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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. 
 
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 

http://www.naturalselling.com/
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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. 
 
So how do you do this? Well, as you listen to the role plays I would like you concentrate on 3 
themes or ideas… 
 

http://www.naturalselling.com/download.html
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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…. 
 
..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. 
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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. 
In other words, it looked as if he was addressing the symptoms of my problem and not 
the cause of it. 
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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. 
 
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.  
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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. 
 

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 
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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… 

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 
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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 
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. 
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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. 

 
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! 
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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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The Magic Question That Turns "No" Into "Yes" 
CD #1 - Role Play 

 
"Gathering Facts and Exploring Feelings" 

 
In these role plays, you’ll discover that what people say to you at first isn’t necessarily always 
what is actually happening. People tend to carry two truths about how they view themselves and 
their lives. 
 
For example… when you ask a closed ended question such as “Do you like what you’re 
doing?”, you’ll get one of 3 replies… it will be either an emphatic yes I love it, or no I don’t, or a 
vague yeah… it’s OK! 
 
Regardless of what they say initially, it’s important you get behind their first remark by asking 
them to elaborate on it…., and then do exactly the same thing with the other side to explore 
what truth is the strongest. 
 
For example… In my book I talk about speaking with a broker who on telling me he LOVED 
what he did, gave me all the reasons why… such as the money, the fact that he lives in a nice 
place and it’s paid for, he’s got a great car, can go to fine restaurants without looking at the right 
hand side of the menu first… and so on. 
 
If I had left it there and hadn’t explored another possible truth and asked, ‘Would you change 
what you’re doing if you could?”… I wouldn’t have heard the complete story…. The other truth if 
you will.  
 
The complete story started to unfold in his reply when he said... “Like a shot I would.” And on 
my asking him why, he explained that while he enjoyed what the money gave him, the work was 
very stressful, that it was a young mans game and he worried about how long he could keep it 
up.  
 
The real problem was that he didn’t know what else to do that would give him the same money 
and freedom that he enjoyed!  
 
Can you hear how this works? You get the picture? The whole opportunity and all the potential 
possibilities could have been lost for the want of ONE question if I hadn’t asked it… and that 
was… ‘Would you change what you’re doing if you could?’ 
 
So it’s important to remember to ask questions that explore both sides of what people say to 
you. 
 
In this role play, called "Gathering Facts and Exploring Feelings", 
I begin the Dialogue with a potential business partner, by asking the question, "So, Debbie, 
where about do you live?"   
 
Notice how in the span of under a minute that Debbie responds to thirteen of my questions, 
each of which are drawn from her answers to my previous questions.   
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As you'll see, asking these types of ‘needs awareness’ and ‘needs development’ questions 
uncovers massive amounts of information about the people you are talking with. 
 
Just like the clues in a good mystery novel, every bit of information you uncover reveals a small 
piece of the puzzle about their history, their needs and wants.   
 
And, if you're listening carefully, many of these clues, or ‘sign posts’ as I call them, provides 
keys to how they are feeling about their current situation.  As you Dialogue with others, be 
aware of what each clue is telling you, especially those that indicate where people might be 
stuck in their thinking...it’s those thoughts and belief systems that are in fact preventing them 
from moving towards what they want in life. 
 
As the role play progresses, listen carefully how the different types of questions I ask Debbie 
transition her through each stage of the Dialogue process as I discover  
 

1. If her present situation is working for her and how she feels about it. 
 

2. What she's done to get what she wants and what's stopping her from getting it, and  
 

3. If she could get what she wants, is she still looking for solutions and is she prepared to 
make a change? 

 
Let's join the Dialogue... 
 
Michael: 
So, Deb, whereabouts do you live? 
 
Deb: 
Toronto. 
 
Michael: 
In Toronto?  How long have you lived there? 
 
Deb: 
About 40 years. 
 
Michael: 
Forty years?  Gee, that’s quite a long time, isn’t it? 
 
Deb: 
Most of my life. 
 
Michael: 
Do you like Toronto? 
 
Deb: 
Yeah.  It’s a city. 
 
Michael: 
I’ve got a sense, though, that you would rather live somewhere else. 
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Deb: 
Somewhere warmer would be nice. 
 
Michael: 
So, where would that be, then?  If you could live anywhere you could in the world-? 
 
Deb: 
I could live anywhere in the world? 
 
Michael: 
Yeah. 
 
Deb: 
Costa Rica. 
 
Michael: 
Costa Rica.  
 
Now, when I asked Deb that question, when I asked where she lived and I asked her if she liked 
where she lived, what was her response? 
 
Participant: 
No. 
 
Michael: 
It was a kind of “yes” response but it was leaning towards “no”.  Does everyone have that? 
 
Participants: 
Yes. 
 
Michael: 
Okay.  You will find that is the way you approach your questions.  You talk with people in that 
way.  How did Deb’s voice go up when she said “Costa Rica”? 
 
Participant: 
She got excited. 
 
Michael: 
Do you hear it in her voice?  The intonation in her voice went up very rapidly, didn’t it? 
 
Participants: 
Yes. 
 
Michael: 
So, within the Needs Awareness Development Questions, you are going to ask these questions 
to start wrapping them up.  You are going to say, “What would you rather be doing?” or “Where 
would you rather be?” or “What would you rather be taking?”  Some people, maybe for example 
are taking drugs to relieve their discomfort pharmaceutical drugs. You say, “Well, what would 
you rather be taking if you could take something else?” They will reveal some stuff to you. How 
would they feel if they could change? 
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So, Deb, how would you feel if you could live in Costa Rica? 
 
Deb: 
I’d feel great. 
 
Michael: 
What do you mean by great? 
 
Deb: 
I think I’d be healthier there. I also would be happier there. It is all the things.  I love the water.  I 
love the mountains.  I love birds. 
 
Michael: 
So, when you say healthier, do you find that you are not feeling very healthy at the moment? 
 
Deb: 
It’s all the cold weather, hold my nose. 
 
Michael: 
You don’t like that I guess? 
 
Deb: 
No. 
 
Michael: 
So, how does that make you feel, when you are in that cold weather? 
 
Deb: 
I get depressed. 
 
Michael: 
Really?  What do you mean by depressed? 
 
Deb: 
I just sort of get down; don’t want to do anything, a little lethargic. 
 
Michael: 
Yeah?  Do you find that the warmer weather changes that for you? 
 
Deb: 
Yes, definitely. 
 
Michael: 
Did everyone get that conversation? 
 
Participants: 
Yes. 
 
Michael: 
How many questions did I ask in there? 
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Participant: 
What? 
 
Michael: 
There were 8 questions that I asked in a space of what?  How many seconds? 
 
Participant: 
Probably less than one minute. 
 
Michael: 
It was about half a minute.  Did you get a pretty good picture about Deb and her feelings? 
 
Participants: 
Yes. 
 
Michael: 
How is being in the cold weather of Toronto making Deb feel? 
 
Participant: 
Depressed. 
 
Michael: 
Depressed.  Yes. 
 
Participant: 
Lethargic.  And you could hear it in her voice. 
 
Michael: 
Yes.  And, when we started talking about the warm weather, how did her voice change? 
 
Participant: 
It was up.  It was positive. 
 
Michael: 
Did everyone feel that? 
 
Participants: 
Yes. 
 
Michael: 
Everyone feel that?  Okay.  That’s the reality for Deb.  In fact, we’re going to ask Deb right now. 
Deb, is that a real reality for you? 
 
Deb: 
Yes. 
 
Michael: 
It would be very different for you. 
 
Deb: 
Yes, definitely. 
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Michael: 
So, something is preventing you from getting there, isn’t there? 
 
Deb: 
{laughing} Yes. 
 
Michael: 
Something is preventing you from getting there because if it wasn’t, you’d be there probably, 
wouldn’t you? 
 
Deb: 
That’s right. 
 
Michael: 
Okay, we don’t know for sure because it might be that you just had to come back to Toronto for 
a while or something like that but with a couple of more questions we can find out.  But 
something is preventing you from getting there.  So this is where we move into solution 
questions.  We move from solution questions.  So, just a quick recap of Awareness & Needs 
Development Questions: 
 
“Is your present situation working for you?” 
“Tell me more about your present situation.” 
“Do you like what you are doing?” 
“Do you like where you live?” 
“Do you like this, like that?” 
“What would you change about it?” 
“What don’t you like about it?” 
“What are the feelings that are coming out?” 
“Why don’t you like it?” 
“Why do you like it?” 
"Why don't you like it?" 
Why do you like it?" 
“Tell me how you feel about that.” 
“What would you rather be doing?” 
“Where would you rather be?” 
“How would you feel if you could change the present situation?”  
 
Do you think we pretty much, in a very short amount of time; we covered with Deb pretty much 
most of that stuff there.  Would you agree? 
 
Participant: 
Yes. 
 
Michael: 
In a very narrow band, we certainly don’t have a relationship going yet, but in a very narrow 
band we’ve got a good picture of Deb.  So, now the thing is what is stopping her from getting 
what she wants and this is a solution question.  So, let’s ask that question.  Say, so, Deb, what 
is stopping you from moving there, then? 
 
Deb: 
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I’m not able to make a living there. 
 
Michael: 
Oh, really? When you say, ‘not able to make a living’, what do you mean by that? 
 
Deb: 
In the present occupation that I have, there would be no demand for that there.  I have to work 
on doing something else that I could actually make a living so I could live there. 
 
Michael: 
What kind of work do you do then? 
 
Deb: 
I work in the film industry. 
 
Michael: 
Really?  What kind of work is that? 
 
Deb: 
I do makeup and hair for films and television. 
 
Michael: 
Makeup and hair?  How long have you been doing that? 
 
Deb: 
Twenty-seven years. 
 
Michael: 
Twenty-seven?  You must be fairly well known then in the industry. 
 
Deb: 
I just won my first Emmy. 
 
Michael: 
You did? 
 
Participant: 
Congratulations! 
 
Michael: 
Are congratulations in order? 
 
Deb: 
Yes, thank you. 
 
Michael: 
Did you notice what I asked?  Did I say congratulations? 
 
Participant: 
No. 
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Michael: 
I asked because who knows.  You just don’t know. 
 
Deb: 
Is it a good thing or a bad thing? 
 
Michael: 
There are some people who win awards and wish they never had won the award.  Let me 
continue the line of questioning just for a moment to give you an idea for the feel for what we 
are talking about.  So, do you enjoy what you are doing now, Deb, after all of those years? 
 
Deb: 
Yes, I do. I enjoy what I do. 
 
Michael: 
What is it you enjoy? 
 
Deb: 
I enjoy meeting all of the people that I work with.  I enjoy the different places that I get to go and 
travel. I don’t enjoy the hours. 
 
Michael: 
Really?  What kind of hours do you work? 
 
Deb: 
I average 14-17 a day. 
 
Michael: 
Do you?  Is that a long day for you? 
 
Deb: 
Yes.  It is a typical day. 
 
Michael: 
Is that what you mean when you don’t enjoy them? 
 
Deb: 
Yes. 
 
Michael: 
So, apart from the hours, is there anything else that you would change about your work if you 
could? 
 
Deb: 
I sometimes find that I don’t have a purpose when I’m doing it.  You know, it’s not brain surgery. 
I’m making movies and sometimes I need to have more of a purpose in my life. 
 
Michael: 
What do you mean by ‘purpose’? 
 
Deb: 
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To feel that I’m contributing. 
 
Michael: 
Contributing?  You don’t feel that you are contributing then within the film industry? 
 
Deb: 
No, we’re having fun.  
 
Michael: 
Oh, okay, well. 
 
Deb: 
Sometimes you just need to feel better about what it is that you are doing. 
 
Michael: 
What do you mean by ‘contributing’?  What does that look like to you? 
 
Deb: 
You know, like these people that have occupations like doctors and nurses and people who 
make a difference.  I don’t think doing makeup, hair and special effects in films is making much 
of a difference other than it may make people laugh or cry or whatever.  But, I don’t think I’m 
making huge differences in anybody’s life. 
 
Michael: 
Let’s stop here for a moment just to analyze.  We’ve got two clues running around right now, 
haven’t we?  We’ve got lots of clues. What kind of clues have we got here? 
 
Participant: 
Long hours and lack of purpose. 
 
Michael: 
Lack of purpose, yes. 
 
Participant: 
Doesn’t feel worthy in herself, I think too.  She wants to make a difference. 
 
Michael: 
Would like to live somewhere else.  There is the health issue, here.  There is the cold, feeling 
depressed and so on, a lot of stuff coming up.  What are these, facts or feelings? 
 
Participants: 
Feelings. 
 
Michael: 
I’m hearing a lot of feelings going on.  I’m hearing a person who is basically, after all of these 
years, is stuck somewhere.  I’m hearing a person that, if she had an opportunity, would rather 
be somewhere else, rather doing something else.  She’s got a great profession.  She works long 
hours, unfortunately.  She enjoys it in many ways because it gives her variety.  She travels. She 
meets new people.  
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What are these clues telling you: traveling, variety, seeing people, and meeting different 
people?  Here are some clues here for you.  Listen to all of these clues.  Massive, massive 
clues in there.  This is what is happening with Deb at the present moment.  Would that be true, 
Deb? 
 
Deb: 
Yes, that’s true. 
 
Michael: 
Yes, okay.  The reason you probably got involved with the network marketing was because you 
wanted to make a change, right?  You wanted to perhaps move away from it.  I’m just guessing 
at the moment.  But that’s the reason that is there.  And it's no different.  This conversation is no 
different with Deb being as a network marketer as the conversation would have been if she was 
not in network marketing.  Is this clear to everyone? 
 
Participants: 
Yes. 
 
Michael: 
It’s the same conversation.  Listen to all of these clues.  I’ve heard massive amounts of clues 
here.  So, I'm able at this stage then, if I’ve got a fairly short amount of time, sit back and ask 
Deb a couple of solution questions.  Pretend you are not in network marketing.  You know about 
network marketing.  Never thought about network marketing before.  Be present in that time, 
okay? 
 
Deb, have you ever thought about doing anything different than what you are doing at the 
moment? 
 
Deb: 
I have, but I’m at the point in my life where I don’t want to investing a lot of money in another 
business and possibly having to work the same hours that I’m doing now. 
 
Michael: 
It sounds as though you have looked at things, then. 
 
Deb: 
Yes, I have. 
 
Michael: 
What have you looked at? 
 
Deb: 
I’ve thought about opening up a makeup store.  I’ve thought about opening up a hair salon. I’ve 
thought about developing a makeup line. 
 
Michael: 
Have you looked into anything that wouldn’t require a big investment or anything like that? 
 
Deb: 
No. 
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Michael: 
What do you mean by ‘big investment’?  What is an investment of money to you? 
 
Deb: 
If I wanted to start my own makeup line, I would probably have to start with about a quarter of a 
million. 
 
Michael: 
To me, that’s quite a lot of money to do something.  I would cost that amount of money to start 
something? 
 
Deb: 
If I wanted to do like Lancôme does or one of the other companies, yes.  If I wanted to just have 
a little rinky-dinky store, no.  I could probably do that for about $30,000-$40,000. 
 
Michael: 
That’s still a fair amount of money, I guess, isn’t it? 
 
Deb: 
Yes, it is. 
 
Michael: 
And so you feel that doing something like this would create the fulfillment that you are looking 
for from the point of view of giving you the variety and being of service to people?  I know you 
didn’t mention the word service you had talked about - 
 
Deb: 
I’m looking more for means where I’m not standing out in the street in the middle of the night 
teasing and working 17 hours a day, but still have an income in something that I know 
something about. 
 
Michael: 
Have you thought of anything else that you could do? 
 
Deb: 
Win a lottery. 
 
Michael: 
{laughing} Yes, you and 15% of the rest of the world, I guess. 
 
Deb: 
That’s right.  Seriously, no.  That’s about it. 
 
Michael: 
Let me ask you, if something came along that allowed you to do what you wanted to do, to get 
that fulfillment, serve people and so on and eventually build up the ability to continue doing what 
you enjoy travel, going to live somewhere else, and so on, have all of those things that you want 
without the other stuff – do you ever still look for opportunities like that?  Do you keep your mind 
open for that? 
 
Deb: 
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Yes. I think my mind is open all of the time.  Of course, it is all situational and is it something 
that I could really get interested in.  But, my mind is open. I’ll listen to what is out there. 
 
Michael: 
The reason I’m asking is that there is a couple of things that you said earlier which peaked my 
interest.  I’m doing something right now, which might be of interest to you.  If you are interested, 
I’d be very happy to talk with you about that.  It might be what you are looking for, or at least you 
could look at it and see whether it is or not.  Would you like to do that? 
 
Deb: 
Sure.  I’d like to hear about it, anyway. 
 
Michael: 
Everyone got that? 
 
Participants: 
Yes. 
 
Michael: 
So, let’s go through that.  I went through seriously, I went through solution questions.  I asked 
Debbie what’s stopping you from getting what you want, what have you done to date to get what 
you want.  These are solution questions.  What have you done?  Remember, I asked her that? 
 
Participants: 
Yes. 
 
Michael: 
I asked her, what would you do if you could?  Everyone got that? 
 
Participant: 
Yes. 
 
Michael: 
What would you do?  I’m not sure if I asked her how she would feel about that because she’s 
already given me some ideas beforehand.  Again, we can talk about feelings.  All these are 
things.  Could I have jumped in there at any time with my solutions?  Yes?  Did I do that? 
 
Participants: 
No. 
 
Michael: 
Did I ever talk about my solution? 
 
Participants: 
No.  
 
Michael: 
Did I say what you should do? 
 
Participants: 
No. 
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Michael: 
No.  I never said anything like that.  What I did was continue asking her questions and finding 
out more and more and more.  Those are very important questions that I asked there.  Those 
are solution questions – asking her what she’s done, what she would do, all of those sorts of 
things.  Then, I asked her another question.  I then moved into what we call qualifying 
questions.  What did I ask Debbie? 
 
Participant: 
If she’d be open to looking at something different. 
 
Michael: 
That’s right.  I prefaced it by saying, “The reason I’m asking is that there are a few things you 
said earlier which peaked my interest and I was just curious.  So, if something came along that 
allowed you to do the things that you wanted, to get the self fulfillment, to feel that you are 
serving people, and to be able to travel and live where you want and without that big 
investment.  I mean if you are able to invest in something without that big investment, nowhere 
even close to $20,000-$40,000.  I didn’t say that, but that’s another thing I could have said, 
right? 
 
Participant: 
Right.  And, the time thing, too. 
 
Michael: 
Yes.  Do you still look for opportunities like that? Do you still keep your mind open to things like 
that?  Of course, you’ve got an idea that Debbie is going to say yes or no from the conversation 
we’ve already had. 
 
Participant: 
Yes. 
 
Michael: 
She's going to say yes.  I mean Debbie is opening up to become a fairly good candidate to talk 
with, right?  But, am I rushing in with my solution? 
 
Participants: 
No. 
 
Michael: 
No. I’m finding out about Debbie.  How’s Debbie feeling about me right now? 
 
Participant: 
How are you feeling there, Debbie? 
 
Deb: 
Relaxed.  Interested. 
 
Michael: 
What else? 
 
Participant: 
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There’s a trust level? 
 
Deb: 
Yes.  I’m trusting him and I’m interested in what it is that he’s got because he’s listened to me 
and he’s now come back to me with the things that he’s asked me and found out about me.  It's 
like I have told him things and he’s come back to me and said, “Well, would you be interested in 
this because according to what you’ve said, I just might have something for you.” 
 
Michael: 
Everyone got that? 
 
Participants: 
Yes. 
 
Michael: 
I mean this is the point where I bring you guys into the summary agreement and commitment 
stage.  This is the point where most of you want to get to.  Why is Deb going to listen to me? 
 
Participant: 
Because you’ve listened to her. 
 
Michael: 
Because I’ve listened to her.  I picked up on all of the things she said, the facts, the feelings. In 
the qualifying side, I’m asking her, “Are you still looking?  Are you ready or prepared to make a 
change?”  And I use the phrase if something came along that enabled you to get what you 
want.”  That was a qualifying statement.  A lot of people look at that as a closing statement.  I 
don’t use that. But, “Are you prepared to make a change?  Do you look at things like that?  Do 
you seriously look at opportunities that come along?”  Most people will say what? 
 
Participants: 
Yes. 
 
Michael: 
Most people will say ‘yes’.  Let me ask you this.  Is anyone going to say ‘no’ after they’ve told 
you all about their hardship and what they’d rather have and what they’d rather be doing?  You 
say, “If you could get all of that, do you still keep your mind open to those sorts of things?”  Do 
you think will turn around and go, nah? 
 
Participants: 
{laughter} Not usually. 
 
Michael: 
No, not usually.  People’s motivation to change is in direct proportion to the discomfort they 
have about their present situation.  As I’m asking Deb these questions, how’s Deb’s comfort 
level?  Is she getting comfortable inside herself about her present situation or is she getting 
more uncomfortable?  Deb, you answer that question. 
 
Deb: 
More uncomfortable. 
 
Michael: 



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

  26 

More uncomfortable and why is that? 
 
Deb: 
It’s making me want to make the change even more because now I’m verbalizing it. 
 
Michael: 
There you go. 
 
Deb: 
It’s not just something I’m thinking about. 
 
Michael: 
There you go.  Everyone okay with that?  So, listen carefully to how people respond for things 
that are working for them and things that are not, for things that they don’t like or don’t want and 
things they do like and do want.  Especially focus on the personal side, the personal problems 
concerning their lifestyle, their inner needs, their security, their sense of fulfillment, their sense 
of wanting better health, a better environment and don’t rush in with your solutions as soon as 
you hear a clue.  Go slow to go fast.  
 
And you'll find in this conversation, I'll suggest to you even though we lengthened it out, we 
probably learned more about Debbie. If we had compressed the time of this conversation with 
Debbie, it would have been how many minutes, do you think? 
 
Participant: 
Five? 
 
Michael: 
Yes, barely that, barely five minutes - probably less than that.  What have we learned about 
Debbie? 
 
Participant: 
Lots of stuff. 
 
Michael: 
Yes, more than most distributors learn about anybody in their lifetime.  You can do that.  So, 
let’s do a little wrap-up here – a couple of aha’s for tonight, little things of service.  What did you 
get, guys?  Share with the rest of us.  What was a light bulb moment for you? 
 
Participant: 
Distinguishing facts and feelings as being problems coming in pairs. 
 
Michael: 
Thank you. Anybody else like to share something quickly? 
 
Participant: 
I’m quite fascinated with the idea that we’re not sympathizing with them. 
 
Michael: 
Yes, it’s just fairly matter of fact, isn’t it?  I was enjoying the conversation.  I had some time 
there.  I learned quite a bit actually about things.   It was quite fascinating for me.  It was difficult 
for me even to curb my enthusiasm to a certain extent because I wanted to say, “Wow. That’s 
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great.”  I mean even in that conversation, I was reforming what I was doing.  But it’s okay if you 
do.  It's fine.  It’s not a big deal.  Just be aware of what you are doing, that’s all. 
 
A common mistake that so many Distributors make is to jump in with their solutions too early in 
the Dialogue. This creates the resistance they don’t want. So keep your powder dry, hold 
yourself back until you feel that it’s the right time to ask a qualifying question followed by a 
transition statement or question that will open the door to you giving a short presentation to 
establish interest for further Dialogue and discussion. 
 
In this role play, did you notice how I didn't launch in with my solution as soon as their appeared 
an opportunity to do so? I heard what she said and all I did was to make a mental note of it 
while probing for more information that might reinforce the changes she is looking for.  
 
Now this doesn’t mean to say you have to string it out just for the sake of doing it. You do what 
feels right, and with a bit of practice it will come to. As Chris Gross my friend at Networking 
Times said about Natural Selling, “Each conversation is unique unto itself”. Some move quickly, 
some move very slowly… just let it go and let it flow! 
 
After exploring Debbie's history with my Needs Awareness and Development questions, I just 
kept inquiring deeper to find out if she was open to looking at other options, but at no time did I 
rush in with my story or trying to tell her what she should do. 
 
I'd like you to remember these powerful phrases, and Qualifying and Transition Questions that 
will open the door and invite the other person in to explore YOUR world of potential possibilities 
for them. 
 
These questions and phrases are… 
 
"The reason I'm asking is there are a couple of things you said earlier the piqued my interest.  
I'm doing something that might be of interest to you, and if you’re interested, I'd be very happy 
to talk with you about it.  In fact, it might be just what you're looking for or, at least, you can look 
at it, and see whether it is or not.  Would you like to do that?" 
 
As you review this role play, notice how the Dialogue process serves to build the relationship 
between Debbie and myself, as evidenced by her remark, "I'm trusting him and what he's got 
because he listened to me."   
 
When you listen carefully for the clues and sign posts about what's working or not working in 
people's lives and what they want and don't want, people will tell you everything you need to 
know to set the stage for presenting your solution.   
 
And, who knows, your solution might be just the key that unlocks the flood gates of abundance 
they are looking for. Here are some different types of questions to keep in mind as you Dialogue 
with others... 
 
Gathering Facts through Needs Awareness Questions… such as 
 
What kind of work do you do if any? 
How long have you been doing that? 
What did you do before that? 
Is that something you always wanted to do? 
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Then you expand on the answers to these factual, logical questions by exploring their subjective 
reasoning and feelings behind what they said, and allowing them to reveal their “Why”…. 
Because. would you agree with me, the time to help them uncover or rediscover their ‘Why” is 
BEFORE they join you or buy your products?  
 
This creates an anchor in their mind and helps in the whole process of transformation. 
Remember, you are as much a part of their transformation process as are famous speakers 
who talk about it. The difference is, YOU”RE doing it every day with people you meet! That’s 
very powerful. 
 
And the way you do this is with the other types of questions in the Dialogue Framework Chart 
you downloaded from my website, such as with….  
 
Needs Development Questions 
 
Do you like what you are doing? 
Why did you decide to do that…? 
What would you change about what you're doing if you could? 
What don’t you like about what you're doing? 
What would you rather be doing? 
How would you feel if you could change what you're doing? 
Why do you like what you're doing? 
How do you feel about having to do that all the time? 
 
Possibility or Solution Questions... 
 
Have you ever thought about doing something different…? 
What would you do if you could...? 
What have you explored to get what you want? 
 
Consequence Questions 
 
What will happen if you just continue with what you’re doing and nothing changes? 
How will you feel about that…? 
 
Qualifying Questions 
 
Do you look for opportunities like that? 
Do you keep your mind open for things like that? 
If something came along that could give you want you want, would you be interested in looking 
at that? 
 
When you learn to effectively Dialogue with others using these types of questions, 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.   
 
When you focus on helping people get more of what THEY want, you AUTOMATICALLY get 
more of what YOU want!   
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Remember, people have the answers; all you need are the right questions!   
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The Magic Question That Turns "No" Into "Yes" 
CD #1 - Role Play 

 

At First It’s Not Always What it Seems 

 
In all of your Natural Selling Dialogues with people, it's vitally important that you find out what is 
working in people's lives as well as what's not working. The reason being, is that people tend to 
want to move away from what they don’t want as well as move toward to what they do.. and one 
of those two will initially be stronger than the other. 
 
Through the Dialogue process, you listen for this clue to surface to discover which one is most 
prevalent, as well as their degree of desire to change their present circumstances and whether 
your solution can help them realize their goals.   
 
Part of the process of mastering the art of listening, as you'll hear, is a simple matter of learning 
what types of questions to ask, and then asking them at the right time to discover this. 
 
In this role play, called, “At First It’s Not Always What it Seems” I'll be playing the part of a 
Distributor speaking with a potential business partner, Karen, who seems content with her 
present situation.  However, it becomes apparent that this contentment is a mask and that 
things may not quite be what they appear to be on the surface when I ask her, 'What would you 
change about your job if you could?' 
 
As you listen to this role play, notice how my questions serve not only to paint a picture of 
Karen's REAL present reality, her needs and wants, and dissatisfactions, but also helps her 
surface her outer and inner desires as she begins thinking, speaking, hearing and feeling her 
own answers.   
 
As she mentally processes her own information she is revealing to me, notice how she becomes 
more aware of what she truly wants and is motivated to move towards her goals. 

Let's join the Dialogue… 

 
Michael: 
Each of you then you bring something to the whole table because while they might have a 
potential problem, you might have a potential solution.  It is just a matter of discovering whether 
this is the case.  If you really listen to people and you ask them the right types of questions at 
the right time, what will happen is you will hear what is going on in their life.  You will hear their 
joys, their dissatisfactions.  It's important to find out both.  It’s very important to find out both. 
 
Why is it important to find out what is working, what people like in life in relation to what you 
might offer them? 
 
Participant: 
Because then you would know how to show them what you have or how to relate to what they 
need.  You would be more clearly defined of who they are if you knew both the positive and the 
negative. 
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Michael: 
Yes, you need to find out what they like because there is no point in offering them something 
that they are not going to enjoy.  Is that fair enough, everyone? 
 
Participants: 
Yes, right. 
 
Michael: 
It is important to find out both sides.  If someone says for example, when you ask a question, 
“Do you like your work?” and they say, “I love my work.”  Most distributions jaws, what? 
 
Participants: 
Drop. 
 
Michael: 
Drop to the ground because is that what you want to hear? 
 
Participants: 
No. 
 
Michael: 
It’s not necessarily what you want to hear, is it?  For example, I’ll demonstrate how it doesn’t 
matter that someone says that.  It doesn’t matter that they love what they love. It is just their 
truth or, what I would call, part of their truth coming out.  If one of you will role-play with me for a 
moment.  One of you who actually is working at the present time and does enjoy your work.  
Let's set it up a little bit.  Is there anyone in the class who actually does that?  Then, I’ll role-play 
and demonstrate something with you. 
 
Karen: 
I’ll do it. 
 
Michael: 
Who’s I? 
 
Karen: 
This is Karen. 
 
Michael: 
Karen, what kind of work do you do? 
 
Karen: 
I’m a massage therapist. 
 
Michael: 
A massage therapist? Do you really enjoy your work? 
 
Karen: 
I do really enjoy my work. 
 
Michael: 
Can I ask you?  What is it that you enjoy? 
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Karen: 
I can make people feel good.  I enjoy that I have a license to touch people, which is so scarce in 
our society right now.  I like that when they are done, they show real appreciation of the 
enjoyment that I’ve given them.  It makes me feel good. 
 
Michael: 
So, you feel good.  You like to be able to touch people.  There is something energetic about it, I 
would imagine. 
 
Karen: 
Yes, if I go to work and I’m feeling kind of tired myself or maybe I had a bad morning, at the end 
of my day, I always feel better. 
 
Michael: 
What would you change about your job, if you could, if there was anything? 
 
Karen: 
Well, the one thing that I used to want to change is that I didn’t want to do anymore billing or 
insurance.  So, I don’t do that anymore.  To be really honest, the only thing I guess I would 
change is to have my own place and design it the way I would like it to be. 
 
Michael: 
If you could do anything different, I mean if you could something different entirely different from 
massage therapy, would you do that if it was possible? 
 
Karen: 
Other than this other network marketing business that I’m doing, I would do that, which I’m 
doing but probably not. 
 
Michael: 
Would you do your network marketing business exclusively and leave massage therapy if it was 
possible? 
 
Karen: 
You know, I don't think - I keep saying that I don’t think I will but I don’t know.  I’m not there yet.  
But I just can't imagine myself never putting - even if we go to workshop, you’ll see me rubbing 
the shoulders of the person that’s in front of me.  I guess I have a real desire to do that, 
probably, not as much. 
 
Michael: 
Let’s just leave it there for a moment.  Karen, thank you for participating.  Now, we are going to 
go and analyze it.  Karen said that she liked being a massage therapist, is that right? 
 
Participants: 
Yes. 
 
Michael: 
Did you feel that this was true, when she was saying it? 
 
Participants: 
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Yes. 
 
Michael: 
Then I asked her, “So, why do you like being a massage therapist?  What is it about massage 
therapy?”   She said, it makes me feel good.  It gives me a license to touch people which is 
very, very rare”.  So, she also has an energy there and she also what? What else did she say?  
Can anyone remember her words? 
 
Participant: 
She said it makes her feel better. 
 
Michael: 
Yes, it makes her feel better but there is also something else.  She likes to get the real 
appreciation from people who are feeling good.  Did you pick up on that?  She really likes that, 
doesn’t she?  What I’ve discovered in life is that people carry two truths with them.  Most people 
don’t like 100% or love 100% of, basically most people, of anything.  There is usually some part 
that isn’t working for them.  So, what wasn’t working for her when I asked the question?  And, 
what was the question that I asked her? 
 
Participant: 
“What would you change if you could?” 
 
Michael: 
Yes.  Is there anything you would change about your work and she said - what did she say? 
 
Participant: 
The environment.  She wanted to change the way the place was set up. 
 
Michael: 
Yes, to have her own workplace.  What else? 
 
Participant: 
She doesn’t want to do the paperwork. 
 
Michael: 
She doesn’t want to do the paperwork.  She doesn’t want to do the billing, right? 
 
Participants: 
Right. 
 
Michael: 
She doesn’t want to get involved in the insurance.  In essence then, here are some clues for 
you as to how your solution might fit in to what she is looking for.  Making sense? 
 
Participants: 
Yes. 
 
Michael: 
This just gives ideas, here.  Now it is important that you don’t jump with all of your stuff at the 
moment because there isn’t really very much established.  And I didn’t also set it up with Karen 
that we’d go back in time before she joined network marketing, before she became her own 
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independent business owner.  What I'm wanting to do to demonstrate here is that people carry 
with them two truths. Some people will say, “I love (or I like) what I’m doing.” It’s very important 
to talk about, sometimes at length if necessary, about what they do.  
 
Then, ask a question by just saying, “Is there anything you would change about your work? Is 
there anything you would change about where you live if you could?”  Here is another thing I 
can do here very briefly. Someone else role-play with me for a moment and we’ll see what 
happens here. 
 
Kristi: 
I will. 
 
Michael: 
Who’s that? 
 
Kristi: 
This is Kristi. 
 
Michael: 
Kristi.  Thank you.  Kristi, where do you live? 
 
Kristi: 
I live in Oregon.  Beaverton, Oregon. 
 
Michael: 
Beaverton, Oregon.  How long have you live there? 
 
Kristi: 
I have lived in Oregon my entire life. 
 
Michael: 
Have you?  In Beaverton? 
 
Kristi: 
Beaverton, probably the last 25 years. 
 
Michael: 
Do you like the place? 
 
Kristi: 
I do. 
 
Michael: 
You like Beaverton.  What is it you like about Beaverton? 
 
Kristi: 
It is close to my job.  It’s a nice neighborhood.  There are lots of things close by and it has easy 
access to other parts of the metropolitan area. 
 
Michael: 
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If you could live anywhere else in the world, would you move there?  Would you live if it was 
possible? 
 
Kristi: 
Sure. 
 
Michael: 
Over and above Beaverton, if you had a choice to go and live someone else entirely different 
than Beaverton, would you move?  Would you go and live somewhere else? 
 
Kristi: 
I might be open to it since I’ve lived in Oregon my entire life and have gotten an opportunity to 
see lots of different places too, I always enjoy coming back here.  It would depend on the 
circumstances. 
 
Michael: 
Where would that be, if you had a choice, if you could live anywhere, if you had to choose one 
place? 
 
Kristi: 
It would be near an ocean.  It would be where I could be by the ocean.  Nowhere in particular. 
 
Michael: 
Just anywhere? 
 
Kristi: 
Just anywhere. 
 
Michael: 
Would you prefer to do that than live in Beaverton, you think? 
 
Kristi: 
At this point in my life, probably not.  I’m torn. 
 
Michael: 
Thank you.  Let’s just leave it there for a moment, everyone.  Thanks, Kristi.  What sort of 
feedback did we get from that, anyone? 
 
Participants: 
She likes where she lives but would look at other opportunities. 
 
Michael: 
She’s open to other opportunities and she's what?  She’s torn, right?  Let me just go on with this 
a little bit more because I’m intrigued a little bit.  Kristi, let’s pick up on this a little bit further, if 
you don’t mind.  I just want to pick up on the energy of it.  You can listen to it.  Pretend this is the 
real conversation.  I’m talking to Kristi for the first time.  When you say you’re torn, I’m curious 
what is tearing you from wanting to live by the ocean and wanting to live in Beaverton? 
 
Kristi: 
I have two sons who are involved in school and have only known this neighborhood and the 
schools they are in.  If it were just me, I would probably go in a minute.  But, because I know 
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that would not be something they would enjoy as much it would not be something I would 
probably be able to do at this point in my life. 
 
Michael: 
Oh, I see. If you were alone then, you would be out of Beaverton and living somewhere on the 
ocean.  Is that correct? 
 
Kristi: 
Probably, yes. 
 
Michael: 
And, the only thing that is stopping you is really your loyalty to your family and to make sure that 
they lead a fairly steady life because they have grown up there.  Oh, I see.  So, if your boys 
weren’t there or when they leave, is that something you would probably do if you could? 
 
Kristi: 
Definitely. 
 
Michael: 
Are you able to do that? 
 
Kristi: 
Not yet.  But that’s another reason that I’d like my business to become more prosperous 
because then it would afford me the opportunity to do something like that. 
 
Michael: 
Let’s leave it there.  Any comments about that second part of the conversation?  What did you 
learn from that? 
 
Participant:  
That she was torn, which you didn’t find out the first time that it was because of her family. 
 
Michael: 
Yes. In fact, I was intrigued by the conversation.  There was sort of an energy that was coming 
from it.  The point it, how was it that we managed to find out some more information?  Because 
originally, when I asked you guys where you thought Kristi wanted to live and it was what?  Did 
she like Beaverton or she wanted the ocean? The general consensus was what? 
 
Participant: 
That she was happy where she was. 
 
Michael: 
That she was really happy where she was.  Then, she ended up by saying, “but, I’m a little torn.” 
Does everyone got that? 
 
Participants: 
Yes. 
 
Michael: 
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By asking what she meant by ‘torn’, what really came out is that she is happy where she is but 
she would most likely be a lot happier elsewhere.  But, the reason that she stays where she is, 
is because of her sons.  Are you with me? 
 
Participant: 
Right, right, right. 
 
Michael: 
By asking those questions, we managed to reveal, if you like, the real truth of this present time 
with Kristi is that if she didn’t have her sons, there is a good chance that she might live 
somewhere else.  Or, when her sons go, there is a good chance that she might live somewhere 
else.  There is an indication that she probably doesn’t have, in fact not an indication, she doesn't 
have the necessary funding to live somewhere else, which is why she wants to build her 
business.  Would that be true, Kristi? 
 
Kristi: 
Yes. 
 
Michael: 
So, it doesn’t matter that she is in her business right now.  This is the kind of conversation that 
you can have with anyone.  You will find out these types of things.  As we spoke about that 
conversation and you can think about this, did your desire to move to the ocean or go 
somewhere else, did something happen?  Did you feel within yourself this desire went up?  Did 
you start feeling an emotional pull to it or a clarity of vision as to perhaps, why you are even 
doing the business? 
 
Kristi: 
I think it was a reminder of something on my goal statement that I would like to do someday and 
it kind of brought it back to the forefront because I think it tends to get pushed aside.  The things 
that I really want to do can get kind of overshadowed sometimes with scheduling and everything 
else.  So, I think it brought it back a little bit clearer to me. 
 
Michael: 
Are you listening to this, everyone? 
 
Participant: 
Yes. 
 
Michael: 
So, the questions that we asked aren’t always just for ourselves.  They are for who? 
 
Participant: 
For them. 
 
Michael: 
For the other person.  Everyone got this? 
 
Participant: 
To bring clarity. 
 
Michael: 
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Yes.  If you listen to Kristi, what she was saying, is that she was aware it.  A lot of us are aware 
of things but it is not really in the forefront.  The questions I was asking brought it to the 
forefront.  It brought it to the fact that while she is happy where she is living, she would probably 
feel a lot happier elsewhere. Which, in fact, this conversation alone might even spur her to put 
more effort into her business so that she can make very sure that by the time she is able to do 
so, that she can move and go and live wherever she wants to go and live. 
 
This is how you can help people. If we’d set the stage and gone back in time to when she was 
not in network marketing, if she had not revealed that she was a network marketer and we had 
gone back a few years or whenever before she had started network marketing, this kind of 
conversation helps her to focus not only what she doesn’t want but also what she does want.  Is 
this making sense? 
 
Participants: 
Yes. 
 
Michael: 
You can write down this formula, if you like.  The formula is this:  The degree that a person will 
change from what they’ve got and haven’t got or where they are or aren’t, what they are taking 
or not taking, especially for products for some of you, what a person is taking or not taking, the 
degree that a person will change is dependent upon two things. 
 
The degree of discomfort they are feeling in the present moment as they are talking and thinking 
about it; the degree of discomfort they are feeling in the present moment as they are talking and 
thinking about it and also the degree the person will change is dependent upon the degree of 
desire that they have to make the change, desire to move towards what they want, in other 
words.  Are you okay with this, guys? 
 
Participants: 
Yes. 
 
Participant: 
Are you getting that answer to those two questions, Michael, just in the emotion of their voice 
when they are speaking or are you actually asking them?  
 
Michael: 
Am I getting the answers -? 
 
Participant: 
When we are trying to figure this out through conversation with people? 
 
Michael: 
Well, to a certain extent, yes.  I mean there is an energy that comes through and I’m feeling that 
energy and I’m also noticing their tonality and so can you.  If you let go of trying to control things 
and just observe, you will find that you’ll notice it, as well.  You will notice the whole thing.  The 
whole thing is this, and here is the key for you. Here’s one of the biggest, or one of the biggest 
keys for you.  I mentioned earlier that the reasons you ask questions is not only for you, it’s for 
who? 
 
Participants: 
For them. 
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Michael: 
It’s for them.  As Kristi or anyone answers my questions, who’s thinking about their answers? 
 
Participant: 
The person who is talking. 
 
Michael: 
Kristi is.  The person who is answering the questions is thinking about them.  They are thinking 
about them and -? 
 
Participant: 
Speaking them. 
 
Michael: 
Speaking them, yes.  But, there is something else. 
 
Participant: 
Feeling them. 
 
Michael: 
You are feeling them.  This is the biggest thing that I can give you tonight, I think.  Is that they 
are feeling the answers.  They are feeling them.  They do the work.  They are processing the 
information themselves internally.  You don’t have to do anything except ask the questions.  If 
you were observing Kristi with your feelings and your ears, you will notice that we went through 
two different scenarios.  One of the things that she likes, we started a conversation about where 
do you live.   
 
What we discovered was that she lives in Beaverton.  She likes Beaverton and she would like to 
live somewhere else.  There was a feeling overall that Beaverton was, perhaps, the place she 
liked to live because the other place was so-so.  She was torn.  Once I asked her, “When you 
say ‘torn’, what do you mean by ‘torn’?”  All of the sudden, the truth starts coming out.  The 
reality is that she probably would like to live somewhere else.   
 
If she wasn’t doing what she is doing at the present time, the reason why she isn’t living 
somewhere else is because of her boys.  And, there is a pretty good chance that she won’t be 
able to live somewhere else because she probably couldn’t what? 
 
Participant: 
Or afford it. 
 
Michael: 
Afford it.  When you start talking about people’s dreams and allow them to open up just as I did, 
then you start helping them cement, if you like, within themselves what it is they really want to 
do.  People then become determined to move forward.  I’m not saying everyone will.  That's the 
type, if you like, action.  In the time that I was talking with Kristi, did I make any statements or 
did I make any comments or anything like that? 
 
Participants: 
No. 
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Michael: 
No.  All I did was what? 
 
Participant: 
Ask a question. 
 
Michael: 
Ask a question.  Do you see what I’m doing, everyone?  When you ask questions and you listen 
to people, people will process that information themselves.  So, when you can suggest that you 
might (listen to my words), might know of a solution that will help them get what they want, do 
you think most people will listen to you? 
 
Participants: 
Yes. 
 
Michael: 
They will, they will listen to you.  One of you asked the question earlier, for example, to answer 
both of your questions, which was you are looking for some simple ways to approach and talk 
with people.  When you focus on someone and you ask them questions, what you do is you 
take the focus off of you and you put it on them.  There is a saying, “When I focus on me, I 
increase my anxiety. When I focus on you, I decrease my anxiety.”  It is all about them.  And 
people will tell you a lot about them.   
 
You are talking about follow up that one of you mentioned when you go back again, their 
enthusiasm is not as great as it was when you first started talking with them.  Well, if you are not 
doing what I’m suggesting, then do what I’m suggesting and start talking about both sides of the 
truth equation throughout all of the aspects in their life.  So that when you do that, people will 
listen to you.  They have no choice same as they have no choice in rejecting you if you tell them 
things. There is a law of reciprocity.  It goes like this: “What you give is what you get.”  If you tell 
people things, people will what? They will (what you give is what you get)?  People will?  
 
Participant: 
Reject? 
 
Participant: 
Back off. 
 
Michael: 
They will tell you things.  They tell you things by doing what?  How do they do that in selling? 
 
Participant: 
They tell you they are not interested. 
 
Michael: 
There you go.  They reject you.  And, they bring up objections, too, don’t they?  If they do join 
you, very rarely do they do the work or continue buying your stuff.  What they are saying is that 
I’m objecting to this.  What you give is what you get.  If you listen to people, they will what? 
 
Participant: 
They will listen to you. 
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Michael: 
Listen to you.  It’s a natural happening.  The outcome of any sales process or any conversation 
is a result of the actual process.  If you use a process of telling, they will tell you back.  If you 
use a process of listening, they will listen to you back.  So you don't have to learn if you want 
simple ways to talk to people, you don’t have to learn how to present.  You don’t have to learn 
how to close.  You don’t have to learn objection-hamming techniques because all of the 
objection and all closing is done by who? 
 
Participant: 
The other person. 
 
Michael: 
It’s the other person because who is the one that is talking and telling you all about the things 
that they want? 
 
Participant: 
They are. 
 
Michael: 
They are.  But, more importantly, who are they telling? 
 
Participants: 
Themselves. 
 
Michael: 
Have you got this, everyone? The biggest thing that I can give you is that they are telling 
themselves and if you trust the process, even with the most analytical person that you are 
talking with who only gives you very short answers, if you trust the process, and trust the fact 
that people are internally processing it, what you are doing is is you are allowing them to do the 
work.  Presenting, telling, all of that stuff is hard work.  Asking questions takes very little effort.  
Though it does initially because you have to learn the questions to ask.  
 
Kristi:  
Even though I had read about that and I have thought about it many times, verbalizing it just 
then, the fact that I’m not miserable, I’m okay where I am, I’m happy.  Sometimes, I think that it 
just solidifies the fact that the miserable people are, the more apt they are to make that change 
or take those steps.  Sometimes I wish I was a little more miserable or a little more desperate.  
Then, it would kick me in the pants to do what it is that I really want to do.  But, I’m just kind of 
complacent.  I don’t like being there. 
 
Michael: 
Kristi, you don’t have to be necessarily desperate to make your move.  Some people are very 
happy with where they are, but they would be happier elsewhere.  Again, it’s the degree of their 
desire to make a change that is really going to make that big difference for you.  If it’s only kind 
of so-so that you want to move to the ocean, then you might or might not put the effort in to be 
able to get there.  You can be happy where you are.  It’s different strokes for different folks.  
Someone in exactly the same position as you might have a huge desire to go to the ocean and 
they might love Beaverton.   
 
They think it’s a great place or you might have the ability to be in both.  When I asked the 
question one time to someone and I said to them would you live anywhere else if you could?  
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And they said, absolutely.  I’d be living in Hawaii.  I love that place.  That’s great.  And I asked 
the question.  So, I’m curious, why aren’t you there?  You sound so enthusiastic.  They said, 
well, you know, same old story.  It’s money.  I said, so, if you had the money then you’d go and 
live there like a shark, would you?   
 
He said, yes.  I said, you’d go and live there permanently?  He said, oh, heck no.  This is where 
questions come in so useful.  We interpret things in certain ways.  I have to admit that I was a 
bit shocked by that, when he said “Heck no.”  I then said, “Well, what would you do then?”  He 
said, I’d live in both places.  I’d live in Hawaii and I’d live in Boston.  I love Boston.  But winters 
in Boston are a little harsh.  Do you see how people have different ways of looking at things?  
When you ask them these kinds of questions which is what I detail in my books and my tapes 
and everything is that you are able to allow people to draw out and you get to see their picture.   
 
They get to see their picture for the first time for many of them.  What happens is they motivate 
themselves to want to make a change?  Because you are there, because you listened to them, 
you become very attractive to them as a person.  People like to associate with people they feel 
understand them. 
 
Did you notice how, when I started Dialoguing with Karen about her dreams and desires, she 
became even more determined to make her business work?... Without me telling or presenting 
anything?   
 
As I pointed out in this role play, a person's willingness to change is dependent upon two things:  
 

1) The degree of discomfort they are feeling in the present moment about their present 
circumstances as they talk, think and feel about them… 

 
and,  
 

2) The degree of desire they have to make a change.   
 
The best way to find out and set the stage for change, at least, for those who want to, is to put 
the focus on them by asking non manipulative questions that allow them to freely express 
themselves without being lead.   
 
When people surface their dreams, hear their own solutions, and feel the discomfort of not 
having what they want, their inner resolve and motivation increases dramatically, creating the 
driving force needed for them to begin taking positive action in pursuit of their goals. 
 
The truly magical thing about Natural Selling and the Dialogue process is that you don't have to 
do anything; you don't have to learn or use conventional selling techniques like presenting, 
closing or overcoming objectives to get what you want...all you have to do is ask questions and 
listen carefully for the inner truth behind their words and respond to them appropriately. 
 
I encourage you to listen to this role play again, and notice how the Dialogue process 
completely eliminates fear, rejection and resistance for you. 
 
If there is one Natural Law or principle I'd like you to take from this role play into all of your 
future conversations, it would be to let the Law of Cause and Effect work for you:  "What you 
give is what you get."   
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The Law of Cause and Effect can work either against you or for you as in… If you tell, close or 
manipulate people, which is a form of pushing against people, they will push back and tell you 
back by resisting you in the form of rejection, objection and passive resistance. They have no 
choice.. it’s in response to the behavior you create, which is why in conventional selling you 
have to learn techniques to surmount the barriers that created in the first place. 
 
This is the number one reason why new Distributors don’t do what they say will do. It’s not that 
they can’t… it’s just that they won’t, because the techniques many are taught resonates against 
their soul, and research shows that this applies to 83% of people.  
 
It’s the main reason why there is such a high attrition rate in the industry. And until new 
Distributor’s are taught how to communicate with and treat potential partners and customers 
differently, and with respect, the high attrition rate is here to stay. So this is your chance to make 
a difference to both your life, the life of others, your business and the industry.  
 
And, you can! With the click of your fingers, you can make the Law of Cause and Effect work for 
you.. ALL the time… because when people are no longer treated like units of production and are 
not subjected to being told and being persuaded and having their concerns handled as though 
they are meaningless objections… and not having to put up with the indignity of being closed… 
and instead…people are treated respectfully and are listened to… they will listen to you. They 
have no choice and it’s especially powerful when you do it quietly and with enlightened 
detachment as in the Dialogue Process. 
 
Heed the words of Franz Kafka the famous Austrian philosopher and poet when he wrote… : 
You need not leave your room. Remain sitting your table and listen. You need not even listen, 
simply wait. You need not even wait, just learn to become quiet and still and solitary. The world 
will freely offer itself to you to be unmasked, it has no choice; it will roll in ecstasy at your feet.” 
 
How would YOU like to have the world rolling in ecstasy at YOUR feet? When you effectively 
Dialogue with others that is exactly what happens. You'll discover that people will be drawn to 
you…interested in what you have to say… and everything changes from limited to infinite 
possibilities. 
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The Magic Question That Turns "No" Into "Yes" 
CD #2 - Role Play 

How to Launch and Move The Dialogue Process Forward 
 
In this 3-minute role play, called “How to Launch and Move The Dialogue Process Forward", I 
invite one of the participants, Sandra, to volunteer to play along with me to demonstrate how the 
answer to a single question, presented to a potential customer or business partner, can contain 
within it multiple topics or subjects on which to launch, build, and move your Dialogue forward. 
 
As I open the conversation with Sandra by asking the question, "Where do you live in 
California?", notice how I base each of my subsequent needs awareness and needs 
development questions on the answers she gives to each of the previous questions.   
 
As you'll see, by talking about what people bring up in their answers to your questions, they'll 
give you all the information you need to create a conversational style of communicating that just 
flows along very naturally and which allows others to easily open up and express themselves.   
 
When you continue to ask more questions based on their responses, you expand the picture of 
their history, their needs and their wants so that you have a clear understanding of what they 
are looking for as well as what they don't want.   
 
This information, then, becomes invaluable to you as you feed back, summarize, qualify, 
transition, present and gain commitments when presenting your solution. 
 
As on all the Power up Your Dialogue audio’s remember you are asking questions not to 
persuade or manipulate people to do something you want them to do, but to allow them to 
persuade themselves to make a change. And you do this through a process of 
Discovery…discovering if 1, they have a problem that you think you can help them solve, and if 
they do, 2, discovering what it is and why they want to make a change (and this is where most 
of the Dialogue is), and 3, establishing their degree of desire to make a change if they have 
expressed they would rather be doing something else.  
 
Listening to themselves speak, they will feel the consequences of staying where they are and 
they will do the persuading to consider looking at changing their present situation 
 
Let's join the Dialogue... 
 
Michael: 
Many times, in one sentence, you can have as many as three, four or five subjects.  In fact, let 
me see if I can demonstrate this for one moment. Would someone like to volunteer for me to 
ask one or two questions? 
 
Sandra: 
I will. 
 
Michael: 
Who’s I? 
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Sandra: 
Sandra. 
 
Michael: 
Sandra, let me ask you a question.  Whereabouts do you live in California? 
 
Sandra: 
I live up in Humboldt County on the north coast. 
 
Michael: 
Humboldt County, do you like living up there? 
 
Sandra: 
I do. 
 
Michael:  
What is it you like about it? 
 
Sandra: 
Oh, let's see.  There is still a lot of open space and greenery here.  I’ve lived her since the mid 
70s and had my kids and raised them here.  I enjoy the people that I live around in this 
community. 
 
Michael: 
Thank you.  I appreciate that, Sandra but how many items during that sentence are an 
explanation? 
 
Participant: 
I’d say about three or four. 
 
Michael: 
Three or four, what were they? 
 
Participant: 
The last thing was about the community. 
 
Michael: 
In what sense? 
 
Participant: 
I would have liked to have known about the community. 
 
Michael: 
What did she actually say about the community? 
 
Participant: 
She said she really enjoyed it. 
 
Michael: 
She enjoys the community.  Yes, what else? 
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Participant: 
She likes the scenery, the open spaces and the greenery. 
 
Michael: 
Open spaces and the greenery, yes.  And attempt to remember Sandra’s words because when 
you feedback or talk about what she is saying, whose words are important - your interpretation 
or her words? 
 
Participants: 
Her words. 
 
Michael:  
Her words; so attempt to remember her words.  Don’t get hung up on it, but attempt to 
remember the words.  Okay, what else? 
 
Participant: 
She had her children there. 
 
Michael: 
She's had her kids there and, not only that, but she-? 
 
Participant: 
She raised them. 
 
Michael: 
She raised them there, right?  And when did she get there? 
 
Participant: 
1970s. 
 
Michael: 
1970s.  Mid 70s.  Four items, four items to talk about.  Take one of them, any one and open up 
a conversation from one of them. 
 
Participant: 
Where did she live prior to the 1970s? 
 
Michael: 
Perfect.  Is that the only question you could ask?  Anyone? 
 
Participant: 
What brought you there in the 1970s? 
 
Michael: 
What brought you there in the 1970s?  Dozens of ways that you can ask questions around one 
item in the reply that Sandra gave us.  Do you think that’s a fascinating question for Sandra if 
you were you to ask her one of those two questions? 
 
Participants: 
Yes. 
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Michael: 
Why is that? 
 
Participant: 
Because she is able to express herself. 
 
Michael: 
Because she is able to express herself.  What else? 
 
Participant: 
It was based on what she was already thinking about.  It was based on her response to the last 
questions. 
 
Michael: 
Wonderful, thank you.  What else? 
 
Participant: 
It focused on her. 
 
Michael: 
It focused on her.  What else? 
 
Participant: 
She gets to talk about herself. 
 
Michael: 
She gets to talk about herself, yes. 
 
Participant: 
And she knows you listened to what she said. 
 
Michael: 
What does that do, when she knows that subconsciously? 
 
Participant: 
It makes her feel like you care. 
 
Michael: 
Makes her feel I care.  It’s very simple.  How do you think Phyllis, at the beginning, maintained 
very rapid rapport at the beginning of her conversation?  Probably because she picked up on 
one or two elements of what was said to her and continued focusing on the other person. 
 
Participant: 
You said that there were two sources of questions and I’ve got the second source, but I missed 
the first one. 
 
Michael: 
The two sources are these:  The first one of the questions that you can learn to ask are the 
framework for you to begin conversations, fall back on, continue, that type of thing. The most 
powerful questions are really based on the answers you get to your previous questions.  So, I 
asked Sandra a question, “What is it you like about where you live?”  She gave me one answer 
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and in it were four subjects.  From that, you can have a great conversation.  That’s just an 
example. 
As you can see, there are endless ways that you can ask questions around just a single 
response.  What's so magical about the Dialogue process is how quickly you can involve others 
and immediately gain instant rapport and their trust.  I hope you noticed how each of my 
questions kept the focus on Sandra so that she could open up and talk about herself.   
 
When you ask a lot of questions, listen carefully, and respond to the things that others are 
talking about, you communicate your interest in them and, on a subconscious level, they just 
‘get it’ that you really do care about them.   
 
And, what's so powerful about this is that it can all unfold from a single question, thus allowing 
you to have great Dialogues with everyone you speak with! 
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The Magic Question That Turns "No" Into "Yes" 
CD #2 - Role Play 

Problems and Solutions Come In Pairs 
 
Called “Problems and Solutions Come In Pairs”…In this role play, I'll be opening the Dialogue 
with the question, "So, Peter, where do you live?", and will immediately turn the Dialogue over 
to the participants in the class to let them practice their listening for clues and questioning skills.   
 
As you listen, notice that Peter is asked a number of background, needs awareness and needs 
development questions that begin to surface his history, his needs and wants as he responds to 
each question. 
 
There are always two sides of people's challenges that will surface in most of your Dialogues.  
In response to your questions, people will reveal the facts about their situation, which represent 
the logical side of the conversation, and then there is the emotional or subjective side, which 
reveals how people feel about the facts surrounding their circumstances, or why they think the 
way they do.   
 
It's important, as you'll see, to understand that people make decisions to change their situation 
based mostly on feelings and subjective reasoning that is from the emotional or subjective side, 
and very little from the logical side of the problem solving equation.  Though once having made 
the emotional decision to do something, they will justify it logically. 
 
The best way you can be of service to others, in terms of helping them solve their problems, is 
to listen carefully for the facts and personal things they reveal about themselves, and then to 
use only those relevant facts and subjective reasoning's when later presenting the features, 
advantages  and benefits of your business opportunity. 
 
Let's join the Dialogue... 
 
Michael: 
Who will role-play with me? 
 
Peter: 
Sure, I can. 
 
Michael: 
Who’s that? 
 
Peter: 
Peter. 
 
Michael: 
Peter, I have a very simply question.  Where do you live? 
 
Peter: 
Grand Prairie. 
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Michael: 
Do you like living in Grand Prairie? 
 
Peter: 
Not particularly. 
 
Michael: 
What is you don’t like about it? 
 
Peter: 
It’s a little far from where I want to be. 
 
Michael: 
Anything else? 
 
Peter: 
I didn’t move far enough south. 
 
Michael: 
I had to prompt a little bit there, but how many answers did we get to overall on the signpost? 
 
Participant: 
Two. 
 
Michael: 
Two.  What were they? 
 
Participant: 
Where he lives and that he doesn’t like it there. 
 
Michael: 
He doesn’t like it there and then I asked a question why. 
 
Participant: 
He would like to live farther south. 
 
Michael: 
Further south, and - 
 
Participant: 
It’s not where he wants to be. 
 
Michael: 
It’s not where he wants to be.  There are two answers in there, right?  It’s not where he wants to 
be and if he had the chance, he would have moved further south.  Is everyone okay with that? 
 
Participants: 
Right. 
 
Michael: 
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So, those are two signs now, aren’t they?  You’ve got the sign post – he doesn’t like where he 
wants to live.  Now, you’ve got the two signs.  The sign is he would rather have moved farther 
south.  It’s not really where he wants to be.  What can we do with that, now? 
 
Participant: 
What would you do if you could move to another place or where would you go if you could move 
to another place? 
 
Michael: 
You could do that.  The question is, do you know what he means? 
 
Participants: 
No. 
 
Michael: 
No, you don’t know what he means.  It’s just a statement, isn’t it?  So, you can what?  You can? 
 
Participant: 
Ask him another question. 
 
Michael: 
So, you can ask a question.  Someone ask a question. 
 
Participant: 
Why would you want to move further south? 
 
Michael: 
That is a good question.  You can ask that.  This is the question I would ask, “When you say 
‘further south’, Peter, what do you mean by ‘further south’?” 
 
Peter: 
I mean closer to an international airport and also closer to my family. 
 
Michael: 
I’ll bet you that was a different answer than any one of you expected.  Because you expected 
him - I’ll bet you any money you like, you expect him to say that he wanted to be in a warmer 
climate. 
 
Participant: 
Yes. 
 
Michael: 
It might be that he wants to be in a warmer climate, but what’s his answer?  He wants to be by 
an airport, near international airport and he wants to be closer to his family.  Now, what have 
you got just there?  You’ve got another sign post that's come up and what?  How many signs on 
it?  Two signs on it, right?  You are already getting some clue as to where he is coming from, 
just minor clues.  So, just taking one of those signs and the original signpost, we’ve now got two 
more signs.   
 
So, you’ve got a choice.  You can go either with the international airport, which is possibly going 
to give an indication about what about him? 
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Participant: 
That he like to travel. 
 
Michael: 
It could be that he likes to travel.  What else? 
 
Participant: 
He could have family in other areas. 
 
Michael: 
It could be, what else?  I’m only guessing, but it could be something to do with his job, couldn’t 
it? 
 
Participant: 
There are more people living closer to an airport.  So, he would have more customers. 
 
Michael: 
It might be all sorts of things, but these are things that pop in our minds.  Why don’t we ask him, 
someone? 
 
Participant: 
Why would you like to live closer to an airport, an international airport? 
 
Peter: 
Because I like to travel into warmer climates for short periods of time.  I also like to see the rest 
of my extended family and the airport we are close to, it usually costs the same amount that it 
costs to fly to other places from an international airport.  So, I’m sort of paying double the airfare 
every time I fly. 
 
Michael: 
Okay, Ron?  What kind of question was that when we asked him why he would rather live near 
an international airport? 
 
Participant: 
Needs awareness? 
 
Michael: 
Yes.  Needs awareness, needs development question.  I’m not worrying so much about the 
category of the questions.  This is just giving us an idea of what the picture looks like.  Is 
everyone okay with this? 
 
Participants: 
Yes. 
 
Michael: 
That’s how we can start bringing Peter to, if you like, the current reality of where we are.  If you 
don’t mind, Peter, we’re going to continue this conversation with you.  You okay with that? 
 
Peter: 
Oh yeah. 
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Michael: 
Where would you guys like to go now?  Taking your list of you category of questions, where 
would you guys like to go now with this?  You’ve got a number of clues and you can choose any 
of those clues, any of those signs.  You can go back a bit, can’t you?  Or, you can continue 
moving forward.  What are we selling here, as such?  We use the word ‘selling’ in the correct 
way.  We are selling our business opportunity, aren’t we?   
 
So, let your agenda, let your business opportunity, let all of the features of your business 
opportunity guide you in your questioning.  So, let’s look at this for a little bit more. Peter has 
just spoken about a number of factors about being near an international airport.  List them off 
and write them down, if you can.  What are those factors?  One of them is an extended family.  
Interesting that he would use word ‘extended family’.  Do you know what he means by 
‘extended family’? 
 
Participant: 
No. 
 
Michael: 
Anyone?   
 
Participant: 
No, none of you do.  And then I don’t even know what it means because it's a word.  Anyway, 
it’s an interesting thing.  What else has he said? 
 
Participant: 
He likes to travel. 
 
Michael: 
He likes to travel.  Yes.  What else? 
 
Participant: 
He mentioned the cost of traveling out of the other airports.  Money must be some concern. 
Michael: 
It could be money.  So, it’s double the money, isn’t it?  That type of thing. 
 
Participant: 
It’s also more time. 
 
Michael: 
It takes longer to get there, is that what you are saying? 
 
Participant: 
Yes, because you have to wait at each airport and then you have to fly to the next one.  So, that 
takes quite a long while. 
 
Michael: 
So, we’ve got a number of different signs there with a number of different things that we can talk 
with him about.  Do you think any of those that we are talking about have any potential 
relevance to how our business opportunity might be able to help him?  In other words, from the 
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point of view of discovering some things where we might be able to present our business 
opportunity as a way that could be useful to him. 
 
Participant: 
The family. If he has any reasons that any family members are sick or so that he wants to be 
able to visit them more often. 
 
Michael: 
Do you feel like talking about the family a bit, then? 
 
Peter: 
Sure 
 
Michael: 
You don’t have any say in this, Peter.  Okay, so someone ask about the family. 
 
Participant: 
What do you mean by ‘extended family’? 
 
Peter: 
Well, I’ve got a blended family and I’ve got sons that are all the way from Whitehorse that are all 
the way through to Whiterock. Then, I’ve got in-laws and outlaws that live all over Canada and 
the U.S.  And I like to go visit them. 
 
Michael: 
Someone else ask another question. 
 
Participant: 
What do you mean ‘outlaws’? 
 
Peter: 
Former marriage relatives that I still stay in contact with. 
 
Participant: 
When you say ‘blended family’, what does that mean?  I’m not sure what you are saying. 
 
Peter: 
I’m on a second marriage. 
 
Michael: 
Continue – there are some clues coming up here.  Good clues, some ideas. 
 
Participant: 
Peter, you talk about traveling to see the people.  Do you get to travel very often? 
 
Peter: 
Not as often as I’d wish. 
 
Participant: 
Why is that? 
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Peter: 
My job holds me down.  You have to clear it with them before you leave, you know? 
 
Participant: 
So, are you working for someone else right now? 
 
Participant: 
Correct. 
 
Participant: 
Have you been working with them for very long? 
 
Peter: 
About three years. 
 
Participant: 
Are you happy with them? 
 
Michael: 
Can I stop there for second?  This is what I would do?  You just found out that Peter is working, 
but he’s also talking about his family.  He’s giving you some clues about the family first.  What 
has he told you about what he’s not able to do? 
 
Participant: 
He’s not able to visit them. 
 
Michael: 
He’s not able to visit them.  Does he like visiting them? 
 
Participant: 
Yes, he does. 
 
Michael: 
Can he visit them as often as he wants to? 
 
Participants: 
No. 
 
Michael: 
No.  He can’t do that.  What else? 
 
Participant: 
Well, it’s a time problem because he has to work and it may also be a money problem. 
 
Michael: 
It could be time.  It could be money, but stay on this family for a moment.  The fact that he is 
unable to go and visit them as much as he’d like to is what? Is perhaps making him?  What are 
we getting into now?  We're getting into? 
 
Participant: 
Unhappy? 
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Michael: 
Yes, what are we talking about? What are we talking about?  Which side of the equation?  
We’re talking about logic or feeling?  And so, we're talking about emotion here.  You are very 
close to it.  You are right on the edge of getting into the emotions there. Why do people start 
thinking about their lives and start thinking about changes based on logic or emotions? 
 
Participant 
Emotions. 
 
Michael: 
Emotions.  Good question to ask about the job.  But, I’d leave the job alone.  Notice how you 
gravitated towards the job.  It was like, “Ah, job, got it! Let’s find out more about it.”  Even the 
phrase of your question was “Are you working for someone else?”  Think about that question.  
That was a loaded question, if you think about it.  Why did you ask that question that way?  
Most people would ask? 
 
Participant: 
What do you do? 
 
Michael: 
Yes, what kind of work do you do?  But you asked that question.  You see you might explore 
that.  There's nothing wrong.  I’m not criticizing you. But, you might ask why you asked that 
question.  That question is quite unusual to ask.  And it was a reflection of possibly, on what? 
  
Participant: 
The person who asked the question. 
 
Michael: 
Yes, why is that? 
 
Participant: 
It’s a judgmental question. 
 
Michael: 
It could be. But, it’s a reflection on? 
 
Participant: 
Feelings though, too. 
 
Participant: 
His agenda. 
 
Michael: 
It’s a reflection on your agenda, on where you are coming from.  You can’t escape your 
thoughts and your mind because your words will give you away every single time.  Because you 
said that, even though Peter might not pick up on it at this time, he might later as a clue that you 
are angling in on this time.  It’s always best to stay very neutral with your words as much as you 
can.  It gives your agenda away. You are still focused on your agenda. Get off your agenda.  Let 
go of your agenda.   
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Let your agenda guide you as opposed to dominate you.  Picture that, everyone?  So I would 
say something like, “Peter, it appears to me that your whole family is pretty important to you.  Is 
that right?” 
 
Peter: 
That’s right. 
 
Michael: 
Do you see where I’m going with this?  How do you feel, then, that you can’t get to meet them 
as much as you’d like to? 
 
Peter: 
Well, I don’t have as close of ties as I figure that I should have. 
 
Michael: 
When you say ‘figure that you should have,’ what do you mean by that? 
 
Peter: 
I mean that I miss not being to attend things like family reunions, etc. 
 
Michael: 
Oh, I see, well like holidays and so on. 
 
Peter: 
Yes. 
 
Michael: 
Do you see what we’ve got there? Peter, are you playing this for real? 
 
Peter: 
More or less. 
 
Michael: 
Thank you, I appreciate that. How more or how less? 
 
Peter: 
It would be really neat just to sort of show up to these family reunions sort of unannounced. 
 
Michael: 
The reason that I ask that Peter is that I want to make sure that this is somewhat real but are 
you picking up on the intonation in Peter’s voice at the moment, everyone? 
 
Participant: 
Yes. 
 
Michael: 
Yes?  What are you picking up? 
 
Participant: 
It seems that he is more interested in the questioning.  It just seems that he would have had a 
closer relationship. 
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Michael: 
Yes.  How did the inflection of his voice go as he started answering that? 
 
Participant: 
Wistful. 
 
Michael: 
Yes, wistful.  What else? 
 
Participant: 
A little bit of sadness. 
 
Michael: 
A little bit of sadness.  Was he coming back with a rapid-fire answer like he did before or was he 
slowing down? 
 
Participant: 
He was slowing down. 
 
Michael: 
He was slowing down there a little bit, right?  So, perhaps we can ask Peter if he would share 
that. Peter, can you connect those feelings as to when you answered that?  Can you remember 
anything inside yourself as to how you answered that?  What were you thinking or how you 
perhaps felt? 
 
Peter: 
There was quite an emotional feeling behind that.  It’s more of a gut feeling. 
 
Michael: 
Now, did Peter say anything?  Did he tell you that I'm unhappy or I'm feeling sad or anything 
else like that? 
 
Participant: 
No. 
 
Michael: 
No, he didn’t say that.  But, if you sense it and you listen to the intonation and so on and I’m 
bringing that up because I talk about process.  You go through these feelings when you ask 
these types of questions.  Here we are analyzing this as we go.  If we were to take out all of the 
analytical bits and just do a straightforward stream of questions, we probably have found that 
we asked about nine or ten questions and we are already into feelings.  Any questions? 
 
Participant: 
You know can continually ask questions forever.  When do you draw the line?  It sounds like we 
are asking a lot of questions, which we want to do to find out more information, but when does 
your presentation come into the picture?  How far do you let this go? Just continually or what? 
 
Michael: 
Anyone like a reply on that one? 
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Peter: 
I think you have to let go of the outcome myself personally. 
 
Michael: 
Okay and what do you mean by that? 
 
Peter: 
Not really worry about that because it will come if it’s meant to be. 
 
Michael: 
Are you saying then, in effect, that you will get a good feel for it, you’ll get a good picture, you’ll 
sense when the time is right to transition into offering that there might be something for you to 
change your position at the present time, your present situation?  Is that what you are saying? 
 
Peter: 
Yes. 
 
Michael: 
Would people agree with that? 
 
Participants: 
Yes. 
 
Participant: 
I see it a little better, now. 
 
Michael: 
That would be my answer.  It's different strokes for different folks.  There is no one set answer.  
Someone you can do it very quickly and another person might take two years.  It is all to do with 
your agenda because if it is going to take two years, then it takes it – picking up on conversation 
every now and them.  All you are doing is planting seeds.  Those seeds have a very, very nasty 
habit, read that word as ‘great’ habit, of surfacing.  They come up in front of you.  This is where 
you sow these seeds of abundance, as it were, these good feelings, without rushing to your 
agenda, with letting go of the outcome, knowing when to back off and when to move forward.   
 
It is all to do with your feelings.  Come from your feelings – your gut inside.  Make the proposal.  
Make the transition.  If it doesn’t feel that it is right, back off and leave it alone.  It will come up 
again unless you are talking to a total stranger that you’ll never meet again.  Does that answer 
your question for you? 
 
Participant: 
Yes. 
 
Michael: 
Do we want to go any further with Peter on the family and the feelings issue, do you think? 
 
Participant: 
No. 
 
Michael: 
I don’t think so.  I think we’ve gone far enough.  Can we go further maybe at a later stage? 
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Participant: 
Sure. 
 
Michael: 
Yes, we’ve got a little touch here.  We’ve already established now something else.  We asked 
him a question and he was talking about his job, wasn’t he?  Let’s start going into that now.  
Let’s start looking at the job.  Let me do the transition for you back to there.   I spoke to Peter.  
He gave me some things about his family and I might say something like, “I’m sorry you can’t 
get to see them as much as you’d like to though, Peter.  Tell me, what kind of work do you do 
then?  Do you work in Grand Prairie?” 
 
Peter: 
I work in the hospitality industry. 
 
Michael: 
Really?  Off you go, someone. 
 
Participant: 
What do you mean by ‘hospitality’? 
 
Michael: 
Cool. 
 
Peter: 
I’m a manager of a restaurant. 
 
Michael: 
By the way, that question, “What do you mean by ‘hospitality’?” – what is that - background 
question, needs awareness, development question? 
 
Participant: 
Background. 
 
Michael: 
Background question.  Someone else come up with a question.  What did he just say he does? 
 
Participant: 
He’s the manager of a restaurant. 
 
Michael: 
Of a restaurant – wealth of information there.  So, now they know another signpost has come 
up.  You’ve got a sign there. 
 
Participant: 
Do you enjoy that kind of work, Peter? 
 
Peter: 
I enjoy it very much. I’ve been doing for the last 35 years. 
 
Participant: 
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What do you particularly like? 
 
Peter: 
Meeting the people. 
 
Michael: 
Can I make a suggestion there?  
 
Participant: 
Sure. 
 
Michael: 
The “like” bit – I’m going to move back from that a little bit more.  Do you have enough about the 
interest?  He says, “Yes, I’ve been doing this 35 years.”  Great question.  Great question but I’m 
going to suggest that you broaden the base just a little bit.  Hang onto that question, “What do 
you like about that?”  Yeah, sure.  I've been doing that for 35 years, he says.  What's the 
question?  Let’s start from the beginning, or start from where we are right now.  Let me help 
you.  It sounds like you’ve been doing that most of your life then, Peter. 
 
Peter: 
Yes, that’s true. 
 
Michael: 
How did you get started? 
 
Peter: 
I actually started off to be a music teacher and ended up not doing university very well so I took 
the next best thing that I liked doing which was cooking and became a certified chef to cuisine. 
 
Michael: 
This is amazing kind of information you can get, right?  So, are you still a certified chef, Peter? 
 
Peter: 
Yes, I am. 
 
Michael: 
Really?  What kind of stuff do you enjoy cooking. 
 
Peter: 
I specialize in Thai and Italian Cuisine.  
 
Michael: 
Is that where you are currently working at the moment, in a Thai -? 
 
Peter: 
No, I’m working in a family restaurant. 
 
Michael: 
A family restaurant.  Do you run the place or are you-? 
 
Peter: 
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I’m the General Manager. 
 
Michael: 
Do you get your hand in to do any cooking, at all? 
 
Peter: 
No, not as much as I used to but that’s okay. 
 
Michael: 
You’ve moved on from that, I guess? 
 
Peter: 
Yes, I quite like being out front. 
 
Michael: 
So, what kind of restaurants have you worked at over the last 35 years? 
 
Peter: 
Anything from a five-star dining to a catering facility that catered up to 5,000 people. 
 
Michael: 
Whereabouts?  What kind of places? 
 
Peter: 
I’ve worked all over Canada from Toronto to Saskatchewan to Whitehorse to Alberta. 
 
Michael: 
What was your favorite place? 
 
Peter: 
I guess the Bessborough in Saskatoon. 
 
Michael: 
The what? 
 
Peter: 
 
The Bessborough Hotel in Saskatoon.  It was an old CN hotel.  
 
Michael: 
Why was that? 
 
Peter: 
Just because of the variety I got to do and I guess maybe the position that I did at that particular 
time in my career. 
 
Michael: 
When you say ‘position’, what do you mean by ‘position’? 
 
Peter: 
I guess where I was in the pecking pole or whatever you want to call it. 
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Michael: 
Everyone okay with this, so far? 
 
Participants: 
Yes. 
 
Michael: 
Someone take over.  But, before I do that, let me give you a clue.  We’ve got a pretty good 
sketch of Peter’s background, here.  
 
Participant: 
As he ever wanted to do something else? 
 
Peter: 
Oh, yes.  We’ve looked into doing other things.  I have actually had a couple of small 
businesses that I’ve done that had nothing to do with the hospitality industry. 
 
Michael: 
Before that question there is another question.  That’s a great question and this is your journey.  
When you ask those questions, by the way, do you necessarily go in the same direction as I 
would go in from here to Chicago? 
 
Participants: 
No. 
 
Michael: 
There is a different route.  This is your journey.  There is nothing wrong with your route, at all.  
But if you will just indulge me a moment, I would leave that question for just a little bit, but again, 
it’s up to you.  And this is a question I would ask.   So, what brought you to Grand Prairie then, 
Peter? 
 
Peter: 
Work, mainly.  It also allowed me, at the time, to move closer to both of my mothers because I 
had one that lived in northern Alberta and one that lived in middle Alberta, southern Alberta. 
This was sort of halfway in between the two of them. 
 
Michael: 
How can you have two mothers? 
 
Peter: 
One is a mother-in-law. 
 
Michael: 
Oh okay, I've got you now.  You threw me there for a moment.  So, you moved there what, three 
years ago, I guess to do that, is that about right? 
 
Peter: 
Yes. The kids all left the home, too, so we’re empty nesters and it was time to leave. 
 
Michael: 
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When you said you’d rather live somewhere else, do you enjoy living there?  Do you see where 
I’m going there?  Why did I say, “So you said earlier you’d rather live somewhere else and I 
said, do you enjoy living there?”  Why would I ask that question, anyone? 
 
Participant: 
Going to feelings? 
 
Michael: 
Why would I refer to the fact that he said he’d rather live somewhere else?  I didn’t say the 
international airport, but rather somewhere else.  Because he said that, didn’t he?  Why do I 
refer back to that?  To demonstrate -? 
 
Participant: 
To demonstrate that you were listening? 
 
Michael: 
That we were listening!  That we were listening.  Throw these things in there - that we were 
listening.  Ask the question.  Say something like, “Peter, you mentioned earlier that you’d rather 
live somewhere else, so what keeps you here apart from your mothers.  What keeps you in 
Grand Prairie?” 
 
Peter: 
Really, not a whole lot of anything.  I haven’t really decided what keeps me in Grand Prairie 
except, I guess, a job. 
 
Michael: 
I’m going to back off a little bit here.  We’re got a lot of information.  Anybody else want to take 
over and just move forward? 
 
Hillary: 
Peter, did you say that it’s just a job that keeps you there? 
 
Peter: 
Correct. 
 
Michael: 
Excellent question.  Great question. 
 
Hillary: 
So, what is it about the job that keeps you there?  What is so good about the job that has such a 
hold on you? 
 
Peter: 
It provides a decent income. 
 
Hillary: 
So, that’s important to you, is it? 
 
Peter: 
Oh, yes.  I guess I’m getting closer to retirement, but I’m not to that stage yet.  I don’t know if I 
even ever really want to retire. 
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Hillary: 
So, is there something else about the job that you like besides the income? 
 
Peter: 
Well, just the people.  I like meeting new people.  That’s why I decided to go from the kitchen, 
and sort of not be an executive chef anymore and manage a restaurant because I thought that it 
would put me in front of a lot of people. 
 
Hillary: 
What do you like best about people in general? 
 
Peter: 
I like the stories they tell. 
 
Hillary: 
So, you must be a good listener. 
 
Peter: 
Well, I guess I am. 
 
Hillary: 
Do you have people returning to your restaurant after they’ve had the opportunity to meet you 
and eat the food? 
 
Peter: 
Oh, yes, because of the food and because of the service. I’m very, very particular on how I run 
my restaurant.  The service has to be top notch.  If the service is lousy, it doesn’t matter how 
good the food is, the food would be bad too.  Service is of utmost importance to me. 
 
Hillary: 
So, why do the people think your service is good? 
 
Peter: 
Mainly, I think more so because of the friendships that are struck up between the waiting staff 
and the customer.  There is a good rapport that goes on. 
 
Hillary: 
Do you train your wait staff, as well?  Is that part of your job? 
 
Peter: 
Correct. 
 
Michael: 
Who is asking these questions? 
 
Hillary: 
Hillary. 
 
Michael: 
Thank you, Hillary.  Carry on.  I hope everyone is making a note of these.  These are excellent. 
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Hillary: 
When you interview someone to be a waiter, what qualities do you look for in that person? 
 
Peter: 
I look for life in their eyes and their voice.  They’ve got to be quite chipper, very friendly during 
the interview.  I look for people that are trainable. 
 
Hillary: 
What do you mean ‘trainable’? 
 
Peter: 
Well, an awful lot of people have been trained how to “waitress” in other establishments and I 
find that most establishments don’t train them the way that I train people that work for me.  So, I 
look for people that are coachable. 
 
Michael: 
I’m going to break in here, just a moment, Hillary.  Those are brilliant questions.  They are great 
questions.  I’d like to do a little bit of analysis here.  Hillary, first of all, why were you going down 
that path? 
 
Hillary: 
Because I really wanted to know, he said that people come back to his restaurant because of 
good service.  Then, I sort of threw the good food comment in at the end but I wanted to really 
know why that was more important than the food.  It obviously wasn’t just Peter doing all of the 
work, there was something else going on.  He must inspire something in his staff.  So I wanted 
to know what that something was. 
 
Michael: 
In effect, here is an example of you using some of the knowledge or some of the ideas in the 
back of your head.  Instead of making statements, you asked what? Everyone?  Questions.   
Ask questions based on your own experience, your own knowledge, whatever.  This is an 
example of turning your knowledge and your experience into questions.  I would suggest to you 
that you got a lot more than you bargained for, didn’t you? 
 
Hillary: 
I got a great amount of information, yes. 
 
Michael: 
Did everyone else get that? 
 
Participants: 
Yes. 
 
Michael: 
Is Peter sounding like someone you want on your team? 
 
Hillary: 
Absolutely. 
 
Michael: 
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Excellent, excellent questioning skills there and also good listening skills on picking up on the 
signs that he was giving you.  He was throwing up all of these signposts with these signs on 
them and you’re following the Yellow Brick Road to Chicago right now, aren’t you?  Peter, how 
are you feeling about these questions, so far? 
 
Peter: 
On some of them, I was feeling maybe somebody was prying a little bit, I guess.  But, when they 
started talking about the job, then that feeling totally left. 
 
Michael: 
Now, I’m going to steer the conversation just a little bit here and just show you how you can do 
this.  Your conversations are your own, guys.  But here is how I’m going to transition and taking 
in slight a different direction.  Now I'm going to say this.  Peter, I got a sense from something 
you said earlier that actually you’d rather be living somewhere else, is that right?  Or you'd 
rather be somewhere else if you could? 
 
Peter: 
That’s true, yes. 
 
Michael: 
Everyone along with that, okay?  Now, I’m going to go to solution question.  Remember, solution 
questions - very powerful questions.  And let me ask you, why are solution questions powerful? 
 
Participant: 
Because they give the individuals choices or options. 
 
Michael: 
Yes, that's one answer. 
 
Participant: 
Lets you know if they are looking for an answer. 
 
Michael: 
Yes, lets you know, but even more than that, solution questions are powerful because what? 
 
Participant: 
It lets them answer it for themselves. 
 
Michael: 
It lets them answer it for themselves.  It’s them telling you.  Make a big, heavy, mental note of 
this.  Your sales will go up at least 25% if you ask solution questions.  That is a fact.  That is not 
me making up numbers.  In fact, the precise figure done under research so far is 27%.  Your 
sales will go up that amount if you ask solution questions.  There is reason we do that.  It allows 
the other person to tell you what the perceived, what the perceived advantages and benefits are 
of them making a change.   
 
Advantages answer the logical side.  Benefits answer the emotional side.  Reflect on that.  
Okay, reflect on that.  I asked Peter a question, I’ve got to sense that.  Peter, let’s try it again 
and give a little bit more expanded answer than “probably.”  So, Peter, I got a sense that you’d 
actually rather live somewhere else than Grand Prairie despite a job that you enjoy and your 
parents and so on.  Is that right? 
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Peter: 
Yes, I definitely would like to probably live quite a bit closer to an international airport so that I’m 
not paying so much to go out.  In fact, I could probably end up making that many more trips per 
year if I didn’t have to pay so much for airfare. 
 
Michael: 
So, here is the solution question.  What’s preventing you from doing that, Peter? 
 
Peter: 
Nothing, I guess.  I haven’t really explored any options.  I guess I’d have to go search for a new 
job. 
 
Michael: 
Is that an option for you? 
 
Peter:  
Definitely. 
 
Michael: 
Have you ever thought about doing anything else apart from what you are doing now, Peter? 
 
Peter: 
As I said, I’ve had a few part time businesses on the side over the years. I guess I’m open to 
look at anything. 
 
Michael: 
What kind of businesses? 
 
Peter: 
I definitely wouldn’t go into the hospitality industry because it is sort of a dying down industry 
right now.  But, I guess if I went into anything, it would have to be somewhere in healthcare 
because that seems to be something that you hear an awful lot of and being a baby boomer 
myself, I definitely know that I would like to have my youth back. 
 
Michael: 
But, you say it's a dying industry.  Hospitality industry is a dying.  Why are you staying in it, I'm 
curious? 
 
Peter: 
I guess because I haven’t done anything else.  Once you get a label, it’s pretty hard to change 
that label. 
 
Michael: 
And the healthcare industry offers you, as you said, possibly other opportunities. 
 
Peter: 
I guess if I found the right thing in healthcare, yes. 
 
Michael: 
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I'm curious as I've been talking with you - I’m going to wrap this up for you guys, okay?  It’s a 
pretty interesting profile of what you do, but what if you could do something, Peter, utilizing your 
skills that would allow you to be with people?  Perhaps, start changing the direction of what you 
are doing that would allow you to be with people and to meet with people, interact with people, 
train people, that type of thing?   
 
Would that move you into an industry where you will be helping people as well - I’m going to 
pretend we’re selling nutritional supplements here, okay, everyone - that would be involved in 
the health industry and would, actually, over time allow you to live wherever you wanted to live. 
If you could do something like that, would that sound like a dream come true to you based on 
what I was hearing? 
 
Peter: 
Yes, yes, it would.  I would be very curious about it. 
 
Michael: 
The reason I was asking that is because I’m doing something right now that might be what you 
are looking for.  I work with a nutritional company as an independent distributor.  I’m not going to 
go any further than that, but you see where I’m going to go with this.  I’m now going to give a 
brief description to Peter about what it is I do.  This is where I get to say my little piece to Peter.  
Let’s go back a little bit there and see the little sequence of events that came in there to be able 
to get to that particular point.  Is this fairly clear to everyone, the journey?   
 
Participants: 
Yes. 
 
Michael: 
We’ve reached Chicago, in other words. Before I started describing that I’m an independent 
distributor with XYZ Nutritional Company, we had reached Chicago.  What was at Chicago? 
What did that look like to you?  Was he looking for something? 
 
Participant: 
Yes, willing to. 
 
Michael: 
He was looking for something.  From a scale of 1 to 10, 10 being he was burning to get out of 
where he wanted to go, what number would you give. 
 
Participants: 
Five. 
 
Participant: 
I would say, six. 
 
Participant: 
Seven. 
 
Michael: 
Yes, five, six, seven.  He’s tipping the scale towards that way, right?  Far enough for me 
because we can have further conversations and we’ll determine in fact whether he’ll tip the 
scale further or whether he’ll go back.  We still have lots of times to have conversations.  We are 
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just introducing the idea now that we have something for him.  We are treating him as a 
stranger, per se.  Let’s look at the second component, the willingness to change, the want to 
change.  One to ten, where would you put that number? 
 
Participants: 
Eight: 
 
Michael: 
Pretty high, wasn’t it?  How did you get that, by the way?  Where did you get that from? 
 
Participant: 
He seemed quite keen on changing when it was suggested to him. 
 
Michael: 
Yes, he seemed quite keen.  At that point, I wouldn’t have asked the question.  All I’m doing 
now is testing whether he would make a change and whether he has the willingness to do so.  
At the other point, I had already known whether my solution could be a viable one for him.  He’s 
given me all the clues: health, meeting people, wanting extra money, doesn’t feel he’s going to 
be retiring soon but you’ve got a sense that he would like make some money, would like to live 
somewhere else.  All of these sorts of things, we can offer him.   
 
These are all features of what we can offer him. There are some advantages there, as well. All 
of the clues - I’m gathering all of the clues together.  I did that in my summation.  So, Peter, 
what if you could work with people and get involved in training people and make some money 
and live where you want to live and be involved in the health industry in some form?  See how I 
gathered all of that stuff together?  There is a lot more stuff, but I just gathered what I felt were 
the most important pieces and dumped it on his lap.  
 
He said, “Yes. I’d look at that.”  I said, “Well, it’s interesting you should say that because I 
happen to be involved in something like that that might be something of interest to you.” 
 
Participant: 
What would you have said, Michael, if he had said, “No, I’m not interested"?  Or what would you 
have done, not said? 
 
Michael: 
At this stage, he would never have said that.  It's like it didn’t even come into my mind because I 
would never have asked him the question if I thought he was going to say that.  Even if he did, I 
would be very, very surprised if he did.  All I am looking for now is the fact that he wants to 
change and secondly, what’s that level of commitment?  He’d mentioned that he has it.  He’s 
already told me.  Here we go back into the whole thing of this is where it is sold because Peter 
has already answered his own question. He says that what?  He wants to? 
 
Participant: 
He wants to change. 
 
Michael: 
He wants to change.  He’s already said that.  He’s talked about the hospitality industry being a 
dying one.  He’s looking at health because that seems to be a growing one.  He was open to 
ideas – that type of thing.  He’s already answered the questions.  He’s answered them himself, 
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to himself.  Everyone got that?  That is what I mean again.  This is where it is sold.  And who’s 
sold on the idea of change? 
 
Participant: 
He is. 
 
Michael: 
He is and during this process, did I ever mention about business opportunity? 
 
Participant: 
No. 
 
Michael: 
No.  So what is being sold, then? 
 
Participant: 
You are. 
 
Michael: 
Yes, I’m being sold because there is a relationship that's being developed there.  A relationship 
of trust and understanding as I've listened to him but is Peter selling himself on the idea that 
what?  He wants to?  
 
Participant: 
Change. 
 
Michael: 
Change.  I just happened to be standing here in front of him - well we are as a group - standing 
here in front of him and we are the most convenient thing of the moment offering him the 
potential of beginning to make that change.  That is the process then.  We went through, if you 
like, the discovery stage (the most powerful stage, in my opinion, of all of the stages that we do). 
Very, very powerful.  We can stay within there and we can revolve it in there.   
 
You know if Peter comes up with new information, all we are doing is basically dodging around 
between background questions, needs awareness, needs development, and solution questions, 
we are staying in that ballpark.  Anything that comes up, those are types of questions we are 
asking.  Feeding off of the answers that Peter gives us.  Looking and listening for the signs, 
going off in certain directions, exploring, getting into feelings, listening for feelings, coming back, 
picking up on another sign post, going off in another direction, getting a broad base – look at 
what Peter is all about.   
 
We are going to have conversations more with Peter.  We bring it to the first conclusion.  The 
first conclusion is that we have reached Chicago.  We know what Chicago looks like before we 
even ask the question.  Chicago looks like that Peter is prepared to look for change.  He has a 
lot of reasons why he would want to change and his enthusiasm is such to change is pretty 
high.  Now, I can talk about I might have something for you. I’d like to talk with you a little bit 
about what I do.   
 
I’ll do it in the very low-key way that we’ve talking so far.  I hope that was useful.  What I'd like to 
do for the benefit of the class is end up again with two or three ah-has.  What did you get out of 
today’s session? 
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Participant: 
How important the questions are.  I mean putting your whole emotions into them and just 
constantly asking questions and really feel what they are feeling. I can see where the 
questioning is so important without thinking of yourself at all. 
 
Michael: 
Good, thank you. 
 
Participant: 
When I started to ask Peter the questions and really listen, I really wanted to know more.  It 
wasn’t just that I asking the questions to participate in the class, but I really wanted to know 
more. 
 
Michael: 
Fascinating, isn’t it?  It’s a fascinating picture.  This is one of the beautiful things about it, in my 
opinion is that each journey that you take with people is unique unto itself.  You don’t have to 
learn canned speeches.  You don’t have to learn things by rote, you know presentation stuff 
because it's all there for you.  You can sort of make it up as you go, but you are not really 
making it up.  You create a skill.  The more you do it, the stronger the skill comes.  The more 
interested you become in people.   
 
And if you come to a place where I get to more and more each day, I become less interested in 
myself than I do other people.  Let’s have one more. 
 
Participant: 
Even though we haven’t seen Peter and he’s very far away, we have become a lot closer to him 
because we have learned so much about his life and what he likes and what he doesn’t like and 
what he’s doing.  It makes him seem closer to us. 
 
Michael: 
Do you feel closer to us, Peter? 
 
Peter: 
Oh, yes. 
 
Michael: 
It works both ways, doesn’t it? 
 
Peter: 
Definitely. 
 
Again I want to emphasize the importance of leaving your personal agenda of attempting to 
make someone do what you want, on the doorstep when you enter into other people's lives with 
your questions…Instead of using the process of persuasion, use the process of discovery to 
help the both of you discover, first, if they have any problems that your solution might help them 
solve, and if they do, secondly, why to they want to solve them, and thirdly, the degree of their 
desire to make a change. 
 
It’s in THAT process that the other person will persuade themselves to change if change is what 
they are looking for, by listening and feeling the words they say to you. 
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So make sure your intent… your THINKING… is based on discovering and not on selling them 
something, because as I stated in this role play, "You can't escape your thoughts...because your 
words give away what your real intent is...every single time!"   
 
If you're focused on your own needs and wants, your agenda will dominate you and, in fact, will 
give off such an energy that it literally causes people to resist or flat out reject you.  
 
Instead, keep your focus on serving and helping others, and let your agenda guide you only in 
terms of discovering if you can be of help and if they want to be helped. The rest will take care 
of itself. 
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The Magic Question That Turns "No" Into "Yes" 
CD #2 - BONUS Role Play 

How to Help People Motivate Themselves to Make  
Changes in Their Lives 

 
In this role play, "How to Help People Motivate Themselves to Make Changes in Their Lives"… I 
pick up the conversation with Rich, a potential business partner, at a point where he makes the 
statement, 'I wish I had more money'... 
 
I'm sure you hear often in your business.   
 
As you'll see, Rich is fairly reserved and cautious, providing only very short answers to my 
questions.  However, as you listen to this Dialogue, notice how he begins to open up when I 
probe deeper with my questions for the meanings behinds the words he uses to describe his 
wants and needs.   
 
The Dialogue process, as you'll discover, allows others to surface not only what I call the 'outer 
logical' or 'objective' facts of their situation, but more importantly, their deeper emotional needs, 
or 'inner subjective reality' which, in fact, provides the motive force that allows them to make 
changes in their life. 
 
When I move toward opening the door to possibilities by asking the Qualifying Question, 'If you 
could have...' and then feed back to Rich all the things he said he was looking for in a business, 
notice how his energy and level of interest takes a dramatic move upwards.   
 
Listen carefully and you'll see that there are always two sides to every conversation -- the 
factual and the emotional -- this is because there are always two sides to every person. 
 
Let's join the Dialogue... 
 
Michael: 
If you said to me, gee, I wish I had more money.  You want to role-play with this with me for a 
second.  Okay, let's say, so, Rich, you say you need more money.  What do you mean by that?  
How much more money are you looking for? 
 
Rich: 
Like my yearly income, my monthly income that's what I want. 
 
Michael: 
And what would that be? 
 
Rich: 
Forty thousand dollars. 
 
Michael: 
So are you saying that you would like to double what you are making or you would like to 
replace what you are making? 
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Rich: 
Okay, let's say replace. 
 
Michael: 
In other words, do something else from what you are doing at the present time. 
 
Rich: 
Maybe not necessarily but I'd like more. 
 
Michael: 
I'm not sure if I quite understand what you're saying.  Would you like to make more or would you 
like to just replace? 
 
Rich: 
Yes, I'd like to make more. 
 
Michael: 
You'd like to make more.  So, like double the amount? 
 
Rich: 
Yes. 
 
Michael: 
Okay, have you done anything about that before to do anything? 
 
Rich: 
No, I haven't. 
 
Michael: 
Okay, so what would you do with it then if you had all that extra money? 
 
Rich: 
Oh, pay the bills, get a nicer car, go on vacation. 
 
Michael: 
Yeah.  How is it affecting you that you don't have the money at the moment?  Is it causing any 
problems for you? 
 
Rich: 
Well, I can't do any of those. 
 
Michael: 
So have the vacation and the extra car. 
 
Rich: 
No vacation and old beat up car. 
 
Michael: 
Is that important to you to get all that? 
 



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

  76 

Rich: 
Yeah. 
 
Michael: 
Have you thought about doing anything different? 
 
Rich: 
Yeah, but I'm not sure about it. 
 
Michael: 
What kind of things have you thought about? 
 
Rich: 
Get a second job. 
 
Michael: 
A part time job, something like that. 
 
Rich: 
Yeah. 
 
Michael: 
Have you looked at anything to do with that? 
 
Rich: 
Yeah, but they don't pay very much.  Takes a lot of time.  With the small amount of time, it's 
even worse. 
 
Michael: 
So, is it important to you to make that extra money? 
 
Rich: 
Oh yeah. 
 
Michael: 
That's a fairly large amount of money that you are looking at there to. 
 
Rich: 
Yes, it is.  It is important. 
 
Michael: 
How long have you been thinking of doing that? 
 
Rich: 
Well, it's been in my head for three or four years now. 
 
Michael: 
I'm curious.  You haven't found anything to be able to create that for you. 
 
Rich: 
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Well, I've looked around but you know, there are a few things on TV and there are a few things 
in the newspaper but they all seem like they're all kind of scams.  Yeah, I don't like the sounds 
of them. 
 
Michael: 
So what will you do if you can't find what you are looking for? 
 
Rich: 
I don't know.  Get a second job I guess. 
 
Michael: 
How do you feel about that? 
 
Rich: 
Not good. 
 
Michael: 
What about the fact if a second job doesn't work out, doesn't give you the money that you are 
looking for, is that going to create anything for you? 
 
Rich: 
No, I guess I'll just have to resign myself to this is the way it is. 
 
Michael: 
So what exactly are you looking for?  If you had to paint a picture of the type of thing that you 
are looking for, what would that be?  How would you describe the elements of that? 
 
Rich: 
It would give me more free time during the day.  Wouldn't have a boss that I have to talk to all 
the time.  I could just work on my own and direct my own stuff. 
 
Michael: 
When you say more free time, what do you mean by free time? 
 
Rich: 
Don't have to spend eight hours a day at the job. 
 
Michael: 
But give me an idea of free time, I mean how many hours would you want to spend? 
 
Rich: 
You know, three, four, five hours a day maybe at the maximum, maybe some days if I want to 
take it off, I can take it off. 
 
Michael: 
So you are looking for quite a bit of freedom there, huh? 
 
Rich: 
Yeah. 
 
Michael: 
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You talk about your boss.  By the way you said that, you have some friction with your boss? 
 
Rich: 
Not really, but it's not a person that I care for. 
 
Michael: 
Yeah, why is that?  What's going on there? 
 
Rich: 
We have different points of view on life and mine always comes secondary. 
 
Michael: 
How do you feel about that when you come secondary? 
 
Rich: 
I don't like that. 
 
Michael: 
You don't huh? 
 
Rich: 
No.  Frustrating. 
 
Michael: 
What do you mean by frustrating? 
 
Rich: 
You got to keep your mouth shut when people say what I think are stupid things and I don't 
enjoy that. 
 
Michael: 
So you are not allowed to express yourself is that? 
 
Rich: 
You are not encouraged. 
 
Michael: 
So, what?  You feel a little bit like a drone there? 
 
Rich: 
Yeah. 
 
Michael: 
So if you could have your own business that would be better for you. 
 
Rich: 
Oh, absolutely. 
 
Michael: 
So, if somebody came along then that allowed you to do that to give you the income that you 
are looking for and stop being dependent on someone else, allow you to go your own way, so 
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you could have your own freedom of sorts, is that something that you are really interested in 
finding out. 
 
Rich: 
Oh yes, absolutely. 
 
Michael: 
The reason I was asking is that I'm doing something that might be of interest to you.  I was just 
curious as to where you are coming from before I wanted to say anything.  If you are interested, 
I would like to spend a few minutes with you talking about that and see whether it's something 
that might fit what you are looking for. 
 
Rich: 
Yeah, absolutely. 
 
Michael: 
Let's stop there, everyone.  Okay?  Anyone want to get some feedback on that? 
 
Rich: 
You were pinning down. 
 
Michael: 
Well, let's ask the class.  Was he a little tough to begin with? 
 
Participants: 
Yeah, a little. 
 
Michael: 
Was he open or closed for the first half or two-thirds of that? 
 
Participant: 
Closed shut. 
 
Michael: 
Fairly closed.  He was being quite factual.  Was he wriggling? 
 
Participant: 
Yes. 
 
Michael: 
I could feel the wriggling.  You were wriggling there.  And then towards the end by just sort of 
staying there and just sort of playing with the questions a little bit, what did he start opening up 
and talking about? 
 
Participant: 
Personal feelings. 
 
Michael: 
Feelings.  Do you hear the words?  What were the words that he was using? 
 
Participant: 
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Frustration. 
 
Michael: 
Frustration, yeah. 
 
Participant: 
Not encouraged to express himself. 
 
Michael: 
Not encouraged to express myself. 
 
Participant: 
Talked with his boss. 
 
Michael: 
You see where this is coming from?  And where did I stay on the questioning? 
 
Participant: 
On the feeling side. 
 
Michael: 
On the feeling side.  Everyone got that?  And as I stayed on the feeling side, did you notice his 
voice. 
 
Participant: 
He opened up more. 
 
Michael: 
What else is going on? 
 
Participant: 
He's thinking. 
 
Participant: 
He's struggling with his inner. 
 
Michael: 
Did you feel his inner emotions?  Where are his emotions?  Were they going down or surfacing? 
 
Participant: 
Surfacing. 
 
Michael: 
They were surfacing weren't they?  Yeah.  You were having a bit of a hard time answering these 
to begin with weren't you? 
 
Rich: 
Yeah.  I was busy running a scenario in my head but it was good.  It was excellent.  
 
Michael: 
Was this scenario somewhat true for you? 
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Rich: 
No, I was kind of doing it on the fly. 
 
Michael: 
Okay.  All right. 
 
Rich: 
I am fairly independent now but I went back to times when I wasn't. 
 
Michael: 
Okay, so in fact, when we started going to a little bit later in the conversation, my sense tells me 
that that was some real experience happening or has happened at one time.  Would that be 
right? 
 
Rich: 
Yes.   
 
Michael: 
Yeah.  Could you sense that everyone? 
 
Participant: 
Yeah. 
 
Michael: 
There's something that was going on there.  When we do these role-plays by the way, Ron, 
what we we're going to do is we're going to go back into a time before network marketing so we 
can make it a little bit more real.  But even that, were most of you comfortable with that?  Could 
most of you see a picture of what was going on there?  Okay.  Any comments or questions 
about that? 
 
Participant: 
You really had to keep asking him and almost interrogate him almost.  I mean it wasn't quite that 
rough but I think I'm going to have to learn to persevere with questions like that.  
 
Participant: 
Would this have been any different if you were just trying to sell a product instead of a business 
opportunity? 
 
Michael: 
It depends on the product.  It depends on the degree of the product.  I think it would be different 
from the point of view that I wouldn't have been moving towards the feelings side so much.  I 
would to a certain extent because see I'd ask questions around asking about what have you 
tried so far or what are you using, how's that working for you.  A lot of people say, well it seems 
to be okay.  I say well when you say okay, what do you mean by okay.  Well, you know I mean I 
take the stuff.   
 
And I'll challenge them and say well why are you taking it if you don't know if it's working for you.  
I'll do that kind of stuff.  I'm very gentle about it.  I'm also quite direct.  With Rich for example, 
Rich tells me that he wanted to do something or other when I was first starting off with asking 
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him a questions.  Let me ask you, were you getting the impression that Rich had much 
commitment in what he said he wanted and what he was prepared to do? 
 
Rich: 
I was questioning that. 
 
Michael: 
No, I mean he wasn't was he?  He was saying this is what I want.  But on the other hand, 
shrugging it off and hadn't really done much about it and see so from my point of view, it's like 
hey, what is going on with you, Rich?  And eventually, you know, Rich will start getting back and 
letting go because it's a little hard for him and it's hard for him to answer the questions then all 
of sudden the real Rich starts coming out.  Did you notice that?  The real Rich starts coming out.  
The guy is upset.  He's not being respected.  He's not being cared for.   
 
He's being treated as a number.  He's being branded and all those sorts of things.  Everyone 
okay with that?  So go there.  Go there.  That's what you can do.  So, most people deal with 
facts.  And so let's look at those facts.  What are those facts that you hear people talk about?  
They want more what?   
 
Participant: 
More money. 
 
Michael: 
More money.  What else? 
 
Participant: 
Time. 
 
Michael: 
Time.  Yeah, what else? 
 
Participant: 
Freedom. 
 
Michael: 
Freedom.  Yeah. 
 
Participant: 
Better health. 
 
Michael: 
Better health.   
 
Participant: 
Respect. 
 
Michael: 
Respect.  Respect, okay.  It is, when you hear that straight out, okay it is a fact but is that more 
a feeling or a fact? 
 
Participant: 
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It's a feeling. 
 
Michael: 
More of a feeling isn't it?  There's a difference between wanting more money and time and 
freedom and wanting respect.  So park that on the side of feelings.  Let's stay on facts for a 
moment, the logical side.  What are people looking for less of? 
 
Participant: 
Hassle, stress. 
 
Michael: 
Hassle, less hassle.  Less stress, yeah.  What else are they looking for? 
 
Participant: 
Less politics. 
 
Michael: 
Less politics, yeah.  Less worry?  Less work?  Less effort?  Yeah, so we're looking for more and 
we're looking for less and stuff like that.  Those are all facts aren't they?  Even if I say this is a 
great feeling I've got.  Oh gee, politics at the office are just awful.  They are just getting me 
down.  I'm saying it with feeling.  What is it?  It's all facts.  It's what is happening.  Or it's what I 
want.  And it's all what?  It's all what?  And behind those what's are whys.  Behind those what's 
are whys.  And facts belong to the world and what we need to talk about, talk about what? 
 
Participant: 
Feelings. 
 
Michael: 
Feelings.  Why is it happening?  What's going on behind them?  And your job is to turn objective 
facts into subjective reality.  Whose subjective reality? 
 
Participant: 
Theirs. 
 
Michael: 
They’re subjective reality.  Turn their objective facts into subjective reality and behind every 
what there is a why.  And behind every fact there is a feeling if I care to find out. 
 
As I pointed out in this role play, behind every 'what', or logical reason, such as the need to 
make more money, there is a 'why', an emotion or driving force that will potentially motivate 
people to take the necessary steps to get what they want in life.  This why is not at the 
superficial level of making money for example… it’s deeper… and if you ask and listen and 
respond appropriately to what you listen to, people will tell you. 
 
When Rich came face-to-face with his own frustration of having to continue dealing with things 
he didn't want in his life, as well as not having the things he wanted, he was internally and highly 
motivated to find out what my solution had to offer him… and all of that happened before I 
suggested a solution!   
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The whole purpose of the Dialogue process is to help uncover what is real in people's lives, 
their inner subjective reality, that driving force that will help them finally motivate themselves to 
make the changes they want to see. 
 
You can have these kinds of conversations with anyone you speak with.  
 
The key to success in your business is using the Dialogue process and the 4 principles of 
Natural Selling to uncover the facts about people's lives.  BUT, stay focused on the feeling side, 
or the personal subjective reality side of the conversation, not just the fact that they want more 
time and money, or less stress, or more respect.   
 
Find out WHY they want what they want, and when you feel they're ready to listen, ask them 
and then present your opportunity in such a way that they understand that your solution can 
give them everything they said they wanted. 
 
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.   
 
They have the answers; all you need are the right questions! 
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If you enjoyed "The Magic Question That Turns 'No' Into 'Yes' ",  

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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