surfing in Hawaii.   
 
Michael: 
Robert, you just got your own anchoring thought there.  Take that thought and 
find that different wave.  Instead of going with the main stream, look for that 
unique experience.  Really create that unique experience for yourself.  It’s one of 
those things that you just have to experience.  You have experienced it.  We have 
all experienced it in some time of our life, so log on to that.  I am not confessing 
that it’s easy at all.  There are times that I get in my own way too, especially when 
I’m looking at things and pricing things and so on and I go all over the map on it, 
wondering whether I should charge something high because it’s really got value.  
Or perhaps I should charge it low… 
 
Robert: 
…so that a lot of people can have it. 
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Michael: 
There you go.   
 
Robert: 
That is a difficult thing, pricing.   
 
Michael: 
Pricing and selling what you have, especially if you believe in it and you love it and 
so on and so forth.  Again, it just comes back to that wave.  Just detaching from it.  
I don’t have to say anything more about it, that is about the best I can do this 
time, I hope that is enough for you.   
 
Robert: 
Thank you,  and thank you for the time you have devoted. 
 
Michael: 
Okay, let’s open it up.  Anyone else got a need coming up for the moment?  Let’s 
primarily stay with addressing people’s concerns.  Or comments or anything like 
that.   
 
Mallory: 
Hey Michael, it’s Mallory here from New York.   
 
Michael: 
Hello. 
 
Mallory: 
Hey, I have a question, it’s kind of a big topic I guess.  It’s the concern or the 
question, comments that people make around the legitimacy of network 
marketing as a model.  I guess this is where your work is, so I would just love to 
hear your thoughts about how to best talk about the benefits, how to put people 
at ease around whatever concerns that they are feeling.   
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Michael: 
Okay, the idea of putting someone at ease is really talking to them in a way that 
allows them to put themselves at ease.  So think in those terms.  At the moment 
the way you are framing it is how you put them at ease or don’t put them at ease.  
Help them put themselves at ease.  The first thing is that you have got to start 
with you.  The question comes up, do you believe in this model? 
 
Mallory: 
Yes. 
 
Michael: 
So you have a belief in this model, and that belief is really strong, you can hold it 
and grip it, correct? 
 
Mallory: 
Yes, the funny thing is, when we first came into this, I never knew of the fact that I 
it was called Network Marketing or anything like that.  I just saw it as a stream of 
passive income, an amount that we were looking for.  So for me, for us, it was 
like, “Oh perfect, this is great, here it is, this is perfect, awesome, excellent.”  It 
was only until bouncing around and talking to people that they started to express 
their concerns that I started thinking, “Well, what is the matter?  This is so great.”  
I have had to try to hold on to that initial feeling of complete confidence and 
belief and while I am trying to hold on to that, I am also trying to help people see 
it the way that I see it, but I don’t know if that is helping.   
 
Michael: 
Alright, let’s do this, then.  Give me an example of something that someone might 
say to you. 
 
Mallory: 
Getting an email after they go to the website and they say, “Oh, this looks like a 
pyramid scheme, no thanks.”  For example.   
 
Michael: 
Okay, so are you able to get back to them on the phone? 
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Mallory: 
Sometimes I have written an email back, and that has been great.  I just write 
from my perspective, that I appreciate their comments or concerns or whatever, 
and then I share with them what my experience is, and I just wish them the best.  
I try to detach from that.  So sometimes if it’s through email, I may respond or I 
might not.  I’m really looking for people that are in alignment. 
 
Michael: 
Okay, let’s say that someone said to you for example that this is a pyramid 
scheme in an email.  We go back into helping them discover for themselves that 
their beliefs are probably incorrect.  Can we tell them that?  No we can’t.  There 
are various ways of addressing that.  Where they are coming from is a belief 
system.  It might be based on fear, it might be based on all sorts of things.  You 
just don’t know.  When you say a pyramid, here is one way of addressing it, okay?  
When you say a pyramid scheme, can I ask you what you mean by a pyramid 
scheme?  Right?  It allows both of you to get an understanding of their level of 
understanding of what a pyramid scheme is.   
 
I will share with you eighty to ninety percent of people really don’t know what 
that is.  They had just heard it.  Another thing that you can do is to say, “So, when 
you say ‘pyramid scheme,’ are you talking about corporations?  Are you talking 
about governments and institutions?”  Act a little bit bewildered, say, “Help me 
out here.”  That puts it in perspective.  If you think about it, that’s what 
government, that is what corporations, that is what institutions are.  They are 
pyramids.  They are pyramids.  When you really get down to it, network 
marketing is a pyramid.  It is not a pyramid scheme.  It is not a pyramid scheme in 
the legal definition, which is a marketing scheme, which is basically something 
that you do that has no substance to it.  In fact, a chain letter.   
 
A chain letter is illegal, because that is a pyramid scheme, that is a [inaudible 
31:58] scheme.  There is nothing at the end of it, there is nothing to be bought.  
There is nothing to be sold.  Another way to address it is what you have already 
said, to say, “No, this not a pyramid scheme and I wouldn’t get involved in illegal 
stuff like that, but I am curious as to why you would think that it is a pyramid 
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scheme?”  This is what I am talking about, keeping it within dialogue and not 
thinking of it as, “Oh gee, well thank you very much for your response,” and 
disappear.  Three different ways of looking at it, or addressing it, but it all comes 
from the same thinking, the same mind set.  Does that make sense? 
 
Mallory: 
Yes, it’s just like anything that they comment on that is important to them, to try 
to uncover and discover through questions more what they mean.  I guess, what 
you were saying before, is getting behind it.  I guess it goes back detachment, too.  
Both of that.  Detaching from whatever opinions somebody might have, and then 
just asking questions.  I think that makes great sense.  Also being able to offer 
maybe, my perspective on what this means to be personally, if that can be helpful 
to them as well.   
 
Michael: 
Right, only talk to them about it in terms of, if you story is helpful.  Don’t give your 
opinion, just give it as a story.  Such as, for example, when you say “pyramid 
scheme” and they say it’s one of those pyramids.  Say, “I appreciate that, but I am 
just trying to get an idea of what you mean by ‘pyramid scheme.’”  “Well you 
know, those scams, those whatever it is.”  “Oh, you’re talking about something 
that is illegal, like a chain letter, something like that.”  They will say, “Yeah, that’s 
right, like a chain letter.”   
 
You say, “Oh, I see.  No, that’s illegal.  That is not something that we do.  A chain 
letter has no product or anything at the end of it.  We are a legitimate company.  
We have products and services and we have our income opportunities as well, if 
you check out the website, you will see that it is all legitimate.  So, let me ask you, 
does that answer your question or are you still concerned about it being a 
pyramid?”  If they still are, then you expand on it a little more.  Go beyond that.  
Ask them, “Is ours the first company that you have spoken with?”  They might say, 
“No.”  Then you can ask if they have spoken with other companies and they might 
say, “Yes.”  “Have you considered them all to be pyramids?”  They might say, 
“Yes.”  Let’s look at the extreme.   
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See how you can ask questions?  Say, “So I’m curious, how would the government 
allow so many pyramids out there, scamming people?  Don’t you think that is a 
little bit odd?”  You don’t do it from an aggressive way, you just do it in a fun and 
playful way, to allow them to think that maybe there is something a little odd 
about my thinking. 
 
Mallory: 
That makes great sense.   
 
Michael: 
You can apply that process to just about anything.  We can take anything.  Let’s 
do that now.  Let’s open it up and get a couple more questions.  Then I am going 
to answer some of these emails after that.  Here is your chance, and then we can 
open up so more.  What I want to do is stay within the hour, and then I will stay 
for awhile afterwards as well so that we can play around with it a bit more, if you 
guys are in a playful mood.  Who else has got something that they would like to 
bring?  Something that they find difficult addressing, or things that people say to 
them, or anything else that comes to mind in that context? 
 
Sam: 
Hi, this is Sam in New Jersey.   
 
Michael: 
Hi Sam. 
 
Sam: 
I had a quick question regarding what I might have asked you before.  Remember 
I asked you about putting people at ease ahead of time?  This may or may not be 
from you.  You know in the beginning, to hand it over to them… 
 
Michael: 
Right, making a declaration of detachment.  You’re actually doing that.  Making a 
declaration of detachment.  It’s very useful to say that.  I am breaking in to what 
you are saying, perhaps you would like to complete that? 
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Sam: 
Well, is there any more?  Is there any more that you could suggest along those 
lines?   
 
Michael: 
Not except for your own personal detachment and where you’re coming from, no, 
that is a very good point to make.  Part of that is in the connecting stage, where 
you make your introduction and you can actually say to somebody, especially if 
you’re calling a lead, I could say, “So Sam, what I would like to do then is explore 
with you, to see whether what you are looking for will fit with what we’ve got and 
then you can decide for yourself whether you want to proceed any further or not, 
it’s entirely up to you.  Does that make sense?”   
 
Then see, you are making a declaration of detachment there.  The person now is 
getting the feeling that if you do it from a genuine place, not as a sales trick, then 
what the person can do is know that you are there to help them.  Instead of them 
standing firm, expecting a sales presentation, what you are doing is, you are 
breaking that whole idea.  You’re allowing them to reframe their thinking, that in 
fact they are not going to get a sales presentation, they are going to get 
something else.  That is how we start breaking it down.  Does that make sense? 
 
Sam: 
Yes. 
 
Michael: 
Okay good, thank you.   
 
Sam: 
May I? 
 
Michael: 
Go ahead. 
 
Sam: 
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Okay.  Further along, when they bring up concerns, to put them at ease and seem 
along the same lines…I have all of your stuff, you always talk about never using 
the, “Yes, but…” type of an answer.  So, would this be a yes but answer if 
somebody springs up a concern and you say, “Okay, I can appreciate that, but did 
you ever think about this?”  You know, a little transition type of a…I’m not really 
too fond of saying, “I can appreciate that,” is there any other way of saying that? 
 
Michael: 
Yes, you can say, “Okay, yes, I think I can see.”  Or, “Yes, I think I have an idea of 
what you are meaning.”  Make sure that you do. When you say, “I appreciate 
that,” make sure that you do appreciate that.   
 
Sam: 
That is much better, I like that. 
 
Michael: 
Then, if it’s appropriate, you can follow it up with, “Let me ask you, have you ever 
thought about…” you see?  You have to be careful about that, be sure it is still in 
context.  It is an accepted way of doing it, as long as it’s not a “Yes, but…”  
Especially if you have good report with somebody, you can ask them, “Let me ask 
you, have you ever thought about…” and then you elaborate.  For example, here 
is one for you guys that sell nutritional products.  When someone talks about how 
you shouldn’t take nutritional products, like a doctor, doctors are great fun to 
play with about nutritional products, because they will say, “They don’t really 
work.”  So you can say, “Why don’t you think they don’t work?”  They will say, 
“There haven’t been any blind studies and tests,” and so on and so forth.   
 
This is how I play with it.  I go,” Oh, well that is true for a lot of them, isn’t it?  You 
don’t believe in them or recommend any of them?”  “No, I don’t and you should 
be careful.  You should never take them with medication,” etcetera.  So I will say, 
“Let me ask you, have you ever heard of anyone dying from herbal supplements?”  
Invariably they will say, “No.”  Or if they have, there are only one or two people in 
all the world that it happened to.  So I will say, “Being a doctor, are you aware of 
the third largest cause of death in North America?  In the United States?”  Many 
times they will say that no, they are not.  You can then say, “Reading in your 
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medical journals, it is prescription medicine.  So let me ask you, what are your 
thoughts about that?”  Now you have to be very careful because that could be 
confrontational.   
 
You don’t want to do that as an ego thing.  You want to do it in a place of helping 
the other person to question where they are coming from, and if you do that 
correctly, it’s very very powerful, because it’s all backed up.  It’s very very 
powerful.  All these stats are backed up, and many doctors don’t know this.  So 
consequently, it allows you to enter into dialogue without saying anything, 
without having to make a statement.  The way you do this at the end, is to shrug 
your shoulders and basically say, “So rather than believe me, what I might suggest 
that you do is check out some of that yourself and then we can maybe have a talk 
about it later.”  This is the way that you stay detached from it.  Invariably what 
will happen is, they will say, “Yes, yes I will check up on it.”  Then you can talk with 
them later and say, “Did you have a chance to check up on it?”  If they didn’t, you 
can tell them where to look and so on and so forth.  This is part of the skill that 
you build up as you move along and it’s part of the background thinking there.  
Okay good, let’s take another question. 
 
Sam: 
Thanks Mike. 
 
Michael: 
No problem Sam. 
 
Jessica: 
Hi Mike, it’s Jessica from New York, how are you? 
 
Michael: 
Is that Jessica? 
 
Jessica: 
Yes Michael, it is. 
 
Michael: 
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Hi Jessica, thanks. 
 
Jessica: 
I had a situation this morning that probably would be ideal.  It was an individual 
calling back, and I started to ask some basic questions about himself and I asked, 
“So, why are you looking for a home based business as opposed to a job?”  He 
goes, “Well, let’s just cut to the chase.  I want to find out what the products are,” 
and so on and so forth.  So I followed what we have been taught and what I am 
understanding, and it’s worked before where I’ve said, “I would really like to 
conduct this brief interview to get to know you better and to ask you a couple key 
questions and what you’re looking for.”  He said, “You know, I really need to get 
to the bottom line here.”  That type of thing.  That type of thing.   
 
I don’t know, again I tried to explain that this is about him and that I was trying to 
show him that we are trying to get to know him better and to better understand 
the whole situation and so on, and I felt like I was just missing something.  I might 
have figured it out after I hung up, but I didn’t know how to get him to see the 
point that this was kind of important.  He was just dead centered on getting to 
the bottom line and getting his question answered.  I just felt like I missed it.  I 
said something to the affect of not wanting to waste his time or my time, but I 
went back in my notes and thought, “Well, you know, I probably should have 
talked more about this could have been the best product in the world, but there 
wasn’t a real desire for it or need to change, and I didn’t think of it at the time, 
that it would have been a good time to say something like that, and by that time 
the phone call had ended.   
 
I kept thinking about what triggered him to do this.  He had moved from one state 
to the next, he had been in real estate.  I asked him, “What prompted you to start 
a home based business as opposed to a job,” seemed to trigger something and I 
had to remember that it wasn’t about me, this was about him detaching this 
whole concept… 
 
Michael: 
Jessica, let me break in here for a second.  When you asked the question, “What 
prompted you to look for a home based business as opposed to a job,” you in 
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essence made an assumption there.  First of all, about the job.  That he was 
looking for a job.   
 
Jessica: 
Well, I know that he responded to a home based business, so I knew that he was 
looking for a business, not a job. 
 
Michael: 
Okay, so in essence, the question was sort of irrelevant because you don’t know 
what is going on here.  You have to keep your questions pretty neutral to begin 
with and yet emotionally powered but in the correct direction.  The correct 
question would have been…first of all, I will help you as to how to address those 
particular comments or questions that come up…but literally, “What was it about 
a home based business that attracted you?”  Or, “What was it about the 
advertisement that attracted you?”  Or, “What was it about the website that 
attracted you?”  Or, “What prompted you to look for a  home based business?”  
Keep the job out of it.  You’re making an assumption that there is a job involve 
here.  Stay with the home based business.   
 
Jessica: 
Keep the “instead” out of it? 
 
Michael: 
Keep the “instead” out of it.  So first of all, that is one area.  Now, you get 
someone who comes up very quickly with, “Tell me what the products are.”  Rule 
of thumb is, answer the question.  What are your products?  Tell me what they 
are. 
 
Jessica: 
We sell personal development products. 
 
Michael: 
Okay, just said, there is a very quick one line thing that you can do, which is…your 
products are fairly high end, I imagine.  So you can make some pretty high 
commission.  So you can say, “Oh, the products are personal development 
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products, from which you can earn some pretty high commissions, is that the kind 
of thing that you are looking for?”  It’s almost like a one line statement.  You can 
expand on that a little bit more, however, a one line statement with a question 
mark.  Is that what you are looking for?  If he replies and says, “I don’t know, tell 
me more about it,” you can say, “What I would like to do is tell you more about it 
a little bit later, but first I would like to find out a little bit more about you and 
what you are looking for.”  If there is resistance at that stage, just dig your heels 
in.   
 
Say, “I can spend a long time going over the products and discussing it with you, 
but part of what we do here and part of what you can do as well is not have to do 
that.  What would you prefer?  If you were in my shoes, would you prefer wanting 
to spend a lot of time talking about products or would you prefer spending more 
time talking about what a person is looking for and why they are looking for it and 
discovering their motivation and allow someone else to follow that for you?  If 
you were in my shoes, what would you do?” 
 
Jessica: 
Yeah, I think that I realized after we hung up, I noticed some of the pieces that I 
missed and definitely I knew to say what it was, to give him a little something and 
then continue on.  For whatever reason, I picked up the wrong come back, I 
guess.   
 
Michael: 
That’s okay.  This comes through experience.  This is what comes when we do 
these types of things, you get to get an idea so that you can start feeding from it.  
Here is another one.  When someone says to you, “Just tell me what the bottom 
line is.”  Okay, let me ask you a question?  Do you know what are they asking 
when they ask you to tell me what the bottom line is?  Yes or no? 
 
Jessica:  
No. 
 
Michael: 
You have absolutely no idea, so what do you do? 
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Jessica: 
Ask them what they mean by “the bottom line.”  Have them explain that a little 
more in detail. 
 
Michael: 
Right, so I would say something like this, “Jessica, when you say ‘bottom line,’ can 
you expand on that a little?  What do you mean by that?” 
 
Jessica: 
Yeah, I do a lot of assumptions I guess, and that is just old habits that need to be 
changed.  You’re right though, sometimes I know that I automatically turn on this, 
“Oh, I’m not going to ask, I’m sure that is what he means.”  I’m learning.  They 
demonstrate very clearly that that is not the case.   
 
Michael: 
Right, remember that people rarely think what you think they think.  So what 
people ask and what people say is very rarely what you think they are asking and 
saying.  Always get behind it.  Accept it, work with them.  Remember the five 
stages of the dialogue, and that is the discovery stage.  You’re in the discovery 
stage again now, even though you have moved forward to presenting and 
committing, you are always in the discovery stage.  That is where you sit down 
back on their side of the table again and say, “Tell me about it.  Tell me what you 
mean. Tell me what you are looking for.  Tell me what your intention is.  Tell me 
what your desire is.”  Then you just come from that place and are very very 
patient there. Think of it as of a little Buddha or a guru or something like this, just 
sitting there, being very patient and saying, “Okay, so let’s just get back to basics 
again.” 
 
Jessica: 
That seems to be trouble for me, but that is something that I am determined to 
work on, because that is not my strong suit, in patience.  This is extremely helpful. 
 
Michael: 
There you go.   
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Section 2 
 
Michael: 
Let me do this, if I can, I just want to go through some emails here. Now there is 
one email here who said a lot of nice things about the class, and she said, “I heard 
you say, or read it, not sure, that it’s quantity not quality of practice that counts.  
Now being a perfectionist…I know, I know, I’m working on it…this can be really 
hard to do.  Just yesterday I was speaking with a potential partner and was doing 
great in the dialogue stage until I opened my mouth and did not ask another 
question, but proceeded to bombard the poor lady with information.  I just got so 
excited about our product because it’s so great and can really help her.   
 
Then I realized what I had done, but not too late.  Then I got tense.  It ended up 
fine, but boy, it could have ended up so much better.  I will stay tuned to Natural 
Selling.  Could you address this if you feel it’s worthwhile to the class?  Maybe a 
bit of encouragement on the whole quantity versus quality thing.”   
 
You did just great there, in response.  The reason being is because you did it!  It’s 
like that massive imperfection.  Just go ahead and do it, and as you’re doing it, 
you become aware of these things.  Not to beat yourself up, but as you get better, 
you can adjust it as you go.  I do it myself, many times.  What I am doing is, 
sometimes I get into a bit of a presentation mode, and I stop and call it as it is and 
apologize.  Sometimes I will say, “You know what, I have just been doing a whole 
presentation data dump.  I teach people not to do this and I just did it.  I really 
want to apologize for that.   
 
Let me get it back on track and ask you a couple of questions.”  Then I ask them 
questions.  I am quite okay with saying that.  You guys can say it, too.  You can 
actually say, “You know what, I have been blabbering away at the mouth here 
about my product because I really like it, but it’s got to have meaning to you for it 
to mean anything, so let me stop doing that and just ask you a couple of 
questions.  For example, did anything I say there resonate with you as to 
something you might have picked up on that could be useful for you?”  You could 
do something like that.  Be light, be easy, and so on and so forth.  That would be 
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my answer to that.  Okay, another question that came up…I won’t give names, 
you will know who you are.  I might perhaps ask you if I need to ask a couple of 
questions.  This one says, “I would like clarification.  What question category in 
the framework did the final three questions that you shared with us go?”  So 
these are the questions.   
 
One of the questions was, “What would make a difference to you in your life right 
now?”  Let me throw this open to anyone.  Which one of the seven different types 
of questions would that be?  If I asked you, “So let me ask you, what would make 
a big difference to you in your life right now.” 
 
Needs Awareness Questions… 
 
Oh great, okay!  Here is another one, and you can say what it is.  “What is 
important to you about…” whatever answer they gave you.  What would that be? 
 
Caller 1: 
Needs Development… 
 
Michael: 
Needs development, cool, yes.  And that’s a “why” question, isn’t it?  It’s another 
way of setting up a why question.  Now remember of course, these aren’t strictly 
in place, because you could be asking a question and you might just pop that in 
there.  Don’t get hung up on the fact that it’s a needs development, but it’s good 
that you guys are popping this up.  So generally that is a needs development 
question.  Okay, the third one, “So what would that mean to you if you had that 
money available to you?”  What kind of question would that be? 
 
Caller 2: 
Needs development question, or consequence question. 
 
Michael: 
I am delighted with that.  Yes, very good.  Needs development question, 
definitely.  Consequence question, yes, it can be as well.  “What would that mean 
to you?”  Yes, that’s like, “How would you feel if you had that money?”  Or, “How 
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would you feel if you didn’t have that money?”  So yes, either one or the other.  
You can see how questions can roam a little bit, and that it’s useful to have a little 
tag there.  As I said, just let it go.  What that does is just absorb it in your body.  It 
will run really nicely.   
 
So, let me ask you Jesse, are you on the line?  Did I answer your question? 
 
Jessica: 
That was great, because I couldn’t see the separation really.  I was kind of 
confused and that is why I asked that question. 
 
Michael: 
Okay, cool.  Since I gave Jesse’s name, I’m going to ask Joanna.  Joanna, are you 
on the line?  Did that answer your question?  Press Star 6.  It’s okay, we know you 
have two kids and they can be noisy. 
 
Joanna: 
Yes, that did, thank you Michael. 
 
Michael: 
I’m laughing because I let the cat out of the bag.  This is from Janelle, I think I 
pronounced it correctly.  Talking about calling leads.  I lost the question, let’s have 
a look here.  It’s a long email.  Here we go.  “I’m finding that unless I am able to 
call immediately when a lead comes in, I will not have a constructive 
conversation, if any, with the person on the other end, because they are 
overwhelmed with calls from other lead purchases.  Even though the 
conventional wisdom is to make contact as soon as possible, I am wondering 
about the wisdom of getting my potential partner some breathing room and 
waiting a day.  What is your opinion?”  Let me throw it out there.  What would be 
your opinion, guys?  Would you wait, or would you… 
 
Caller 3: 
Well, I guess I would call them probably within four or five hours.  Usually if I call 
them, this is my experience since I got started, when I could call them a day or 
two, they had already heard so much that they were not interested anymore.  
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They just think everything is the same.  When I would call them the say day, they 
had spoken with one or two people, and if you would just talk about them, that 
would make a difference, instead of them just hanging up on me.  
 
Michael: 
There you go.  In other words, it’s your…what were we talking about before?  It’s 
your…?  It’s your attitude.  It hasn’t got a thing to do with them, it’s your attitude.  
Let me ask you this.  Let’s say they have already been called by three, four or five 
people.  What do you think those other people…most, if not all of them, 
probably…are trying to do with that poor potential partner?   
 
Jessica: 
Persuade them, or… 
 
Caller 4: 
Sell them. 
 
Jessica: 
…sell them?   
 
Michael: 
They are trying to sell them.  That energy comes off right away.  This is why it is 
important to have that energy of detachment.  It’s enlightened detachment.  They 
will pick up on it, correct?  You don’t care.  You don’t have to strategize, you don’t 
care.  You pick up that phone when you want to pick up that phone, and don’t 
even let these thoughts cross your mind.  Just do it.  Pick it up because you know 
that you are not attempting to sell anything.  Think of it in this term.  They are in 
the position of having to sell you on the idea that they are prepared to do 
something about whatever their problem is.   
 
Jessica: 
That is great.  That is a great way of thinking, to give yourself confidence.  That is 
really true, because you need to be convinced that you want to have them 
working for you and on your team. 
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Michael: 
Make sure that it is not from an arrogant attitude, there is no ego in this.  You 
have to eliminate the ego.  The question is, can you help someone if they are not 
prepared to help themselves?  The answer is no.  That is what you are looking for.  
You are looking for someone who has the types of problems that you can help 
them solve, who are prepared to help themselves.  You can break the ice 
sometimes, when someone gets impatient or when they give an indication that 
there are a lot people, you can say, “Oh gee, it seems to me that you have been 
bombarded by a lot of people and calls, is that right?”  They might say, “Yeah!”  
Then you say, “How are you feeling about that right now?”  They might say, 
“Exhausted, people are trying to sell me on everything.”   
 
Then you can say, “Well, why don’t we just change that whole thing at the 
moment, because the reason that I am calling is to just discover and find out a 
few things about you, to see whether it might be a fit with you’ve got and with 
what we’ve got.  If you will give me permission, I would love to help you do that.  
For example, what was the reason that you answered the ad?”  Or, “What was 
the reason that you…” did whatever you did.  You can just talk about it.  Talk 
about their frustrations, that’s okay.  Very calm, casual stuff like that.  Janelle, if 
you’re there, does that help you? 
 
Janelle: 
Yes it does, thank you.   
 
Michael: 
Alright, you’re welcome. 
 
Jessica: 
Michael, can I just make a comment about that?  You could blame the leads 
themselves for not being good and they’re bad.  Ultimately I have discovered that 
it really wasn’t whether or not they were good or bad, it really had to do with 
where my mind was at the moment, or my attitude I guess. 
 
Michael: 
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Yep, that is one hundred percent spot on.  I wrote an article awhile back saying 
that “No Lead is a Bad Lead”.  Even the person who says that they never filled in 
the form.  Sometimes they did.  Who am I talking with right now? 
 
Jessica: 
It’s Jesse from New York. 
 
Michael: 
Okay, Jesse.  So if they start off by saying, “What form, I never filled out any form?  
I don’t know what you are talking about.”  I will often say, “So, you didn’t respond 
to an advertisement on my website with regard to looking for some help to create 
your own home based business so that you can start moving towards things that 
you want to do and get?  Is that right?”  They might say, “No, I don’t know 
anything about it.”  I would say, “Oh, okay, I’m sorry about that.  I’m sorry to 
disturb you.  Let me ask you before I go, have you ever thought about starting 
your own home based business?” 
 
I would never let it go, you’ve got to person on the line… 
 
Jessica: 
I had something very similar, where I got the wrong number and no one by that 
name was there, and he said, “No, “ and I said, “Well, have you ever thought 
about something like this?”  He said, “No.”  The point was that I did go there and I 
feel good about it. 
 
Michael: 
That’s what it is, so no lead is a bad lead.  You experiment, you play with it.  Here 
is another thing that you do, as a follow up or as a different way.  If they say, “No, 
not really.”  You can say, “Well, let me ask you, while I still have you on the line 
here, do you know anybody, do you have any friends having difficulty?  Like they 
may have lost their job due to downsizing the present economy, that would be 
looking for something so that they can be more self sufficient to be able to take 
care of themselves and their families once again?  Does anyone spring to mind 
that might be worthwhile talking about?”  If you do that in a relaxed and 
detached way, like I’m talking here, without any pressure on that person, many 
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times that person will say, “Well, wait a second, yeah, I do.  I might know 
something.”  You could say, “Well, tell me about it.  Perhaps you could give me a 
bit of background there to see if there is anything worthwhile in making a 
connection.  Thank you, I appreciate your time.”  Just talk with people!   
 
Jessica: 
It’s all about talking, right? 
 
Michael: 
There you go.  Alright, here’s a few clues for you.  Oh my goodness, it’s five 
minutes passed.  Never mind, I’m just going to let that go.  Alright, I got two more 
emails here and then we will open up some more.  This is from Johan and Trish, 
you guys are here aren’t you?   
 
Johan: 
Right, it’s Johan and Trish. 
 
Michael: 
Johan, okay.  Johan and Trish, thank you.  You said that you work for a car 
dealership and that you have a list of people that you sold cars to and have 
spoken to.  You promised to service their future needs and also requested 
referrals from them.  Now you find it difficult to approach them, because you 
didn’t fulfill your previous promise to them.  I have to ask you a question here.  
Are you intending to call these people back about your business opportunity or 
products?  Or is this something different than a car dealership?   
 
Johan: 
It’s going to be a new business venture that we are into.   
 
Michael: 
That’s a little bit of a difficult one in some ways.  What I would tend to do though 
is…you have a choice here.  If you didn’t follow through on your promise, you 
might want to just move on from that.  Forget about it.  Just think in terms of, 
there are billions of people in this world, don’t narrow yourself down.  Open up 
your thinking.  Create an abundant thinking as opposed to narrowing it down.  
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That is one thing that you can.  The other thing that you can do is if you find this is 
on your conscious a little bit, you can….?  
 
Caller 5: 
Apologize. 
 
Michael: 
Right, call them and apologize.  With no agenda in mind.  Just call them.  Might be 
a good exercise for you.  Just call them and say, “Hi, this is Johan and I don’t know 
if you remember me, but awhile ago I was in the car business and sold you a car.  I 
made a couple promises there, and I didn’t follow up on them.  It’s always been 
on my mind and I just wanted to say that I apologize for not doing that and at the 
same time, find out how things are for you, with your car.  Are you happy with 
everything?  I must tell you that I am no longer working there, but I just felt that I 
wanted to clear my mind on this.”  You will probably create a friend there.  They 
might say, “So what are you doing now?”  You can very easily tell them.  I won’t 
get into a reply right now, but you can use the introduction speech.  The elevator 
speech.  “What I do is…” and leave it hanging.  It’s probably not appropriate to ask 
a question at that stage.  Does that help you? 
 
Johan: 
That’s fine, thank you very much. 
 
Michael: 
Okay.  Then you say, “How do I rekindle the flame in those that have signed up?  
Possibly signed up as a favor or taken advantage of wholesale pricing, or just to 
get me off their backs?”  Here’s the thing you can do.  Give them a call.  Talk to 
them about it.  Maybe check what they are doing, perhaps they are not doing 
very much business wise.  I could call up and say, “Johan, hi, this is Michael here.  
Just checking through the various statistics, and I noticed that you haven’t done 
very much over the last couple of months.  I am just calling to find out how things 
are with you, and I appreciated the time when we spoke, that perhaps you 
weren’t too sure…” make sure it’s in context when you say this…”…about getting 
involved, and I’ve got a sense that something has happened or that this isn’t for 
you.”  Whatever it might be, I’m just making it up fairly quickly at the moment.  
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Have that conversation, bring it out, see if you can isolate what it might be.  
Something in a previous conversation, but ask them, say, “Is this something that 
you really want to do?”   
 
They might say, “Oh well, not really.”  You can say, “What is happening in your life 
at the moment, then?  Are you satisfied with where you’re going and what you’re 
doing?”  Then what you can do is start the whole conversation over again.  Go 
through the discovery process, because that is really what you want to do, is get 
to that point of having a discovery process to allow them to surface their desires 
and needs, their aspirations, their dreams and so on, and see if you can make a 
connection at that level.  So help them reenergize, as it were, or energize if you 
felt that you didn’t really energize them in the first place.  Does that make sense, 
have you got a good picture there?   
 
Johan: 
Yep, sure, we can do that.  Just one more quick one, Mike.  We do have some of 
the people that are interested, but their spouse, which normally is the husband, is 
empty or does not believe or does not want them to participate.  Do we just move 
on? 
 
Michael: 
A question you could ask is, “Let me ask you, how are you going to address that?  
What are you going to do about that?”  Don’t ever offer advice, just ask them 
what they are going to do about it, how they are going to deal with it.  You’re 
going to have to take it from there.  Of course the best way is to involve the 
spouse in the first place.  Sometimes you will find someone says, “Well, I can’t 
make a decision now because I have to talk with my wife,” or “I have to talk with 
my husband.”  So you say, “Okay fine, let’s bring your wife or husband on the line 
and let’s talk about it right now.”  What you will find out is that they might use 
that as an excuse, for an example.  Some people will use excuses.   
 
The sooner you find that out, the better.  It’s not about overcoming what they are 
saying or trying to be clever.  There are some people who use their own internal 
fears, who have internal fears about doing something, and they will come up with 
certain things, they will say certain things.  Maybe, “I don’t have the money for 
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it,” is usually a fear that comes from inside of them.  There is a way that we can 
address that, a way that we can find that out.  I always like to ask the question 
when that comes up, I will say, “So when you say that you don’t have the money, 
can I ask you what you mean by that?”  Depending on the context, you will get 
various answers.  You have to put that in context first, and I haven’t correctly put 
that into context, but that is just to give you a glimpse of what you can do there.   
 
So in this instance, where there is a partner who is resistant to you, you have got 
to ask them what they can do.  You can ask them, “How important is it for you to 
do it anyway?”  I have known people who have just said, “I’m going to do it 
anyway.  I don’t care what he or she says, I am going to do it anyway.”  In a way, 
they are correct, because this is their life and this is the way that they can break 
out of it.  So, that is pretty much what I can give you at the present time.  Is that 
okay?   
 
Johan: 
Great, thank you very much. 
 
Michael: 
Okay, and then there was Wai Yee who sent me…are you there Wai Yee?  
 
Wai Yee: 
Hi Michael. 
 
Michael: 
You said that your upline tends to rush too soon into presenting your business 
when he meets your friends, and that you are fearful to bring him unless they are 
ready for the business or willing to buy products.  How do I go about helping both 
of us, so that I don’t feel pressured to sponsor them so soon or to sell them a 
product when he is around?  What you are actually saying there is that you are 
uncomfortable because he is probably very businesslike, very business oriented, 
thinks that everyone is a nail because he’s got a hammer, and it puts people off.  
You say, “I gave you my book to read some time ago, and you said in your 
message that it doesn’t work for everyone, which I know is not true.”  You’re 
right, it isn’t true.  It is and it isn’t.  It doesn’t work for everyone because he hasn’t 
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accepted in his mind that it can work for everyone.  It’s the same with the 
conventional way.   
 
The conventional way can work for everyone, it’s just that most people won’t do 
it.  It goes against your soul.  So, what do you do there?  You have a choice now.  
You can either involve your upline or not involve your upline.  You can either find 
someone else who you’re more in tune with.  That might be crossline, that might 
be downline, that might be somewhere else.  This is a stage where you have to 
look at yourself and be big about it, and basically say, “This is my business.”  If he 
as a sales tool or a sales aide is not helping you and is not in harmony with where 
you are going, is not in harmony with your approach, then the answer is self 
evident.  You have got to use something else.  Move away from that.  Let yourself 
detach from that and move on to something else.  Is that helpful?  Does anyone 
have any ideas that they might like to put out there?  Does that help you Wai 
Yee? 
 
Wai Yee: 
Yes, thank you.   
 
Caller 6: 
Is he the up line? 
 
Michael: 
He is the up line, yes.   
 
Caller 6: 
Okay.  I actually work with three levels above me.  The three levels that are 
immediately in between us, just have a different philosophy and the two of us 
work really well together.  Sometimes you just have to find somebody that fits 
with you better. 
 
Michael: 
That’s it, really.  You are looking for people who you can work with, and you can 
find them in some very interesting places, whether it be crossline, further upline, 
downline or something like that.  The way to do that is to just resolve in your 
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mind that this is your business.  You can use all the tools available to you, you just 
have to rethink things.  You also brought up that you have a cousin in Malaysia 
who doesn’t like going to a certain distributor because the distributor is always 
pushy with them.  Maybe you have to talk with your cousin, to get past that if 
your product is really good, if you want that.  Or you are going to have to work 
out some other way of that person being able to get the products.  Does that 
make sense? 
 
Wai Yee: 
How ‘bout if I speak to my upline himself about this situation, do you think it will 
work? 
 
Michael: 
Okay, the answer to that is if you do it carefully, yes.  It seems to me that you 
already approached her a little bit by presenting the book and so on.  Here is the 
way to do it.  You could say, “The methods don’t work for everyone.”  You could 
use that and actually bring that up and say, “Look, when you say it doesn’t work 
for everyone, what do you mean by that?”  Then she might say, “Oh, it isn’t 
working for a certain number of people.  Then you say, “Well, what if it is working 
for a very many number of people.  What if by not being more open to it or 
allowing this to happen, then perhaps we are losing the ability to help more 
people?  We are losing the ability to make more sales?”  In fact, use the language, 
“make more sales.”   
 
It seems to me that person would related to that, rather than help more people 
or use both in the same context.  Bring up the “what if” questions.  What if we are 
losing sales or we are losing the ability to help more people because we are not 
open to other ways of approaching people or accepting that people like to be 
approached in different ways?  How would you answer that?  What would you do 
with that?  Allow them to reframe their thinking, so that it allows them to adjust 
their beliefs. 
 
Wai Yee: 
So basically what we’ve been learning. 
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Michael: 
What we’ve been learning, right.  In fact, you came up with that answer yourself, I 
didn’t.  I would love to claim credit for it, but if I do I will have my wrists slapped 
for it.  So, that’s all of the emails.  I am just going to do a couple of things here.   
 
Michael: 
Any questions from anyone? 
 
Mary: 
Michael, this is Mary.  First of all, I want to say “thank you,” I used your method 
and I finally got qualified.  I have been in the business for six or seven months and 
got qualified. 
 
Michael: 
Congratulations, well done.   
 
Mary: 
Thank you.  I had three associates who became my business partners over the 
weekend .There was a huge sum waiting for me in the bank, but I have a question.  
I was going with what is important and what was convenient for my prospective 
partners, because most of them are working two jobs or trying to get out of their 
current situation.  And, I’m in the personal growth  industry, and they usually 
teach us to have somebody else answer the questions, and because I’m in the 
Eastern Time zone and they are in the Pacific Time zone, there is a three hour 
difference.  I can only reach them around 9:00 or 10:00 their time.  So I did the 
answering through the email and I just sent out an email along with a 
presentation that they can go to after to get any questions answered, and all 
three of them had signed up.  The next morning when I was about to call them, I 
had an email saying that they had signed up and paid for the products.  My 
question is, will that affect the way that they would do business?   
 
Michael: 
Not necessarily.  Here is what my first suggestion is.  Talk with them about it.  
Make sure that when you are going through your training, you say, “Look, we 
actually went through this process of emailing each other and it’s worked very 
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well.  However, just let me say that there are other sales tools available to you.  
Listen up.”  Remember it’s all in the presenting stage.  List all of the sales tools, 
and talk about how they can use them, the flexibility of them.  This is the beauty 
of it.  If three way calling is one of your sales tools, and you’re finding that you 
just can’t make a connection at the time, then what do you do?  You find that you 
got to be light on your feet.  You have to be flexible and use the other sales tools 
that are available to you so that you can provide the answers for your prospective 
partners.  Does that answer it for you? 
 
Mary: 
That is what I did.  I told them when they got started that I would be available for 
three ways as would some of my advisors would be available for three ways so 
that they don’t have to know all the answers to all of the questions. 
 
Michael: 
That is really the key.  Remember that discovering stage, it’s all about the process 
of allowing them to talk about what they are looking for and the degree of desire 
to make a change, and allowing the system, allowing all of your sales aides to do 
the work for you.  So in effect, what you are doing is you’re doing zero work.  The 
only work you’re doing right now is learning how to do this so that you can 
become better and better, it’s absorbed into your body, it comes easier and 
easier.  You spend three hours a day making your telephone calls, and then the 
rest of your day having fun.  You let the whole process take care of it. It’s not 
quite like that, I’m painting a… 
 
Mary: 
You are right, because I work an hour or two a day, that’s all I do, and I made a lot 
of money in the past week than I have done in the whole year. Working being a 
realtor so, the beauty of it was, I didn’t even tell them what company I am with or 
anything about it.  I just asked them to find the desire, the qualifying question is, 
“How would you plan for the business,” that kind of gave me an idea.  You know, 
it qualified them to see the desire that they have to find a way to get the business 
going, to find the right opportunity.  And I was really thrilled and my boss was so 
thrilled about it.  The one question I had was, when I ask a qualifying question 
some prospective partners if they have the desire they said there’s a difference in 
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how much it’s going to be, how would they ask them a question?  Like, I kinda ask 
them, “What are you in your research going find out about the business start up 
costs are, or what do you think?  What do you see the business start up cost is 
going to be?”  I don’t think that is the right kind of question to ask, because they’ll 
be like, well there’s a difference in what you have to offer. 
 
Michael: 
If someone is asking the question, “What are the start up costs?” 
 
Mary: 
Right, like when I ask them the qualifying question if you could find the right 
business or opportunities to achieve this goal, how are you going to fund your 
business?” 
 
Michael: 
Okay, you can use that.  How are you going to fund your business. 
 
Mary: 
They will ask me back, saying, “Well, that depends on what the business is about 
or how much it’s going to be.”  So how do I get it out of them, to know how much 
they have or how much they can afford to get started with?   
 
Michael: 
Okay, I have to get that in context, because when you are saying…give me the 
question again? 
 
Mary: 
Okay, I would ask them, “If you could find the right opportunity, how are you 
going to get started to get the business going?  What are the means that you 
have?”  They would answer that it totally depended on what the products are or 
what the business is about.  I was wanting to know if there was a way to ask 
them, for me to find out how much they are comfortable with, or how much they 
can stretch. 
 
Michael: 
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Okay, how much they are comfortable with or how much they can stretch, these 
are things going on in your head.  You’re creating limitations.  You have 
already…by even saying those words…that is why I am trying to get behind what 
you are saying.  What you are thinking right now by even using those words about 
how much they are comfortable with and how much they can stretch, you have 
already created limitations in them and your language will reflect that.  Are you 
seeing where I am coming from?  This is a part of the thinking, this is part of that 
eliminating your mind, the language in your mind.   
 
Do not assume that people don’t have the money.  There is a huge amount of 
money out there.  The people who are calling you are not destitute.  Unless you 
think that and then you are going to get destitute people calling you.  So think in 
different terms.  You would say something like, “So Mary, let me ask you, if the 
right opportunity came along, I think you will appreciate there is some money 
that you are going to have to put into it to start the program.  Have you thought 
about what that would be or have you given some thought as to what money you 
have available to do that?”  Something like that.  Is that useful? 
 
Mary: 
Yes, that is useful.   
 
Michael: 
Okay, something of that sort.  It is an interesting question.  If we had longer, I 
would spend a bit more time on it and maybe we can some other time.  It’s 
important that you rethink what you are thinking and don’t be shy about your 
words.  Be careful about your words a little bit because as I understand it, asking 
how much you would like to invest might go against your compliant standards.  
There are compliant things that you have to make sure that you are compliant 
with.  If you could use the word “investment,” that is great, but make sure it’s 
cleared first.  Something of that sort.  Alright?  Are you sure? 
 
Mary: 
Yes.  Thank you.   
 
Michael: 
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There was a gentleman in the background just before you announced yourself as 
well, Mary.  Let’s see if we can address his question or comment. 
 
Anybody else have any questions?  Anybody else on the line? 
 
Azeema: 
Yes, hello Michael. 
 
Michael: 
Yes, go ahead. 
 
Azeema: 
Yes hello, this is Azeema from Atlanta.  My question is more of a follow up.  Let’s 
say that you have had a wonderful conversation and that was the first 
conversation, with the connecting and the discovering.  You have done your 
question asking and what have you, and then there comes a time for you to 
follow up, it’s more on the lines of leaving messages.  How to frame your 
messages.  Let’s say you call them back and you don’t get them in person.  Can 
you give us some tips on directional messages or how to frame your messages 
where they don’t sound…you know, a creative way of leaving a message for them 
so that they will call you back, or seeing that you have done most of the 
conversation and you had a good conversation the first time…because you know, 
you hear conflicting ideas.  Sometimes it’s you don’t have to leave a message, the 
second time you call you can leave a message, play it by ear…what would you 
suggest on leaving messages?   
 
Michael: 
I’m sorry, I didn’t get your name, it got blurred in the sound.   
 
Azeema: 
Oh, Azeema 
 
Michael: 
Azeema, okay.  It depends on what you consider to be a follow up.  Are you 
talking about following up, for example, calling a lead for the first time?  Or are 
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you talking about…oh no, I’m sorry, you did say having a good conversation and 
then following up.  So you are in the presenting and committing stage.  Yes, it’s 
important to leave a message.  However, what I will say though is make sure that 
you had planned a certain time.  So for example, if a person was looking at 
something like a website and you agreed to call back, what is better is if you 
frame it correctly, is to get them to call you back.  There are ways of doing that, to 
where they will call you back, is to make sure that you have set up a specific time 
and make sure that you are free to call them back.   
 
So if you agree to call them back, you say something like this, “So Azeema, let me 
just recap this.  I am going to give you a call back tomorrow.  You’re going to be 
looking over the website tonight, as we discussed.  It will probably take you 
twenty minutes to half an hour to go through it.  You are going to write down any 
questions that you have, and as we agreed, I am going to call you ten o’clock 
tomorrow morning so as to go over anything and move the whole process 
forward as long as you’re happy with what you see and what you hear.  Is that 
right?”  You say, “Yes, that’s right.”  What then I like to do, is, “If you can’t make 
that call, please let me know.  Here is my phone number, and if you happen to get 
an answering machine because I might be on the other line, please leave me a 
message because I think you can appreciate that being in business is important 
and I am sure that time is important to you.  Would you do that for me?”   
 
Then you say, “Yes, alright.”  So what you have done is you have set up a series of 
commitments here.  You have made you responsible for you to be there.  If at ten 
o’clock you are not there, then I am going to leave a message, and it’s a very 
simple one, which is, “Hi Azeema, this is Michael, I am calling at ten o’clock your 
time as agreed.  I’m sorry to have missed you. Here is my telephone number, if 
you can give me a call when you receive this message so that we can talk about 
what you looked at last night and look forward to seeing if we can be of further 
assistance to you, thank you.”  It’s very businesslike, but it’s also quite plain that if 
you haven’t turned up, that you had not just let me down but you let yourself 
down.  Does that make sense?  Does that answer your question? 
 
Azeema: 
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Thank you, yes it does.  I guess this question was more of a two part, because 
sometimes you get connected with people and you are not able to then talk to 
them for another two or three weeks and my mind starts to think more of myself, 
thinking, “Well, it has been awhile, let me see how I can leave a message,” or 
even if I just speak with them, and they happen to pick up and it’s been two or 
three weeks or even four weeks in between, they would remember because you 
had a good conversation the first time, but how would you get started with the 
conversation so that it’s not cheesy…? 
 
Michael: 
I would say that if you are leaving it three to four weeks, then you have basically 
lost the momentum.  Like someone says, you know, “This sounds fantastic, but I 
am going on vacation for three weeks, I am leaving out the door, I am going 
tomorrow morning, but it’s something that I really want to do, can we connect 
again in three weeks time?”  Unless you have something specific like that, then I 
would say that if you’re just leaving it three to four weeks, you have basically lost 
it.  There has to be urgency in there.  The urgency has to come from them.  If 
there is no urgency then call it, and just say something to the effect of, “Azeema, I 
had a sense that this is not a particularly urgent thing for you?  I don’t know what 
it is, so you can help me out here, but I have a sense that it would be something 
that was nice if it fit in with everything but you are quite happy with where you 
are.  Would that be true?”  You see, I was just a little Colombo like to elicit that 
kind of information.   
 
Azeema: 
Right, there you go, yes.  This is a two part, and I always…with my older leads, I 
will go through my very old leads from time to time.  To my surprise, I will start off 
as a new lead with them.  This was more applicable to the really old leads, but 
what you just said at the end, I think that sums it up really nicely.  Just be very 
straightforward.  Maybe this is not of importance to them, but here is my number 
and if I can be of assistance to you, feel free to give me a call.   
 
Michael: 
It’s like calling a lead, maybe calling them a couple of times, and then think, “Well, 
maybe I will give it a third call.”  In the second or third call, you leave the call and 
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say, “Hi, this is Michael, I am calling you again for the third time to make a 
connection with you.  You expressed a desire to make a change.  However, I 
haven’t heard back from you so, unless I do I am assuming that you would like me 
to close the file.”  Then move on from there.   
 
Azeema: 
Yes, right, there you go.  Thank you. 
 
Michael: 
So I want to thank you so much for your attention.  Thank you for the great emails 
that I have been getting from everyone.  
 
Goodnight everyone 
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