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

 
WELCOME!   

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

Please listen carefully to this introduction as it will help you accelerate your learning and 
understanding of the material you are going to hear and make it more practical and meaningful. 
 
The Power Up Your Dialogue Audio Series I’ve created for you, are a unique ‘Fly On The Wall’ 
perspective of a whole range of different Dialogue role plays drawn from my LIVE Tele-Classes.  
 
They are tailored specifically for different situations you find yourself in everyday with people, 
that present themselves as great opportunities to open Dialogues… Dialogues that will allow 
both you and the person you’re talking with to discover if they have the types of problems you 
can help them solve with your business opportunity or products.  
 
These situations include talking with friends, calling leads, speaking with business associates, 
addressing people’s concerns and many more. 
 
Listening to these different examples of Dialogues, will help you understand how to connect 
more effectively and comfortably with people, so that instead of using conventional selling 
techniques based on trying to persuade people to do what you want them to, you’ll be using 
Dialogue that will help you to help them to naturally persuade themselves, if it’s appropriate to 
do so.  
 
The reason I say “if it’s appropriate to do so”, is that not everyone will be ready to make a 
change right now, and perhaps never will… so accept that and let go or detach from your need 
to make them do otherwise. This detachment is an essential part of the dialogue process… it’s 
an attractive energy that people pick up on, which will draw them to you and bring YOU an inner 
confidence and peace. 
 
To get the most out of what you are going to hear, learn and take action on, it will help you to be 
familiar with the core principles of ‘Natural Selling’ that are explained in my Natural Selling - 
Home Study Course called…. 
 
‘How to Build Your Business Without Fear, Anxiety or Losing Your Friends!’ 
 
If you haven’t yet taken the opportunity of reading and listening to this course I strongly urge you 
do so. You can get all the details from my website, www.naturalselling.com 
 
While there register for my free ezine… each week you will receive powerful Dialogue sales tips 
to help you continue to expand your dialogue skills. 
 
Also… have a pencil and paper handy to make a note of this next link. It’s a free download of 
the Dialogue Framework chart. You can use this chart while listening to the Dialogue’s on these 
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audios. It will give you a picture of the different types of questions being asked and why they are 
asked. 
 
The link to go to is www.naturalselling.com/download.html... I’ll repeat that 
 
Over the many years of my professional selling career, What I’ve discovered is, that there are 
critical distinctions between the conventional selling techniques and systems that are designed 
to persuade people to do what you want them to do... techniques that make most people 
resistant to you and what you have to offer…which is why you then have to learn further 
techniques to handle the resistance… 
 
….And what I call Natural Selling, which comes from using Dialogue and an inner desire to help 
people and let them persuade themselves… without using persuasion, so that people trust you 
and are open to you and what you have to offer. 
 
And… it's a distinction that will allow you to eliminate the personal discomfort and lack of desire 
and fear that you might have talking with people about your business or products ...and get you 
the results  you and your potential partners are looking for, faster, easier and with less effort. 
 
How would you feel if you could do all of that??? Create the income and freedom you desire 
AND have a strong downline and customer base that kept growing and didn’t keep 
disappearing?!!!!! 
 
Well you can! It’s just a matter of changing the way you think and the way you communicate 
with people… and you can do this through applying what I call the magic and power of dialogue. 
 
What you’ll find is that 3 things will happen… 
 

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

 
As a result of the first… you’ll… 

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

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

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

 
So what is Dialogue? 
 
The true nature of dialogue in Natural Selling is the ability to suspend your own needs while 
concentrating on the needs of others… and to create a safe space to collaboratively work 
toward a mutually agreeable solution. It’s also about allowing others to come to their own 
natural logical conclusions. 
 
So how do you do this? Well, as you listen to the role plays I would like you concentrate on 3 
themes or ideas… 
 

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


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

 4 

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



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

 5 

 
You’re listening for 3 things… and if you want to get attached to something, get attached to 
these and forget about attempting to make someone do something… 
 

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

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

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

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

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

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

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

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

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

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

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

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

 
One thing is sure though… if you don’t badger them… they will kindly remember you and 
the dialogue for a long time. Expect them to get back to you. 
 
Why? Because you will have involved them in a conversation about themselves and 
especially how you respected and listened to them without telling them they were wrong 
or trying to force them to do something. 
 
Asking questions without forcing the answers, and listening with the intent to understand 
and not to reply  
 
This is like planting, watering and fertilizing seeds and allowing their roots to develop 
and get strong before the stem breaks through the surface to produce the fruit.  
 
Like a seed, the idea of change has to be planted in people, and you do this by asking 
questions… and you water this idea by listening to what is being meant and not just what 
is being said, with the intention to understand... and you fertilize the idea by feeding back 
what you think you heard to make sure there is clarity. 
 
Like seeds, people break through the surface and grow at different speeds. Understand 
and respect that, because natural selling is in harmony with the laws of nature and if you 
follow nature's laws, you’ll always be rewarded with an abundant outcome. 
 

That’s it!  
 
Natural Selling and Dialogue is a process of Discovery. Think of it as an interview where you’re 
seeking and interviewing people who are looking to change their present circumstances. Be firm 
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in this resolve. Don’t try and sell your solutions… come from a place of having people sell you 
on the idea that they are prepared to make a difference for themselves and for others. 
 
Don’t worry if at the beginning they consciously don’t know whether they have problems, or are 
not sure what they want… They’ll soon reveal! 
 
In the role plays listen to how the questions that are being asked are designed to actually 
discover those 3 qualifying criteria, because this is what you’re initially looking for when you ask 
your questions of your potential partners and clients. 
 
Also listen for the degree that the other person is prepared to change, and more importantly, the 
degree they are prepared to help themselves to make this change, and if you don’t know - 
ASK… because let me ask you this, can you help someone who is not prepared to help 
themselves? The answer is self evident… no you can’t! So let it go if they are not. Step back 
and bow out quietly and graciously…. 
 
… because if they are not prepared to commit to making a change, and no matter how clever 
you are at coercion, the likelihood of them joining you is pretty small, and if you do pressure 
them, then you’re back into the conventional selling model again.  
 
And even if you are successful at pressuring them, you know how that usually ends up!  The 
likelihood of them being a productive member of your team or a long term customer is almost 
nil. The Direct Selling Association own research shows that 90% of Network Marketers drop out 
within the first year, because at the end of the day, they joined for their sponsor's reasons and 
not their reasons. It’s called, buyers remorse! 
 
Here's some powerful reasons to follow this process - The reasons you ask questions, 
listen and respond to their answers is that you’re asking them the questions they would have 
asked themselves if they knew what to ask. The only reason they are stuck where they are is 
because they didn’t know what questions to ask themselves. It’s the only reason why any of us 
get stuck. 
 
Also, the questions you ask are not just for you, they are for them, Hang on to that one, because 
here’s what happens… As you ask and they answer you… they also hear themselves speak. As 
they speak the process the information they give out and at the same time feel the discomfort of 
their present circumstances if their present situation is not working out for them as they would 
like. So who do you think is internally doing all the persuading and challenging their own beliefs 
and current circumstances? They are! 
 
So instead of attempting to get them to do something you want them to do… simply allow them 
to express their needs so that they feel the desire to make the change themselves. 
 
Here is something useful to remember about change… the degree that a person will change 
their present circumstances is dependent on 2 things… 
 

1. The degree of discomfort they feel in the present moment as they talk about their 
present circumstances… 

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

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

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

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

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

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

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

and DO something about it. No more having to stay on top of your down line or 
customers, persuading them to attend meetings or to speak with potential clients or buy 
products. PLUS… no more high attrition. 

 
5. It’s effortless and tension free for you because they do the work and they are the ones 

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

 
So there you have it! 



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

 11 

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

 

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

"Using Your Friend’s Answers to Develop Your Next Questions" 
 
Hello, this is Michael Oliver and welcome to this Power Up Your Dialogue audio program 
called……"Talking With Friends". 
 
If you haven’t already done so, please listen first to the introduction audio that came with this 
program. It will help you accelerate your learning and understanding of the material you are 
about to hear, and make it more practical and meaningful for you. 
 
You’ll also be given a Natural Selling website link to go to that will allow you to download a free 
Dialogue Framework Chart onto your computer that you can print.  
 
You’ll be able to use this chart to help you identify the different types of questions being asked, 
the power behind them and more specifically - why they are being asked. 
 
Our first role play is called…. 
"Using Your Friend’s Answers to Develop Your Next Questions" 
 
In this role play about how to use Dialog to effectively communicate with your friends as 
potential customers and business partners, I'll be introducing a typical conversation between a 
Distributor, played by myself and his friend, Jill.   
 
Throughout the dialogue I will add my comments and suggestions as well as expand on some 
terms and concepts mentioned. While listening, pay particular attention to the kinds of questions 
I ask because ….Asking the right kinds of questions at the right time, based on the answers I’m 
given to my previous questions, allows Jill to open up and express and internalize how she feels 
about her present circumstance…. And if her present circumstances are not that great, it’s her 
FEELINGS about it that will be the motivating cause for her to seriously consider making a 
change. 
 
All I do is just give her space to talk about her needs, and her feelings about being stuck where 
she is, and more importantly… the REAL reasons behind or underneath WHY she wants what 
she wants.  
 
The real ‘Power and Magic’ of the Dialogue process is to be found in carefully listening for the 
insights that people reveal, discover and explain about themselves, the history behind how they 
came to be in their present situation and of course…what's most important to them.   
 
For many this is the first time that even THEY have had any awareness of, or have been able to 
express the personal challenges they have been wrestling with. And… this is VERY important… 
it's often the first time anyone has listened to them without butting in trying to impose their ideas 
or their personal agenda…! 
 
Take special note of how you can use these insights to develop subsequent questions for a 
deeper understanding of not only the person's current situation, and how they came to be where 
they are, but also they way they think, react and respond as their REAL truths surface.  
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Finally, note the importance providing feedback and asking effective summary questions before 
presenting, so if and when the appropriate time comes to present your solution,…. it makes 
COMPLETE sense to your friends because it was all based on an understanding that goes 
much deeper than the superficialness of just making money for buying a big house or new car 
for example. 
 
Now, let's now join the conversation… 
 
 
Michael: 
We're set up real easy, Jill, that we know you being friends for a while.  We'll take that particular 
route there.  In this particular time, we need to know a couple of things.  What were you doing 
then?  Were you working then? 
 
Jill: 
No, I was a stay at home mom kind of looking for - 
 
Michael: 
Don't say anything else.  Stay at home mom - had you worked before? 
 
Jill: 
Yes.  I was a retail -  
 
Michael: 
Okay, you don't have to tell. 
 
Jill: 
Oh okay. 
 
Michael: 
You had worked before.  You were a retail what? 
 
Jill: 
A retail manager. 
 
Michael: 
A retail manager, okay, and this is a while back, right?  This is a real situation? 
 
Jill: 
Correct. 
 
Michael: 
Okay.  All right, so.  I'll start the ball rolling and you guys pick up from it.  Okay, guys?  You are 
going to start asking some questions there that are guided and we'll let it run for a little while 
and we'll get enough information.  We might not have enough.  It doesn't really matter.  But we'll 
have enough that we'll be able to do a summation here.  Okay, just so for the technical side of it.   
 
So, Jill, you and I are chatting.  This is real easy for me just start this off and I'm just going to 
say, Jill, I was reflecting on my life a while back.  I had been looking about my life and what I've 
been doing and where I've been coming from and so on and so forth and as I started 
discovering things about myself, I was also reflecting on a few close friends that I had such as 
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yourself and I wondered if I could ask you a question and ask you.  You know, we've known 
each other for a long time but do you feel that you get everything that you want out of life?  Do 
you feel that you've got everything? 
 
Jill: 
Well, I feel like I could be satisfied with where I am but often I'm not.  So, I would have to say 
that I'm not totally satisfied with where I am. 
 
Michael: 
Okay, folks, it's over to you. 
 
Jill: 
I made it too easy. 
 
Michael: 
No, you didn't.  Not at all.  It is what it is.  There's no hard, no easy.  It is what it is. 
 
Male Speaker: 
Well, Jill, can you sort of expand on that?  Why you aren't totally satisfied or not often satisfied? 
 
Jill: 
Well, I have a good life with a wonderful husband and two gorgeous daughters and I've been 
very blessed to be home with my kids for ten years and I wouldn't trade that for anything.  But 
there are certain sacrifices that we make as a family of four on a teacher's income and I would 
like to be able to offer my kids the opportunity to do some things that I can't offer them now and 
sometimes I get very frustrated with it. 
 
Male Speaker: 
Is that because you would like to do more and you just can't make the ends stretch that far? 
 
Jill: 
Well, that's really it.  I mean I have the time.  I have all the time in the world to do the things with 
them but we don't have the finances to do it.  
 
Male Speaker: 
What would you be willing to do to look at to obtain those finances? 
 
Jill: 
Well, I'll tell you one thing I know I wouldn't be willing to do and that's not to go back into the 
field I was in before.  I was a retail manager and -  
 
Michael: 
Okay, let me stop there for a second, okay.  Good question and I'll rephrase it.  Not ‘what would 
you be willing to do.’  You are looking at what kind of question are you looking at - what is that 
question that you are asking?  Anyone?  In a discovery stage, let's say? 
 
Jill: 
It's a qualifying question. 
 
Michael: 
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It's a solution question.  We don't want to get hung up too much on titles but it's a solution 
question.  The way you might want to phrase it is something like, so ‘have you done anything 
about’ as opposed to ‘what would you be willing to do’.  That is kind of a more of a direct 
question and it sounds as though it's coming from… what?  From you, from your agenda.  What 
would you be willing to do?  Get off of your agenda.  Okay.  Your words give you away. 
 
Jill: 
Really, I don't have a clue what I'd be willing to do at this point. 
 
Michael: 
So rephrase it and say something like that.  Have you done anything about the financial 
situation then?  Then answer my question and then you guys can take over from there. 
 
Jill: 
I've tried a couple of little things that just I really didn't.  There was one get rich quick thing that I 
entertained and it was really stupid.  And I just - no, I really haven't explored it and I really 
haven't looked into it.  So, I really haven't done anything about it. 
 
Michael: 
Okay, anyone? 
 
Female Speaker: 
Well, based on what you've told me, I'm doing something -  
 
Michael: 
Nope, too soon. 
 
Female Speaker: 
Okay. 
 
Michael: 
Can't let you do that. 
 
Female Speaker 2: 
Jill, what things are important to you in relationship to balancing your family and your work? 
 
Jill: 
Wow, that's a good question.  Well, what's important to me is that I'm a stay at home mom.  
That's my first priority.  My family is my first priority.  The good news is that both kids are in 
school now and I have a little more time to do stuff but what's important to me is that I have the - 
you see punching a time clock at this point just wouldn't work because I have to be able to be 
home if my kids are sick.  I have to have the flexibility to take care of my family. 
 
Michael: 
Now what are you going to do? 
 
Female Speaker 2: 
Now when you say flexibility, what times of the day would be available to you? 
 
Jill: 
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Well, like I say, my kids are in school during the day, so I have nine to three that's pretty wide 
open.  That's all mine but the problem with that, see if I went and got a job, then how often is my 
boss going to be willing to let me take off because my kid is sick or because they have a 
doctor's appointment or because I want to go watch the school play or because, you know?  I'm 
not willing to give that up but I also am not happy where I'm at.   
 
Female Speaker 2: 
So, what would you be willing to -? 
 
Michael: 
Okay, stop there just for a moment.  Way back when, Jill gave you a couple of clues on which 
you can build and it's to do with work.  What did she say?  Anyone remember what she said? 
 
Female Speaker 2: 
She said flexibility. 
 
Michael: 
Nope, going back further than that. 
 
Male Speaker: 
She didn't want to go back into the retail business. 
 
Michael: 
Yeah, we can use that.  We'll accept that.  We can use that later but what did she actually say.  
She said -  
 
Female Speaker 2: 
She didn't want a boss. 
 
Michael: 
No, she said “I've tried a couple of things” and she joked about a get rich quick scheme and it 
“was rather stupid of me”.  Anyone of you pick up on that? 
 
Male Speaker: 
Yeah, I wrote it down. 
 
Michael: 
Okay, because you asked a solution question.  Solution questions come in different forms, such 
as what have you done, what would you do about it, that type of thing, right?  Well, you ask the 
solution question and that solution question wasn't developed.  And solution questions are very, 
very powerful.  If you ask solution questions and you develop the solution questions, if you are 
able to do so, you will increase your sales substantially.  In fact, there is a figure that has been 
worked out.  It is 27 percent by the Health Waiit Corporation.   
 
Let me take that part and all that other stuff was good.  It was relevant but we were getting back 
into repeating ourselves a bit and what Jill was giving you after that, some clues as to what she 
was looking for too.  A whole bunch of stuff, actually said it to you.  Okay, so let's do this.  So, 
Jill, when you say you tried a couple of things and a get rich scheme, what was the get rich 
scheme?  What was all that about? 
 
Jill: 
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I'm almost embarrassed to say. 
 
Michael: 
Tell me anyway. 
 
Jill: 
I am embarrassed to say.  I really did do this.  There was an ad in one of the local papers and it 
said work from home, doing mailings.  And I sent off for it.  I sent like, I don't know $39.00 or 
something, which I then tried to get back a month later and never did get back but - oh it was 
you send off for this letter and this letter and this letter and this letter and everything you send a 
dollar, you send five dollars and everybody is supposed to send you five dollars.  It didn't work. 
 
Michael: 
So, it was like a chain letter or something like that. 
 
Jill: 
It was.  It was just terrible.  And then years ago, I got involved with a multilevel marketing 
company that I really liked the products but I just couldn't, I had a really hard time picking up the 
phone and calling people to get them to look at it.  I just - I don't know.  I just spent money and 
spent money and spent money and finally I gave it up because I wasn't doing anything with it. 
 
Michael: 
I'm coming out of role-play a moment.  This is true right, Jill? 
 
Jill: 
Yes. 
 
Michael: 
You see what that's done, everyone?   
 
Female Speaker: 
Wow. 
 
Michael: 
Work with what you've got.  Okay what was happening there is that you're asking additional 
questions.  Okay, where do the most powerful questions come from?  Okay, you've got two 
areas of questions.  Where do the most powerful questions come from?  The answers you get 
to your previous questions.  Okay.  And what happened was when you started talking about 
priority and family and all that stuff came out, you started off a new road.  There wasn't even a 
signpost there.   
 
You started off a new road and yet here was a sign post with a couple of signs.  Tried a couple 
of things, get rich quick scheme.  Jill said about working from home and doing mailing.  The 
thing I picked up on was what?  What did my ears pick up on?  She said working from home 
and doing mailing.  Listen to the words.  Working from home.  And if she hadn't volunteered 
more information, which she did, I didn't have to ask another question.  She told about the other 
thing.   
 
Question I would have come up with wasn't using the words working from home but I would 
have asked her, so what was it that really attracted you about the ad, Jill?  Okay, I'm going to 
ask that question.  Just an exercise.  What was it about the ad that attracted you, Jill? 
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Jill: 
Well, it said work from home doing mailing.  Make lots of money. 
 
Michael: 
Working from home then was important to you. 
 
Jill: 
Yes, that was very important to me. 
Michael: 
Is that what you want to look for is something that enables you to work from home? 
 
Jill: 
Ideally yes, but I really don't think that I have the skills to do any of the stuff that you can do from 
home. 
 
Michael: 
Got that. 
 
Jill: 
And make a serious living. 
 
Female Speaker: 
Wow. 
 
Michael: 
Just hold there for a minute.  What did she say?  She just said - 
 
Female Speaker 2: 
She doesn't think she has the skills to do anything. 
 
Michael: 
So, what's the question we are going to ask? 
 
Female Speaker 2: 
Well, what do you mean by skills? 
 
Michael: 
What do you mean by skills.  When you say skills, Jill, what kind of skills do you think you -? 
 
Jill: 
Well, people do medical transcriptionist at home and people do other computer work at home 
and I just don't have those skills. 
 
Michael: 
But what does Jill have as a skill does it seem to you?  You are talking with her right now.  You 
have known her for a while.  What kind of skill does Jill have you know intrinsically? 
 
Female Speaker 2: 
Great people skills. 
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Michael: 
She has people skills.  You can talk about that later.  Is that what this business needs is people 
skills?  Everyone okay with that?  So you can talk about that later.  You can talk about it now if 
you want.  Lots of clues here, which come up.  I know we are darting around but hopefully this is 
all helpful for you. 
 
Jill: 
What gave you that I have people skills? 
 
Female Speaker 2: 
Your voice is very warm.  You're very open to and receptive to the questions that people are 
asking you and you're not easily flustered when people ask you questions. 
 
Jill: 
Okay. 
 
Michael: 
And you are quite open too. 
 
Jill: 
Okay.  I just was curious. 
 
Michael: 
Yeah.  Okay.  Is it helpful to everyone?  I'm just taking a diversion here and just asking these 
other questions and seeing new signs and sign posts and new signs that come up. 
 
Female Speaker 2: 
Oh yeah. 
 
Michael: 
Do you see you've got lots to work from here?  Lots to work from.  Now Jill mentioned MLM 
company products.  I'm going to just touch on this for a moment and we're going to take this, 
what we've got here, pretend we've had a longer conversation and we'll start wrapping it up so 
that we can talk about that.  So, Jill, I didn't know you were involved in an MLM company.  What 
kind of products were you dealing with there? 
 
Jill: 
It was a whole variety of products.  It was cleaning products and cosmetics and shampoos and 
soaps and all kinds of stuff made from Australian tea tree oil and I liked the product.  I had 
originally gotten involved in it when I was pregnant with my first child and someone approached 
me about it.  And I thought it would be a wonderful way to build up an income so that I could 
stay home with my child.  And then I just didn't do squat with it.  
 
Michael: 
So, what happened there?  Why didn't you do that? 
 
Jill: 
You know, I've often asked myself the same question.  I think that I just couldn't get excited 
about soaps and powders.  I mean I liked the products but I just had a hard time getting excited 
about it.  I didn't feel real motivated to share it with people. 
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Michael: 
So if you could do it again, what kind of products would excite you? 
 
Jill: 
Oh, I wouldn't do it again. 
 
Michael: 
You wouldn't.  Oh why is that? 
 
Jill: 
Well, because I had spent all this money and spend all this money and spend all this money and 
felt like a complete and total failure.  
 
Michael: 
Oh I see.  So you had to buy a lot of stuff.  Is that right? 
 
Jill: 
You did.  You had to spend X number of dollars every month in order to maintain your 
membership and I would imagine that that's what it takes to do these businesses and you know, 
I'm not interested in doing that. 
 
Michael: 
Okay, what's the next question, anyone? 
 
Female Speaker: 
Were you given any training? 
 
Michael: 
No, no.  Let me break in. You can do that but it's going to take you into a different way.  It's 
okay.  Forgive me when I say no, no, no.  It's your journey.  You do whatever you want to do.  
You okay with that.  It's not a wrong thing.  I'm not saying you’re wrong.  I'm in effect giving you 
the benefit of my wisdom here, whatever it's worth.  But I say, but what if you could that again 
and you didn't have to put out the kind of money you were and buy all these products that you 
are talking about?  Would that make a difference?   
 
You see where I'm going with that everyone?  Because that is a concern, isn't it?  You could call 
it almost like an objection.  But it is a concern so I'm going to address the concern right now if I 
can.  Everyone got that?  And phrase it that.  That's why I'm going to do that.  So, continue Jill, if 
you would. 
 
Jill: 
Well, maybe, but I still don't see myself picking up the telephone and calling somebody about 
shampoo.  I just don't see it happening. 
 
Michael: 
But what if there was a product though that worked for you.  What kind of products would you 
feel comfortable with doing if you ever got involved with doing something like that again? 
 
Jill: 
Well, it's interesting you should ask that because I've often thought that I wanted to be in a 
helping profession.  
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Michael: 
A helping profession? 
 
Jill: 
Like I would want to do something to help people but I have absolutely no desire to go back to 
college at this stage of my life.  I have no desire to start at the bottom of a pay scale and work a 
million hours to work my way up in some corporate nonsense or even in like a -  
 
Michael: 
I'm going to stop you there for a moment, okay.  I'm going to pretend you've gone on and you've 
said a few things there but I'm still going to say, that's interesting too about helping people.  But 
again, I mean, if you could what products would you do if you didn't have to pay a lot of money 
for products and so on and so forth.  Do you have any idea what kind of products you would like 
to be involved in?  
 
Jill: 
I have absolutely no idea. 
 
Michael: 
Like health products or something like that. 
 
Jill: 
Perhaps.  I think I do have some interest in health.  Yeah. 
 
Michael: 
Okay, everyone got this so far?  Okay, I'm not going to take this any further but I'd like to 
because this is a good conversation and we don't have enough time so we're going to go with 
what we've got and we're going to pretend that we've gone further and we've got further 
information.  But for the point of the exercise tonight, we're going to stop now so that we can 
bring it all together.  We're okay with that?  Is everyone comfortable on the questions before we 
go any further? 
 
Jill: 
I'll tell you, I'm astounded at how much I wanted to talk about myself.  Really, it's eye opening. 
 
Michael: 
Thank you for doing that, Jill.  I appreciate that.  Now we're going to talk about you.  Okay, now 
let's look at what Jill is looking for.  Let's look at some of the logical stuff.  What is she looking 
for?   
 
Male Speaker: 
Working from home. 
 
Michael: 
Okay, she wants to look at working from home. 
 
Female Speaker 1: 
She wants time flexibility. 
 
Michael: 
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She wants time flexibility, yep. 
 
Female Speaker 2: 
She wants to help people. 
 
Michael: 
She wants to help people, yep. 
 
Male Speaker: 
She doesn't want to start at the bottom of the pay scale. 
 
Michael: 
Yep, okay.  What else? 
 
Female Speaker 3: 
She wants to earn some money. 
 
Michael: 
Yeah, why? 
 
Female Speaker 3: 
Because she wants to be able to give her kids some things, save for their education.   
 
Michael: 
Yep.  That's another subject we haven't even spoken about yet.  She wants to give her kids 
some opportunity to do things she can't do at the moment.  Why? 
 
Female Speaker 3: 
She wants to expand their minds, to experience - 
 
Michael: 
No, she didn't say that.  Why did she want to do that?  Why did she want to do that?  With her, 
it's her.  It has to do with her.  It's inside of her.  What did she, there's a word she used.  What 
was that?  She wants to give the kids opportunities to do things because she's feeling or she is 
frustrated.  
 
Female Speaker: 
Oh yeah. 
 
Michael: 
Did you pick up on that word?  One of the few feeling words that she used but she used the 
word ‘frustrated’.  She said it was hard with a family of four living on a school teacher's income 
and “I'd like to give the kids an opportunity to do things but I can't and I'm feeling frustrated 
about it.”  Or “it frustrates me”, she said.  Everyone okay with that? 
 
Female Speaker: 
Yeah. 
 
Michael: 
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That was a real heavy clue in there.  So that goes in the personal side of the caller.  What else 
was she looking for?  Anything else?  She is looking for flexibility.  Flex time, right?  That's on 
the logical side.  What else?  
 
Female Speaker 2: 
She wanted freedom, not to have a boss.  She wanted to be her own boss. 
 
Michael: 
Freedom from a boss.  Yeah. 
 
Male Speaker 1: 
Something that she can believe in product-wise. 
 
Michael: 
Yeah, something she can believe in, a product to believe in.  She wanted to help people, didn't 
she?   
 
Male Speaker 1: 
Yeah, and to help people. 
 
Michael: 
Yeah, there's something going on there.  I should move that over towards the personal side, 
help people.  You'll find a lot of people will say that.  If you listen to them, they'll actually say 
that.  I want to help people and that's intrinsically what's inside most of us as beings, we want to 
help people.  And if we can help people and make money at the same and feel good about that, 
we'll be in nirvana.  That's exactly what we're really looking for, right?  
 
In most cases, helping people doesn't matter whether we help people and make the money 
from doing that or make the money from something else but our intrinsic desire in life is to be of 
service.  It's what Natural Selling is all about.  It's setting ourselves up to be of service to people.  
So we got a whole list of things there - time flexibility, working from home.  This is the logical 
side, working from home.  What is that?  That is a - what is that business opportunity?  That is a 
-? 
 
Female Speaker: 
Feature. 
 
Michael: 
Feature.  Time flexibility?  What is that? 
 
Female Speaker: 
Feature. 
 
Michael: 
Feature.  Making money or earning extra income, feature; freedom from the boss, in other 
words, being your own boss - another feature.  See how this all works?  Logical stuff - features.  
So, what we are going to do now is learn how to turn that back and I'm going to do that for you 
right now.  So, how to turn that back onto Jill.  I mean that in the kindest way of course.  I'm 
going to start with what?  I'm going to start with? 
 
Female Speaker: 
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Summary. 
 
Michael: 
With qualifying.  I'm going to start with qualifying.  So, Jill, let me ask you a question.  This is a 
little bit later in the conversation.  If you could get the things that you wanted, if you could get the 
ability to earn that extra income and to expand the teacher's pay that your husband is bringing 
in and work with people and so on and do that with flexibility without it costing very, very much 
money at all and stuff, feeling good about yourself again and not feel this frustration because 
you can't give the kids the things they want, you open for looking at opportunities like that?   
 
Do you look around for opportunities like that? 
 
Jill: 
Well, I had kind of stopped looking but I probably would be, if there were something like that.  I 
would certainly look at it.   
 
Michael: 
The reason I am asking you those questions if you remember at the beginning of the 
conversation I was saying I went through a number of things myself and my situation is probably 
not dissimilar to yours.  My circumstances are very different but I decided to do something about 
it and based on what you told me, I'm doing something that might be what you are looking for.  
And if you are interested, I'd be really happy to share that with you.  Everyone got that?  So, 
Jill? 
 
Jill: 
I'd love to hear what you have.  What are you doing, Michael? 
 
Michael: 
See where that goes everyone?  And now we go into presenting.  And say well, you know how 
we were talking, Jill, about how you said you'd like to make that extra income and now the kids 
are basically at school, you're feeling that you want to get out there and do some things.  You 
definitely don't want to go back into the retail world and so on.  You really want to start making 
something of the time you've got and also want to be able to take advantage of getting some 
extra income.   
 
Everyone got that, everyone?  I'm just bringing a lot of stuff together.  Anyone got any questions 
so far?  You okay so far? 
 
Female Speaker: 
So you are basically summarizing here? 
 
Michael: 
I'm summarizing again.  I'm bringing it again.  I'm saying well, what I'm doing, Jill, is or starting 
doing a few months ago is started working as an independent distributor and you're really going 
to enjoy this but it's actually with a network marketing company.  That's why I was curious about 
asking you those questions there. 
 
Jill: 
Oh no.  
 
Michael: 
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Yeah.  And it's with XYZ, whatever it is company, and like I said, I started a few months ago and 
I did it for basically the same reasons as you.  I needed to start expanding my horizons and 
making some extra income but my real reason is, in fact, that over the next three to four years, I 
hope to be able to replace my job.  You probably know that I haven't been too happy with it in 
recent times and I just might decide to make this step.  And this is a step in the direction, 
working with some wonderful folks and making some good progress.   
 
Is that something that you are interested in because it has to do with the health field?  We were 
talking about the health field.  It's definitely about helping people.  What this means to you is 
that you could do the same thing if you wanted to.  We could work together and you could get 
the things you wanted.  Get that extra income and so on to allow you to get out of where you are 
right now, feeling less frustrated about not having the income that you want and give the kids 
the things that you want.  Does that sound like something that you might want to explore a bit 
more with me? 
 
Jill: 
Maybe. 
 
Michael: 
I'm not going to take up the challenge on ‘maybe’ there but that's fine but I would go back on 
that and then all I'm going to do is talk about things because the ‘maybe’ is probably coming 
from what?  
 
Female Speaker: 
That she doesn't trust multilevel marketing? 
 
Michael: 
Yes, it's probably coming from what was going on in the past in multilevel marketing and we're 
going to talk about that.  But I'm going to suggest to you that having had a longer conversation, 
she's not likely to say that.  We've had to break the conversation fairly short there.  Everyone 
with me?  So, my experience tells me that she's going to have a stronger, more positive reaction 
than what she did there but I'm not worried about that.   
 
Just maybe give you just a brief overview of what I would go back and talk about and maybe I'd 
say something like sounds like your past experience with network marketing is probably deeper 
than what you thought than, Jill.  I would say something then of that nature.  Everyone 
comfortable with that?  So, let's start wrapping this up now and do that in the form of any 
questions that you might have or any comments that you might have about what we've just 
done. 
 
Male Speaker: 
How many questions would you possibly ask?  I mean is there a limit or something there? 
 
Michael: 
To answer directly it depends on the person you are talking with and depends on your skill 
because remember a lot of time, we were backtracking.  If you re-broke this thing down, a lot of 
conversation would have lasted with what we actually did, only about three or four minutes at 
the most.  Everyone got that?  Yeah, I mean it would have been very, very quick conversation 
but remember I was going back and saying that I would pick up on these things and talk about 
these things in order to get communication out.   
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So it was a very disjointed, very dysfunctional conversation but we had to take what we got just 
as an exercise to show the various stages going from the qualifying transition to the 
presentation.  Everyone got that?  So, it's not a perfect example of what Jill is jumping up and 
down but that's not the point of the exercise.  Point of the exercise is to demonstrate how we 
would go through that.  I'd like to have had just a little bit longer on it but we don't have that.  Of 
course, we have to let the conversation flow.  You weren't uncomfortable with that process. 
 
Jill: 
I think the problem is that you start going down a particular road with the person and then, at 
least I personally will draw blank and go “where the heck am I now?” 
 
Michael: 
Okay, if you know the person, what can you do? 
 
Jill: 
Well, do a filler.  Well, like so to speak. 
 
Michael: 
Talk about it at a later time.  Depending on who you are talking with, you don't have to come to 
a conclusion at this particular moment, do you? 
 
Jill: 
No, that's true. 
 
Michael: 
You can always pick up on it later.  Let a conversation go somewhere else.  Think yeah, that 
was interesting.  Don't know where to go.  Just let the conversation go somewhere else if you 
want.  It happens all the time but come back to it later.  Say, I was reflecting on our conversation 
last week.  You said something very interesting.  You can talk about that.  Everyone okay.   
 
So let me ask the question again.  Was anyone uncomfortable with that?  Does anyone not feel 
that was something would work for them? 
 
Female Speaker: 
I think it sounds wonderful in a real smooth, natural way and I think it's just going to take 
practice and it's like having a governor - not jumping in too soon.  Just waiting until enough 
questions have been asked and you have enough information to then be more effective in the 
solution. 
 
Michael: 
That's it exactly.  It's just practice.  And you can’t do anything about it until you practice and it is 
practice.  And I'll give you a clue.  You've guys have heard me over the few days and weeks 
and so on, right?  And you've probably gotten the impression that it might come quite naturally 
to me.  Would you feel that perhaps, a lot of you?  Okay, it doesn't come naturally to me.  If you 
look at my personality profile, I'm a driver.  I have a very high D.  I'm a driver.  I'm typical of a 
person who would go out there and present.  Who would ram points home.  I get what I want.   
 
That type of thing.  And if you look at my social aspect, I'm not a very good socializer and you 
look at my graph, I'm right in the middle there.  And it's the worst possible combination for this 
kind of communication but I've come to understand if I'm going to get where I want to go, I need 
to change my communication habits.  While I could get what I want, I wasn't making any friends, 
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relationships, having a hard time going back to people, having to entertain them and do all sorts 
of things.  Now I don't do anything.   
 
I'm very relaxed but I know that that's there and every now and then that driver comes out.  So, 
I'm not the typical person who does this.  I'm the atypical person.  So, I just want to make you 
aware of that.  And it took me time to develop this.  And the thing that comes up is if I can do 
this, so can you.   
 
Female Speaker: 
That's comforting. 
 
Michael: 
What I might do is I might put my profile on the web site sometime and say look at this.  See 
now!   
 
Female Speaker: 
Now who did you practice with, on trees? 
 
Michael: 
On everything I could.  I practiced in mind.  I've had conversations I've had with people that 
didn't go anywhere and I learned not to beat myself up on anything that doesn't work.  
Sometimes something didn't happen.  I'd go back.  Analyze it and think the reason it didn't 
happen is because I missed something.  And I look at it and see if I can recover it and if I can't 
then I learn something from it.  Next time I know that when that same thing happens, I'm 
prepared to do it differently and so on.  It just is time.   
 
What you'll do though is if you don't do anything, nothing will change.  It's a progression.  It just 
goes day by day.  Like take a goldfish bowl of water.  Take an eyedropper and you could put a 
drop of red dye in that goldfish bowl of water, would anything change?  Would you notice 
anything?   
 
Female Speaker: 
Nope. 
 
Michael: 
No.  Then you put one the next day.  You do another drop.  Would you notice anything? 
 
Male Speaker: 
No. 
 
Michael: 
Not very much.  Okay.  But let's say you did a drop a day and you did that every day for a year, 
365 days a year.  What color would that water be after 365 days?   
 
Female Speaker: 
Pink. 
 
Michael: 
It would be pink color, right?  And after two years?   
 
Female Speaker: 
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Red. 
 
Michael: 
Yeah.  It would start getting red.  Until it's three years?  It's crimson.  Automatically it absorbs 
into you.  Now you think, well, it's two or three years but that's what it takes to undo and move 
forward.  But in two or three years time, you can have a totally different lifestyle.  Now you can 
have a totally different life, things happening totally different for you.  In two or three years and 
there's nothing in the space of your lifetime, there's absolutely nothing, zero amount of time.  I 
mean, look at things like that.  I'll share with you, I was reflecting on my life.  I'm 53 years old. 
 
Female Speaker: 
You're not!  Are you? 
 
Michael: 
Yeah.   
 
Female Speaker: 
Wow! 
 
Michael: 
Yeah.  That's my chronological age.  My biological age, I believe is somewhere around in the 
20's.  Biologically, I'm very, very young age and I've learned how to do that by the way that I live 
and the way that I think.  I don't take on any stress and when I do, I let it go.  I mean recent 
times maybe some stress, but I know that it's there.  I'm controlling that stress.  The point is I 
came to a point where I looked at my life and said, of my adult life, working life, I've been 
working 30 years.   
 
But of my adult life, how much of my adult life have I lived?  Now I figure I'm going to live till I'm 
about 90, 95.  I have not lived half of my adult life yet.  You with me?   
 
Female Speaker: 
Yep. 
 
Michael: 
Looking at these numbers and so I came to the conclusion a while ago and said what am I 
doing with my life?  About four years ago, what do I want to do with my life and what I was 
doing, I was not going where I wanted to go.  So I decided to make a change.  I knew that that 
wouldn't happen overnight but where I am today is so much better than where I was four years 
ago.  Obviously so much better and were there times of frustration?  Yeah, there were potholes 
in the road there.  There were diversions.  There were all sorts of things that came up.   
 
I feel a better person both inwardly and outwardly and it took time.  But I look back and it's 
amazing.  My assistant has to remind me every now and then and say to me, do you know 
where you were three months ago and I look back and go ‘yeah’.  And she said, you know you 
shouldn't bitch and complain any further but you know you are so much further than where you 
are now.  Well, gee, yeah, I think that.  So, it makes me recognize this is a journey.  It's an 
ongoing journey.  There's no horizon that you reach.  You get to the horizon, what's next? 
 
Female Speaker: 
Another horizon. 
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Michael: 
So, that's the journey.  Enjoy the journey.  And all of sudden, things start changing for you.  And 
that's just a personal perspective from my point of view.  I don't know if it helps you but in this 
process, if you believe network marketing will do it for you, and I believe it really is the best thing 
that's going if you are looking for independence, it's on for a whole bunch of reasons; is that 
learn the people skills and learn that it's going to take time and do it progressively, one day at a 
time.   
 
It's like one person at a time, one day at a time.  In three years time, you'll look back and go 
gee, what happened?  You will be a totally different person and you will have all of the things 
you want. 
 
Female Speaker: 
All right. 
 
So, there you have it!   
 
The key to Natural Selling is in knowing how to ask the right types of questions at the right 
time… what to listen for, and to use feedback to fully understand what was meant by what was 
said.  
 
In this role play you heard Jill say “Maybe” when I transitioned from the Discovery Stage and 
told her what I was doing and that I’d be delighted to tell her more if she was interested… 
 
Unfortunately there wasn’t time to address this because of time constraints and the objectives of 
that particular class. So I will do that here.  
 
When Jill said “maybe” you probably detected to what appeared to be a note of caution in her 
voice. So now we have a choice, we can either let that note of caution cause our stomach to 
tighten up, based on all our old fears and beliefs, or we can take charge of our emotions and 
say to ourselves – “I will not allow my emotions to be controlled by other people’s experiences, 
prejudices or beliefs. I’m going to stay strong in my conviction and attitude in that what I’m doing 
is right for me. My purpose here is to discover if I can be of help, not to convince, persuade or 
sell. It’s up to my friend to decide that.” 
 
When you do this, you increase your vibration and resonate at a higher level… you’re not 
choosing or allowing yourself to become a victim of circumstances… you are victor… a master 
of circumstances, and that is a very powerful energy that people are attracted to and respect. 
But first you have to respect yourself and what you’re doing. 
 
So now, having taken charge of yourself, you can reply calmly and quietly to Jill’s “maybe” with 
something like… 
 
“Hmmm – you sound cautious – why is that?” 
Or 
“You appear guarded about the idea?” or… “You don’t sound to sure?” – and be quiet.  
 
In the role play if I had said that, Jill could have replied by bringing up her old experiences or… 
she could have shrugged her shoulders and said, “I don’t know, all that old stuff I suppose. 
Anyway, tell me more about what you’re doing!” Who knows how she would have replied… and 
it doesn’t matter, because you’ll be prepared for either response. 
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However, let’s say she has created her own resistance to the idea… then address it… help her 
and yourself to uncover what’s behind this resistance… not by treating it as an objection, which 
is like telling her she is wrong, but as a legitimate concern.  
 
And the way you do this is to go back into the Discovering Stage and dialogue about it, 
concentrating on asking Solution and Consequence Questions, keeping an open mind.. and 
detaching from the outcome. 
 
Remember, if you find yourself beginning to persuade, back off and let it go. Also, take note that 
you don’t have to come to any conclusion in this conversation. Sometimes no conclusion is the 
best conclusion of all… it’s all part of the Dialogue Magic! 
 
You will find out more about addressing concerns on the one of the other Power Up Your 
Dialogue CD’s called “Addressing the Question: Is This Network Marketing?” 
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Friends CD #1 - Role Play 

"What People Say is Only the Tip of The Iceberg" 
 
This dialogue called "What People Say is Only the Tip of The Iceberg" is between a new 
independent Distributor who recently joined a network marketing Company and a close friend 
Jeri Lyn, a potential business partner. 
 
Earlier, while reflecting on his life and where it was going, the new Distributor realized that he 
was not able to do many of the things he wanted, and he came to the conclusion that it was time 
to make some changes and as a result started his own business.  
 
He decided to share those changes with Jeri Lyn to see if she might be having similar 
reflections about her life, and explore whether the direction he was taking might work for her. 
 
Note particularly HOW he shares it! He doesn't do it through telling. Instead he does it by 
framing questions around what he wants to say. 
 
This is one of the unique aspects of Natural Selling – you convey what you want to say, not 
necessarily by saying or telling it directly… which can make another person a relatively 
disinterested and passive receptor, or even create resistance… but instead… by asking 
questions that draws out what THEY know about your subject FIRST. Doing this respects and 
involves them actively in Dialogue. 
 
A key distinction to be aware of as you study this Dialogue is the use of "How does that affect 
you?", "What do you mean by that?", and "If you could…?" types of questions.   
 
Notice how the Dialogue progresses by asking questions based on Jeri Lyn's replies to each 
previous question, questions that draws out the finer, more subtle and deeper details about her 
past and present circumstances including, and most importantly, how she really feels about her 
present situation. 
 
Now, let's now join the Dialogue…  
 
Michael: 
So, Jeri Lyn, you and I are just having a chat.  I'm going to set it up.  You just go with me.  
Remember you and I are very close and I can get through a lot of initial stuff.  Okay, so, Jeri 
Lyn, I wonder if I could ask you a question.  I've been reflecting recently on my life and making 
some decisions, some directional changes and so on, especially in my work area, and 
something I want to ask you.  I know you have expressed your job has always been somewhat 
stressful, do you enjoy your work.  I mean are you getting what you want out of your work? 
 
Jeri Lyn: 
I really do enjoy the light bulbs that come on for people and the satisfaction of seeing them 
make some changes in their life. 
 
Michael: 
So when you say the light bulbs that come on, what did you mean by that? 
 
Jeri Lyn: 
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When people start seeing a picture of themselves and knowing what they need to do. 
 
Michael: 
So would you say, with regards to your counseling and so on, you get a satisfaction out of 
seeing people seeing what they have to do? 
 
Jeri Lyn: 
Right. 
 
Michael: 
Yeah.  Do they do that?  Do you find that they go out and do the things that come to them? 
 
Jeri Lyn: 
Well, they take steps at it.  Some of them do it better than others. 
 
Michael: 
When you say some, is that a lot of people or - 
 
Jeri Lyn: 
I'd say probably at least 25 percent of them will do it. 
 
Michael: 
Yeah.  Well what else do you like about it?  Anything else? 
 
Jeri Lyn: 
Well, I like to know that I make a difference in people's lives. 
 
Michael: 
Yeah.  Is that important to you? 
 
Jeri Lyn: 
Very important. 
 
Michael: 
Why is that? 
 
Jeri Lyn: 
It gives me meaning. 
 
Michael: 
When you say meaning, what do you mean by meaning? 
 
Jeri Lyn: 
Well, I get joy in helping people get to a higher level. 
 
Michael: 
What's that do for you, though, apart from meaning?  How does that make you feel? 
 
Jeri Lyn: 
I can get pretty excited when that happens. 
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Michael: 
So, what would you change about your job then? 
 
Jeri Lyn: 
The hours, the commute, stress and the income. 
 
Michael: 
When you say the hours, aren't you able to work your own hours?  I always thought that was 
one of the joys of doing your counseling.  It is your own business, right? 
 
Jeri Lyn: 
It is my own business but when I commit to a group for a particular weekend or a week series 
then I do it whether I'm feeling good or not. 
 
Michael: 
Oh I see.  So, you are committed then in helping others, regardless of whether you are feeling 
good.  Is it important that you feel good then about your work in order to get the best from your 
work?  Is that what I'm hearing? 
 
Jeri Lyn: 
It is.  It's very important. 
 
Michael: 
So, what else about the hours?  Is it just that you are committed to feeling good at certain hours 
when it might or might not or is it because they are long hours? 
 
Jeri Lyn: 
Well actually there's two parts to the hours.  One part is I can decide which days during the 
week I'm going to put my effort. And the other time, I can focus on my kids more or my home 
life. 
 
Michael: 
So, what you're saying is that you can decide which days so that you can also spend the time 
with your kids? 
 
Jeri Lyn: 
Correct. 
 
Michael: 
Yeah.  Are you able to do that effectively?  I mean does it work that you do have the time to 
spend with your kids? 
 
Jeri Lyn: 
Yes, for the most part, I'm happy with the hours.  It's just there are three or four days a week 
that I'm going full speed and it wears me out.  It takes me a couple days to recover. 
 
Michael: 
Is that affecting your family life then with your kids? 
 
Jeri Lyn: 
Yeah. 
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Michael: 
So you are still working three or four days and you're spending another two days recovering, so 
basically you've got one day feeling relatively rested, is that right? 
 
Jeri Lyn: 
Correct. 
 
Michael: 
How is that affecting you when you are going through that? 
 
Jeri Lyn: 
Well it's wearing me out.  I also am a pastor's wife and I've got church duties on the weekend. 
 
Michael: 
You've got quite a full plate then it looks.  What about your commute?  How long does that take 
you? 
 
Jeri Lyn: 
It's a two-hour drive. 
 
Michael: 
What, each way? 
 
Jeri Lyn: 
Each way - yes. 
 
Michael: 
I didn't realize you went so far.  That's a really big chunk of hours in the day - four hours in the 
day.  What do you do during the two hours? 
 
Jeri Lyn: 
Well, actually that's a special time for me because I don't have to answer the phone or focus on 
anybody else and I love to drive. 
 
Michael: 
So, you use it as down time for yourself then. 
 
Jeri Lyn: 
I listen to tapes.  I sing.  I pray.  I let out feelings, whatever.  It's a good time. 
 
Michael: 
If you could substitute the time for something else, would you prefer not to drive? 
 
Jeri Lyn: 
As long as I was making time for myself, away from responsibilities, yeah I would. 
 
Michael: 
Okay, so the time is good for you.  You would still put aside that time in order to focus on 
yourself.  Would you need to do as much as four hours a day if you -  
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Jeri Lyn: 
No, no. 
 
Michael: 
Yeah. 
 
Jeri Lyn: 
You know, my back really gets tired from sitting in groups for - I do three different groups once I 
get up there, two hour groups and then I see individual clients and then I have to drive home 
when it's really late at night.  So, I'm exhausting myself. 
 
Michael: 
So, how does the stress manifest itself?  You talk about stress.  It comes in a lot of different 
forms.  How does that affect you? 
 
Jeri Lyn: 
Well, when you are sitting in a room full of people that there's a lot of energy being drained 
because of the fact that people are in a lot of pain and I have to be completely on my toes the 
whole time as a facilitator working with the dynamics of everybody in the room and part of that, I 
love.  It's a wonderful challenge.  I think I'm good at it.  That part is - it's very draining. 
 
Michael: 
Wow.  So, what would you rather be doing if you could then?  I get a sense then you've come to 
a little bit of the end of here.  Is there something you can do about it or is there something you'd 
rather be doing?  Have you done anything about it? 
 
Jeri Lyn: 
Well sometimes I feel pretty trapped to change it. 
 
Michael: 
Really?  When you say trapped, what do you mean by trapped? 
 
Jeri Lyn: 
Well, I don't really know what else to do that would give me that much meaning and give me the 
income that I needed to keep up demands on three teenagers in the family and all that stuff. 
 
Michael: 
When you said the income before, do I take it you are not making as much as you'd like you to 
or are you not making enough to get what you want?  What did you mean by the income if I can 
ask you that? 
 
Jeri Lyn: 
Well - 
 
Michael: 
With your present work. 
 
Jeri Lyn: 
Well, I work with people that can't afford to go to traditional treatment.  I end up finding creative 
ways to help them get what they need and I realize that isn't getting me what I need in life.  It's 
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not giving me back enough to take care of my own family.  That really does cause a lot of 
turmoil in me. 
 
Michael: 
Well, I appreciate that you don't know what else to do.  Have you looked into anything else for 
yourself?  Have you looked into any other opportunities to be able to move you in the direction 
you want to go? 
 
Jeri Lyn: 
I'm always looking for opportunities but I haven't really come up with anything specific.  I am 
interested in sales and I started taking some vitamins from a company and I could do a 
business with them but I don't know.  There's something about that particular company that it 
doesn't feel like it would take me where I need to go. 
 
Michael: 
Well, Jeri Lyn, if something came along that enabled you to get what you wanted so that you 
could round out your life a little bit and be able to spend the time with your family, with your 
teenagers without feeling stressed out or having that down time before you can spend that time 
with them, to be able to get the income that you want and to reduce the stress and also to work 
in an environment of helping people to get what they want.  I mean if something came along that 
gave you that criteria, you mentioned you're still open to opportunities like that but if something 
came along, would you look at something like that seriously? 
 
Jeri Lyn: 
I would look at it. 
 
Michael: 
Well, the reason I'm asking is that as I mentioned in the beginning of the conversation I was 
looking at my own life, what I'd been doing, a while ago, I made a decision for myself, to start 
moving away from what I'm doing where I am because I found that myself, I wasn't being 
fulfilled in my work.  I mentioned that to you in the past.  There's been a certain amount of 
pressure, stress there and I was about time I took control of my own life and to have more of the 
time I wanted for myself to do the things I wanted to do.   
 
And about four months ago, I joined a company as a distributor, independent distributor.  
Interestingly enough, it's a health-oriented company.  I'd like to talk to you more about who you 
were talking with there.  And it's enabled me to get a bit more zip in my life.  I've beginning to 
make a little bit of income.  Certainly meeting a lot of people and helping people in their health 
needs as well as in their life because they are able to do the same thing as me.  What this 
means to you is that you could possibly do the same thing.  You could do what I'm doing.   
 
You could get rid of that commute, if you wanted to because you could work from home.  You 
can change the driving time into good time for yourself without having to spend the four hours 
doing it so you got more hours in the day that you could work with.  Have more time to spend 
with your family and the teenagers and also with your church duties without all the stress that's 
coming from it.  I can tell a little bit by your voice that it's dragging you down a little bit.  That's 
what I got out of it.   
 
That's what you can get out of it and does that sound something that might work for you if it was 
appropriate? 
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Jeri Lyn: 
Yeah, actually, it would do the job except that I would need to make sure that I'm with a team of 
people because I really am a team player.  That's what was wrong with the other company that I 
was just out there on my own and I wasn't sure what I was doing and I ended up wanting to help 
people with products but I wasn't getting any return from it.  Not real business minded is my 
problem. 
 
Michael: 
Now when you say business minded, what do you mean by business minded? 
 
Jeri Lyn: 
Now I have a mind that I want to do business but I haven't taken any classes to know how and 
so what I'm saying is I would copy somebody successful. 
 
Michael: 
Okay.  So, you'd want a bit of guidance there.  You'd want to have somebody who could give 
you a bit of help there or teach you a few things so that you could stay on track and be business 
like about it.  Is that correct? 
 
Jeri Lyn: 
Correct. 
 
Michael: 
Okay.  And you were talking about a team of people, being left on your own - I didn't know this 
actually.  How long ago was that when you did that? 
 
Jeri Lyn: 
About eight years ago. 
 
Michael: 
Oh really.  Oh some time ago then.  And how long did you do it for? 
 
Jeri Lyn: 
About six months. 
 
Michael: 
And it didn't work for you because you felt that you weren't getting support.  Is that right? 
 
Jeri Lyn: 
Well, I think it just became kind of meaningless to me.  You know, I didn't have the time and the 
energy to go create opportunity to meet a lot of new people. 
 
Michael: 
Would you have the time and opportunity now if you were to look at this seriously because 
obviously you're looking at a shift.  You're looking at creating a new business, potentially, even 
though it will be part time and build up.  Do you have the ability or opportunity to do that even 
based on the fact that you are quite tired? 
 
Jeri Lyn: 
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I'll tell you what.  If I have the energy, if what you have is something that could give me some 
more energy and if there was some team support and I really liked the product, I know that 
there's a need and I know that I could do something with it.  
 
Michael. 
Okay.  Well, let's talk about.  Do you want to continue the conversation now or a little bit later?  I 
mean if you are free right now, I'd be happy to tell you everything that I know and see whether 
this is going to fit what you need and we can then start looking at taking steps forward so you 
can start moving out of this feeling of being trapped as you put it and start getting some joy and 
freedom back into your life and into helping others.  Would that be something you would like to 
do? 
 
Jeri Lyn: 
I would love to do that.  Sooner the better actually, Michael.  That would be great. 
 
Michael: 
Jeri Lyn, thank you very much.  That was great.  Thank you for role-playing.  I appreciate it very 
much.  I'm going to stop it there.  I'm not going to go any further because we're now getting into 
more kind of structure and so on.  So, Paul was that enough feeling there for you? 
 
Paul: 
Yeah. 
 
Michael: 
You don't mind me asking Paul that do you, Jeri Lyn? 
 
Jeri Lyn: 
No and just so you guys know, I'm de-rolled from that play and I'm a lot better than I was.   
 
Michael: 
But, Jeri Lyn, your feelings are still surfacing a bit though, weren't they? 
 
Jeri Lyn: 
I was allowing the overwhelm to come up from that period of time. 
 
Michael: 
Yes and I appreciate that.  I thank you very much for doing that because it allows us to get a 
feeling for that.  Let me ask the class.  Did Jeri Lyn talk a great deal about her feelings per say?  
What were the words she was using here?  What words did she talk she about which showed 
her feelings? 
 
Speaker: 
She was tired.  
 
Michael: 
Tired - yeah. 
 
Speaker: 
Drained. 
 
Michael: 
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Drained - what else? 
 
Speaker: 
Didn't have enough punch to take care of her family. 
 
Michael: 
Okay.  What were her words?  She was using some words there? 
 
Speaker 2: 
Trapped. 
 
Michael: 
Trapped.  Trapped is a big one.  Trapped is a big one.  In fact she explained it.  Didn't she.  In 
fact she didn't in fact.  Was Jeri Lyn very communicative in her explanations? 
 
Speaker: 
Yes. 
 
Michael: 
No, when I asked her a question, an initial question, was she very communicative?  I said well, 
how do you feel about that?  She said trapped.  Did she go any further? 
 
Speaker 2: 
No. 
 
Michael: 
Okay, so what did I do? 
 
Heather: 
Explored what she meant by the word. 
 
Michael: 
Yeah, what do you mean by that because I don't know what you mean.  I don't know what you 
mean.  I have no idea what you mean.  And then bang, bang, bang.  She came straight out, 
didn't she?  What did she say?  I feel trapped.  I just don't know what else to do.  That was a 
cry.  That was a cry for help.  I don't know what else to do. 
 
Heather: 
That's true. 
 
Michael: 
That was a big cry for help.  Income - now I'm not making much money at what I do.  So, that's 
bringing me down.  I have three teenagers to take care of plus all of the other stuff she had said. 
 
Speaker 2: 
I've got to listen to everybody else's troubles everyday. 
 
Michael: 
I've got to listen to everybody else's troubles - damn it and I've got troubles of my own. 
 
Speaker 2: 
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Right. 
 
Michael: 
Wouldn't you think that was draining?  Fundamentally, though, what was Jeri Lyn looking to do?  
She wants to help people.  You'll find this time and time again.  I want to help people.  All these 
clues come up.  I want to help people.  I want to do this.  I want to take care of my family.  I want 
to be able to spend time with my friends.  I'm a pastor's wife.  I want to spend time on the 
spiritual side of things.  Look at the forms, family, occupation, recreation.  Doesn't sound as 
though she is having much time for recreation.  Doesn't have much time for a family.   
 
Occupation is stressing her out.  She doesn't have much money coming in from all this stress 
she is putting in and she's not really fully realizing potentially her spiritual aspect in life because 
she probably isn't feeling relaxed and calm and supportive of her husband who is a pastor.  
Right or wrong there, Jeri Lyn? 
 
Jeri Lyn: 
Hey, that's it.  Thanks for summarizing it. 
 
Michael: 
See where all this comes from, everyone?  Okay, you heard it.  You heard all that.  Who told 
you? 
 
Speakers: 
She did. 
 
Michael: 
Yes, Jeri Lyn told us.  Is this motivation to make a move? 
 
Speaker: 
Yep.  
 
Have you ever observed an ice berg?  Were you aware that what you see floating above the 
water line represents only about 10% of the total volume of the ice berg, and that the other 90% 
is hidden from view below the surface?   
 
When engaging people in a Dialogue about your products and business, you might want to keep 
this image of an ice berg in mind, knowing that the initial problems or needs that people reveal 
about themselves and their situation, tend to be just facts… and if you only respond to facts, 
and attempt to help them solve their problems on this factual level… you’re in danger of 
responding to what usually represents only a 10% of what is actually going on. 
 
Facts and logic have very little internal persuasive power to justify in another persons mind the 
necessity to make a change. As you know, people make changes based mostly on feelings – 
not logic. 
 
So asking the right type of questions at the right time allows people to surface the 90% that is 
mostly hidden and enables them to talk about their feelings and emotions, their fears and 
aspirations, their joys and sorrows,  which often times they've hidden even from themselves. It 
all comes into plain view and into their conscious awareness – so that both you and they 
actually see and feel the landscape of their own lives…. But THEY’RE the ones who are feeling 
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the discomfort of their present situation and causing themselves to question whether they want 
to continue doing what they are currently doing! 
 
So get behind, or go beneath the facts, and be mindful of how you can make two of the 4 
powerful Natural Selling principles work for you – asking questions around, and listening to what 
is being meant, not just what is being said. 
 
On a final note - If your friends are going to seriously consider investing in your products or 
joining your business, they must first be "sold" on you and your ability to understand them.  This 
can only happen when suspend YOUR own needs and identify and offer solutions based on 
THEIR needs, wants and desires.   
 
When you allow others to surface their real truth through their own answers, you create the best 
opportunity for them to motivate themselves to take control of their lives, and quietly come to the 
logical conclusion that you and your solution are the answer to their problems. 
 
And, remember once again, your friends have the answers to what they want; all you need are 
the right questions! 
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Friends CD #2 - Role Play 

Helping Others Persuade Themselves 
 

In this role play, Helping Other to Persuade Themselves, we begin by listening to Ruth 
expressing frustration over her friend's inability to move forward in spite of the seemingly 
desperate circumstances of her life, which have apparently, gone unchanged for many months, 
possibly even years.   
 
Taking on the role of the Distributor, I ask Ruth to play the part of the friend she's been trying 
help and begin the Dialogue with a series of questions that allow her to surface many details 
about her troubled life. 
 
The key theme to note in this Dialogue is how, by holding your intent to serve and help others, 
listening for the meaning behind the words used to describe their problems, and using certain 
types of statements and questions, you allow others to talk about and face their problems in 
such a way that they become internally motivated to do something about them.  THEY will 
persuade themselves – all you have to do is ask, listen, respond – ask, listen, respond… 
 
Statements like,  
 
"You don't sound as if you're doing too well"    
and  "I'm sensing that you're under a lot of pressure"   
… possess tremendous power, giving your friends the freedom to explore depth of their feelings 
about their current reality. 
 
I can't emphasize enough, that while people openly speak with you, they also listen to 
themselves, and feel the discomfort of where they find themselves in their lives in this present 
moment, and THIS is what triggers off their desire to make a change…. And hey presto… guess 
who’s there with a possible solution? You are! 
 
Asking questions and listening with correct intent, is a great gift you're giving. 
 
Now, let's now join the Dialogue…  
 
Ruth: 
Michael, I have a question.  I called classmates of mine and friends and you know, we've kept in 
touch over the years and one particular situation, her husband is in a wheelchair and she's 
working and trying to keep up with the things.  And she ends up working sometimes 12, 16 
hours a day.  I knew all of this and when I called her and said how are things going, well, an 
hour later, she is still talking about all of her situation.  And I said, would you like to get together 
and see what I may have some interest or may not but would you like to get together next time 
I'm in town and she has just never made that step.   
 
So, I was trying to figure out when we were talking now, I went with the intent and I guess in 
those situations, you just let go of the outcome. 
 
M: 
Okay, well let's role-play this.  Can you be her? 
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Ruth: 
Yeah. 
 
Michael: 
Okay, so you're saying her husband's been in a wheelchair for 12 years. 
 
Ruth: 
Yeah. 
 
Michael: 
What does she do? 
 
Ruth: 
She's a nurse. 
 
Michael: 
She's a nurse.  Okay.  And what do you know about the situation there?  What did you know 
before you had the conversation with her? 
 
Ruth: 
What did I know before? 
 
Michael: 
I'll tell you what, let's do this.  Don't even tell me.  Okay. 
 
Ruth: 
Okay. 
 
Michael: 
Who am I talking with? 
 
Ruth: 
Ruth. 
 
Michael: 
Ruth, okay, Ruth.  So, we're going to do this, a little role-play.  Let's see what happens.  All right.  
So we'll call up and say, Ruth, hi.  It's M here.  I thought I'd give you a call.  We haven't spoken 
for such a long time.  How are you doing? 
 
Ruth: 
Oh, okay. 
 
Michael: 
Okay, what do you mean by okay?  You don't sound as though you are too up there? 
 
Ruth: 
Well, you know, I'm still trying to make ends meet and you know, we're living in a home that we 
wanted to live in now but it's a little lonely now without my daughter now and things are rough. 
 
Michael: 
What do you mean by rough? 
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Ruth: 
Well, I just wish that we could retire and start living a little more and not worry about cost and 
Lyle's health is just always a concern for me.   
 
Michael: 
How is he? 
 
Ruth: 
Oh good days and bad days but he's working.  He's actually working and I wish he'd stop his 
smoking.   
 
Michael: 
When you say he's working, what's he doing now? 
 
Ruth: 
He actually works in an office where he can make phone calls and deal with things over the 
phone.  It's something that he's capable of doing and enjoys.   
 
Michael: 
How long has he been doing that?  Does he do it everyday during the week or -? 
 
Ruth: 
Well, it's five days out of the week and then let's see, he now works one weekend out of the 
month. 
 
Michael: 
One weekend out of the month.  He really enjoys doing that huh? 
 
Ruth: 
I think because it gets him out of the house.  It's something to do with people but also it's an 
income.  You know?  You get happy when you have a little more coming in.   
Michael: 
So is he making as much money as he was before?  Is he doing quite well? 
 
Ruth: 
No, not at all. 
 
Michael: 
Not very much at all. 
 
Ruth: 
So, it's financially, it's still concern. 
 
Michael: 
I detect in your voice, he would prefer to do something else if he could. 
 
Ruth: 
Retire!  Retire is the word we are looking for. 
 
Michael: 
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Yeah.  I could appreciate that.  That would be pretty cool.  I mean obviously you've got to get 
there.  But I mean if you could do something else to get there, is there something else you'd 
prefer to do, rather than what he's doing right now? 
 
Ruth: 
I don't think he's really motivated to do anything else.  You know, I often look at other things. 
 
Michael: 
Yeah, so he's quite happy doing what he's doing to bring in some income but -? 
 
Ruth: 
Yeah. 
 
Michael: 
But if something else came along you said that he wouldn't be very motivated to do it. 
 
Ruth: 
No. 
 
Michael: 
Really. 
 
Ruth: 
Yeah. 
 
Michael: 
But you mentioned, for yourself, you are.  How is your nursing going? 
 
Ruth: 
Well, things are getting worse instead of better.  We have a new head nurse and they don't 
have enough staffing and we seem to be working longer hours.   
 
Michael: 
Are they paying you more? 
 
Ruth: 
No.  Wrong. 
 
Michael: 
But you've been working, how long as a nurse now, what 12 years? 
 
Ruth: 
I've been actually doing it, about 20 years now. 
 
Michael: 
20 years.  That's been quite some time for you.  So am I detecting that you are not enjoying it as 
much. 
 
Ruth: 
No, I'm not.  I actually switched departments to make it easier but no.  
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Michael: 
What is that's happening that you don't enjoy it apart from the new head nurse? 
 
Ruth: 
The quality of care, the long hours and things are taken away from you.  We used to have more 
holidays and more support on the staff. 
 
Michael: 
You don't have as long holidays? 
 
Ruth: 
Oh no.  We use to have five or six.  Now we are down to three. 
 
Michael: 
Now you have less time to yourself, is that what's going on? 
 
Ruth: 
In a sense you do because you are working so hard that when you have a day off, you just kind 
of stare at walls or try to regroup. 
 
Michael: 
Stare at walls?  So, my sense is there is a lot of pressure on you, lot of tenseness? 
 
Ruth: 
Yeah. 
 
Michael: 
At the present time? 
 
Ruth: 
Yeah, there is. 
 
Michael: 
So, you were mentioning that, earlier, you would like to change your financial situation but your 
job is also - what's your name of your husband? 
 
Ruth: 
Lyle. 
 
Michael: 
Lyle, thanks.  But is still making ends meet with both of you.  Have you looked at other things to 
do? 
 
Ruth 
You know I don't even have time to. 
 
Michael: 
You say don't have time.  What do you mean? 
 
Ruth: 
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Well, between working and taking care of Lyle's needs and things like that and my daughter just 
passed away and so there's just a lot of things I'm dealing with there also. 
 
Michael: 
Well, what will change then if you don't find time to do something about it? 
 
Ruth: 
Probably nothing. 
 
Michael: 
What would you do if you could? 
 
Ruth: 
If I could find time?  It would be nice just to find time for myself just to even think that I can do 
things. 
 
Michael: 
Right, what would you do?  Let me ask you.  Why did you get involved in nursing for example 
because that's just about -?  
 
Ruth: 
I like helping people. 
 
Michael: 
What else did you like?  What's the thing, one of the reasons you got involved in nursing? 
 
Ruth: 
Well, part of it was I was doing so much in my home with having one daughter in a wheelchair 
and my husband in a wheelchair that I thought, well maybe I could do this for a career.  The 
hours were convenient because I could work nights and be home during the day.  I liked helping 
people.  It was a challenge.  I liked the challenge of it.  
 
Michael: 
Okay.  Thank you.  Thanks for telling me that.  I appreciate you telling me everything about it.  
I'm just so curious about what it is you are going to do because I really empathize with you on 
this and that I don't think much has changed since last time we spoke I guess. 
 
Ruth: 
Yeah.  You notice that, huh? 
 
Michael: 
Yeah, in fact, I hate to say it but probably a little bit worse in some ways.  Would that be true? 
 
Ruth: 
Yeah. 
 
Michael: 
So, Lyle is working? 
 
Ruth: 
That's the good thing and we moved to our house.  That's a good thing. 
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Michael: 
I appreciate that part.  You're just still struggling on the other part.  What are you going to do 
though, I mean if you don't find time to make that change? 
 
Ruth: 
Or if I even had energy to think about something else. 
 
Michael: 
Could you adjust your priorities to make some time to start getting you the opportunities and 
abilities to perhaps look at something else to move away from what you are doing, perhaps 
something that Lyle can help you with, for example? 
 
Ruth: 
Well, that's a thought.   
 
Michael: 
Have you ever thought of anything like that? 
 
Ruth: 
No. 
 
Michael: 
What if you could do something like that? 
 
Ruth: 
Well, I guess it depends on what it is. 
 
Michael: 
You are probably asking yourself why I'm asking all these questions, aren't you? 
 
Ruth: 
Yes.  Well, it did pass my thoughts. 
 
Michael: 
Well, the reason I'm asking is this is that, a while ago I got involved in a company.  My situation 
is not the same as yours but I felt I was not going anywhere in the things I was doing.  My life 
wasn't going anywhere and I was really stuck.  And I got involved with a company.  I started my 
own business, in fact.   
 
Ruth: 
You started your own business?  Wow. 
 
Michael: 
Yeah.  I started my own business.  And the reason is that I wanted to get out of the trap that I 
was in, you know working so many hours that I was working, with all the stress and pressure 
that was going on and I haven't left my job yet.  But I figure and I've targeted in somewhere in 
the next two to three years, then I should have enough income to be able to do that and 
continue building up my income and have the freedom to do the things I want to do, which I just 
don't have, which I think we share that together. 
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Ruth: 
Yeah. 
 
Michael: 
I've been in it awhile and it's really beginning to work quite well and listening to you talk, I'd love 
to be able to talk with you more about it and see whether it's something that might for you so 
that you and Lyle can start moving towards that direction yourselves so that you can start 
having the freedom that you want and start moving away from the hand to mouth that you are 
talking about and allow you to - now instead of sitting and staring at blank walls, go out and 
enjoy yourself and look at the ocean or something, knowing that you've got peace of mind.   
 
Does that sound something that might be of interest to you? 
 
Ruth: 
Well, it certainly does but I have one question.   
 
Michael: 
Yeah, go ahead. 
 
Ruth: 
Is there going to cost us a lot to do this? 
 
Michael: 
When you say “cost us a lot”, what do you mean by cost a lot? 
 
Ruth: 
$5,000.00. 
 
Michael: 
$5,000.00?  You can do that if you want.  It can cost you a lot less if you want.  It depends on 
what income you - for example, if you were to come up with another figure, if you had to invest 
in a business, what kind of money would you think about, in terms of investing? 
 
Ruth: 
Everything I hear about to start a business is quite more than even $5,000.  You know I haven't 
checked into it I guess. 
 
Michael: 
You looked into buying a McDonald's franchise recently? 
 
Ruth: 
Well, that's what I'm talking about, yes. 
 
Michael: 
Well, give me a figure.  If you had to invest some money, just let your imagination run.  If you 
had to invest some money, you had some money to invest to start your own business, what 
would be a reasonable investment for you to be able to put something down and be able to start 
moving forward and changing your own life? 
 
Ruth: 
Well, if I had the money, $5,000 wouldn't be anything. 



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

 50 

 
Michael: 
Okay, but you don't have it I understand. 
 
Ruth: 
I don't have it so -. 
 
Michael: 
Well, give me a number you feel would be a reasonable investment for you that would be a 
comfortable investment. 
 
Ruth: 
A thousand. 
 
Michael: 
A thousand dollars.  So you would be able to get your hands on a thousand dollars, is that 
correct? 
 
Ruth: 
Yes. 
 
Michael: 
Would you perhaps be able to put your hands on something like $1,500.00 if it could be 
demonstrated that might be a more worthwhile base on which to start? 
 
Ruth: 
Probably, not right away but in time. 
 
Michael: 
But you could do it?  But you have a thousand dollars.  Well, you could do that.  You could do it 
for a lot as well, but I'm going to suggest you use that.  That might be a very, very good place to 
start with regards to investing.  But there are different levels to investing.  You probably don't 
know what I'm talking about at this moment but you can invest that.  So, that is a reasonable 
place.  So how would you like to start your own business doing things, which are very similar to 
what you've been doing in the past or in the present? 
 
Ruth: 
Well, that was interesting in itself? 
 
Michael: 
It was health related, for example. 
 
Ruth: 
Yeah. 
 
Michael: 
Yeah.  Would you like to talk about it? 
 
Ruth: 
Yeah, we can always talk. 
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Michael: 
Yeah, do you have time now to continue or would you like to continue it later at another time?  I 
just want make sure you have time to talk about this. 
 
Ruth: 
Why don't we get together? 
 
Michael: 
Would you like to do that? 
 
Ruth: 
Yeah. 
 
Michael: 
Okay, when's a good time for you?  Let's go and have a coffee then, shall we?  And I suggest 
we set aside an hour or something like that.  We'll talk about what it is you are looking for and I'll 
explain to you what I'm doing and find it quite interesting.  It's actually in the health field and I 
have a hunch you'll probably pick up a great deal of what I'm doing.  How about next Thursday?  
Thursday will be okay? 
 
Ruth: 
How about Wednesday? 
 
Michael: 
Okay, Wednesday.  What time? 
 
Ruth: 
Let's do 9:00 a.m. 
 
Michael: 
Nine a.m., okay and we'll meet at the place we met at last time.  Will that be all right? 
 
Ruth: 
Sounds great.  Look forward to it. 
 
Michael: 
9:00 Wednesday.  Give me a call if you can't make it, just in case. 
 
Ruth: 
Okay. 
 
Michael: 
And just in case I don't speak to you beforehand, I'll speak to you at 9 and we'll spend an hour, 
maybe a bit longer about maybe if this is something for you and we'll talk about it then. 
 
Ruth: 
Sounds great. 
 
Michael: 
So, give my regards to Lyle and we'll see you next Wednesday. 
 



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

 52 

Ruth: 
Thank you. 
 
Michael: 
Okay, everyone okay with that?  Now there were a lot of elements going on in that conversation 
but before I start, what I would like you to do, just take the opportunity to spend five minutes and 
any of you who just want to ask Ruth any questions before we do any analysis in there. 
 
Participant:  
Did you feel at all uncomfortable? 
 
Ruth: 
Probably a little bit.  But it was only because I was going over my own troubles.  I mean this 
wasn't me by the way.  I wanted to let them know. 
 
Michael: 
Thank you very much, by the way.  That was a great role-play. 
 
Ruth: 
Thank you.   
 
Michael:  
You did very well with that. 
 
Ruth: 
I did get uncomfortable because I was going over some of my problems over again and it was 
hard to keep hearing about but then when he offered a possibility, that's all it was.  It was a 
possibility. 
 
Participant: 
Actually, he got you to admit that there was a possibility. 
 
Ruth: 
Yes, yes.  And that's when it didn't come uncomfortable anymore. 
 
Michael: 
Okay, what was uncomfortable, Ruth? 
 
Ruth: 
The problem, the issues. 
 
Michael: 
You said it was uncomfortable.  What were you uncomfortable with or who were you 
uncomfortable with? 
 
Ruth: 
The fact that I was uncomfortable was I have been doing this over and over again over years 
and yes, it is the same.  Yes, it hasn't gotten any better.  And what am I doing. 
 
Michael: 
But who were you uncomfortable with? 
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Ruth: 
That person I was portraying. 
 
Michael: 
Okay, were you uncomfortable with me?  That was really, I think, the question. 
 
Ruth: 
No.  Sometimes when the questions wouldn't stop, there was a moment there I would say.  But 
it stopped when he expressed why he called and why he was something, there was a possibility 
in there. 
 
Michael: 
Yeah, I did express why I called.  I actually expressed the reason I was asking the questions. 
 
Ruth: 
Yeah, that was it. 
 
Michael: 
Could it be that your discomfort with me is also an extension of your own discomfort because 
you are having to talk about you and what -  
 
Ruth: 
Oh, that's exactly what I'm saying.  Yeah. 
 
Michael: 
Any other questions, comments from anyone? 
 
Participant:  
I have a question for Ruth.  During the process, I noticed when the conversation started, the 
answers to his questions kind of came rather quickly.  Did the questions start making you think 
more about what was going on because as you were answering the questions towards the end 
of the conversation, you seemed to think a little bit more about the answers? 
 
Ruth: 
You're exactly right on that pick up.  Yeah.  I did answer and then that emotion part came in.  
The uncomfortableness, the fact of my situation and yada, yada and when I answered him 
towards the end, I was doing more thinking as this person, inside out.  
 
Participant:  
So you were more emotional? 
 
Ruth: 
Yeah. 
 
Participant:  
Do you think maybe that might have led to some of your feelings you mentioned about being a 
little uncomfortable at first?  Do you think that was part of it? 
 
Ruth: 
Yeah.  Good pick up. 
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Michael: 
Hey, just express how you felt about the conversation if you want.  Ask questions.  Let's talk 
about that.  How did you feel about the conversation.  Did anyone feel negatively about the 
conversation?  Let's start with that one. 
 
Participant:  
I think that when you started talking about money that she might have to invest, I felt a little 
uncomfortable knowing her situation, how long she works.  When you asked her if she might be 
able to find $1500 instead of $1000, if that would be able to do more for her, it just made me a 
little uncomfortable. 
 
Michael: 
Okay.  Anyone else feel the same way at all? 
 
Participant:  
I guess the watermark in every conversation is when you get down to talking about money.  And 
it was mentioned earlier and I know that there are a lot people who feel when they ask about 
money, they always seem to project an expense.  It's too much or it's too expensive. 
 
Michael: 
So if you project that, are you coming from a place of lack or abundance? 
 
Participant:  
Lack but I think it's rampant.  Even in network marketing industry when I speak to people and it 
tells them straight up, if you want this product, this is what it costs, they always say that it's too 
expensive.  And so when you start talking about money, that's when the real test of the 
conversation comes in and when you mention to her that you thought that she had a little 
misgiving and she said, “Well how much will this cost me”, I thought at that point of the 
conversation it was just going to turn to “Well, listen I'm sorry, I don't have any money.  I thought 
you were my friend, wanted to talk to me.  Now you are asking me to buy something.”  But 
somehow I don't know how it happened with the conversation, went into a total, whole different 
direction and she seemed actually not be turned off as much by it. 
 
Michael: 
You say as much, was she turned off at all? 
 
Participant:  
I think at first she was hesitant because it was a money figure but when you asked a little bit 
more probing questions, when you asked her is $1,500 too much to get, out of reach if would 
help you in the long run. 
 
Michael: 
Let's go through that whole process because money is an issue.  Usually what happens is if you 
have a problem with money, it's your issue, not theirs.  You might want to look at that really 
deeply.  It's nothing to do with them, it has to do with you because, in fact, you have to look at 
whether you're coming from a place of lack or abundance because the moment you start 
thinking downwards, you're coming from a place of lack.  When Ruth mentioned about money, a 
lot of money to invest, how did most of the people respond? 
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How do most consultants respond to that?  Oh you don't?  What?  Always think it's going to be a 
high investment cost.  Okay, so what did I do at that stage?   
 
Participant:  
You encouraged her - she thought. 
 
Michael: 
How much she thought because I have no idea.  She could have said five hundred, a thousand, 
ten thousand, a billion.  Whatever.  She said five thousand dollars right?  Okay, and then how 
would most consultants only respond to that? 
 
Participant:  
Well, spend four thousand. 
 
Michael: 
Well, she said that's what I think it would cost, okay?  What did I do?  How did I reply to that?  
 
Participant:  
You asked her a probing question to find out more. 
 
Michael: 
What question did I have? 
 
Participant:  
“How much do you think you could invest?” 
 
Michael: 
Okay. 
 
Participant:  
If you are buying a McDonald's - 
 
Michael: 
It was in relationship to a McDonald's, it was just a kind of a fun remark. 
 
Participant:  
But that was cutting the tension, actually, the humor there. 
 
Participant:  
It was also putting it in perspective. 
 
Michael: 
Yeah, that's right.  It is putting it in perspective but to her it was $5,000.00, major investment 
and I said well, what if you didn't have $5,000.00.  What if you could invest less than that?  I 
said what would that be?  What kind of investment could you make if you had the ability to 
invest and she skirted around that a little bit because the reason is, in my experience is most 
people don't know, don't believe that they can invest in something a lot lower than that.  Most 
people see a small business as a fairly major investment.  Everyone okay with that?   
 
And that's what happens.  So use your knowledge, again, to ask questions.  So, I'm asking 
questions based on my knowledge, knowing that this kind of thought patterns, these kinds of 
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thought patterns come up from people.  So, what I'm doing is I'm exploring this whole thing.  
Having possibility conversations.  Eventually she came up with a thousand dollars.  That's right.  
Everyone? 
 
Participant:  
May I make an observation? 
 
Michael: 
Yeah. 
 
Participant:  
If I were in that conversation and the question of money came up, in essence I'd say that you 
can get into it for the price of a distributorship, which was about $60.00 and anything, any 
amount beyond that, would be a plus, would help you, but that is something we could talk about. 
 
Michael: 
Let me stop right there before you go any further on this because this is a class and give you 
some help here.  What is Dennis doing here, anyone in class? 
 
Participant:  
Selling? 
 
Michael: 
Dennis, you are digging your hole.  You are digging your hole in here because I haven't spoken 
about distributorship. 
 
Dennis: 
I knew that. 
 
Participant:  
You are so cute! 
 
Dennis 
Let me explain why! 
 
Michael: 
You start talking about $60.00, what have you just done?  Where are you coming from if you 
start talking about $60.00.  This is your stuff that is coming out, the $60.00.  She has a thousand 
dollars to invest.  She has stated that, right?  Why did I ask if she might have fifteen hundred 
dollars?   
 
Participant:  
Senior level. 
 
Michael: 
Because there is a senior level.  I'm not afraid to go there.  I'm not going backwards.  I'm not 
going to say, oh gee, she's only got a thousand dollars.  I've really got to feel sorry for this lady 
because life **** and she can get involved for $60.00.  Let me ask you.  How many people get 
involved for $60.00 and struggle around the $60.00?  That's the mentality that you are 
potentially dealing with.  And the mentality starts with you.  It's got nothing to do with them.  
Ruth's got a thousand dollars.  
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I tested enough of feelings, saying Ruth, something to the effect if you are able to start a little bit 
stronger or however I put it.  I cannot remember how I put it because I do it in the 
consciousness of the moment. 
 
Participant:  
Yeah. 
 
Participant:  
If you had to come up with fifteen hundred, could you do that? 
 
Michael: 
Fifteen hundred dollars, okay, and she said no, that's too much for me.  That's fine but we go to 
the thousand dollars.  We know that.  Now where she can start is entirely up to you or up to me 
because I'm the consultant as to how I'm going to structure this for her.  For example, where I'm 
coming from, I'm not going to sell her a thousand dollars worth of equipment or products.   
 
There's a lot more conversation to go on yet and I probably would set it up in such a way that 
she would have products that were applicable to her and the husband, Lyle, something like that, 
enough money that she can invest in training and other ongoing things that she needs to be 
able to start her business.  Because the whole thing is if you put all your money into products, a 
thousands bucks, what have you got leftover? 
 
Dennis: 
Okay, I agree, but the question with what you are saying but if I might, I'd like to push my 
thought one little bit, I'm very much aware of the fact that the money situation would be a 
potential problem for her and what I thought we could do is I wanted to disarm her.  I wanted her 
to be totally without fear about this money factor. 
 
Michael: 
Stop, stop, stop, stop, stop. 
 
Ruth: 
You, not her. 
 
Michael: 
You are talking about you not her.  All your stuff you are talking about right now, okay, I can't go 
into coaching mode because I have a short amount of time.  So, I'm going to go into telling 
mode.  Are you okay with that? 
 
Dennis: 
Sure. 
 
Michael: 
Okay.  Forgive me if I do this. 
 
Dennis: 
I'm a hockey player.  I got thick skin.  Don't worry about me. 
 
Michael: 
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Dennis, you are going into telling mode again.  You are talking about her lack of money.  Her 
lack of ability.  This is all your stuff, not hers.  She is in desperate need to get out of where she 
is.  She's got a thousand bucks and it probably would be that thousand bucks would be the 
best-invested thing that she's ever done.  The moment you start sympathizing with her about 
lack of money and lack of this, then who's got a problem now?  You've got a problem.  It's her 
problem.  You can't take on her problem.   
 
Dennis: 
Okay. 
 
Michael: 
Her problem.  You need to be strong to help her solve it.  You have the solution.  You have the 
solution with your products.  You have the solution with your business opportunity.  Let's not be 
afraid to step out and take that step.  She's hurting.  She's hurting badly.  Can you afford to give 
her all the stuff? 
 
Dennis: 
No. 
 
Michael: 
No you cannot.  And even if you did give it to her, is there any value in it? 
 
Dennis: 
No. 
 
Michael: 
No, there isn't any value in it, so there needs to be an exchange.  That exchange is what we call 
money.  She has a thousand dollars to play with.  Now you know that.  She's expressed.  Now 
it's a matter of how do you help her spend that thousand dollars to get out of the hole that she's 
in, the rut that she's in, the entrapment that she's in so that she can move forward to make her 
life better.  All you're doing, stay separate from the issue.  Don't let stuff get in the way.  And by 
the way, Dennis, this isn't just you I'm talking with.  It's probably the majority of the people in this 
class.   
 
Participant:  
I did that not long ago and I said you could just get into this for $60.00 and the woman who 
owned her own business said you know I can't build a business if I don't buy anything.  I'm 
sitting here going, wow, what was that? 
 
Michael: 
You know, Ruth might have said, for example, where it takes five thousand dollars to get 
involved.  And I would go what would you like to invest?  She said well, I have five thousand 
dollars but you know, I never thought I could really start a business for five thousand dollars; 
you don't know what Ruth is going to say.  People will tell you they don't have money and yet 
they have money stuck around all over the place.  It's just a matter of asking them and allowing 
it to come up.   
 
People are very, very unique in the way they think and do things.  It makes sense, everyone.  
You okay with that?  All right, so, Dennis, that was not pointed at you, okay?  Thank you, 
Dennis.  Thank you, Ruth and thank you everyone.  Quick feedback.  Did that work for you guys 
as an example and allow you to see how conversations might go and how by not saying 
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anything and letting go of things, how you can help a person come to a position of wanting to 
explore more?  
 
Participants: 
Absolutely, great. 
 
Michael: 
How long did the conversation take? 
 
Participant:  
Five minutes? 
 
Michael: 
Yeah, it was about 7 or 8 minutes.  Did I make any statements during that time? 
 
Dennis: 
No, nothing but questions. 
 
Michael: 
It was all questions and Ruth did feel uncomfortable with those questions but she was really 
uncomfortable with herself.  Did everyone see that?  If I allow myself to be uncomfortable with it 
and allow my stuff to get in the way, now there's two of us with problems.  Isn't there?  So, you 
are the consultant.  It's up to you to stay separate from it.  It's up to you empathize, to be with 
that person, to understand that person, however, not to sympathize and be involved yourself, 
otherwise you'll get yourself into a lot of trouble.  It's here for a couple of you, a few aha's, for a 
couple of you, just for you - what did you get out of this evening?  What did you learn? 
 
Debra: 
I noticed in the role-play there with Ruth how much at ease you were with the questions and it 
was coming from an attitude of genuine caring.  You never once came from yourself and I think 
it drew out  what you are trying to do, helping her discover that she has a problem. 
 
Michael: 
Thank you, Debra, I appreciate that.  Everyone else feel that? 
 
Participant:  
Mmm. 
 
Michael: 
Let's hear from one other person - aha? 
 
Participant:  
I enjoyed that because I seem to be doing the same thing every time, which is trying to get the 
person to do this and that and not listening and not detaching from the outcome.  You were just 
trying to solve a problem by asking questions.  It's so simple.  You know it's so difficult because 
we're trained to do the other things and that's in the process, we mess things up and then we 
lose our customers, we lose, I guess, credibility, really.  They just think, oh you are just trying to 
sell us. 
 
Michael: 
That's very true, isn't it? 
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As you can see, asking the right types of questions at the right time encourages people to think 
much more deeply about their current reality, especially when their subjectiveness and feelings 
about their present situation start to surface.   
 
Although Ruth found it difficult and uncomfortable at having to face her own problems head-on, 
the Dialogue process was really a blessing in disguise for her – as it is for most people – 
because she finally realized that nothing in her life was going to change until SHE changed.   
 
Feeling the full impact and gravity of her situation at a deep emotional level, Ruth was finally at 
a point where she was ready to seriously consider looking for solutions. 
 
As you listen to this Dialogue again, pay particular attention to the shift in Ruth's energy when I 
shared my experience of the positive changes I was experiencing in my life and held forth the 
possibility that she might be able do the same thing. There are times when our own story is 
relevant – this is one of them. 
 
When you listen to the responses of questions like, "What would you do if you could?" or  
"Have you ever thought of doing something else?" or "What if you could do something like 
that?" … And see how a person starts to get actively involved in resolving t do something about 
their situation…you'll see WHY I refer to Natural Selling as the 'Magic and Power of Dialogue'. It 
is magical and it definitely is powerful! 
 
An easy way to sharpen your mental agility of questioning, listening and responding is to 
practice with a partner.  
 
Here is a simple and fun exercise I do in my workshops and shared in a previous issue of my 
Free Sales Tips and Newsletter called Naturally Speaking – available on my website at 
www.NaturalSelling.com 
 
It’s called Question, Answer, Question, Answer and so on! The rules of the exercise are simple: 
 

 First find a partner 

 Second, Ask your partner a question. It can be anything you like. 

 Then he or she must answer the question, and then ask a question in return. 

 You then do the same thing: Answer the question and follow it with another question. 

 Keep doing this for as long as you can. Here’s a hint – those are the only rules! 
 
Do this several times with different people and observe what happens. Don’t make any 
judgments, just observe. You’ll be amazed how quickly you can dramatically improve your 
understanding of others and your Listening and questioning skills. 
 
Let's listen to the next role play.   
 
 
 

http://www.naturalselling.com/
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Friends CD #2 - Role Play 

Dialogue...Opening The Door of Possibilities 
 
In this role play, Dialogue… Opening the Door of Possibilities, we'll pick up on a Dialogue 
between Sabrina, who has never been involved in Network Marketing before, and her long-time 
friend, an Independent Distributor. 
 
As you follow along, pay particular attention to the frequent use of the word 'YOU' in the 
questions asked during the Discovery Stage, which places the entire focus of the conversation 
on Sabrina's needs.   
 
Asking 'Who', 'What', 'Why', 'When' and 'How' questions, allows Sabrina to reveal everything 
about herself, …her inner values, ….her most important needs and wants,….. her concerns and 
fears, including what she would change about her present circumstances. 
 
Conversely, note the INfrequent use of the words, 'I', 'I'm" and 'Me', and the context when they 
are used, that demonstrates quite clearly how you can leave YOURSELF completely out of the 
picture, yet still work toward the three objectives of finding out if there is a problem, if so what is 
it and all the history behind it, and what is the level of desire to make a change. 
 
This means you can let go of having to talk about you, your products or business until later, and 
only IF it's appropriate to do so, allowing you to devote 100% of your attention to listening for 
the clues and insights that others, just like Sabrina, reveal about their current reality and needs 
… exactly the kind of information you need to determine if there are any problems you can help 
solve with your products and business opportunity. 
 
Now, let's now join the conversation and see how rapidly it turns into a Dialogue. 
 
Michael: 
Who would like to role-play with me, though there are a couple of requirements that I'm going to 
ask you to do because I need to set this up a little bit.  I just need to know one thing about you 
just so I can reference it.  I need whoever is going to work with me to go back beyond time 
before network marketing days, before you thought about getting involved in this business.  You 
can't have been thinking about it.  Go way back to a point in time and I want you to be present in 
that time.  I want you to pretend as though you are in that time.  Would anyone like to talk with 
me? 
 
Sabrina: 
This is Sabrina Hampton. 
 
Michael: 
Sabrina. 
 
Sabrina: 
Yes. 
 
Michael: 
All right, Sabrina.  Thank you.  Thanks for coming forward.  Sabrina, you and I are going to 
pretend that we're friends, okay, so that we can set the stage so that I can move forward a little 
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bit.  Going back in time.  All I need to know just so I can perhaps bring up a reference to it, what 
were you doing at that point in time? 
 
Sabrina: 
I worked for the city as a staff assistant. 
 
Michael: 
You worked in the city? 
 
Sabrina: 
Yes. 
 
Michael: 
As a what? 
 
Sabrina: 
Staff assistant. 
 
Michael: 
Staff assistant.  And just what was that?  I would know that as a friend, so I just need to find out. 
 
Sabrina: 
Support to the recreation division. 
 
Michael: 
Good, that's enough for me to work on just so I can reference that.  All right.  You and I are 
going to have a conversation.  We're in your home one Saturday morning, kicking back and you 
just made me a cup of coffee, okay? 
 
Sabrina: 
Okay. 
 
Michael: 
We know each other quite well.  So this is most network marketer's worst nightmare, talking with 
their best friend. 
 
Sabrina: 
Yes. 
 
Michael: 
Everyone okay with that?  Okay.  So, this is how we are going to start.  Just get into mode here.  
Are you with me, Sabrina?   
 
Sabrina: 
Yes. 
 
Michael: 
Okay, and we'll stay all the way.  And we'll just let our stream of consciousness take this.  I 
might break in but we're just going to create this.  So, Sabrina, I wondered if I could ask you a 
personal question.  Would you be okay with that? 
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Sabrina: 
I never answer yes to that.  I have to hear it first. 
 
Michael: 
Okay, I appreciate that.  I've been thinking for quite some time over the last year or two about 
where I'm going, what I'm doing and so on and so forth and I decided I wasn't going where I 
wanted to go and I wasn't getting the things that I wanted to do.  And so I started making the 
changes and I started reflecting recently about people I know, whether they felt the same way 
as me.  And the personal question I was going to ask you is do you feel that you're getting what 
you want out of life?  Do you feel that you are doing the things that you want to do, for example?   
 
Sabrina: 
No, I don't. 
 
Michael: 
Okay.  How would you express that - that you are not?  What is it you are not getting that you 
see? 
 
Sabrina: 
I feel that I'm just living a mediocre life and that there's more to be gained and I just don't know 
how I can do it because I don't feel that I have the skills. 
 
Michael: 
When you say mediocre life, what do you mean by that?  I know you said that there's more to 
be gained but what do you mean by mediocre life? 
 
Sabrina: 
Not being able to travel, see the world and buy the things I'd like to buy, do the things I'd like to 
do. 
 
Michael: 
Yeah.  Say do the things, what kind of things would you like to do if you could? 
 
Sabrina: 
Probably just travel all over the world, just take my time. 
 
Michael: 
Yeah. 
 
Sabrina: 
Not have to worry about rushing back to a job. 
 
Michael: 
Is there anything else that you would do? 
 
Sabrina: 
The usual buying of clothes, houses, and things like that. 
 
Michael: 
I think I might be able to appreciate that.  You've been working how long now as a staff 
assistant? 
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Sabrina: 
Several years, let's say 15. 
 
Michael: 
Yeah, how did you get into that?  I never really did find out. 
 
Sabrina: 
The person who hired me came to me and said he had a position open and I should apply for it 
and I got it. 
 
Michael: 
Yeah.  And what were you doing before that? 
 
Sabrina: 
Basically the same thing but just in another department. 
 
Michael: 
Oh, so you've been working for the city for quite some time then.  
 
Sabrina: 
Yes. 
 
Michael: 
Yeah.  Did you enjoy that?  Have you enjoyed working for them? 
 
Sabrina: 
Yes.  I did.  
 
Michael: 
Yeah.  What do you like about it? 
 
Sabrina: 
What do you like about it?  I'm doing the type of work I enjoy doing because it's typing, filing, 
etc. 
 
Michael: 
Yeah, and you've been doing that for most of your life, I take it?  Is that right?  
 
Sabrina: 
Yes, I have. 
 
Michael: 
All right.  I didn't know that.  That's kind of interesting.  What is the typing and filing?  What does 
that do for you?  How does that make you feel? 
 
Sabrina: 
It's almost like artwork when you type a document and it's perfect and you get the feedback 
from the person you typed it for and they say that's just right.  It looks wonderful.  How did you 
do it, that type of thing?  
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Michael: 
So if you get good recognition at work then, I gather, as well then.  
 
Sabrina: 
Yes. 
 
Michael: 
What else do you like about being a staff assistant? 
 
Sabrina: 
It enables me to work Monday through Friday, eight to five and have weekends off and not have 
to work holidays. 
 
Michael: 
Oh!  So, your time then - your free time is important to you then.   
 
Sabrina: 
Yes it is. 
 
Michael: 
Why is it?  Why is your free time important? 
 
Sabrina: 
I just wouldn't want to work on weekends and holidays. 
 
Michael: 
Why is that? 
 
Sabrina: 
I think that is asking too much of a job. 
 
Michael: 
Oh, a little bit of overload there, huh? 
 
Sabrina: 
Yes. 
 
Michael: 
So, you support the recreation division.  Do you like that kind of work that you are doing in 
recreation? 
 
Sabrina: 
Yes. 
 
Michael: 
So, what would you change then about your work if you could?  You mentioned that you are 
living a mediocre life and you feel there is more to be gained, so what would you change?  Is 
anything happening in your work that's not working for you? 
 
Sabrina: 
I probably would want more raises.   
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Michael: 
Yeah, don't give you enough.  No?  When you say more raises, what do you mean by that?  I 
mean, how much more would you? 
 
Sabrina: 
About ten thousand dollars more per year would be a good start. 
 
Michael: 
Really?  Wow!  Well, you know, we've known each other for some time and you are a fair 
person.  I mean is that a fair amount?  If you got ten thousand dollars more, do you think that 
would be fair compensation for what you are doing? 
 
Sabrina: 
Yes, I think it is. 
 
Michael: 
You would.  So, what's stopping them from giving you that raise or the money you think you 
would earn. 
 
Sabrina: 
For some reason it has not been put into the budget. 
 
Michael: 
Ah!  The old budget again?  Do you feel sometimes you might be the victim of the budget or 
other people's agenda's per se? 
 
Sabrina: 
Yes, I do. 
 
Michael: 
Yeah.  How does that make you feel?  That you are? 
 
Sabrina: 
Like I need to find another means of income. 
 
Michael: 
Have you ever looked for anything else as far as of other means? 
 
Sabrina: 
I have looked into part time jobs, but then that would just mean working evenings and I'm 
working enough hours as it is.  So, I'm really just stuck in a rut. 
 
Michael: 
Yeah, so how would you go about doing it then from the point because you are working full time 
during the day, right? 
 
Sabrina: 
Yes. 
 
Michael: 
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So, how would you see a part time job then working for you if you didn't want to work evenings? 
 
Sabrina: 
I don't know. 
 
Michael: 
Seems to me you might be a little bit stuck there, is that right? 
 
Sabrina: 
Yes.  I'm stuck. 
 
Michael: 
Yeah.  How would you see it working then? 
 
Sabrina: 
I guess it would provide me more income and somehow I'd get the energy to work the extra 
hours. 
 
Michael: 
Would you work those evenings if it enabled you to get the things you wanted, which would be 
to travel and buy clothes and raise yourself from the mediocre life that you were talking about. 
 
Sabrina: 
If it was something I enjoyed doing, yes. 
 
Michael: 
Yeah.  What would that look like to you if you could do it? 
 
Sabrina: 
What would it look like? 
 
Michael: 
Yeah.  Have you any idea?  I mean, have you done anything or looked for anything like that? 
 
Sabrina: 
No, I haven't.  It just dawned on me that I needed it. 
 
Michael: 
Oh.  Why is that?  What happened that it suddenly dawned on you? 
 
Sabrina: 
Well, the city sends out a print out every so often that says you can retire in the year 2014 and 
this is how much money you will be making at that time.  And that's when it dawned on me.  
 
Michael: 
In what sense? 
 
Sabrina: 
That was not going to be enough and I needed to do something.  I need to do something else. 
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Michael: 
Oh really?  So what did dawn on you then?  You actually needed to do something else? 
 
Sabrina: 
Yes, I needed to do something else. 
 
Michael: 
Okay.  I would assume, tell me if I'm wrong, on this one, that you need to do something sooner 
rather than later.  Is that right? 
 
Sabrina: 
Yes, that is correct. 
 
Michael: 
So, have you ever thought about what you might do if you could - the kinds of things you would 
get involved in? 
 
Sabrina: 
Network marketing. 
 
Michael: 
You could do that.  Pretend you didn't say that.  Well, we can if you want to.  If that's something 
that came up in your mind, just take time out here for a moment.  If you want to, I'll just respond 
to that. 
 
Sabrina: 
Yes, it was something that did occur to me in the last few years just before I came involved. 
 
Michael: 
Okay, thank you.  We'll come back into role-play again.  We'll take that.  We'll stay true to form 
on the moment.  So, network marketing.  So what have you known about network marketing? 
 
Sabrina: 
Well, there are so many of them out there, I just don't know which one to choose.  It's really hard 
to make a decision.  Everywhere you look, everybody that you know is offering you one.  So, 
how do you choose? 
 
Michael: 
What have you looked at so far? 
 
Sabrina: 
ABC and XYZ and I'm just not sure which is the best one, if either. 
 
Michael: 
How do you see network marketing as possibly a way out for you or to move forward to where 
you want to go? 
 
Sabrina: 
I've done a little studying on it and it seems to be the wave of the future. 
 
Michael: 
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Yeah, and you feel that it might appropriate for you? 
 
Sabrina: 
Yes. 
 
Michael: 
How do you see that?  What makes network-marketing look as though it could be something for 
you? 
 
Sabrina: 
Well, it would put me in the position where I will be - I hate to say forced but forced out of my 
comfort zone and that's something I really need because I'm an introvert.   
 
Michael: 
Oh really. 
 
Sabrina: 
Yes.   
 
Michael: 
I would have never saw that.  So you are looking for perhaps a bit of personal growth or 
something like that, is that right? 
 
Sabrina: 
Yes. 
 
Michael: 
Oh really.  That's interesting.  What else?  How else do you see network-marketing helping you 
get to where you want to go? 
 
Sabrina: 
Introverts tend to be, I hate to use this word also, but selfish and that will bring out more concern 
and care for other people.  It will teach me. 
 
Michael: 
Oh really? 
 
Sabrina: 
Yes. 
 
Michael: 
This is a bit different than making money, isn't it? 
 
Sabrina: 
Yes. 
 
Michael: 
And would you expect to make good money from doing something like that? 
 
Sabrina: 
Oh definitely, yeah. 
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Michael: 
So, what's stopping you from moving forward then?  What's stopping you from perhaps 
exploring that? 
 
Sabrina: 
Not knowing which one to choose. 
 
Michael: 
Do you have any idea what kind of products that you might look for out of the ones that you 
have chosen? 
 
Sabrina: 
No, no idea. 
 
Michael: 
Okay, no idea.  So, what's the criteria then that you would create for yourself as to what kind of 
company and where you would go at this point? Any idea of what you would do there? 
 
Sabrina: 
If it's not Christian based company, then it would have to be one that I felt was honest, first of 
all.  And one where I could be sure that it would take me where I want to go, so to speak, 
financially.  That's a main concern also. 
 
Michael: 
When you say honest, what do you mean by honest? 
 
Sabrina: 
I have heard of a lot of companies that have gone out of business in 18 months or whatever, or 
I've read about them.   
 
Michael: 
Yeah. 
 
Sabrina: 
And I just would want to know by doing research that this is not, hopefully, in the category of the 
kind that would just go out of business. 
 
Michael: 
Okay.  Would you agree with me that some companies that go out of business not through 
dishonesty but just that it's a fairly high risk for some companies to start up. 
 
Sabrina: 
Yes, yes I would. 
 
Michael: 
Okay.  So would you be looking for, if you were doing so, a young company or would you be 
looking for a more established company?  What would make you more comfortable? 
 
Sabrina: 
At least a couple of years old. 
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Michael: 
Okay, so, something that's moved forward a little bit.  And when you say you'd be sure to take 
you where you want to go, what do you mean by that?  How do you see that happening? 
 
Sabrina: 
I would have to see that the pay plans was structured so that it would enable me to, according 
to the efforts that I put into it, make the money I'd like to make, as opposed to just working a job. 
 
Michael: 
So you know a little bit about those pay plans then, I guess, within network marketing, is that 
right? 
 
Sabrina: 
Yes. 
 
Michael: 
And you're probably getting a little bit curious as to why I'm asking you some questions as well. 
 
Sabrina: 
Yes, I am. 
 
Michael: 
You are.  Well, the reason I'm asking you is that, Sabrina, I got involved with a company myself 
a few months ago.  Remember I was telling you about how things weren't working out the way I 
wanted it to work out and I sense in our discussion, the same things is happening for you.  I 
found a company, which I feel very comfortable with, that has all the things that I'm looking for 
and including some of those things that you are talking about.  And if you are interested, I'd love 
to talk with you about it and see whether what I've found might fit what you are looking for. 
 
Sabrina: 
That sounds great. 
 
Michael: 
Would that be good? 
 
Sabrina: 
Yes. 
 
Michael: 
Okay.  Can we continue talking as we are here?  Do we have time?  Are you comfortable with 
that? 
 
Sabrina: 
Yes. 
 
Michael: 
Okay.  I'm going to stop here for a moment, everyone, okay? 
 
Sabrina: 
That was great. 
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Michael: 
First of all, I want to thank you again, Sabrina, for talking with me.  And any comments, anyone, 
first of all?  Would anyone like to, before I say anything, would anyone like to ask Sabrina 
anything?  Just so I stay out of this picture for a moment. 
 
Participant: 
How close to this conversation was the one that actually brought you into network marketing? 
 
Sabrina: 
It was pretty close to that, except that when I got involved I didn't really do a lot of research in 
the beginning so I didn't know all of these things.  I learned all of it after I got involved.  I found 
after I got involved that it was a good thing I chose the one I did. 
 
Participant: 
Sabrina, can I ask in terms of Michael asking questions, do you feel at any time, sooner than 
when he asked you - you must be wondering why I'm asking you these questions - did you feel 
that before that point or you were just kind of going with the flow and that was comfortable? 
 
Sabrina: 
It was sort of comfortable but it was a little like being backed into a corner also because there 
were so many questions.  So, I think if we were sitting across a table from each other it would 
be different. 
 
Participant: 
Okay.  Thank you. 
Participant: 
Sabrina, would you feel good in asking that same line of question to a person that you want to 
get involved in your company? 
 
Sabrina: 
Yes.  Yes, I would.  I could totally relate to what he was doing. 
 
Michael: 
I'd like to ask why. 
 
Sabrina: 
Okay.  From what you've taught us so far and I was thinking of some people I was afraid to 
speak with at first.  Then I thought about if I came from that angle I could do it because they still 
are on my chicken list.  Well, at least they were because now I think -! 
 
Michael: 
Could I just bring up something as well then because there were two messages, two answers 
and when you talked about you felt yourself being backed into a corner a little bit, can you 
expand on that just a little bit more? 
 
Sabrina: 
Well because it was almost as if I were being interviewed because there were so many 
questions and like you said, making those statements.  It's just like, I don't know, 50 questions 
back to back.  Almost seemed fired at me but in a nice way.   
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Participant: 
Is that because you are not used to having a conversation like that? 
 
Sabrina: 
Yeah, that has something to do with it. 
 
Michael: 
When you were answering the questions, did it cause some discomfort inside of you? 
 
Sabrina: 
Yes. 
 
Michael: 
Okay.  Where was that discomfort coming from? 
 
Sabrina: 
Where was it coming from? 
 
Michael: 
Yes.  Why were you uncomfortable?  I'm staying in the realm of you felt that you were being 
backed into a corner just a little bit.  And I do appreciate that I was coming up with fairly quick 
questions and that in fact in normal conversation, I wouldn't be quite as direct as that and I 
would be open and a little bit more in conversation per se.  But what I'm doing here is creating a 
situation so that it allows everyone, as much as possible; to follow through because what I hope 
is happening is that, in people's minds that you are triggering in your minds the types of 
questions that I'm asking.  All right, everyone?   
Okay, it enables you to think the types of questions that I'm asking because if you remember I 
said what do you like and what don't you like and I was creating as much a linear format that I 
could so it was somewhat forced.  I just want to make everyone aware of that, okay.  And so I'm 
going to go back to the "backed in the corner" a little bit because that's a fairly strong statement 
and that's fine.  I want to get your interpretation on it a little bit more.  Why is that you were 
uncomfortable, apart from the fact that that I was coming a little fast on the questions and we 
acknowledge that? 
 
Sabrina: 
Well because I felt like I was being forced to come up with my own solution and I really wanted 
to just be told, well, this is what you should do.  It was almost as if I expected, I wanted it.  I 
wanted you to tell me what I should do instead of having me decide for myself what I should do. 
 
Michael: 
And having decided for yourself that what you should do, what happened? 
 
Sabrina: 
I can live with that.  I felt good about it once I got to that point but just getting to it was rather 
difficult. 
 
Michael: 
Would you have preferred having been told what to do or would you have preferred to have 
surfaced your own answers? 
 
Sabrina: 
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I don't know, I really don't. 
 
Michael: 
If I had told you what to do and in other words, if I had told you this is what I'm doing, you should 
do it too - 
 
Sabrina: 
Well, not in those words. 
 
Michael: 
As opposed to taking the route that we did, which would have had the more effect from you 
wanting to explore the idea do you think?   
 
Sabrina: 
I would have wanted to come to that conclusion rather than for you to say, you should do this. 
 
Michael: 
Why? 
 
Sabrina: 
Because that makes me feel as if I'm a child and you are an adult and I have to do what you 
say. 
 
Michael: 
Have you heard that one, everyone? 
 
Participant: 
Yes. 
 
Michael: 
You know there are three levels.  There's the adult at the top of the level.  The middle level is 
parent/teacher and there is a child.  And most people exist, where do you think that they talk?   
 
Participant: 
Children. 
 
Michael: 
Yes.  They talk at the child level and the -? 
 
Participant: 
Parent. 
 
Michael: 
Parent/teacher.  The key is to talk adult to adult.  That's where the real magic happens.  As 
soon as you start telling someone something, the magic disappears.  You now become a 
teacher and you start treating people like children.  People don't like that.  They get into 
resistant mode.  When you talk as an adult to an adult, even to kids, it's like bring the kid up to 
an adult level and talk to them like an adult and speak with them as adults, then we can learn so 
much from each other that it's just exponentially huge.  Anything you'd like add, Sabrina, to the 
conversation, anything that comes to mind? 
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Sabrina: 
I think maybe if you'd just made a statement, instead of telling me what I should do, or 
suggestion, maybe that's what I was looking for.  That would have kind of let the pressure off 
where I wouldn't have felt like I was being asked 50 questions back to back without a chance to 
actually take a deep breath so to speak. 
 
Michael: 
Okay, and a suggestion being where?  Whereabouts would that suggestion be? 
 
Sabrina: 
When you said have you considered what you might do to earn extra income, in other words, 
like I could feel you wanted to suggest that I do network marketing or whatever, that you had a 
reason for being there.  In other words you came to present.  That's my overall feeling. 
 
Michael: 
Okay. 
 
Sabrina: 
But you're not going to present.  You're just going to do it in a different manner. 
 
Michael: 
Did I set it up, though, on the basis that I'd like to ask you a personal question and gave you a 
little basis of where I was coming from and would like to find out where you were coming from? 
 
Sabrina: 
Yes, yes. 
 
Michael: 
Okay, so I did that part but you still would have liked to have seen somewhere within a 
suggestion. 
 
Sabrina: 
Yes. 
 
Michael: 
Okay.  That's fine.  Anyone have anything to add?  Any comments to this, plus or minus?  
Anything that you like, guys?  Anyone like to add anything to that?  Whatever you like to say? 
 
Participant: 
I think it flowed nicely, Michael.  I think there was a little tension because she knew where you 
were coming from.  I think she knew where this was going and you know, the role-playing.  If it 
would have been you talking to a friend, or a friend not having any idea what your purpose was, 
I think it would have went a little different.  I could see it flowing along.  I could see the 
questions.  You were having a conversation over a cup of coffee is what it appeared to me.  I 
didn't think it was forceful.  I didn't think it was leading at all. 
 
Michael: 
Okay.  Thank you. 
 
Participant: 
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I thought it was very interesting that Sabrina described herself as introvert and that she looked 
at network marketing as a way to improve herself personally and that also she could see herself 
doing what you just did.  I thought that was remarkable. 
 
Michael: 
Yes, that's very true, isn't it?  That's very true.  Everyone pick up on that?  Yes, I would agree 
with that.  Congratulate yourself there, Sabrina. 
 
Sabrina: 
Thank you. 
 
Michael: 
What did I say about the role-playing?  Person who does the role-playing gets the rewards.  
 
Participant: 
Reward. 
 
Michael: 
Very powerful.  I've heard this back from just about everyone on this.  Anybody else like to make 
any comments on this?  It's all about the process, all about Sabrina. 
 
Participant:  
I think the tension that she felt was where the growth could happen. 
 
Michael: 
That's a very profound statement, isn't it?  The tension is where she found the growth could 
happen?  That's interesting.  Thank you.  Yeah.  That was a word of wisdom, I think. 
 
Participant: 
Yeah because it got her into that space of I'm not here doing what somebody else is telling me 
to do.  I'm here choosing my own life.  That is very profound. 
 
Michael: 
I'm choosing whether to answer the questions or not.  Even though Sabrina was feeling a little 
uncomfortable at some stage, she's choosing to answer them and in doing so, what she 
surfaced is her own creative tension to resolve to do something about it because she herself 
said, I hadn't thought about it.  But what the question triggered in her mind, that they got a 
notice from the people that she's working with saying that this is what you're going to be earning 
in 2014.  Is that right? 
 
Sabrina: 
Yes. 
 
Michael: 
And that questioned triggered it.  You noticed her change in total attitude and tonality when she 
started talking about that.  What was happening there, anyone?  Can anyone identify there? 
 
Participant: 
She already realized why she was looking for something different.  That was actually a 
stepping-stone for her. 
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Michael: 
Yeah, that was a major one.  Would that be true, Sabrina? 
 
Sabrina: 
Yes. 
 
Michael: 
Did you feel that within yourself at all? 
 
Sabrina: 
Yes. 
 
Michael: 
It was like an ‘aha’ to yourself, saying wait a second!  And all of sudden, it came together.  Gee, 
I've got this notice.  I'm answering these questions.  I'm hearing myself answer these questions 
and now it's like reality is really coming in.  Where's your current reality in that conversation at 
that point in time?  Where did it actually shift to?  It shifted to where? 
 
Sabrina: 
Right now. 
 
Michael: 
Into right now.  Where? Which is the -? 
 
Sabrina: 
The present. 
 
Michael: 
The present moment.  You see, that was her ‘aha’ and it rang out very, very loud and clear.  Did 
you hear that, everyone?  Very, very loud bell.  Anyone not hear it?  You probably wouldn't 
admit to it if you didn't, right?  No, I'm just joking.  So that was a conversation that you can have 
all the time as an example.  A conversation is exactly the same as that all the time? 
 
Participants: 
No. 
 
Michael: 
Would your conversation with Sabrina be different than mine? 
 
Participant: 
Yes. 
 
Participant: 
More than likely. 
 
Michael: 
Yes, more than likely.  Would you, if we had the same skill sets, basically come to the same 
logical conclusion with Sabrina? 
 
Participant: 
Yes. 
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Michael: 
Yes, it's just a different journey - going from Los Angeles to Chicago, just took different roads 
because we are all different people.  But we would, having the same skill set, and can you do 
that, everyone? 
 
Participants: 
Yeah. 
 
Michael: 
Yes, you can do that.  You can do that immediately.  You can do that now.  You don't have to 
wait.  In fact, most people wait until they get better and they never what?  They never get better.  
The only way you can better is by -? 
 
Participant: 
Practice. 
 
Participant: 
Doing it. 
 
Michael: 
Doing it now.  Doing it now.  We also covered with Sabrina the stage, which is a transition 
stage, and one recognized that.  Where was that?   
 
Participant: 
You may be wondering why I ask you. 
 
Michael: 
Yes.  That's where I started that transition at that particular time.  It just felt right to do so 
because in fact I was feeling a little bit of pressure.  Sabrina is right.  There are a couple of 
places where I felt that there was a little bit of pressure on.  But I didn't want to release the 
pressure because the conversation was in a sense one that we are to learn from rather than me 
to get conversational.  Everyone okay with that?  I wanted to get it clinical but personal at the 
same time so we could be very clear on it.  
 
Okay, so yeah, that's when I said probably wondering why I'm asking questions.  You said, yes. 
And then I then extended the transition by saying something of the fact that let me ask you if 
you could get what you are doing by doing something like that, would you be interested or 
where did I do that?  Let me just rephrase that.  I think I did that afterwards.  I transitioned and 
then I qualified.  Is that what I did, everyone?   
 
Participant: 
Yeah. 
 
Michael: 
I can't remember.   Yeah.  And then I qualified by saying that's what I'm involved in and if you're 
interested, we can talk about it.  So it was a very brief qualification because it was very apparent 
to me that she was ready to do something about it and was looking for the right vehicle.  That's 
why I was questioning her about the vehicle.  You notice I didn't jump in and say, “Hey, I'm 
doing network marketing!”  That's what I decided to do.  I was looking for a criteria.  I use the 
word ‘criteria’ two or three times just to give you a heads up because I'm asking Sabrina what?   
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When I'm asking her that question?  Asking her about the criteria, what am I looking for? 
 
Participant: 
What her solution is. 
 
Michael: 
For her solution – see, I'm not afraid for her to come up with all her different ideas if she has 
any.  I need to find out what she means by an honest company.  She talked about if it's not a 
Christian company.  If I knew Sabrina, I'd probably know this that she was a Christian.  I assume 
she is because she brought that up.  Is that right, Sabrina? 
 
Sabrina: 
Yes.  For 21 years. 
 
Michael: 
Right, okay.  Thank you.  And so I want to find out what she meant by honest, for example.  Her 
interpretation of honest is different from mine.  She came up with her interpretation.  Be sure to 
take me where I want to go – well, I don't know what she means by that.  What do you mean by 
that.  So I asked her that question as well.  Just so that gives me more clues so that I'm assured 
that my solution is going to be the right one for her so that I can talk with Sabrina later about it.  
Is that okay for everyone?  Any final questions before we start wrapping up. 
 
Participant: 
Michael, what I - the line of questioning that was taking place, Sabrina, even if she did not want 
your business, the way you conducted the interview, swayed her to want to take another look at 
your business and because you became a friend, a deeper friend.  You built that relationship.  
So, my thinking is that when someone, when I build that type of relationship when I'm talking to 
my friend or my new friend that they would want to come into the business because I took that 
time to build that relationship. 
 
Michael: 
I would agree with you in that this is the true essence of what?  They are buying who? 
 
Participant: 
You. 
 
Michael: 
They are buying you.   They are buying you.  That is really what it is all about.  When I first 
started selling, people used to say to me, “Hey they are buying you.”  I never worked out what 
that was all about because I was in conflict with it because I was using traditional methods.  I'd 
think why would someone want to buy me?  You see it didn't ring true.  It's cliché, you see.  You 
know these clichés, though, do have founding.  We use a lot of these clichés and we say them 
but we don't really understand them.   
 
And many times, we use them whether they are out of context with the truth from where they 
come but the truth is this is the kind of approach where a person does buy you.  And here's 
another thing for you if you want to write this down, you are the one that creates the value in 
what you represent.  And it doesn't matter what you represent.  Represent your company, 
represent people you know, it doesn't matter.  You are the one that creates value in your 
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products, in your business opportunity, in your company through the mere interaction with 
people, people skills.   
 
Everyone sees that because they buy you.  Thank you, RJ, that's good.  And in fact, Sabrina 
went from well, I'd like to do this but was fairly wishy-washy.  Everyone saw that.  She went from 
wishy washy into paying attention to what she really wanted, especially at that bell point, which 
was we just got a notice from the administration and I realized just how much I'm going to make 
when I'm retiring.  I mean the whole thing came together in her mind.  Is that true, Sabrina? 
 
Sabrina: 
Yes. 
 
Michael: 
Everyone got that?  Okay, so she went from being wishy-washy into being sitting up and paying 
attention to her life.  Now, is that a gift you can give other people? 
 
Participants: 
Yes. 
 
Michael: 
It's a wonderful gift, isn't it?  It's a wonderful gift and I would suggest to you, probably reinforce 
why Sabrina is doing what she's doing and my sense tells me she'll soar to the stars.  And we 
all wish you the best of luck there, Sabrina.  Thank you.  
 
Natural Selling as you discovered is about using Dialog. A process of mutual discovery and 
exploration that reveal and open the doors to unlimited opportunities and potential possibilities 
for helping people make positive change in their lives. 
 
When you give others the space to surface their own answers, without substituting yours, you in 
effect allow them to talk about how their present circumstances are affecting them, and the 
consequences of leaving their current situation unchanged.  
 
By asking the right kinds of questions at the right time and listening and feeding back effectively, 
you can be absolutely certain that you understand precisely what's being meant by what's being 
said, and prevent yourself from falling into the trap of interpreting what your friends say to you 
based on your own assumptions, biases, prejudices, and personal experience.  
 
It's safe to assume that one should never assume that one knows what people mean by the 
words they use when describing their present circumstances and feelings.  
 
When in doubt, ask!  If you think you know; ask anyway! 
 
I encourage you to listen to this role play again and again, and then practice with your partner, 
your children or even someone you are not currently interviewing for your business, and fully 
engage in the Dialogue process.  More importantly, start right away.  Don't wait to get good, 
start right now. 
 
Finally, remember that a key to effective communications is talking Adult-to-Adult with people.  
As I stated during this role play, "…this is where the real magic happens!"  
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If you enjoyed "Talking With Friends", here are some other  

"Natural Selling" programs you'll like… 

 

Michael's best selling book,  

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

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

 

The complete "Natural Selling" Home Study Course 

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

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

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

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

 

 

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

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

 

 

www.NaturalSelling.com 

email: info@NaturalSelling.com 

103-1496 Cartwright St - Box #14321 

Vancouver, BC, V6H 4J6 Canada 

Phone/Fax: 604.608.4828 or 800.758.6989 
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