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"12 Ways to Start Effective Conversations…" Audio 1 
 
Hi.  I’m Michael Oliver and I’d like to thank you for spending your time with me.  The tape 
you are going to be listening to over the next 45 minutes is an introduction to natural 
selling, recorded over the telephone during one of my teleconferencing classes that I 
give on a regular basis.  Let’s join the class. 
 
I’m Michael Oliver.  I have an international sales training and coaching program that I 
call “Natural Selling” and I do most of my training through teleconferences classes, just 
like this one.  I also do them at on-site workshops throughout North America and 
throughout Europe.  If you want to know more about me and know what it’s all about and 
the philosophy behind this, this way of communicating that we are going to be talking 
about this morning, you can go to my website.  It’s called naturalselling.com.  
Naturalselling.com. And you might want to read about what is natural selling. 
 
We are going to be doing that today.  We are going to be looking at certain things and I 
guess the first question I would like to ask you, so that we are all focused here, is that 
you are all here to improve on the results that you’re presently getting.  Is that right? 
 
Female: 
Yes. 
 
Male: 
Yes. 
 
Michael: 
Is anyone here for anything else?  Okay.  It’s okay.  If you are, just bring it up and we will 
look at it.  If it fits in with what we’re going to talk about today, then we’ll discuss it. 
 
Okay.  Well, in that case, that’s the course we will be setting.  I have you about a second 
to reply there, didn’t I?  So you’ve got to be a quick thinker in this case, you know?  
[Laughs]  But if you feel as though you were shortchanged a little bit, or that I am moving 
too fast, just slow me down.  Just say, “Michael, slow down,” or “I need to ask you a 
question.”  Everyone okay with that? 
 
Female: 
Yeah. 
 
Michael: 
Who has responsibility for your own progress and yourself in life? 
 
Female: 
I do. 
 
Michael: 
Yeah, you do.  So if something isn’t working for you, just put your hand up and slow it 
down a little bit.  [Laughs] 
 
By the way, this is an interactive class and we’re going to talking with each other and I 
am going to use a form of dialogue, which is what I train people to do.  Dialogue is a way 
of communicating, which helps you and helps people you are talking with to open up 
their minds and to reveal things.  You reveal things; they reveal things, and so on.  And 
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so it’s interactive.  It’s a form of asking questions, listening and so there are no “gotcha” 
questions.  Well, there might be a couple, just for fun. 
 
This form of dialogue requires that there is no specific answer.  There is no smart 
answer in that.  It’s just whatever answer comes out of your head.  And from that we are 
able to explore and find out things.  Again, this is what I train people to do.  I train you to 
do this so that you can listen to the answers that people come up with.  And you will find 
out more about this as we move on. 
 
Everyone okay with that? 
 
Male: 
Okay. 
 
Michael: 
What I want to talk about is selling.  After 22 years of being in the selling profession, 
what I’ve discovered are that there are some very critical distinctions between traditional 
selling techniques and systems, that persuades people to do what you want them to do, 
even if you’re coming from a place of wanting to help, and what I call natural selling, 
which comes from a holistic desire to serve and let people persuade themselves, if it’s 
appropriate to do so.   
 
It’s lets people persuade themselves.  You could call it “selling with soul.”  Coming from 
a very different place.  Communicating very, very differently and allowing people to 
surface their own answers and allowing people to come to conclusions themselves, 
instead of us trying to persuade them in what they think we should do or how we see it.  
Does that make sense, everyone? 
 
Female: 
It does. 
 
Michael: 
Are you okay with this?  Okay.  We are going to talk about this and go into more depth.  
At the moment it’s a little conceptual.  I appreciate that, but we will go into a little more 
depth.  But it’s a distinction that will allow you to eliminate the personal discomfort, or the 
lack of desire to talk with people about your business.  It comes from this fear of perhaps 
being rejected, because more distributors have a fear of sorts, don’t they, to talk with 
people? 
 
And it’s a big distinction and as a result what we are going to learn this morning might 
change the way you talk with people.  It might strengthen the way you talk with people, if 
you talk with people in the way that I’m going to suggest that you do, and it might change 
your life. 
 
If you decide to embrace and act on the principles and people skills that you are about to 
learn, there are three things I will guarantee you.  You will receive more positive 
feedback from people.  People will respond to you very, very differently.  They will relate 
to you and you will relate to them.  They will be drawn to you, as opposed to reject you, 
and you will get more positive results.  You will get the positive results as a result of 
changing from a “me” approach, which is “if only they would listen to me,” to an “us” 
approach – to a person saying, “Tell me more.  This sounds interesting.”  Alright?  And a 
greater sense of personal fulfillment.  Does that sound fair enough? 
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Male: 
Uh-huh. 
 
Michael: 
Any questions so far?  Are you guys okay with this so far? 
 
Female: 
It’s good. 
 
Michael: 
All right.  So what we will do then is that we’re going to look at, first of all, why it is that 
you’re uncomfortable with meeting people.  Second, we are going to look at how it might 
be the way that you’re communicating with them, or think you have to communicate with 
them, that is causing this problem.  Think about that.  The way you think you have to 
communicate. 
 
And then we’ll explore the idea that natural selling might be a powerful alternative 
method of communicating by changing the way you look at what selling a business is all 
about and how you might talk with people in a different way.  We are going to look at 
from the basic four principles - four universal principles, four laws of attraction that form 
the foundation, if you like, of natural selling.  We are going to look at a paradigm shift. 
 
So, let’s start.  Assuming that you do have a desire and you really do have the intent to 
want to build your business or to sell your product, what is the fear, the greatest fear, 
that you and other distributors have that holds you back from talking with people about 
your business. 
 
Male: 
Fear of rejection. 
 
Michael: 
Yeah.  Would everyone agree with that? 
 
Male: 
Yes. 
 
Female: 
Yes. 
 
Michael.  
Yeah.  There are other things that come into play, should you give me other answers, 
but if I asked you two or three questions it will always point to rejection.  And let’s talk 
about this for a moment.  How does it make you feel when you get rejected?  Talk about 
your feelings – the stomach, your body, whatever it is.  Talk about your feelings.  How 
does it make you feel? 
 
Female: 
My throat closes up. 
 
Michael: 
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I’ve never heard of that one before.  That’s interesting.  Okay.  Yeah.  What else?  How 
does it make you feel? 
 
Female: 
Unworthy.  It kind of affects your self-esteem.   
 
Michael: 
Okay.  Unworthy and affects your self-esteem.  Yeah.  That’s very true, isn’t it?  I 
appreciate your saying that because that’s an interesting thing that you should bring up.  
It hits us, doesn’t it?  It hits us in the body and it hits us in our minds, as well.  And these 
feelings are very individual.  They are very, very individual.  And it’s not what happens to 
me, it’s what happens in me that’s really important.  
 
And in my experience there are two kinds of rejection.  There’s the flat in your face not 
interested type of rejection, and the type where someone has looked at your solution 
and finds it doesn’t really fit what they need.  And the second one can be disappointing, 
but doesn’t feel personal.  Would everyone agree with that? 
 
Male: 
Yeah. 
 
Michael: 
So I’m addressing the first one.  So let me ask you another question.  Have you ever 
been taught, or been told, that rejection is part of selling and to learn to expect it, and 
deal with it and get over it and all that kind of stuff? 
 
Male: 
Uh-huh. 
 
Female: 
Oh, I have. 
 
Michael: 
It’s a numbers game, isn’t it?  That’s what they say and they say if you speak with ten 
people you are going to get nine no’s and out of that you’ll get a yes and so on and so 
forth.  Well, I’ll share with you that it’s total nonsense.   
 
Female: 
[Laughs] 
 
Michael: 
And I don’t subscribe to that kind of thinking.  I don’t subscribe to that kind of training 
because you can, in fact, eliminate rejection and objections, as well.  Objections are 
created by the same thing.  Not by mind games or mental tricks or trying to get over it or 
work around it, but by eliminating the cause. 
 
What happens to us is that the reflection that people have on this – rejection and 
objections – is not them rejecting us.  It’s us setting up a process on creating that cause 
of rejection.  So I’m focusing on this for moment because before I can start talking about 
natural selling as a possible solution, would you agree with me that it’s important to 
explore and identify the cause of the problem first?  Yes or no? 
 



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

6 
6 

Female: 
Yes. 
 
Male: 
Yes. 
 
Michael: 
That’s right.  Why is that?  Why is that? 
 
Male: 
If you don’t know the problem, you don’t know where you’re going. 
 
Michael: 
That’s exactly it.  Because I don’t know whether my solution, natural selling, might be the 
right one for you.  Do you know that? 
 
Female: 
No. 
 
Michael: 
No, you don’t.  You don’t know that, either, do you?  But together we can discover that 
and you can make a decision as to whether it is.  But we’ve got to focus on the cause of 
the problem.  But isn’t it true that what most of you tend to do is that you being up your 
solutions, or tell people how you can help them, far too early in your conversations, right, 
and then what happens? 
 
Male: 
You get rejected. 
 
Michael: 
You get rejected.  Has that happened to you guys? 
 
Male: 
Yeah. 
 
Michael: 
Yeah.  Everyone agree?  We are far too solution-oriented in this society, aren’t we?  For 
example, we hear someone say – and it comes out in very many different forms – “I wish 
I had more money.”  How do most of you normally respond? 
 
Male: 
Let me tell you about this. 
 
Female: 
I’ve got this thing for you. 
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Michael: 
Yeah.  I’ve got this thing for you.  Let me tell you how, or if I could show you how.  Right.  
Lack of money is not the problem.  The lack of something is not the problem.  It’s the 
symptom.  The problem is causing the lack of money and that’s what we need to 
explore.  And do you do that?  Do you do that?  Do you get behind and peel those layers 
of onions and know how to do that? 
 
Female: 
No. 
 
Michael: 
That’s the question. 
 
Female: 
Obviously not. 
 
Michael: 
See, if we take the first thing someone says…  If we’re really good we’ll find one thing 
behind it.  Then we leave it there, don’t we?  But there’s layers.  The essence of the 
person is more than the outer layer of that onion.  It’s deep inside of them.  
 
I mean, how about this one for example – Let’s say you’re calling a lead that’s been 
given you.  Maybe you’re part of a lead generation scheme.  You call up somebody and 
you introduce yourself and the person says to you – you introduce your name and your 
company and so on, and they say, “So what’s this all about?”  What do distributors tend 
to do?  How do you tend to normally respond if they say, “What’s this all about?” 
 
Male: 
I tend to clam up or freeze up. 
 
Michael: 
Well, why, I don’t know because they called you, didn’t they?  They’re the ones looking 
for information, so why we clam up, I don’t know.  But how do we normally respond 
when someone says, “So, tell me, what’s this all about?”  We… 
 
Male: 
We start telling them everything about it.   
 
Michael: 
We start telling them.  The fire hose presentation.  Straight out there.  Bam in the face.  
And we’re immediately getting to the solution.  We’re telling them the solution about our 
company and how great it is, what we’re all about and so on and so forth.  But do you 
know anything about this person or what they’re looking for? 
 
Female: 
No.   
 
Michael: 
No, we don’t.  We never ask them, do we?  We never ask them.  And that’s what I’m 
talking about.  What is going on there? 
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When we tell people things, or we present things, or we handle their objections or use 
closing techniques, whose point of view or whose agenda does it appear to the other 
person that we’re focusing on?   
 
Male: 
Ours. 
 
Michael: 
On our agenda.  Are people interested in your agenda or what you think or what you 
think they should do? 
 
Male: 
No.  [Laughs] 
 
Female: 
Not usually. 
 
Michael: 
No.  Not usually.  Exactly right.  Not usually.  Now some people are, but the majority are 
not, are they?  Even if we have their best interests at heart.  So it doesn’t matter what 
you think about your product or your solution, it’s what they think. 
 
So when you present, or try to present, your prospective customers information, or tell 
them what you think is best for them, or tell them all about you, they hear it as you telling 
them what’s right for them.  Even if they asked you.  If they said, “Can you help me with 
it?”  They still hear you telling them what’s right for them and they tend to feel 
manipulated and they get turned off and that’s why you get rejected.  And incidentally, 
again, why you get objections, as well. 
 
So, if you don’t feel inspired to talk with people, or you get worn out with rejection, or you 
wonder why you can’t communicate with people, it’s that simple.  Stephen Covey talks 
about this.  He says, “Today’s customer does not want to be talked at.  Today’s 
customer wants to be…” 
 
Female: 
Listened to? 
 
Michael: 
Listened to.  And there’s a wonderful Chinese proverb, which goes, “Involve me and I 
will understand.”  Do we involve people?  We don’t involve people in the process, do 
we?  Any questions from anyone?  Anyone like to add anything or have any questions 
on anything?  Is this making sense to you guys? 
 
Male: 
Yes. 
 
Michael: 
Any ah-has?  Anybody have a thing that’s come to mind?  A light bulb moment to share 
with the rest of the class? 
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Female: 
Not yet, but I’m expecting one. 
 
Michael: 
[Laughs].  Okay. 
 
Female: 
I have one, but I can’t quite put it into words. 
 
Michael: 
Have a go. 
 
Female: 
Well, I’ve been open to a lot of new ways instead of fire hosing and right away – 
because I am excited and it’s like – and I’ve been trying to change that listen more.  But 
this is a little bit different perspective.  It’s good. 
 
Michael: 
So I would suggest to you that you look at your enthusiasm and observe your 
enthusiasm, but your enthusiasm I would say is best contained inside yourself and let 
your enthusiasm radiate out, as opposed to you sort of punching it out through words 
and everything else like this.  Because you think about when people come at you 
enthusiastically, how do you feel?  Or how do the majority of people feel? 
 
Male: 
Inundated. 
 
Female: 
Assaulted. 
 
Michael: 
That’s right.  It’s like, “Whoa.  What’s going on here?  What’s this lady doing?  What’s 
she smoking today?”  I mean, it’s not true for everyone, but I’m just giving you some 
illustrations here.  All right? 
 
Female: 
Right. 
 
Michael: 
Thank you.  I appreciate that.   
 
So the question comes up, do you think then that your anxiety about meeting people and 
your success would change if you could talk with anyone – strangers, best friends, it 
doesn’t matter – and never have to get into who you are.  You do it calmly.  Just do it 
some ways matter-of-factly.  But you never have to talk about what you’re doing unless 
they ask you, and you will eventually.  I don’t mean to say you would never talk about 
what you’re doing, but you will. 
 
But at the end of the conversation have three things happen – that you would know 
precisely where the person you’re talking with is coming from, who they are what they 
want, don’t want, why they don’t want it, those sorts of things – that you would know 
whether your solution is the right one for them.  It doesn’t matter if it’s a business 
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opportunity or products, but you would know and you would identify it and, in fact, if this 
is an option that they could use.  Not only that, you would know whether they are ready 
to hear what you have to offer so that you are able to do that.  And then lastly, you would 
know precisely what to say to them that would make sense to them, that would interest 
them in looking closely at what you have. 
 
If you could do that, do you think that connecting with people would be a bit different, 
and a lot more fun and perhaps produce more results than what you’re getting right 
now? 
 
Male: 
Absolutely. 
 
Michael: 
Okay.  Well, you can do that.  It requires something, though, if you’re going to do that.  
What do you do if something isn’t working for you?   
 
Female: 
Change it. 
 
Michael: 
You’ve got to change.  Yeah.  And in my experience you have to change two things.  
What do you have to change? 
 
Male: 
The way you think. 
 
Michael: 
The way you think, yes.   
 
Male: 
And what you do. 
 
Michael: 
And what you do.  Everyone got that? 
 
Female: 
Yeah. 
 
Michael: 
Thank you.  The way you think and what you do.  You’ve got to change those.  Which is 
more powerful, do you think? 
 
Female: 
The way you think. 
 
Michael: 
Yeah.  The way you think.  And what we do in the class is to work on this thinking 
because the mere fact that you’re here is that you’re looking at changing.  You’re looking 
at finding a way that’s good for you.  Everyone agree with that? 
 
Female: 
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Yes. 
 
Michael: 
Okay.  So you can be more successful, help people, that sort of thing.  So you put out 
this thought, okay?  So already you’re in that process.  And what we do in the classes 
throughout the week, each day, is give you an exercise that you can do something to get 
something different.  
 
So the first time, for example, is that you’re not looking to get a sale, you’re just looking 
for a different response by communicating differently with people using different words, 
or rephrasing your words, and you watch people be drawn to you, as opposed to move 
away from you.  So you get a positive response through doing.  So if you start with your 
thinking you get all this positive response from your doing, which reinforces what? 
 
Male: 
Your thinking. 
 
Michael: 
Your thinking.  And you go, “Gee, this is pretty good.  I’m going to do the next step and 
the next step and the next step” and so it builds up in momentum.  What I’ve discovered 
is that it’s an internal and external thing.  You can actually see the change happening by 
externally changing what you’re doing by changing your words.  Everyone okay with 
this? 
 
Male: 
Uh-huh. 
 
Michael: 
So what I’m talking about in this changing the way you think and changing the way you 
do things, I’m talking about bringing harmony into your lives and into the lives of others 
by learning how to communicate with people in a very, very different way.  In a way that 
every conversation you have both of you will leave with something positive.  Remove all 
this rejection and so on.  And we will work out why it’s impossible to get rejected a little 
bit later. 
 
So let’s look at this.  Let’s look at natural selling as to how it can do this for you.  Let’s 
talk about principles, four principles here.   
 
The principles are something that you can carry with you.  Techniques can change.  
Principles are very solid.  And that’s why I work on those.  Natural selling is not a 
technique.  It’s not something that fits the times of today.  I don’t know about you, but I 
believe that it is techniques in communication that gets us into trouble.  It’s a way of 
communicating that has been with us a very long time.  It will change people’s attitudes 
to you.  It will attract people to you.  It actually has very little to do with selling.  It has to 
do with relationships.  You can use this with communicating with your family and friends.   
 
The reason that I steer away from techniques is that there is a little poem, and it goes 
like this:  Techniques are many.  Principles are few.  Techniques will vary.  Principles 
never do. 
 
Male: 
Uh-huh. 
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Michael: 
Has anyone been involved in selling at all before? 
 
Female: 
Yes. 
 
Michael: 
Okay.  Have you or anyone else in the class heard, or had the experience where 
someone who has been very successful in one industry goes into another industry and 
just can’t seem to make a go of it?   
 
Female: 
All the time.  Yeah. 
 
Michael: 
Do you know why that is? 
 
Female: 
Their heart’s not in it. 
 
Michael: 
Well, a lot of times their heart isn’t in it, and many other times it’s that they learned 
techniques of communication in one industry that are not transferrable into another one. 
 
Female: 
That makes sense, too. 
 
Michael: 
Okay.  So if you work in the basis of principles, the principles are transferrable.  The 
methods on top of that mostly are transferrable.  You just make adjustments according 
to the product.  But the way you communicate is exactly the same.  So you don’t have to 
learn techniques.  Okay, so that’s an example. 
 
So let me start off by asking you a question.  Okay and the question is this, what is the 
purpose of business, any business in the world? 
 
Male: 
To sell a product and make money. 
 
Michael: 
Make money.  What else?  Quick. 
 
Female: 
Deliver goods and services. 
 
Michael: 
To deliver goods and services.  What else? 
 
Male: 
To help other people. 
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Michael: 
To help other people.  What else? 
 
Female: 
Satisfy a need. 
 
Michael: 
To satisfy a need.  Yeah.  Some great answers there.  Let’s take a common answer, 
which is that the purpose of business is to make a profit, or to make money, or to be self-
fulfilled or to get what we want.  Where is the focus?  Is the focus on us or the other 
person? 
 
Female: 
Us. 
 
Michael: 
It’s on us.  Isn’t it?  And the fact is that you’re not in business for you.  You’re in it for 
other people.  The purpose of business is simply, as one of you said, to help other 
people solve their problems.  That’s the only reason that you’re in business.  Because if 
your product or service cannot solve someone’s problem, is there any reason for them to 
do business with you? 
 
Female: 
No.  No market. 
 
Michael: 
There’s no market.  Everyone agree with that?  It’s all to do with problem solving.  In 
fact, if you want to give yourself a title, get rid of all the other titles and give yourself the 
title of “Problem Solver.”  Tom Peters, he talks about this.  He said, “My job is not to sell 
products.  My job is to solve problems.”  And that’s what I would suggest you need to do 
all day long is look for problems.  Because with problems comes what? 
 
Male: 
Solutions. 
 
Michael: 
Yeah.  Maybe at the end of the day.  What else? 
 
Male: 
Opportunities. 
 
Michael: 
Opportunities.  With problems come opportunities.  If you look at the Chinese symbol for 
danger and opportunity, you will find that it is exactly the same symbol.  The Eastern 
philosophers have got it all worked out, don’t they? 
 
So the question that comes up is that if you know how to help other people solve their 
problems, and you can do it with your own products or business opportunity, you will 
achieve what?  
 
Female: 
Success. 
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Michael: 
Success, or your objective, which is whatever reason your being in business is.  And 
you’re all in business for different reasons.  So here’s the first principle.  The first 
principle of natural selling is understanding how to help other people solve their 
problems.  It’s all about problem solving.  How to help other people solve their problems.  
And if you can believe this and you can make this your purpose, your intent in life, that 
telephone at the end of your desk – how heavy is it when you try and pick it up in the 
mornings? 
 
Male: 
Very. 
 
Michael: 
Very heavy, yeah.  That telephone will literally float in your hands because people are 
expecting your call.  You’re expecting to make calls.  So pay attention to your purpose 
and pay attention in letting go of the outcome.  Focus on the purpose.  Also don’t let go 
of your agenda.  Don’t let go of your objective.  It’s important that you achieve your 
objective, but you do it by focusing on the other person and it’s a cause and effect.  So 
let go of the outcome.  Let go of the outcome and your income will increase. 
 
Everyone okay with this? 
 
Female: 
Yeah. 
 
Michael: 
Any questions?  Okay.  A question comes up then, if you know how to do this do you 
think you could eliminate 50% of you anxiety about meeting people? 
 
Male: 
Should be able to. 
 
Michael: 
You should be able to.  [Laughs]  A cautious man there.  Come on, guys.  Yes or no.  Do 
you think you could do that? 
 
Male: 
Yes. 
 
Michael: 
Yeah.  I think we could, couldn’t we?  So if we accept this, what’s our way of 
communicating this?  How do we go about doing this?  Let’s start looking at some more 
principles here. 
 
What do we have to do?  If we’re going to help people solve their problems, find out if 
they do have problems and so on… 
 
Female: 
We have to find out what they are. 
 
Michael: 
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Yep.  Good.  So we have to… 
 
Female: 
Ask. 
 
Michael: 
Ask questions.  What else do we have to do?  One of you mentioned it earlier. 
 
Female: 
Listen. 
 
Michael: 
You’ve got to listen.  Ask questions and listening. 
 
Let’s talk about questions for a moment.  Let’s talk about the second principle.  The 
second principle is not just about questions, but natural selling is understanding how to 
ask the right questions at the right time.   
 
Male: 
Uh-huh. 
 
Michael: 
It’s not about presenting or convincing or telling or persuading or manipulating or 
pushing someone to buy something.  It’s not about silky, silvery words and learning all 
these techniques.  Because remember that we found out that whenever you start off by 
talking about you and your company, and telling people about your products and their 
benefits, especially early in the meeting, it’s the number one cause of objections, isn’t it?  
In other words, we create the barriers of rejection and objections and we have to learn 
techniques to get over them.  It makes sense to me.  We create these barriers and we 
learn techniques to get over them. 
 
So when I talk about questions, I’m not talking about manipulative questions, either.  You 
know, the ones that are designed to get people to say what you want them to say.  Have 
you ever had them used on you? 
 
Female: 
All the time. 
 
Michael: 
There you go.  And how do you feel when they are used on you? 
 
Female: 
Manipulated. 
 
Michael: 
Manipulated.  You don’t particularly want to use them on others, I would guess.  Right? 
 
Female: 
Right. 
 
Michael: 
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Right.  Those questions, by the way, are very powerful.  You know they are very, very 
powerful.  They externally motivate people.  But if you use these kinds of questions, 
whose answers are you likely to get back – yours or the person you are talking with? 
 
Female: 
Yours. 
 
Michael: 
Yeah.  They’re your answers.  Have you read those things about getting positive 
responses?  Getting so many yeses.  Ask positive questions.  Okay.  Like I said, when 
you do that you can make people temporarily motivated, but what happens after a short 
while?   
 
Male: 
Disappears. 
 
Michael: 
They disappear.  What do we call this behavior when you buy something or do 
something and wish you hadn’t? 
 
Female: 
Remorse. 
 
Michael: 
Buyer’s remorse.  Where do you have evidence of this?   
 
Male: 
In our own businesses. 
 
Michael: 
In your own businesses.  Look at your down lines for evidence of this.  How many 
people are actively and continually buying your product?  How many people are actively 
involved in the business?  How many people do you have to actively stay on top of?  
Why is this?  Because they perhaps came on board and are not motivated for the right 
reasons.  They were externally motivated.  Who motivated them? 
 
Female: 
We did. 
 
Michael: 
We did.  Were they motivated internally enough to realize that this is really what they 
want to do? 
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Female: 
No. 
 
Michael: 
Probably not.  If they’re not doing it then they weren’t internally motivated.  Everyone 
with me? 
 
Male: 
Uh-huh. 
 
Michael: 
Okay.  So people motivate themselves.  You motivate yourself.  So the questions I am 
talking about bring out the inner truth and values from each person you are talking with.  
It’s them talking about them to you.  After all, who has the history of what is and what 
has been going on in their life? 
 
Male: 
They do. 
 
Michael: 
They do.  We never ask them, do we?  You see the potential customer, the potential 
distributor, and you each bring a key thing to the process of this communication.  They 
have the history.  They know their needs.  They have the answers.  You have the 
answers.  You have the answers in yourself to what you need.  They have the answers.  
What you bring is that you know the potential of your solutions to recognize whether your 
solution is going to work for them.  And if it will, to be able to explain it in a way that 
makes complete sense to them.  So all you need are the rights questions, and, of 
course, when to ask them. 
 
Male: 
Uh-huh. 
 
Michael: 
Everyone okay with this?   
 
Female: 
Yeah.  
 
Michael: 
That’s where the questions and listening come in.  These questions are proven 
questions that have different emotional powers.  Some have zero.  Some have a lot and 
you can learn the structure of these questions and the different categories they fall under 
and when to ask them and how to ask them.  That’s what we do in the classes.  We 
spend two hours on that.  We work out what are they – there’s a framework – there’s a 
structure that we can learn and then we can break it down and throw it away, once we’re 
used to it.  We learn what they are, why we use them, when we use them and how to 
apply them. 
 
And what these questions do is this – they cause people to think about themselves.  It 
causes them to think about their problems in detail.  As they talk their problems out, 
guess who also listens to what they’re saying, as well as you? 
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Female: 
They themselves. 
 
Michael: 
They do.  Psychologically it causes them to reflect on them and to own their problems as 
they reveal them to you.  And it also makes them want to do something about them.  In 
other words, your questions help other open their minds. 
 
So later in the conversation, after you’ve asked your questions and you’ve listened, and 
when you come to suggest that you might know of a solution, if it’s appropriate, if a 
person really does have a problem and it’s appropriate, do you think most people are 
open to listening to you?   
 
Male; 
Yes. 
 
Female: 
Yes. 
 
Michael: 
Yeah.  Why is that?   
 
Female: 
Because they discovered it themselves. 
 
Female: 
And you’ve earned their trust by listening. 
 
Michael: 
Yeah.  They discovered it themselves.  You’ve earned their trust, that big “T” word that’s 
so lacking in this world.  The trust by listening.  Anything else anyone can think of? 
 
Male: 
They’ve actually solved their own problem. 
 
Michael: 
They solved their own problems.  They know what they want.  See, we know what we 
want.  We know what we need.  It’s just that we might not necessarily know what the 
solution is to be able to get it.  Does that make sense to everyone? 
 
Female: 
Yes. 
 
Michael: 
Okay.  We know.  We know what we need.  And we’ve buried what we want and what 
we need for so many years.  It’s buried inside of us and we’ve given up on it.  Our 
questions allow people to surface that again and say, “Gee, that’s what I really want.”  
And it will motivate them to do one of two things – move forward or go back to where 
they were.   
 
See something interesting happens during this conversation.  These people like you.  
You become their kind of person because for the first time in a long time someone, that’s 
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you, is actually genuinely interested in them as a person and what they’re looking for.  
And it goes back to the first principle.  You have to do it with intent, where you’re coming 
from.  My purpose is to help you.  My intent is to help you.  My intent is not to line my 
own nest.  My intent is to help you and out of doing so, I will be able to get what I want 
out of it, as well, which is increase my business or whatever. 
 
Male: 
Uh-huh. 
 
Michael: 
Okay?  And Stephen Covey talks about this.  “Seek first to understand and then be 
understood.”  All right?  Very few people will want to understand you and your ideas until 
you understand them and where they are coming from, what’s happening in their lives 
and how it’s affecting them.  So asking questions eliminates the need to present.  It 
eliminates the need to learn closing and objection handling techniques.  Because all the 
objections are eliminated by who? 
 
Male: 
Them. 
 
Michael: 
The other person.  The person you are talking with.  Because who’s doing all the talking 
and revealing the problems to you? 
 
Female: 
They are. 
 
Michael: 
They are.  And more importantly, who are they revealing their problems to? 
 
Male: 
Themselves. 
 
Michael: 
Themselves as you ask your questions.  And that’s what we do in the classes.  We train 
you how to ask the right questions at the right time, which prepares the person you are 
talking with to be open to listening to you and your solutions and essentially they sell 
themselves on the idea that you can help.  And that’s your presentation, where the 
person is wide open to you and your possible solution because they’re feeling good 
about you.  Now that’s going to be a pretty good presentation, now isn’t it? 
 
Male: 
Uh-huh. 
 
Michael: 
No closing techniques.  Don’t need closing techniques with someone who is motivated to 
listen.  Any questions so far on the second principle or anything else? 
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Female: 
How much time does this usually take? 
 
Michael: 
That’s a good question.  It can take anything from three or minutes, to three or four 
years.   
 
Female: 
That’s what I was wondering.  [Laughs]  How long do we schedule this appointment? 
 
Michael: 
Well, the point is this – if you don’t have time to find out what’s going on inside a person, 
is there any point in even talking with them? 
 
Female: 
Well, what my perspective was was not about my time, but theirs. 
 
Michael: 
Well, if you’re talking about their favorite subject, which is what? 
 
Female: 
Themselves. 
 
Michael: 
Okay.  How much time do you think people will give you? 
 
Female: 
As much time as they want. 
 
Michael: 
That’s exactly it.  I mean, it’s amazing.  I have gone into so many business meetings with 
40 minutes – that’s usually what someone will give you, between 20 and 40 minutes – 
and at the end of that time I looked at my watch, honored the time and said, “It seems to 
me that we’re sort of moving along here.  Do you want to continue this conversation at 
another date, or do you want to continue?”  And they’ll reschedule appointments to 
continue the conversation because who am I focusing on? 
 
Female: 
Them.  But that’s the key.  You just gave me the key of how to handle that without 
disrespecting their calendar. 
 
Michael: 
That’s exactly it.  And if their calendar is a little bit tight, what do you do?   
 
Female: 
Reschedule. 
 
Michael: 
Reschedule.   
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Female: 
That’s fine. 
 
Michael: 
And why will they always want to reschedule?  Because you are what? 
 
Female: 
You are there for them. 
 
Michael: 
You are there for them.  You are focusing on them.  It’s really simple.  It’s so easy once 
you actually look at it and do it.  You’ll be amazed at the fact that you never did it before. 
 
I remember the very first time that I did this when I went out and this buyer said, “Okay.  
What do you got?”  And I said, “Mr. Jones, before I get into what I’ve got or what I do, let 
me ask you a question so I can focus more on you and what you’re looking for.”  And I 
asked a question.  And it was amazing.  I didn’t have to present at all and I got all this 
information.  In fact, I got so much initially that I didn’t know what to do with it. 
 
Female: 
[Laughs] 
 
Michael: 
I literally did not.  And you will find this, too.  You will not know what to do with it.  Don’t 
beat yourself up because you’ve suddenly seen the tables turned.  Does that makes 
sense? 
 
Female: 
Sure. 
 
Michael: 
So there’s some of the energy for you. 
 
So let’s talk about listening.  Do we listen to people? 
 
Male: 
Most of the time, no. 
 
Michael: 
Most of the time, no.  In my experience, we listen least to the people we are closest to.  
We understand least the people we are closest to because we don’t listen to them 
anymore, do we?  We kind of take them for granted.  Also, what I find interesting, is that 
they don’t listen to us.  [Laughs]  It’s a two-way street.   
 
How do we listen?  45% of the time is spent what, when we’re listening?  What are we 
doing when we’re listening? 
 
Male: 
Thinking about ourselves. 
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Michael: 
Yeah.  Thinking about what we’re going to say next and that type of stuff, right?  And 
another 45% of the time is waiting for a gap in the conversation that we can say…  Have 
you ever been with someone and they’re explaining something to you and you’re tugging 
on their shirt or their blouse and saying, “Let me tell you about my experience.”  Have 
you ever done that to people?  Or have they done that to you? 
 
Female: 
Uh-huh. 
 
Michael: 
We’re not listening, are we?  How much time should we spend listening to people? 
 
Male: 
More. 
 
Michael: 
Yeah.  What percentage of time?   
 
Male: 
100. 
 
Michael: 
100%.  Now a lot of people say 75, 80, 85, right?  You know why they’re saying that, but 
we can listen 100%.  And here are some clues.  It is imperative that we listen 100%.  
One of the clues is that we can think ten times faster than anyone can talk.  And if we 
know something about our product – and I don’t believe in the myth that you don’t need 
to know anything – you do.  You need to know something about it.  You don’t need to 
know a lot, you just need to know something about your product, or your solution.  You 
need to know about your business opportunity.  You need to know what are those 
features and advances.  You need to know the same thing on the product. 
 
But it’s like having lots of drawers in your mind.  Once you know it, it’s like putting all 
these little features on all these automatic drawers.  You know like the CD drawers that 
sort of pop out when you want them to, it’s exactly the same thing. 
 
Female: 
Uh-huh. 
 
Michael: 
If you listen 100%, the person will give you all of the clues because most of what they’re 
saying is in the 90% that you don’t listen to.  We’re only listening to 10%, but it’s in the 
90%.  And all these little drawers will automatically pop out and you will know what to 
talk about because it’s specific to them.  Does that make sense? 
 
Male: 
Uh-huh. 
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Michael: 
Okay.  Another key is that what you’re going to say next is in the answers that you get to 
your previous questions.  It’s all there.  It’s just that we don’t listen to the answers.  What 
do we normally listen for when people reply to our questions? 
 
Male: 
The answer we’re looking for. 
 
Michael: 
The answer we’re looking for.  Is that true? 
 
Male: 
Uh-huh. 
 
Michael: 
We’ll ask someone, “Hey, did you work?”  And they’ll say, “Yeah.”  And we’ll say, “Do 
you enjoy your work?”  And they’ll say, “I love it.”  And we’ll say, “Gee, that’s not the 
answer we were looking for.”  Is it?  Is that true? 
 
Female: 
Yeah. 
 
Michael: 
I’ll demonstrate to you in the classes that it doesn’t matter if that’s the answer because 
I’ll find out another truth.  You’ll find out – like you’re accepting the first layer on the 
onion, the second layer on the onion – there’s more to it.  And that’s what we need to get 
behind.  That’s where the questions come in.  It allows us, and it allows them, to find out 
more about themselves.   
 
So we listen selectively.  We listen to the things that we want to hear.  That’s how we 
normally listen.  We listen with the intent to reply to someone, not with the intent to 
understand where they’re coming from.  Am I generally right about that? 
 
Male: 
That’s right. 
 
Female: 
Yes, but I didn’t realize it before.  [Laughs]  I didn’t realize that I was looking for the 
answer I wanted.   
 
Michael: 
You see, when I ask you questions – when I go into a sales situation or whatever, it 
doesn’t matter to me what answers you give me.  It doesn’t matter.  They’re your 
answers.  But they’re truths.  They’re different truths.  And if I work on these truths – this 
is not an either/or world, this is an as well world – which is why I do what I do because I 
don’t like the traditional form of selling.  It doesn’t work for me. 
 
In fact, if you read one of my recent articles, I wrote about the 80/20 rule, where I had a 
discussion four years ago, and it’s been proven now through empirical evidence, through 
heart math and through the Lomanger studies and so on, is that the reason why 20% of 
people in this world do 80% of the business is because they wrote the rules.  You with 
me here? 
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Male: 
Yeah. 
 
Female: 
Uh-huh. 
 
Michael: 
And in fact, what I’m more interested in is the other 80%.  And interestingly enough, 
what we’re doing right here works for everyone and that’s about as far as I go from the 
point of view of making a statement like that. 
 
It really does work for everyone because it’s a way of communicating that is based on 
ancient principles.  It’s called dialogue.  In fact, Socrates used it.  It’s called the Socratic 
Dialogue.  And this is what we’re talking about.  Questions and listening.  Questions and 
listening.  It’s how to do this.  And once you start doing it, you wonder why you’d never 
done it before.  So we need to sort of understand that. 
 
It’s like an iceberg.  What percentage of the iceberg do you see, when you see it floating 
in the ocean? 
 
Male: 
About 10%. 
 
Female: 
10%.  The tip. 
 
Michael: 
That’s right and that’s basically all we see of most people.  If we ask questions and 
listen, we will see the rest of it, or most of it, not necessarily all of it, but we will see most 
of it.  And if you can’t see it, when you’re trying to get to that piece that you can see in an 
iceberg, what normally happens?  You what? 
 
If you’re on a ship and you’re going towards and you want to get to that iceberg, what 
would normally happen if you can’t see what’s underneath the water? 
 
Female: 
You crash. 
 
Michael: 
You crash, right?  All you need is a depth sounder, or in our case sort of knowing how to 
ask questions and listening, to find out where the shallows are so that you can safely 
navigate to the iceberg.  And that’s exactly what we do. 
 
One of the challenges we have about listening is that we’re not sure how to listen or 
what to listen for, or even how to respond to people.  Would that be true for most 
people? 
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Female: 
Yes. 
 
Male: 
Yes. 
 
Michael: 
I know it was for me.  Because from an early stage in our lives what are we taught the 
most in order to get on in our lives – how to listen or how to express ourselves? 
 
Female: 
How to express ourselves. 
 
Michael: 
Yeah.  How to express ourselves.  Go out there and express yourself.  Stand up.  Make 
yourself be noticed.  Be known.  Right?  Well, the cruel truth is that the art of 
communication is where?  It’s in the… 
 
Female: 
Listening. 
 
Michael: 
Listening.  So here’s the third principle.  The third principle is this – knowing how to 
listen.  Natural selling is knowing how to listen to what is being meant, not just what is 
being said. 
 
Male: 
Uh-huh.  Okay. 
 
Michael: 
And there’s two elements here.  Understanding how to listen and what to listen for.  
Again, that’s what we do in the teleclasses.  We learn how to listen.  Most people do not 
know how to listen.  So before we can start listening for something, learn how to listen.  
How to listen is the one thing that I know of that will draw more people to you than 
anything else. 
 
Forget about anything else.  Forget about learning anything else.  Just learn how to 
listen and you will have people be drawn towards you.   
 
Now what to listen for?  Most people miss what it is they’re listening for.  They listen to 
the wrong side of the equation.  We learn how to actively listen, learn exactly where a 
person is coming from before proposing our solutions.  And when we understand where 
the person is coming from and what they want and why they want it, you will be able to 
customize your solution and you’ll be able to present it in a way that makes total sense 
to them.  So it means something to the other person. 
 
So it gets to the fourth principle, which is this.  Natural selling is knowing how to feed 
back what you think you heard they want.  It’s feedback.  Okay?  The presentation, if you 
like, is in the conversation.  It’s the process.  That’s where – if you want to use – I hate 
this word, but I will use it because it’s in context right now – that’s where it’s closed.  If 
there are sales to be made, it’s in the process, not at the end.  But you will present at the 
end to demonstrate that, in fact, you fully understand. 
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And so those are the four principles to natural, successful selling.  It’s coming from a 
place of common understanding, being in control of yourself and knowing what 
questions to ask, and how to listen, and how to feed it back and how to relate with a 
person to see what they are doing and help them see what they are doing, as well.  
Everyone okay with this? 
 
Female: 
Uh-huh. 
 
Michael: 
So let’s just wrap this up and bring this to a conclusion and then we’ll move into a couple 
other things.   
 
The process of someone having a close look at what you’ve got and buying it is now a 
result of you understanding how to make those principles work.  I’ve given you a 
foundation, hopefully a brief solid foundation here.  But now we need some bricks and 
mortar and we will talk about those in a second.  But if there’s a problem to be solved, 
you will hear it.  You will discover it.  They will, too.  You’ll offer a way to solve it, if it’s 
appropriate.  But if there isn’t a problem to be solved, if a person does not have a 
problem to be solved and they are not motivated to make a change, what will you do?  
Very quickly. 
 
Male: 
Let them go. 
 
Michael: 
Let go.  Everyone okay with this? 
 
Female: 
Uh-huh. 
 
Michael: 
Yes.  Just let go.  In other words, rephrase a little bit and just move on, quickly move on 
to other opportunities.  Quickly move on.  It doesn’t mean to say that you leave them 
there, because when you have these types of conversations do you think most people 
remember them?   
 
Female: 
All the time. 
 
Michael: 
All the time.  They’ll remember this conversation.  Some people need time.  Someone 
mentioned earlier, how long will this take?  Well, some people have gotten so embedded 
in their lives that these things take time.  You will find that people will come back to you.  
People will say, “Gee, I was reflecting on what you said a couple of weeks ago…”  
You’ve had this.  You’ve experienced this in your life.  You know this to be true because 
you’ve had these kinds of experiences.  What we’re doing right now is learning how to 
do that in an effective manner.  All right? 
 
So if there isn’t a problem to be solved, you move on.  If there isn’t a problem to be 
solved, have you lost a sale? 
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Male: 
Not necessarily. 
 
Michael: 
No, you haven’t.  Why not? 
 
Male: 
There wasn’t one to be made. 
 
Michael: 
There never was one to be made in the first place.  So the question I asked earlier about 
your anxiety, do you think the remaining 50% of your anxiety would disappear if you 
knew how to do this? 
 
Female: 
Yes. 
 
Michael: 
Why is that? 
 
Female: 
Because you are certain you will succeed. 
 
Michael: 
Yes and what isn’t happening anymore? 
 
Female: 
You’re not selling. 
 
Male: 
You’re not really being rejected. 
 
Michael: 
You’re not being rejected.  You can’t be rejected.  It’s impossible to be rejected.  Are you 
with me on this? 
 
Female: 
Uh-huh. 
 
Michael: 
Is it possible to be rejected?  You’re the one who’s doing the interviewing.  You’re not 
the one who’s trying to sell.  You’re getting them to sell you on the whole thing through 
your asking questions and listening.  Let me ask you, are you selling anything when you 
have these types of conversations? 
 
Male: 
No. 
 
Michael: 
You are, in fact, selling something, though, aren’t you?  Who are you selling? 
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Female: 
Yourself. 
 
Michael: 
You are selling yourself.  When I first started selling, that’s what I used to get told.  
“You’re selling yourself.”  I could never understand what that meant, but I was basing it 
on the context of something very different.  It didn’t fit in.  I’m selling myself.  I’m 
manipulating this person.  I’m persuading this person.  I’m closing them.  I’m handling 
their objections.  I’m doing all these awful things and I’m selling myself?  What’s going 
on here? 
 
And when people said, “You’re a wonderful salesperson,” I never took that as a 
compliment.  Are you with me there? 
 
Male: 
Uh-huh. 
 
Michael: 
It didn’t ring true for me.  And so that’s what we’re talking about here.  We are selling 
ourselves.  Are you a feature of your product or your business opportunity?  Yes, you 
are.  You’re a unique one.  You’re a feature, every much as the ingredient or whatever it 
is that you’ve got in your products, or every much of your company.  You are a unique 
feature of it.  If a person buys you as a feature, do you think they’ll have a look at the 
rest of what you’re all about? 
 
Male: 
Yes. 
 
Michael: 
That’s exactly it, isn’t it?  Exactly it. 
 
And so when you have conversations like this, people will come to logical conclusions.  
And people are looking for things, just like you did.  The reason you got involved in the 
businesses that you are, are what?  It’s because… 
 
Male: 
Looking for something. 
 
Michael: 
You wanted to make a change.  Do you think most people out there are looking to make 
a change to something better? 
 
Female: 
Oh, yeah. 
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Michael: 
At different degrees, or different stages, okay?  Most people are looking to make a 
change.  But here’s the real difference.  They’re all motivated to make a change from 
what they’ve got, or where they are, for entirely different reasons.  That’s hopefully what 
we’ve understood today in ourselves and that’s what I suggest that you have to listen for 
and respect in others when you’re having conversations with people.   
 
Did that make sense to people? 
 
Female: 
Yes. 
 
Michael: 
Okay.  A quick a-ha from anyone? 
 
Male: 
It makes good sense.  I guess it’s all an ah-ha.  
 
Female: 
I think you’re probably right.  It’s all an ah-ha. 
 
Michael: 
Okay.  All right.  Thanks very much, everyone.  I hope you took something with you and I 
look forward to seeing you in the classes. 
 
Male: 
Great.  Thanks, Michael. 
 
Female: 
It was great. 
 
Michael: 
All right.  Take care.  Bye-bye. 
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"12 Ways to Start Effective Conversations…" Audio 2 
 
Hi!  I’m Michael Oliver… Founder of Natural Selling Sales Training.  Welcome to session 
1 of the Natural Selling Foundation Course. 
 
This tape, 12 ways to start effective conversations with anyone, anywhere at any time, 
… builds on the 4 universal principles… 4 laws of attraction you are now familiar with. 
 
These 12 ways will give you the communication tools to start the process of what I call a 
Mutual Voyage of Discovery… a voyage where you uncover, reveal and explore with 
another person their life’s history… who they are, where they are in their life, whether 
what they are doing is working for them or not, how they feel about that, what they want 
and why they want it and whether they are open to change… and if they are, whether 
they have the desire to do what it takes to make the change… and so on. 
 
It’s designed to get you started talking with people without the fear or anxiety that is 
normally associated with selling… or opening a dialog with someone…. 
 
It’s designed for you to see, feel and hear the rapid results… the positive change in 
people’s responses to you and the positive changes in your own feelings, when you use 
these heart to heart ways of communicating. 
 
It’s designed for you to be effective… to give you effective mini steps to move you 
forward to achieving your goals and your higher purpose more rapidly. 
 
And finally it’s designed for you to be comfortable, as well as effective, with what you’re 
doing… because when YOU’RE comfortable, and you’re feeling self assured, this 
manifests itself to the person with whom you are speaking! 
 
There is a saying that goes; 
When I focus on me I increase my anxiety 
When I focus on you I decrease my anxiety 
 
So, when you practice, and DO, and BE, in real life, the exercises you are about to learn, 
all of them based on principals, you WILL find people responding and acting to you 
positively.   
 
Taking small steps like this will encourage you to take bigger ones,… and as each step 
is taken, and you actually see the positive results manifested first by your new actions… 
through your new words and phrases….you WILL feel better about yourself!  Those new 
feelings of well being will further feed and nourish the inner mind…. the subconscious…. 
which will then resurface into the conscious again and automatically give you the words 
right words to use.  Words that have strength and conviction… words that are coming 
from a subconscious reference point of abundance.  The abundance you are looking for 
will flow quite freely to you… if you let it 
 
There are many different ways to connect with people, and the key thing to remember is 
to focus your attention 100 percent on them… who they are, what they're looking for - 
and remember the First principle… the purpose of your business is to help other people 
solve their problems.  If they do and you can help with your own solution, then great.  If 
you can’t or, you know of a better solution, then consider offering the other solution 
and/or bow out gracefully. 
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Learn to let go of the outcome… and here is   a personal example of this!  I will refer 
potential customers to a competitor if I find that my solution, my service in other words, is 
not going to work for them as well as someone else’s.  How do I know mine won’t work 
as well?  Because I ask a lot of questions, like a counselor, and through being relatively 
impartial, can many times see the picture of the other person and what they are looking 
for better than they can. 
 
In doing so I’ve discovered that I never lose!  The returns from doing so have been 
outstanding… such as referrals from the very same people I could not help with my 
service…. just because I let go of the outcome!  The universe really does return your 
abundance gesture with a like gesture and sometimes more than you think.  It’s the law 
of reciprocity kicking in and you have to be open to it! 
 
Natural Selling is about respecting the person we're talking with,, by asking questions, 
listening intently and responding not only to the facts we hear, but also to the reasons – 
especially the subjective reasons behind them.  Doing so, gives us access into their 
world of reality.  And it's their world of reality that counts - not ours.  
 
We also do this because it's polite, and most people like it that you have shown an 
interest in them… and if you want to be pragmatic about it, THEY have their history, and 
YOU need to tap into it, to know how to listen, and what to listen for…. to listen for the 
meaning behind what they are saying, before you start offering your solutions to them.  
Before anyone is going to put their welfare, their health their trust and possibly their lives 
in your hands, they want to know you understand them!  The mere action on your part of 
doing so will draw people to you. 
 
It’s like an iceberg…. 90% of an iceberg is submerged and only 10% is visible above the 
surface of the water. Likewise when you’re talking with someone. The visible 10% of the 
conversation is usually the words the other person uses to express their wants.  Their 
feelings about their challenges, their problems, needs, wants and desires are below the 
surface.   
 
The degree that people are motivated to change is determined to a great extent by the 
degree of the pain of their present situation.  That’s a feeling.  If you want to understand 
people, get in touch with, and help them get in touch with, their feelings. 
 
So what we're going to do is look at the various ways that you can start conversations 
that will;  

 Immediately attract people to you, by making it clear you're putting the focus on 
them, and that you’re interested in them, 
 

 And 2. help them feel comfortable about talking about themselves, so they will 
reveal their own inner world of reality to you.  Interestingly, you’ll find that as they 
talk with you they will possibly see their own picture for the first time. 

 
Let’s remember that these are not techniques.  These are methods based on 
principles…. Principles you learned during an introduction class or on another tape…. to 
Natural Selling.  If you haven’t I suggest you do that right now… because it’s an 
essential paradigm shift   
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Also, what you are going to learn is not set in stone.  Vary the phrases and words to suit 
your own style and personality and situation. The words you are going to hear on this 
tape… whose words are they?   Mine.  If the words don’t suit you, what do you do… 
change them!   
 
Each conversation you have is unique and one size canned response, I would suggest, 
does not fit everyone.  With practice you will automatically respond with the right words 
and right phrases for each situation. 
 
As you progress you’ll notice a common theme to all of this and it will come to with ease 
especially if you continually practice them and do them. 
 
So let’s start! 
 
I believe that most of us would agree that the first words we say or the first questions we 
ask when we meet someone for the first time, will decide whether they will want to 
continue talking with us.   
 
To demonstrate the principles behind natural selling let’s look at the various ways of how 
we can start conversations with people and make that connection with them. 
 
Effective Conversation Starter #1 
 
Let's begin by  
 
1. LEARNING HOW TO DESCRIBE WHAT IT IS YOU DO. 
 
Let me start off by asking you a question. When people ask you, 'what do you do', how 
do you normally reply?  Do you normally give an answer like, I'm a nurse, I’m an office 
administrator, I sell health products, I’m in the health and wellness industry… or tell them 
whatever it is you do!  
 
What does this mean to the person who asked when you reply like this?  SO what if 
you’re a nurse or sell health products.  It can almost be a conversation stopper because 
it has no meaning or description to make it interesting.  
 
Before I explore this some more, I’d like to spend a moment looking into an interesting 
phenomena that occurs with many distributors, and if it occurs to you how you might 
change it to your advantage if you wish.  
 
If you do have a job and someone asks you what you do… do you respond with your job 
title or position first or your network marketing business? If your first response is your 
job….ask yourself this….  Why do you have your own business… why ARE you a 
network marketer?   
 
If it’s because you want to do something about changing your life… or something 
similar…. then ask yourself another question… what is going to achieve that goal for 
you… you’re present job or your business!   
 
There’s no right or wrong answer… if it’s your job that’s going to do it… fine!  If it’s your 
business… then if you don’t’ tell anyone about it… up front… square and center…..are 
you going to achieve your life’s goals?  Very likely not! 
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So why is it you don’t you tell people about your business? Having spoken with 
thousands of people, I’ve come across all sorts of reasons…. We all have our own…. 
ranging from fear of rejection, your job makes more money at the moment, your job has 
more status, your spouse will think you’re crazy, and so on….. 
 
So I suggest you observe this behavior, and make up your mind which response you’re 
going to use in the future… which response is going to best serve you, and other people 
- and use it. 
 
SO, let’s look at how you can reply to someone who asks you what do you do… And you 
want to make an impact with your reply! 
 
I call this your Personal Introduction Speech! 
 
One on the most powerful ways I know of attracting people to you, is not to tell them 
what you do, but let them know HOW what you do helps other people.  Let me repeat 
that.  The key to answering someone who asks you what you do, is not to say what you 
do, but HOW what you do helps other people. 
 
As an example; if you're focused on promoting your business opportunity… here is how 
you might reply to the question ‘what do you do? 
 
Michael  "Well, You know how many people nowadays are concerned about their 
job security what with corporate downsizing that’s still going on, and the higher cost of 
living? 
 
Well what I do is help them set up their own part and full time businesses, so that they 
can start taking care of themselves and their families once again." 
 
Let me ask you… what do you do? 
 
You see how this paints a picture.  Your reply focuses on some overall challenges that 
are in the world challenges that people are aware of and can easily identify with… 
and…. it demonstrates your purpose which is to help other people solve these 
challenges. 
 
It is also a very focused reply and clear.  It demands you understand what it is you do 
and then convey that to other people by putting the focus on them. 
 
Now if a person identifies with this, and is finding it harder to make ends meet for 
example, or if they’re facing downsizing, do you think they are likely to want to know 
more?   
 
And do you want to tell them? Yes of course you do.  Do you want to do it now?  You 
can if you want, but then what would you be doing… presenting the features, 
advantages and so called benefits of what YOU think they should hear, because you 
don’t have any reference point about them. 
 
So my suggestion is wait… find out more about them and who they are so that you can 
possibly customize your answer if they do ask “tell me more!’  That’s why you ask the 
question… what do you do...? at the end of your explanation. 
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Now, I'm going to show you how to build your own persona introduction in a moment.  
Before I do that, let's take another example.  Let's say you want to promote your 
product…. using the same approach… let people know HOW what you do helps other 
people! 
 
Michael "Well, you know how more and more people nowadays are getting 
concerned about their health what with the pollution in the air we breathe and the 
chemicals in the  food we eat? 
  Well what I do is, help them keep their health and lives in balance." 
 
Or you might say this 
 
"You know how more and more people nowadays are finding it harder to sleep at nights 
what with the stress of modern day living??  
Well what I do is, help them relieve the stress and keep their health and lives in 
balance." 
 
How about you… what do you do? 
 
Let me give you the mechanics for creating your own introduction.  
 
There are 3 parts to this.  
 
First… outline the problem 
Second… demonstrate how you solve the problem 
Third … ask a question to start exploring and uncovering whether they might have 
similar problems that need solving! 
 
The first part start with the words – ‘Do you know how’ – and what you do here is open 
up with one, or two generic problems, that people have, that your business opportunity, 
products or service will solve. There are hundreds of problems and challenges out there.  
Being a problem solver, your job is to discover them and what they mean to people. Play 
this tape back and you’ll hear what I mean.  Come up with some of your own that you 
can use. 
 
In the second part – ‘Well what I do is’ - you demonstrate how you solve the problem.  In 
the second part, the key is not to use clichés, or your company or network marketing 
industry language that most people cannot understand, such as residual income, 
degenerative diseases or modern technology for example…. as these words have very 
little meaning to most people.  And most importantly, don't come across as if you're 
trying to sell something.   
 
Keep it low key.  The power of your response comes from using simple everyday 
language that everyone understands, without jumping out of the gate and hitting them 
with your solutions.  We love what we do and can be so anxious to help and want to get 
the message out, that we think we have a hammer and everyone else is a nail! 
 
So use the above structure, build your own powerful response – use it and do it.  
 
It has many uses and you'll be gratified at the positive responses you'll get. 
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For example If you’ve already gathered a lot of information about someone, and they 
eventually ask you what YOU what do you so… how do you think you can respond?  Of 
course… by modifying or customizing your introduction/explanation to fit what it is they 
are looking for!  Let me demonstrate….. 
 
You could start off with the phrase…  
 
“Actually it’s interesting you should ask that, because you know how you were talking 
about having your child soon means you will need to give up your job and it’s causing 
you some concern because there will be a dip in your income and besides that, you’re 
worried about being left behind in the business world? 
 
Well what I do is help people like yourself set up their own home based businesses so 
that they don’t lose their business skills and at the same time make sure their family is 
being cared for. 
 
Let’s look at how using exactly the same formula and approach you can describe your 
product. 
 
Effective Conversation Starter #2 
 
2. HOW TO DESCRIBE YOUR PRODUCT OR SERVICE 
 
“What is this (Product)?” 
 
Here is a powerful way you can reply to this questions, of… what is this? …and make it 
an invitation to participate in a conversation.   
 
Comprised of 3 parts again, problem, solution, question…. here is how it works.  Let’s 
say for example you’re selling Nutritional products 
 
1. “You know how not having fiber in your diet can lead to constipation and toxic 
buildup in your body and make you feel tired and lethargic an low?” 
This part describes the problem(s) and the symptoms of the problem(s) that the product 
is designed to solve.  It involves logic (toxic buildup) and feelings (lethargic). 
 
2. “Well, what this does is, give you all the fiber you need to maintain a healthy 
digestive system to give you back your energy so that you can feel good again!” 
This part demonstrates how the product solves the problem without using technical 
language. (Note: this is not the time to start ‘selling’ all the wonderful advantages!). 
 
Then you end with a question……. 
 
3. “Have you ever felt that way?” 
It doesn’t matter whether they have or haven’t because there is a good chance that they 
will surface something else that they are having a challenge with…. 
 
Note: 
Whenever you can, ask a question after you have replied to someone!  In this way the 
conversation doesn’t just stop or start going in a direction that serves neither of you! 
 
Ok let’s look at the 3rd example of starting effective conversations…. 
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Effective Conversation Starter #3 
 
3. HOW TO PRESENT BY NOT PRESENTING 
 
Whenever you're faced with making a presentation and you’re tempted to tell someone 
all about the wonderful features and advantages of your products and business 
opportunity, my cautious advice is  – Don’t…. if you can possibly help it!  Interview 
people instead! 
 
The reason I say this is because we’ve already discovered that when you present, 
without having any knowledge of the other person, it’s only your interpretation of what 
you think the other person needs to know.  How many times have you made a 
presentation based on nothing more than your own guess and its ended with the person 
you've been talking to, saying ‘I’ll think about it’ – or, ‘No thank you! And you’re left 
feeling empty? 
 
Just because someone says they would like to have more money does not mean they 
are going to jump on the first opportunity that comes their way.  Or just because 
someone has stated that they are suffering from some ailment does not mean they are 
going to buy your supplements or even hear what you're saying.   
 
Using phrases or responses to people’s needs like… ‘you know what you should do …’  
or ‘I’ve got the very thing for that’ ….puts you in danger of offending many people, 
because you’re not making any attempt to fully understand the history behind their 
need… not are you respecting what they might HAVE already done about it, and 
whether it’s worked or not, and so on 
 
Today’s customer does not want to be talked out... today’s customer wants to be 
heard… and the only way you are going to HEAR them is if you they tell you what is 
going on.  And the only way you are going to find out is to use your people skills and 
skills as a counselor and ask questions. 
 
As Swami Beyondananda said so eloquently…. “Any fool can come up with the answers.  
But the real measure of wisdom is coming up with the right questions”  
 
Here is another thing that works against you when you present. You have no idea 
whether someone’s pain of where they are at the present moment, is great enough that 
they will take the necessary steps to do whatever is necessary to make the change to 
get what they want! 
 
Asking questions will surface all this history… and as it comes to the surface, so will their 
feelings and the associated pain if any. Make a note of this….   
 
“People’s motivation to change is in direct proportion to the AMOUT of pain they feel 
about their present situation.”   
 
Think about what it takes for you to make an all out effort to change.  Is your pain deep 
enough that you will take everything on these tapes that sounds right for you and do it 
every day, day in and day out until you are getting what you want? 
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When you ask the right questions at the right time it helps people motivate themselves… 
because they listen to their own replies and it makes them think and feel their own 
current reality. 
 
Your questions are not just for you… they are for the other person as well.  The 
questions you start asking and continue asking are the questions that another person 
might ask of themselves if they knew what to ask!  One of the number one obstacles to 
moving forward in this life is not knowing something.  Help people find out. 
 
So how do you find out whether there is a real need and the depth of that need?  – you 
know it already - you ask questions!… and you start asking them from the moment you 
speak…  People are interested in themselves, not you - so allow them talk about 
themselves, and give them space, while you listen! 
 
So instead of presenting, here is how you might want to start the conversation.  Let’s 
assume the person I’m talking with here, is called Bill, and it doesn’t matter if he asks 
something like, So Michael, what have you got to show me? …. I’m going to start by 
asking… 
 
"Bill, before I get into what I've got, Let me ask you a few questions, 
So we can talk more about YOU and what you're looking for!" 
For example, tell me more about your present job… and whether you’re getting what you 
want out of it? "    
 
You can see how the question, or questions like this, can start to immediately gather 
information for you, as to what Bill likes or does not like about his job.  Listen to the 
answers and use the answers to formulate your next questions.  
 
Here are a few more starter phrases, for different situations 
 
Before I get into what I’ve got 
Perhaps you would you give me your thoughts on what we spoke about previously? 
 
Before I get into what I’ve got 
Let me ask you a few questions to get an idea as to whether what I’m doing might fit into 
what you’re looking for.  If it does, great… if it doesn’t then maybe something else will 
work for you… for example… and you ask a question 
or 
 
Bill, before I get into what I’ve got 
It might be helpful to both of us 
If I could understand a little more about you and what you’re looking for… 
For example, perhaps you could tell me more about the frustrations you’re having at 
work at the moment and how they’re affecting you? 
 
So start off asking questions that will steer you in a direction that will eventually allow 
you to get to the questions that surface the pain of where the other person is.  
Remember earlier when I said that “The degree that people are motivated to change is 
determined to a great extent by the degree of the pain of their present situation.”  
Whether they feel it, and feel internally motivated to change, and whether they will make 
that change with you, is going to depend on your questioning and listening skills! 
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Effective salespeople and distributors use opening needs awareness approach 
questions to uncover if there is a need or a problem. It helps their potential customers 
and associates visualize it and feel it if there is - even if they didn't realize they had one! 
 
So what are the key elements here?  It’s all about effectively opening the conversation to 
find out where they are presently in their lives, what they are doing and whether it’s 
working for them. 
 
Remember, your questions help people open their minds….. 
 
Effective Conversation Starter #4 
 
HOW TO REPLY TO SOMENE WHO HAS RESPONDED TO AN ADVERTISEMENT 
OR WHO HAS ASKED YOU FOR SOME INFORMATION…. 
 
Again the key here, is don’t present and tell them all about you and what you have when 
they call or ask you. Turn it around.  Interview them! Found out why they asked! 
 
Doesn’t that make sense?  Just because they started the conversation, how do you 
know what to tell them unless you get behind the initial question and find out why they 
asked it. 
 
The point is - is it them interviewing you, or you interviewing them, when they call you?  
It's actually both - except YOU have the potentially powerful key to open the door to 
making a difference in someone’s life… which is why they called YOU in the first place!  
If you know how to unlock their door with it – you’ll make a difference in BOTH your 
lives! 
 
Let’s explore what I mean by this POWERFUL key. Take a moment, and look at what 
you’ve really got, what your solution MEANS… and WHY it is so valuable….if you 
haven’t discovered it already!  YOU have a document with your company that gives you 
the rights to sell your products, services or business opportunity, AND the rights to find 
others to sell it for you.  
 
Here’s the neat thing that differentiates what you’ve got from most other businesses.  
You ALSO have the rights to sell those rights to someone else who can do the same 
thing!  That’s like having a McDonald’s franchise and having the rights to sell 
McDonald’s franchises to others! 
 
Now that's very powerful and valuable…and puts you in the driver’s seat.  Have you 
thought about the fact that this is not a numbers game where you are hoping to find as 
many people as possible to join you – that in fact it's a numbers game where you want to 
have as many QUALITY interviews as possible to find the right people to join you… 
Motivated people who understand and want to make a change in their lives.  It doesn’t 
take many people to build a solid, self-sustaining, self-motivated and loyal organization. 
 
If you find the right people you know what happens - the time and energy you spend with 
them on the front end is well invested.  They WILL stay with you and do whatever is 
necessary.  Your attrition rate will disappear. Your new associates will help you reach 
your objectives as you help them reach theirs.   
 
So interview them …find out about them and let them motivate themselves to change. 
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Here is an effective conversation starter way that will start the process for you. Let’s 
suppose a lady called Heather calls and asks… 
 
"I'm replying to your advertisement - could you tell me what it's about …?" 
 
You:  "I'd be delighted to!   
  Before I get into what it’s all about – let me ask you a question … 
  What was it about the ad that attracted your attention?"  
 
Heather will answer with whatever motivated her to call    
 
You then ask another question 
   "Was there anything else that attracted you?" 
 
  And Heather will tell you 
 
You then continue asking questions based on her answers, or you have a BQ question 
ready, such as… are you presently working now.., can I ask what you’re presently 
doing…and so on 
 
Here is the 3 Step Formula in a nutshell 
1st ask what attracted them to the ad   
2nd ask if there was anything else… tell me more….. 
3rd ask them to expand on what they said or ask Background Questions to start getting 
some facts about the person who called. 
 
By the way, if they ask you again what it’s all about – tell them!  This is, after all, full 
disclosure and a two way conversation, as are all Natural Selling™ conversations. 
 
One of the most important things I’ve discovered is that; asking questions and listening 
to the answers, creates value in YOU and what you represent.  Do it, and you’ll see, 
hear and feel what I mean. 
 
Effective Conversation Starter #5 
 
HOW TO CALL LEADS FROM A LEADS LIST 
 
Calling leads from a genuine lead list IS NOT I would suggest to you … cold calling as 
many think.  A cold call is calling someone you have never met and don’t even know 
about… like pulling a random name out of the phone book. 
 
The leads you get from a bona fide lead list are from people who are looking for 
something… so what’s your job?  To find out what that is… and to help them find it… if 
they haven’t done so already!  Again… you interview them.  Why… because it’s your 
company… let them sell YOU…..on the idea that they should join you… and stop trying 
to sell them…… Now THAT’s abundance thinking! 
 
Why do you want them to sell you?  Well, you have a potential solution for one, and 
secondly you are looking for the right people to work with you.  If you were the VP of a 
big company and someone was looking for a job with you… would you attempt to sell 
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them on joining you?  Hardly likely!  There’s no difference… you are the CEO of your 
own company.   
 
So here’s the 5 step formula for when you call someone from a lead list or even perhaps 
when you’re returning their call... 
 

1. State who you are 
2. Where you are from 
3. Give them a heads up as to why you’re calling, by referencing and reminding 

them of the fact that they ASKED you to do so! 
4. Ask them if this is a good time. 
5. Find out the present situation and ask how you can help them. 

 
And don’t let those leads sit around – they’re like bananas they ripen quickly! 
 
Say we’ve chosen to return Mary’s call I might say…. 
 
Hi Mary this is Michael Oliver from Natural Selling Sales Training….. 
You recently were enquiring about improving your selling and communication skills, and 
I’m calling to find out if I can help?   
Is this a good time for you? 
Good!  Let me start by asking you a question, have you found what you wanted or are 
you still looking? 
OK.  Well, before I get into what I’ve got….Perhaps you can tell me what it is you’re 
looking for? …or what it is you’re wanting to do? 
 
I’ve discovered that one question can open up several minutes of meaningful 
relationship building conversation.  
 
People really do have the answers… all you need are the right questions…. And to give 
them time to answer them. 
 
Effective Conversation Starter #6 
 
HOW TO SPEAK WITH FRIENDS AND YOUR WARM MARKET 
 
Let’s go over how you would open a conversation with your warm market.   Before you 
do anything - Prepare!  – it takes preparation – lot’s of preparation. It’s 90% preparation 
and 10% execution – and I know from experience this is true for most people. 
 
When you put together your list of names, take the names that you have and split them 
into two.  One for friends and close acquaintances and the other for people you know 
somewhat, such as people you do business with,  I suggest you put the people you 
know somewhat into the category of How to speak with business associates… that we 
will discuss later.  You can be a little more formal with them. 
 
Now… create a separate page for each name.  If you have a hundred names, create a 
hundred pages! Think about everything you know about each of those people. Write 
down everything you can about their family, their hobbies, their sports, their jobs, their 
relationships, and especially their likes, dislikes, passions and so on.  Review everything 
you know about them.  You get the picture?  Spend time on this.   
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Write down all the problems you might have heard your friends talk about… that your 
business opportunity or products might be able to solve.   Things like health problems or 
tight finances, and think, if you can, and how it’s affecting them. Because when you call 
these are the things you are going to affirm, or find out if you don’t know already.  
 
Then arrange the list from hot all the way to coldest…. Cold meaning someone that 
you’re least likely to connect with!   Then start calling the coldest.  Why do you do call 
the coldest first?  Because you need to practice!  You need to get your vocal chords and 
mind into gear.  A great alternative to this is to do what someone I know does – he 
practices by talking to trees!  And then he has the comfort of a back yard where no one 
can see him! 
 
So, whenever you start the day with calls, my advice is, always practice on your weakest 
contacts first, so you can get warmed up.  However, still think positively, think that the 
conversation will go well.  Some of the coldest potential associates can turn out to be the 
most interesting and the most rewarding. 
 
When you call your friends - The 3 key things to look out for are; 
 

1. Respect the relationship that is already there.  What’s more important….your 
friendship or your insistence that you want them as a business partner? 
 

2. Give the reasons why you’re calling, such as to catch up, to reconnect, find how 
they are… and so on, and talk about them 
 

3. Don’t rush into talking about your business opportunity  
 
While you have your own agenda - moving your business along- – the more important 
thing is to stay on your purpose.  Your purpose is to see if your friends have challenges 
you can help with!   
 
So when you start calling, focus your conversation more an them and what is happening 
in their lives.  If you haven’t spoken for a long while you can start off by saying 
something like 
 
Hi Carol, this is Michael…. It’s been quite a while since we last spoke and you crossed 
my mind the other day and I thought I would give you a call to catch up and see how 
you, Jeff and the kids are….. Is this a good time to talk? 
 
You can then go on to play catch up and get some history of where your friends are in 
their lives at the moment.  If they ask you what you’re doing, you now know what to do.. 
use your Personal Introduction Speech! 
 
If you’re calling someone you know quite well you might want to explore and expand on 
the challenges they might have mentioned in the past, and that you have shown some 
sympathy for, because now you are in a position to not only empathize, but also to 
possibly help. 
 
Each conversation is unique unto itself because people are unique… so vary your 
approach depending on the circumstances…. This is where your time spent planning 
pays off.  You  might open your conversations with phrases like….. 
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I was thinking the about that challenge you were talking about the other day, and I was 
wondering how that was going… 
 
You know I’ve been concerned about that health problem you’ve had for some while and 
I might have found something for you… but before I get into that…. tell me more about it 
so I will have a better idea as to whether it might be the right thing. For example… and 
ask a question…. 
 
You know how you were talking about the lack of job security at work the other day?  
Well, I might have found something that could be the answer for you!  But first let me ask 
you, how serious is the layoff possibility….? 
 
Talk about their work, relationships, health and so on, and how the challenges in those 
areas are affecting them and perhaps their family.  Do you think that this is a familiar 
situation for a lot of people?   
 
You might have 2 or 3 minutes, or you might have half-hour to have a conversation.  The 
key thing here again is, don't rush this.  This is about relationships, and for many of us, 
it’s about re-establishing relationships from way back when, right up to the present.  It’s 
about understanding them, and I’m going to suggest very few of us really understand 
even our closest friends!  So get to know them…. 
 
Also, let me ask you this, do you have to have a conclusion to this first or even 
subsequent conversations?  Is it imperative you get your agenda, your business out on 
the table now?  Only you know that!  If you do not feel it’s appropriate to bring up your 
agenda on this call, don’t bring it up!  The person you’re calling is still going to be there 
next week or whenever.   
 
I would suggest that planting seeds is going to be far more powerful for you than hitting 
them over the head with that proverbial hammer.  Seeds, if they are watered, have the 
wonderful habit of turning into plants that bear a lot of fruit or flowers….IF you don’t force 
them!  Like plants, people bloom at different times.  Your friends will be ready to seek 
your help at the appropriate time for them.  . 
 
And by taking this approach, you will, over a period of time, have planted so many seeds 
and understand so much more about your friends, that you will have a hard time 
choosing who to concentrate on and help. 
 
A positive outcome of these conversations is a result of the integrity of the process.  
Trust the process… and .Go slow to go fast 
 
Let’s deal with the rest of your warm market and go onto... 
 
Effective Conversation Starter #7 
 
7. HOW TO SPEAK WITH BUSINESS ASSOCIATES 
 
Business people and people you know somewhat are generally best approached in a 
more direct way.  Put on the table the WHY you're calling, in a businesslike manner.  
Most will respect you for that. 
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As you learned earlier, introduce yourself and the reason you’re calling. Whenever you 
can, personalize the call… just as you did with your friends… find a need or problem or 
something that might interest them and ask questions around that need or interest… for 
example 
 
Hi Kathy… I’m calling you because I was thinking about what you said you were looking 
for the other week, and I’ve come across something that might be of interest to you.  
Would this be a good time to talk? 
 
Hi  Mary, you know how you were saying you were concerned about… well I might have 
discovered something that could work for you 
 
Joe, have you ever thought about being able to do something different than what you’re 
doing now? 
 
If they ask what it is, you can reply with a customized version of your personal 
introduction speech… followed by having a discussion based on asking further 
questions. 
 
Plan your work and work your plan… it’s all preparation… I do it all the time.. having 
imaginary conversations with people … working out what I would ask and how I would 
respond and so on…It’s great fun... the conversations always work out the way I want 
them to, and interestingly enough… so do the real live meetings as all the questions and 
responses magically, or perhaps not to magically, appear on the tip of my tongue.! 
 
There are hundreds of ways to ask effective opening questions…work them out and you 
notice that in each case the focus is on the person that is being called. 
 
One last note for the door on your kitchen fridge…. Asking questions gets the answers – 
and the results! 
 
Effective Conversation Starter #8 
 
HOW TO START CONVERSATIONS WITH STRANGERS 
 
Here is a nice quote…"a stranger is a friend you haven’t met yet". And here is a simple 
way to start turning that stranger into a friend… ask questions you normally use in your 
everyday life.  Questions such as; 
 
What do you do for living? 
Where do you live? 
Do you play any sports? 
Do you have a family? 
 
Now, these questions are not random questions.  There is a significant reason why you 
ask them.   
 
Each of these questions starts a process of uncovering and exploring potential problems 
or needs… and if a problem does surface in the course of your conversation… then you 
link the specific problem to a specific solution or solutions that your business opportunity 
or products have.  Now that might sound like a mouthful… so let’s look at an example… 
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Let’s say you ask someone what they do for living… and further into the conversation it’s 
revealed that a person's life’s goal, which is wanting to create a community for 
disadvantaged children, cannot be achieved because there is no money in it, and they 
don’t have the money nor the means to do it. 
 
What feature of your business opportunity comes to mind that you could propose to 
solve the problem?  Residual income perhaps?  This is what I mean by linking problems 
to specific solutions.  Simple isn’t it? 
 
However, let me reveal something to you.  When you take this approach – it’s amazing 
how quickly people will open up to you, and tell you all about themselves. You’ll be 
bursting with solutions!  However!  If you jump right in with your solutions at this early 
stage, what’s almost certain to happen?  That’s right you will be forced into presentation 
mode, which puts the focus back on you!  
 
Stay calm…..continue to ask meaningful and relevant questions until you feel it’s the 
right time to offer solutions.  
 
The potential customer or associate knows their truth. When the potential customer 
reveals their truth and you discuss it, you’ll discover more ways to demonstrate how your 
solution makes sense to them than you’ll ever imagine! 
 
So back to the plot… 
 
Where DO you go to meet these strangers? This question came up a while ago, when a 
friend of mine called me and asked me if I knew of any networking groups he could join.  
I asked him why, and he said that he had exhausted the ones he knew about, and was 
seeing the same faces every time.  
 
I mentioned that I didn’t know of any more than he did, and suggested he did something.  
 
He has a house overlooking the city, so I said, “Walk over to your living room window”   
Which he did and said, “ok, what am I looking for?” 
 
I said, “It’s not what you’re looking for, it’s what you’re looking at, a massive fertile 
networking ground – the whole city in front of you!” 
 
The point is, there are hundreds of places you can meet people.  Let’s talk about some 
of them! 
 
How about the Supermarket?  How many of you shop for food?  How many of you go to 
the supermarket, or the store once a week?  How about going 5 times a week?  Do you 
go when it’s the least busiest?  How about going when it’s busiest?  Do you get into the 
shortest lines?  How about getting into longest line you can find?  Getting the picture? 
 
And in these long lines, who are you going to talk to – the person in front of you or the 
person behind?  The person behind of course!  Why? Because you have a longer time to 
spend with them!  Be creative… And if the conversation isn’t going anywhere- what do 
you do?  You excuse yourself mumbling something about having forgotten the sugar, get 
the sugar, and join another line! 
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Have fun with it!  I know a lady who is very effective at doing this and shops every day in 
the local supermarkets! 
 
What about banks?  Do you go to the ATM machines to draw out money once a week?  
Again, draw your money out more often and go to the teller…. Why because... you’ve 
got it… there’s bound to be a line.  Go when it’s most busiest, such as at lunch time!  
 
Get out there, there are millions of people just dying to tell you all about themselves! 
 
And don’t worry that you might only have a couple of minutes.  Just practicing to start 
conversations will boost your confidence and skills! 
 
So what kind of conversation might we have in these lines?  Well use your imagination 
for how you can start one, whether it's about the weather, a magazine article on the 
racks, a compliment on what they're wearing…!  And follow up with something like this 
 
Michael "So, are you from around here?" 
    
Bill  No I'm just visiting!  
 
Michael Oh!  Where abouts are you from? 
 
Bill  I live in Boulder, Colorado! 
 
Michael Oh!  That’s interesting!  You know, maybe you can help me? You 
wouldn’t happen to know of anyone that's been downsized or thinking about starting their 
own business would you, as I’m looking for someone in your area to partner with?" 
 
If you’re asked what kind of business…. you use… you guessed it.. your personal 
introduction and then ask a question. 
 
If they happen to respond they do know of someone,…ask and get information about the 
other person!  And if you’re getting to the end of the line and feel that you need to 
progress more with the conversation, then suggest that you get together for some coffee 
or tea. 
 
Let’s look at Cold Calling…  
 
Effective Conversation Starter #9 
 
HOW TO START COLD CALLS 
 
I’m always being asked “How do you make cold calls?”  This demonstrates to me an 
endless fascination for them   
 
Let me give you my take on what cold calling is by starting with what it isn’t. To me cold 
calling is not: Calling from a bona fide lead list, or calling a referral, or calling back 
someone who called you! 
 
Cold calling is like opening up a telephone book and calling at random, or choosing 
someone in a company to call, that you’ve never spoken with before! That’s cold calling!  
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It can be fun and if you’re good at it, very rewarding.  It’s all an attitude of mind and how 
you approach it! 
 
They probably get you the most NO’s of any other way I know… but they are fun and 
they are safe…… and also they allow you to hone your opening remarks and your 
questioning skills. 
 
There are 4. Steps to Cold Calling… and don’t pause as you go through, just let it flow 
 

1. Make sure you have the right person. 
 

2. Give your name, the company you represent, acknowledge the time, and don’t 
wait for a reply. 
 

3. You tell them the reason you are calling, by using your Introduction Speech you 
learned.  Create interest and need by opening with a specific or generic problem 
that most people can relate to it 
 

4. Ask a question. 
 
Here is how it might look…… 
 
Is this Mr Jones? 
 
Mr Jones, you don't know me, my name is Michael Oliver and I’m with a company called 
Natural Selling… I hope I’ve got you at a good time…  
 
The reason I’m calling is that… 
You know how Mr. Jones how many people are worried about their job security what 
with the corporate downsizing that’s going on 
Well what I do is help people set up their own businesses so that they can get the 
security they want without being dependent on other people 
 
Does that strike a chord with you, or look like something you’ve been wanting to do? 
 
If they say, “Yes!” continue asking questions.  If they say, “No!” either thank them for 
their time, or continue the conversation if you feel comfortable, by asking them if they 
know of anyone else who might be looking for something like this!  If they refer someone 
to you, or whenever you get a referral from anyone, come to that... here’s is how you 
handle referrals… number 10 on our list 
 
Effective Conversation Starter #10 
 
HOW TO CALL REFERRALS 
 
The first thing I advise you do is to ASK why they think their friend or associate might 
benefit from talking with you. Get the history…… makes sense doesn’t it? 
 
That will give you a picture and possibly several reference points to start a conversation, 
such as… 
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Hi Mary… I’m Michael Oliver and a mutual friend suggested I give you a call as I 
understand from her that you are having a challenge with…. (you describe the 
challenge..) And she thought I might be able to help. Is this a convenient time to talk? 
 
And if they ask you for more information you can use... what…your introduction speech. 
 
Effective Conversation Starter #11  
 
HOW TO CONTINUE AN EARLIER CONVERSATION 
 
There will be many times when you have decided NOT to bring a conversation to a 
conclusion, or you might be thinking about something a person said in a previous 
conversation, or you might have found you were just unable to respond to someone and 
now, thinking about it you have an answer and want to find out whether it might be a fit 
for them….. 
  
Well. a powerful way to continue a previous conversation is to, pick up, a relevant point 
that the person said to you.  So you might say at your next meeting… 
 
  You know…I was thinking about our conversation last night 
  And you said a couple of interesting things. 
  You said (repeat what they said…)  
 
Tell me more about that!" 
 
Now, have you noticed what you’re doing here?….  You’re demonstrating that you have 
listened to them.. validating them or their point of view… and you’re now asking them to 
expand on something to get a clearer understanding… to make sure you’re in the same 
tunnel, and on the same track, so to speak, so to move whatever was discussed.. 
forward.  Make sure it is important AND relevant to what you would like to explore 
 
 
3 #-Way Calling is an essential communications tool with Network Marketing and 
any successful distributor will attest to its effectiveness.  And so we come to...  
 
Effective Conversation Starter #12 
 
HOW TO START A 3-WAY CALL 
 
In this example… Let's say I'm the leader in this 3 way conversation, and I have been 
asked by you, my distributor, to talk with Mary.  I have never met Mary, and I also know 
nothing about her, so I might ask: 
 
"Hi Mary……..I appreciate the opportunity to help you…. 
Mary…… So I don’t go over things you’ve discussed with my associate, would you give 
me your thoughts on what you’ve already spoken about, and what you would like to 
cover… so that we can focus on you and what you're looking for!" 
 
LISTEN to the answers, and then ask your ongoing questions by simply relating your 
questions to the answers you are given. 
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And finally, item number 13….. I know the tapes say 12 effective ways…. And then I 
thought you deserved a bonus for having come this far…… 
 
Effective Conversation Starter #13 
 
HOW TO SPEAK WITH A GROUP 
 
If the size of the group is huge and you cannot effectively interact then use rhetorical 
questions, questions that have a built in problems and generic answers.  Here is an 
example…. 
  
Based on my own experience and having spoken to many distributors about this, I know 
that many of you are thinking about, well this opportunity is fine. Except I have no 
business skills or training?  Would that be right? 
 
Well, what if you could have those provided for you, at little or no cost, and to be taken in 
your own time… would that possibly solve that concern for you? 
 
OK!  Well that’s something we can offer you – let’s look at how this works… 
And you go on to explain 
 
If the size of the group is manageable, and you can do this with 500 people, think about 
acting as a facilitator and in true Socratic style, ask questions to find out where they are 
collectively…. and discuss your solutions around the responses you are getting.  It 
makes for a lively meeting and no one is going to complain that your meetings are dull 
and all the same! 
 
For very small groups you can be more intimate... allowing the members in the group to 
interact with each other. 
 
I can remember getting a call from a distributor who was associated with a company that 
produced health products…and she asked me for some advice on how to have a 
meeting with 6 friends who were coming over to her house. She felt uncomfortable doing 
the usual presentation with flip charts, products, white boards, testimonials, overhead 
slides… and so on and wanted to do something stronger 
 
I asked her if the 6 people were aware of what they were meeting about, and she said 
Yes they were. So I asked her what she thought about sticking all her gear into a closet 
somewhere... keeping it handy in case she needed it.. and treat the meeting as a 
gathering… with her acting as a facilitator … guiding and asking questions as certain 
issues arose... and simply open the meeting declaring why they were together and then 
asking them to share the challenges they had with their health and with their work and 
finances, and how it was affecting them, what they were doing about it and so on... 
before exploring her solutions. 
 
Needless to say the meeting was a success, otherwise I wouldn’t be telling this story… 
with 4 out of the six either buying products and/or wanting to know more about the 
business opportunity. In the course of events… only matters of relevance and meaning 
to the participants were discussed… and only products of interest were brought out. 
Everything else stayed…where?…. In the closet.   A classic example of connecting with 
people and focusing on them by using people skills. 
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I’d like to leave you with a final thought! And the thought is……. ARE YOU SELLING 
FOR THE RIGHT REASONS! 
 
When you approach people to explore if you can help them, is the thought that is going 
around in your head based on what’s in it for you or what is potentially in it for them? IS 
IT ABOUT YOU HELPING THEM…OR IS IT ABOUT THEM HELPING YOU? 
 
If you're going to be successful in selling and in network marketing, and want to achieve 
your own goals, I suggest you focus on the fact, that it’s all about them.  Don’t pretend 
about this, it really is - about them! If you still feel fear about talking with people, observe 
yourself… perhaps you are focusing on you and letting you and your ego get in the way.  
Release your anxiety by focusing on the other person 
 
In Natural Selling™, everything another person says, counts.  You can’t ignore it, and 
you can’t pretend you didn’t hear something you didn’t want to hear - or brush it aside – 
or argue against it… because it doesn’t go away.   
 
Bring whatever you hear out in the open, and discuss it.  Don’t argue about it.  Find out 
what’s behind it.  Most times, whatever it is you don’ want to hear, won’t be what you 
thought it was anyway, and will work itself out.  Respect and honor the other person’s 
world of reality.   
 
Your conversations don’t follow scripts – each conversation is unique, and will eventually 
lead to a ‘logical conclusion.’   
 
Your potential associate or customer and you each bring a key asset to the process of 
discovery.  They have the NEEDS and their HISTORY.  YOU know the potential of 
certain products and services to give a precise solution that will be understood.  Learn 
how to connect what you know to what the other person knows. 
 
Know this, understand this, and practice this, and those acres of diamonds, that Earl 
Nightingale spoke about, are yours to pick up daily or whenever you want them. 
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If you enjoyed this audio, 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 

 

How To Have Fearless Conversations... 

And Build Your Business Faster, Without Fear,  

Rejection Or Objections! 

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

 

Don't forget Michael's free e-course 

"7 Steps to Rejection Free 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 

 

http://www.naturalselling.com/book.html
http://www.naturalselling.com/fearless.html
http://www.naturalselling.com/ecourse.html
http://www.naturalselling.com/
mailto:info@NaturalSelling.com

