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Focus Your Solution on Causes... not Symptoms 
 
Jumping in too soon with solutions is one of the prime reasons for the excessive 
negative responses most Distributors receive. 
 
If you are a "let's get on with it", hardnosed, solution type of person, perhaps the 
concept of discovering the causes of problems and giving a person space and time 
to talk about themselves might not be your style. 
 
However, consider this... until your potential clients consciously and 
subconsciously feel that you understand the depth of their problems, and until 
they feel their own discomfort of their present circumstances, most are not going 
to listen to or take action on any solution you have to offer. 
 
Here's a truth. Problems have both symptoms and causes. 
 
I hear most Distributors attempting to hurriedly solve symptoms and not the 
cause of a people's problems, hence the high rejection and attrition rate. For 
example, the lack of money, time, freedom and good health are usually not the 
problem! They are merely the symptoms of a much deeper problem that is 
causing the lack of money, time, freedom and good health! 
 
If you are prepared to use Dialogue get behind the symptoms by asking and 
listening, people will tell you the deeper causes and the consequences of what 
will happen if they don't resolve whatever isn't working in their lives. They’ll tell 
you if they are prepared to do something as well. 
 
You don't have to spend hours engaged in Dialogue. 5 to 10 minutes can reap 
huge rewards. 
 
"Asking the right types of questions at the right time" makes this easy. 
 
Here are 5 reasons why adopting this practice is worth it: 
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1. Asking questions and developing answers naturally prevents you from 
jumping in too soon with a solution. You engage your potential client in an 
in-depth dialogue with these objectives in mind… 

 

 To Discover if they have the types of problems that you can help 
them solve with your solutions 

 To allow them to talk about how bad their problem is 

 How will they feel if they don't fix it 

 How will they feel if they DO fix it 

 Are they prepared to fix it 
 

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 their perception of your 
ability to understand them first. 

 
3. The greater their problem is, the less important the cost of solving it. Stop 

to think about this for a moment - the greater the problem, the greater 
their desire to find the money to pay for your solution. 

 
4. The greater the problem is, 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. AND... no more high attrition. 

 
5. It's effortless and tension free because they do the work as they are the 

ones who create their own internal tension based on feeling the need to 
make a change! 

 
So get comfortable with asking questions 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. 
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Once you've uncovered the causes behind the symptoms of their problems, and 
allowed them to talk about what happens if they don't fix them, and what it 
would be like if they did... then it's time to transition your conversation to briefly 
present your solution. 
 
Moving Toward Your Solution 
 
You transition with something like this... 
 
"So what you're looking for is... (feedback to them briefly what you heard them 
say they wanted and why they wanted it)". 
 
When they say, 'Yes'... you can follow with... 
 
"If there was a way you could achieve those things, do you look for opportunities 
to do that?" 
 
How often do you think you will hear 'Yes!'? I guarantee you'll hear it most of the 
time! Why? Because you just fed back to them everything they said they wanted 
and why they wanted it. 
 
What follows next is your VERY brief presentation describing how you can help 
them, carefully focusing on the results they will get. Do not spend more than 1 
minute going into detail about your solution. Resist the temptation to do this. The 
details can come later when you have assessed their degree of commitment to 
make a change. 
 
It's All About Them... 
 
Focusing on causes keeps the Dialogue all about them, and makes it easy for you 
to understand in a short time your potential client's present situation in greater 
depth than you can ever have imagined. 
 
It also makes it easy for you to customize your solution in a way that makes sense 
to them and demonstrates you've been listening. 
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We’ll talk about that next week. 
 
Remember, it's all about them, not you. Dig deeply and you will find acres of 
diamonds in your Dialogues! 
 
 
  
 

 


