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"Role Plays – A Special Gift Edition". 
 
Hello, this is Michael Oliver 
 
Welcome to this special gift edition from me to you that is part of my "Power Up Your 
Dialogue" series of audio programs. 
 
I'd like you to have this edition called… "Role Plays – The Special Selection" as a thank 
you for your support and encouragement over the last year. 
 
The three role plays you are about to hear illustrate how to apply the "Natural Selling" 
process to different situations that you will come across as you build your business. 
 
My hope and wish for you is that they will help you to help more people in less time, get 
better results and achieve your goals faster without the stress normally associated with 
the more standard ways of talking to people. 
 
Please feel free to share this with your friends and associates if you think they would 
benefit from hearing and using these role plays. 
 
Now let's listen to the first of the three…. 
 
 

Michael  
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INTRODUCTION 
 
Before going into the actual transcript of the role play, here's a summary of what you'll 
get from using the process of dialogue and some suggestions as to how to get the most 
from the transcript. 

 
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! 

 
How To Get The Most Out Of This Role Play 
 
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.   
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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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Role Plays – The Special Selection # 1 

What You Thought You Heard May Not Be What They Meant 
 
In this role play called "What You Thought You Heard May Not Be What They Meant", 
Sherie opens the conversation exclaiming,  
 
"I can't imagine asking somebody 'why do you want more money?' when they say they 
want more money.  I mean, it's so obvious."   
 
A fatal mistake many Distributors make in their conversations with others is thinking they 
know what the other person means by accepting the first words they use, or interpreting 
what they hear through their own prejudices and assumptions.   
 
Keep in mind, as you listen to this role play, that your own personal needs and wants… 
or why you want the things you want are unique to you, just as are the needs, wants and 
desires of others unique to them.   
 
To be of real service to others, you must not only find out what they want in life, but why 
they want it. And the "why" question can be asked in a variety of ways and can 
sometime go many layers deep. It’s like drilling down until you both discover the real 
reasons. 
 
When you do this, you'll not only discover just how unique and fascinating each and 
every person you meet is, but you'll also dramatically improve the results in your 
business. 
 
Let's join the Dialogue... 
 
Sherie: 
I’m having a problem with…  I can’t imagine asking somebody if they say they want 
more money, why do you want more money?  It’s so obvious. 
 
Michael: 
Okay.  Will you role-play it with me for a moment?   
 
Sherie: 
Okay. 
 
Michael: 
You want to do that? 
 
Sherie: 
If you say so. 
 
Michael: 
Okay.  No, no, you have to say so, you have to… willingness on your part and to be 
open, right?  
 
Sherie: 
Right. 
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Michael: 
Okay.  ‘Cause you just said something very interesting to me.  Let’s see if anyone picked 
that up.  That last phrase you said in your sentence. 
 
Sherie: 
Obvious. 
 
Michael: 
It’s so obvious.  Is it? 
 
Sherie: 
No. 
 
Michael: 
The reason I want money I can guarantee you one hundred percent is very different from 
the reason you do.  So, how come it’s so obvious? 
 
Sherie: 
Goes back to yesterday, thinking I know what they think.  
 
Michael: 
Sherie, do you want more money in your life? 
 
Sherie: 
Yes, I do. 
 
Michael: 
Why is that? 
 
Sherie: 
So that I can have peace of mind and be able to do travel and do things I want to do. 
 
Michael: 
Okay, why? 
 
Sherie: 
I told you, didn’t I? 
 
Michael: 
Why do you want peace of mind? 
 
Sherie: 
Because then I can relax and enjoy life and not have to worry about every penny that I’m 
spending. 
 
Michael: 
Okay, and why is relaxing and enjoying life, not worrying important to you? 
 
Sherie: 
It just makes me feel better as a person and less stress.  I’m not as stressed out. 
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Michael: 
What’s Sherie saying here, getting towards the end there?  What’s some of the words 
that are coming up? 
 
Participant: 
Feel. 
 
Michael: 
Feeling.  What? 
 
Participant: 
Stress. 
 
Michael: 
Less stress as a person.  What else? 
 
Participant: 
Better person. 
 
Michael: 
Better person.  You see, these things are beginning to come out.  This is you, talking 
about you, Sherie, from the point of view of you not having the money that you want.  
This is some of the stuff that’s beginning to come out that you’re expressing is to how 
the lack of money is affecting you. 
 
Participant: 
But you can also hear the feeling behind the words. 
 
Michael: 
You can start hearing the feeling behind the words, yes.  Just after three or four 
questions, and I’m asking you very blunt questions.  I’m going why, why, why, why? 
 
Sherie: 
Right. 
 
Michael: 
Are you with me here? 
 
Sherie: 
I’m with you.  I just have to get used to doing that myself. 
 
Michael: 
That’s okay.  That’s all right. 
 
Sherie: 
That’s the reason we’re here, right? 
 
Michael: 
Yeah, it just takes a little time for us to do.  But you see, now we begin to understand 
you.  Who is also listening to you speak? 
 
Sherie: 
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Me. 
 
Michael: 
You.  You’re listening to yourself speak, and you’re beginning to get an understanding as 
to how not having money is affecting you and why having the money will potentially help 
you eliminate all that stuff that’s going on inside of you, that feeling of lack, if you like; 
lack of self fulfillment from not having it, getting rid of all of that stress and worry, all of 
those words that you used.  They’re your words.  Other people will use different words, 
but you’re surfacing your own feelings.  Does that make sense, everyone? 
 
Sherie: 
Yes.  I’m always just thinking of my first response that if someone says they don’t have 
enough money, I would want to say, “How does that affect you?”  That’s not a good - 
 
Michael: 
That’s a great question, yeah.  Tell me again. Wonderful.  How does that - 
 
Sherie: 
Instead of saying why, can’t you just say, “How does that affect you?” 
 
Michael: 
Okay, it’s a why question, though.  Now let’s expand on that.  It’s a why question.  But 
you can say, yes you can rephrase it in a lot of different ways.  I’m just speaking very, 
very precise at the moment.  People talked about the why question a lot, but in fact, you 
can phrase it in a lot of different ways such as the way that you said.  How does not 
having any money affect you?  Okay, you’re absolutely right.  Or how would you feel if 
you did have more money?  What would you do with more money if you had it?  These 
are just opening questions.  So, there are a lot of different questions to ask; it’s just that 
when you fundamentally boil it down, it is actually a why question. 
 
Did you notice how when I kept asking Sherie the why-why-why questions that revealed 
that while she expressed a need for more money and free time, her deeper desire was 
to feel better as a person?   
 
If you do the same thing and suspend your own assumptions and interpretation of what 
YOU think people mean and want and instead, seek to understand what’s behind the 
words they use, you'll discover a world full of feelings and subjective reality that brings 
out into the open their unique needs and wants. In this case it appeared that Sheri 
needed money… the fact is, what she really wanted, was to feel better about herself. 
 
Think about buying a car for a moment. There is a difference between buying any car 
because you NEED it to get around and buying a car that you really want… to get 
around. If you could get what you want, rather than just what you need, wouldn’t that 
satisfy you more? 
 
What's more, when you listen carefully to the clues people reveal about themselves, and 
ask questions based on those subjective wants, you give people an opportunity to hear 
themselves as well as feel their own tension and emotional pain of how not having the 
things they want in life is affecting them.  Of course it’s also important to allow them to 
talk about how they will feel if they had what they want as well. 
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And then when you mirror back to them the reasons that they said they wanted the 
things they want, they will then feel the positive emotions of what it will be like when they 
get what they want...and that's the key to improving your results in your business.   
 
When people connect the positive emotions of having what they want with your solution, 
they will be much more interested in hearing what you have to say and motivate 
themselves to join your opportunity if it is appropriate for them to do so. 
 
Here are some key questions you can use when you Dialogue with others...questions 
that will give you access to the inner world of the emotional needs of the people you 
serve in your business. 
 
'How does not having any money affect you?' which is a Consequence Question by the 
way. 
 
'How would you feel if you did have more money?' which is another Consequence 
Question which focuses on the positive side. 
 
Or you could use a Solution Type of Questions which could be… 'What would you do 
with more money if you had it?' 
 



©Natural Selling/Michael Oliver, 2006. No Duplication. All rights reserved     
www.NaturalSelling.com 

  10 

Role Plays – The Special Selection # 2 

How to Discover The Whys Behind Their Wants 
 
In this role play called "How to Discover The Whys Behind Their Wants", we pick up the 
Dialogue with me asking Chris, "What would make a difference in your life?'"  
 
As I continue asking "why" questions, pay particular attention to how Chris becomes 
more introspective listening to and feeling her own answers.  
 
In fact, Chris' emotions reveal that her real problem has far less to do with her stated 
need of wanting more time and money to travel. 
 
It’s unfortunate that many Distributors tend to back off from asking "why" questions for 
fear of appearing too personal or invasive.   
 
I'd like to suggest that this fear unfortunately goes back many years when it was 
ingrained in many of us when we were taught that asking questions is rude or being 
nosy. It was no different for me, until I discovered that it was simply a matter of knowing 
what to ask, how I asked and my intent behind the questions. 
 
Taking the time to learn the right types of questions at the right time and coming from a 
place of not being attached to the conventional outcome of getting someone to do 
something will put your light years ahead of those Distributors who prevent themselves 
from establishing the all-important personal relationships so necessary for building a 
successful business and sustainable customer and team base. 
 
How would your approach to people change if, instead of believing that asking questions 
is intrusive, you believed that one of people's greatest needs was to be asked, 
appreciated, heard and understood?   
 
If you let go of your fears and ego, and simply focus on helping others uncover their true 
feelings with 'why' questions that allow them to naturally look at their present 
circumstances, come to their own logical conclusions and persuade themselves to make 
a change, what do you think will happen to your business? 
 
Let's join the Dialogue... 
 
Michael: 
I’m going to ask one of you to role-play with me.  I’m not going to do it as a normal 
conversation, but we’re going to find out something here.  We might not find out 
something.  Doesn’t matter, but we’ll see whether we can discover what this all means.  
So who would like to role-play with me? 
 
Chris: 
I’ll do it. 
 
Michael: 
Who is that? 
 
Chris: 
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Chris. 
 
Michael: 
Chris.  Chris, I’ll ask you a straightforward question, okay?  One that many people ask.  
What is it that would make a difference in your life?  What could make a difference in 
your life? 
 
Chris: 
Oh, the ability to have the time and money to travel around the world. 
 
Michael: 
Okay, time and money to travel around the world.  Yeah.  Why? 
 
Christ: 
I could experience a lot of new things. 
 
Michael: 
Why? 
 
Chris: 
Because I love new ideas and new learning and - 
 
Michael: 
Why? 
 
Chris: 
It helps me grow and evolve and feel and think beyond where I am now. 
 
Michael: 
Okay, why? 
 
Chris: 
I like the idea of growth, evolution. 
 
Michael: 
What do you mean by feeling and thinking beyond where you are now? 
 
Chris: 
Getting to a new level of understanding. 
 
Michael: 
Do you have that level of understanding right now? 
 
Chris: 
I believe I do, but I’ve got to let it out. 
 
Michael: 
And you feel there’s a long way to go? 
 
Chris: 
I feel there’s a ways to go. 
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Michael: 
Okay.  Let’s start there for a moment.  As I kept asking those why questions, I buried a 
question a little bit in there.  But I asked the question, why, why ,why?  What was 
happening in the process? 
 
Participant: 
She was really having to tell you how she felt about things. 
 
Michael: 
The feelings came in.  In fact, she started talking about that, feeling things, didn’t she?  “I 
feel that I still have…”  What did she say? 
 
Participant: 
Ways to go. 
 
Michael: 
Ways to go. 
 
Participant: 
Well, she stopped talking about time and money and started talking about her feelings. 
 
Michael: 
About feelings.  So why?  Why is it that she wants to travel and so on?  And if you think 
about it, as we started progressing down that line, I was just straight out with why, why, 
why, why.  Yes?  And it’s a demonstration, and Chris, thank you very much for that.  I 
appreciate that.  But as I started asking why, why, why ,why, where did all the time, and 
the money and the traveling go? 
 
Participant: 
Somewhere else. 
 
Michael: 
It went somewhere else.  What was Chris talking about? 
 
Participants: 
Herself. 
 
Michael: 
Herself.  She started talking about things that she’s looking for, which hasn’t got very 
much to do with time, money and traveling.  Think about it really, truly. 
 
Participant: 
No. 
 
Michael: 
Did it?  If you’re listening, if you’re really listening to what she’s saying, did she end up 
talking about time, travel, money, and freedom? 
 
Participants: 
No. 
 
Michael: 
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No, she didn’t.  That’s the inner self.  This is what Chris is looking for.  In fact, she, in 
that whole process, she actually reveals something much deeper because she’s not 
getting something out of life.  Would that be true, Chris? 
 
Chris: 
That I am not getting something out of life? 
 
Michael: 
Okay, well you want to do things, but something is happening.  You’re talking about 
developing yourself.  You feel like you “I have a ways to go.”  So, “I have a ways to go,” 
which is giving us a clue that, in fact, you’re a bit stuck somewhere.  And if we ask you 
when we’ve got that rapport, you will actually tell us in some form.   Most times, you will 
tell us.  This is what you’re all about, Chris. Or a bit of what you’re all about.   Would that 
be true? 
 
Chris: 
That’s true. 
 
Michael: 
Yeah.  Everyone okay with that? 
 
Participants: 
Yeah. 
 
Michael: 
That’s the conversation that I have with people.  I don’t talk about time and travel.  I 
might just say, “Oh, cool, where would you like to travel?”  Da, da, da, da.  But it’s 
always that, why, why, why, why, why, why, why, why.  And eventually the essence, the 
core essence of Chris or whoever comes out, IF you’re prepared to listen to it.  But that’s 
the ninety percent of the conversation very few people listen to.   
 
Chris, I was fairly one-on-one, not one-on-one, but I was just coming at that why, why, 
why.  Can you give us a few feelings about, first of all, how you felt about just me asking 
the questions?  Whatever feelings want. 
 
Chris: 
Well, you know, it was like I really want to go deep inside to really figure out how to 
respond to that in a way that I would thoroughly be responding to it.  So it really has 
made me introspective, very introspective. 
 
Michael: 
Okay, thank you.  Anything else? 
 
Chris: 
It’s made me start thinking about what was important to me. 
 
Michael: 
Okay, anything else? 
 
Chris: 
I felt like there was a closer dialogue or a relationship building because I was trying to be 
real as opposed to superficial responses. 
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Michael: 
I was just asking you just why, why, why questions.  Why would you feel a relationship 
with me? 
 
Chris: 
Well, I started looking at everything underneath the fourth level down, you know?  And I 
started thinking of the layers. 
 
Michael: 
Started peeling back the layers, right?  Yeah.  Feel uncomfortable doing it? 
 
Chris: 
Not really uncomfortable.  I just felt like I wasn’t getting to the essence of it yet. 
 
Michael: 
But you were shifting probably a little bit.  Most people would.  It’s a hard word to 
describe, not necessarily, “uncomfortable,” but you’re beginning to probe deeper inside 
yourself, right?  
 
Chris: 
Right. 
 
Michael: 
What did I do, anyone?  All I did was what? 
 
Participants: 
Ask why. 
 
Michael: 
Ask why.  I know I buried it just at the end.  I just want to try something.  I was just 
exploring a little bit.  But, yeah.  So, all I did was ask, “Why?”  Can you do that?  Yeah, 
you can.   
 
Now, it’s a bit hard just sitting in front of someone just going why, why, why, why?  
Right?  So you have to vary your conversation a little bit, but it’s a graphic example of 
what I mean by outer logical needs and inner feelings and emotional needs.  Now, what 
do you think the relationship is being born, by talking about the travel or talking about 
where Chris is coming from and really about all what she’s all about? 
 
Participant: 
The latter, of course. 
 
Michael: 
Everyone okay with that? 
 
Participant: 
Sure. 
 
Janette: 
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Don’t you think it’s a little bit personal?  I mean, if you don’t know this person too well, 
you start asking all these questions that are personal?  Does anyone feel that this might 
be a little bit too personal to ask someone that you hardly know? 
 
Participant: 
Could I respond to that? 
 
Michael: 
Yes.  Open forum right now. 
 
Participant: 
No, I don’t think it’s too personal, and most of the time I think that the person won’t 
either.  I think you’re going to be more aware of that than they are, and don’t let that 
deter you.  And I have a perfect real-life example of that.  Years ago, I walked in on a 
cold call to a woman that was running a business, and I was trying to sell insurance at 
the time.  And we talked for about an hour, and at the end of that conversation, she said 
to me, “I can’t believe that I’ve told you everything that I’ve told you about my family and 
all this personal stuff,” which she really did.  And I just didn’t know how to respond, but I 
just said, “Well, I’m glad you felt comfortable enough.”  So I don’t think that’s really a 
worry most of the time. 
 
Michael: 
The whole thing…  Okay explain.  You said you don’t think so.  Why is it you don’t think 
that it was personal or possibly intrusive? 
 
Participant: 
What I meant was I don’t think that the person would sense that or would feel that most 
of the time.  I mean - 
 
Michael: 
Okay, as long as you are what? 
 
Participant: 
As long as you can convey some sincerity, I don’t think they will react negatively to you. 
 
Michael: 
Yes, if you suspend everything.  Let’s open up some more because it’s a very valid 
question, Janette, so let’s open it up.  Anyone else?  Because she asked a question.  
Does anyone else feel that way? 
 
Participant: 
Don’t you think perhaps that the reason that she might feel it was invasive is because 
you worded that feeling bare bones why, why, why, why?  That if you’d ask or responded 
then, you know, that’s interesting.  Now can you tell me more about that?  Or can you tell 
me why that would be true or make it a little different than just why, why, why, why? 
 
Michael: 
Very true.  Yes, and yeah, I did qualify by saying that I wouldn’t ask those questions 
directly like that, right?  Because all I’m doing is as an exercise to reveal to you the two 
sides of the fact that problems come in pairs.  So that is an exercise.  Everyone okay 
with that?  Anyone else feeling uncomfortable with this?  ‘Cause I like to hear it first, and 
then we’ll address it.  We’ll talk bout it. 
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Participant: 
Michael, every now and then you find somebody who is just very suspicious by nature. I 
mean, you just find those…  There are not a lot of them, but usually, if they don’t think 
you have an ulterior motive for asking them, people are pretty open about telling you that 
stuff.  They want to be listened to. 
 
Michael: 
What is your favorite subject? 
 
Participant: 
Me! 
 
Michael: 
Everyone, what is your favorite subject? 
 
Participants: 
Me! 
 
Michael: 
Who is the most interesting person in the world? 
 
Michael and Participants: 
Me! 
 
Michael: 
I am.  I’m the most interesting person in the world.  See, the whole thing is that actually, 
it’s interesting one, because as I do this on a daily basis and experience it and day-by-
day I come to realize that I am actually only interesting to me.  I mean, I’ve done a lot 
with my life.  And I used to tell people all the time, and they listened, and I think back, 
and I go, “Gee, I must have bored a million people and probably lost a lot of people too 
because I used to tell them all about me, my life’s experiences.”  And in reality is that I’ve 
found out that I’ve become far more interesting to people by actually dumping everything 
that I say about me.  You hardly hear it.  I mean, I give you little stories about myself.  
But listen to my classes.  I don’t talk about how Natural Selling is great.  I don’t give you 
too much history about me. I give you a bit of about where I’m coming from.  But people 
are always asking me questions, and I get to a stage where I actually have no interest in 
talking about me.  I’m more interested in other people.  And I’ve found that people are 
fascinated by themselves, and you automatically become interestING by being 
interestED.  Everyone okay with that?   
 
Okay, and so the answer I give you is this, that you can literally, Janette, you can literally 
talk with anyone.  Let go of your fears, and suspend all your stuff there, and just focus on 
them.  Ask them questions, okay, questions that you can learn in the book and we’re 
learning in this class.  Then respond to the replies that they give you.  Just listen to what 
they’re saying, and pick up on something relevant, and use your gut on that.  Just use 
your gut. You know what particular item to pick up on.  Ask them to expand on it, so your 
questions, first of all, are coming from things that you learn, that you start conversations 
and bridge with.  The most powerful questions are the questions that you use to respond 
to their answers.    
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There’s a third set of questions, which is using your knowledge to ask questions instead 
of telling people things, even if you know everything about the subject.   
 
Participant: 
Oh yeah. 
 
Michael: 
Let go of your ego.  Let go of your thing to sit back and just say…  Ask questions around 
it, and you will hear some of the most amazing stuff.  And so those are where your 
questions come from.  But it’s in this personal stuff that it really draws people to you.  
Now is this going to happen with everyone, anyone? 
 
Participants: 
No. 
 
Michael: 
No, it’s not going to happen.  Some people just close up because as soon as…  They 
won’t even say the words sometimes.  Why is it?  Why do some people won’t even say 
the words? 
 
Participant: 
They’re afraid. 
 
Michael: 
Why?  What are they afraid of? 
 
Participant: 
Rejection. 
 
Participant: 
Being vulnerable. 
 
Michael: 
See?  To whom?  Being vulnerable to whom? 
 
Participant: 
They’ve always been… 
 
Michael: 
To themselves.  Themselves.  Because when they say the words what happens? 
 
Participant: 
Then they’re real. 
 
Michael: 
Then they’re real.  When they say the words, now they have to own it. 
 
Participant: 
They have to own it. 
 
Participant: 
Like a verbal mirror. 
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Michael: 
That’s your mirror.  It’s just like being a mirror for someone. 
 
Participant: 
I just wanted to interject something.  I don’t know if anybody watched the Emmy awards, 
but Oprah Winfrey was given the Humanitarian award.  And her speech was so 
wonderful to listen to, but she was just also saying that all anybody wants is to be is 
acknowledged. 
 
Michael: 
Yes. 
 
Participant: 
And that’s what our greatest need is, is to be recognized.  And that’s all you have to do 
is just say "hi" to people and sometimes they’ll start talking.  Acknowledge them. 
 
Participant: 
Oh, I have no problem talking to people.  I talk to them all the time.  It’s just when it 
comes to selling, it’s a different tune.  But I can talk to people all day, but when it comes 
to this point, I get a block. 
 
Michael: 
Okay, let’s look at the selling.  Selling is a different tune.  Why? 
 
Participant: 
Because you’re asking somebody to buy something from you. 
 
Michael: 
Okay.  Let me ask you this.  What are you first starting off to do?  Are you actually 
asking someone to buy something from you? 
 
Participant: 
No. 
 
Michael: 
No, what is your first thing? 
 
Participant: 
My first thing is to induce them to try and solve the problem, and just - 
 
Michael: 
Ah, ah,ah,ah,ah,ah,ah…  What’s your first thing you’re doing when you start 
conversation with people? 
 
Participant: 
Okay.  Dialogue - 
  
Michael: 
Shift.  Shift your whole thought process. What are you starting to do?  What do you do 
when you start conversations with people? 
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Participant: 
Then you attach from the outcome. 
 
Michael: 
What are you doing, physically?  What are you doing?  Anyone? 
 
Participant: 
Finding - 
 
Participant: 
Focusing on that person. 
 
Michael: 
You’re starting the conversation why?  What are you doing?  What’s the first - 
 
Participant: 
To find out if they have a problem. 
 
Michael: 
To find out if they have a problem.  That’s all you’re doing.  Are you selling anything? 
 
Participants: 
No. 
 
Michael: 
You’re not selling anything. 
 
Participant: 
Right. 
 
Michael: 
If they don’t have a problem, and then you start selling them something, are you selling 
them something?  If they do have a problem, and you know of a solution, let me ask you 
this ; if you don’t suggest that you know how you can help them, are you being of service 
to that person? 
 
Participants: 
No. 
 
Michael: 
It’s no different than you walking down the road and seeing a person lying on the street 
staring up at you saying, “Help me,” and you go, “Oh gee, no I can’t help you ‘cause you 
might just reject me.”  I’m serious about this.  If you see someone with a problem and 
you don’t suggest that you can help them, because gee, it might be selling them - I‘m 
being brutal about this.  I’m doing it to be kind.  You understand where I’m coming from? 
 
Participant: 
Right. 
 
Michael: 
And you say, “Gee, I’m selling them.”  Are you being of service to that person, yes or 
no? 
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Participants: 
No. 
 
Michael: 
No.  Does that help you? 
 
Participant: 
Yes. 
 
Michael: 
Are you sure?  Okay, does that help a lot of people in here? 
 
Participant: 
And, Michael, the way you ask the question is permission. 
 
Michael: 
It is that. 
 
Participant: 
I mean, you ask their permission to give them the information.  They can say no right 
then. 
 
Michael: 
Yeah, the way you phrase the question, and I gave you that phraseology earlier, right? 
 
Participant: 
And that’s real important to me.   The other thing that’s real obvious about this is that it’s 
not something you can do when you’re feeling a lot of time pressure either, really. 
 
Michael: 
Well then, if you’re feeling a lot of time pressure then you’re back into what?  Back into 
what? 
 
Participant: 
Back into selling. 
 
Michael: 
Back into selling your own needs again. 
 
Participant: 
Take your time, and be relaxed. 
 
Michael: 
Yeah, or you can also continue the what?  You continue the conversation.  Who says 
you’ve got to have a conclusion right at this stage?   
 
Participant: 
Right. 
 
Michael: 
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Who says you can’t have a conversation two or three times, right?  We’re so anxious to 
get it over and done with.  We’re on our agenda.  Is this coming from a basis of lack or 
abundance?   
 
Participants: 
Lack. 
 
Michael: 
Lack.   
 
Participant: 
Getting back to the question Janette raised about reluctance to ask intrusive or personal 
questions, do you think that it is easier to ask, and more productive to ask personal 
questions of friends and good acquaintances or strangers?  Who would open up to you 
more readily? 
 
Michael: 
You want my opinion?   
 
Participant: 
Yes. 
 
Michael: 
They all do. 
 
Participant: 
You think both.  My thought was that the stranger would more readily than - 
 
Michael: 
Okay, then who’s thinking that? 
 
Participant: 
I’m thinking that. 
 
Michael: 
Okay, and do you think your thoughts get in your way? 
 
Participant: 
Perhaps.  I mean I - 
 
Michael: 
Wait a second then.  Do you think that you might actually be creating what you’re 
thinking there because you decided, because that’s where it’s a choice.  You choose.  
You’ve chosen that certain group of people are easier to talk to than others, and so 
therefore what have you just done?  You’ve just closed down a whole avenue of people.  
I’m going to suggest to you it doesn’t make any difference. 
 
Participant: 
No, your point is valid.  But that was not my thinking.   
 
Michael: 
Okay. 
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Participant: 
I would not hesitate asking personal, appropriate, and I would ask them as politely as I 
could or whatnot, you know, but I would not hesitate asking anyone those questions.  
The point I was getting at is don’t hesitate ever asking anyone for “intrusive” questions 
because most people will answer them, and if she has any worry about asking them to a 
total stranger, I think that person would open up more readily than the personal 
acquaintance. 
 
Michael: 
You used a very interesting word there.  Remember, I listen words.  You used, “asking 
intrusive questions.”  Are they intrusive questions?  Anyone? 
 
Participants: 
No. 
 
Michael: 
No, they’re not intrusive questions.  They’re questions helping. Helping.  My whole 
purpose is to help people escape the bonds of where they are.  That’s all I’m doing.  If 
you read in the first few chapters of my book, you will know that’s basically what I’m all 
about is that for many, many years of my life, I was trapped in the same traps of my own 
mind, and the reason I came to the states was this intrinsic belief.  I had no idea why I 
came here, except I knew that I was going to find a door to open up what it is that I was 
looking for.   
 
And the whole thing I’m all about is helping people escape the traps of their own minds 
and the words and what people tell us and all this stuff in life we’ve allowed to absorb in 
ourselves.  And it’s a matter of just looking at that and saying, “Is it working for me?”  
And for most people, it’s not working for them, so all you need to do is what?  It’s not 
working for you and you want a different result.  All you do is what? 
 
Participant: 
Change. 
 
Michael: 
You change it.  You change it. 
 
Participant: 
Change it. 
 
Michael: 
Janette, your question is a very, very valid one, and I might have been a bit brutal on a 
couple of response to you, but - 
 
Janette: 
No, it’s fine. 
 
Michael: 
I’m doing it on purpose to say to you, you have a choice to decide whether that’s true or 
not.  You can see that they’re coming from a different place.  Well, observe those 
people.  Attach yourself with one or two of those people, and talk with them a little bit 
more. 
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Janette: 
Okay. 
 
As you can see, the most powerful types of questions you can ask others are "why" 
types of questions when responding to their answers. Remember a why question does 
not have to begin with a why. For example, instead of asking, “Why would you do that?” 
you could say, “What would be the reason you would do that?”  
 
The very success of your business depends on your ability to uncover people's inner 
personal needs.  Instead of selling or telling people things, imagine what might happen 
to your results when your questions cause others to reflect and internally respond to 
themselves that it’s time to make a change even if they don’t express it? 
 
What do you think might happen when people do verbally respond and you simply mirror 
back what they say are the REAL reasons for what they want?   
 
When you feed back to others the words they say and meant, you help them take 
ownership of their wants and needs, which empowers them to then take the action 
necessary to move in the direction of their dreams and goals. 
 
Your "why" questions release the magic power of the Dialogue process!  They assist you 
in discovering what's not working in their lives...and why!   
 
They also help you fulfill your purpose of helping them free themselves from the limiting 
bonds of the very thinking that keeps them from getting what they want in the first place.  
And, remember, when you do your job of asking "why" questions to uncover any 
problems you can help them solve with your solution, they'll do their part by revealing 
their inner desires and motivation for making positive changes in their lives. 
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Role Plays – The Special Selection # 3 

What to Do When Your Distributors Lose Sight of Their Vision 
 
I begin this role play called "What to Do When Your Distributors Lose Sight of Their 
Vision", by sharing an e-mail I recently received from Terri who asks,  
 
'I have a couple of Distributors that seem to have lost their interest in the business and 
I'm wondering how I get them going again?'   
 
If you've ever had Distributors who've become discouraged, or you encounter this 
situation in the future you can use the Dialogue process and my 4 Principles of Natural 
Selling to help those Distributors who want to re-energize themselves by reconnecting 
them with their inner desire and initial reasons for joining the business. 
 
I'd like to suggest that you take this important point to heart...it's critical that you 
approach those Distributors who may seem to have lost sight of their original vision, just 
as you would like to be approached, were you to find yourself in a similar situation. That 
is, reach out to them as a caring friend and not as a sales manager trying to motive them 
for your reasons.   
 
Instead, Dialogue with them and ask question to discover if there are any problems you 
can help them solve, just as you would with any potential customer or partner for your 
business. 
 
Let's join the Dialogue... 
 
Michael: 
Terri, you sent me an email.  Do you mind if I read that out loud and address that? 
 
Terri: 
Sure.  Go ahead. 
 
Michael: 
Okay, Terri said, “My question to you is about how to get current distributors moving 
faster at their business.  I have a couple of distributors who seem to have lost their 
interest in the business, I’m wondering how to get them motivated and keep them going.  
They do get discouraged.  How can I gently give them selling points?”  Okay, so does 
this occur for some others on the call at all, that you get distributors who seem to wander 
off and get discouraged and so on? 
 
Participants: 
Yes.  Definitely. 
 
Michael: 
That happen?  Okay.  The first question that comes up is this.  You might not have done 
this because this is all fairly new to most of you, but have you gone through the selling 
process like the Natural Selling process with those distributors, with those people who 
are under you? 
 
Participant: 
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No, not yet. 
 
Michael: 
Okay.  So, here’s a thing that you can do, is go through the process again.  Sit them 
down as though they’re a new distributor.  Just talk with them to discover everything 
about them, their past history, why they got involved in the business, what’s going on 
and the future vision, what it is that they want out of it.  Talk with them about them.  
Allow them to raise their own internal desires, their own internal wants and also to create 
attention that comes out of not getting what they want.  Everyone okay with that? 
 
Participant: 
Yeah.  Just develop relationships. 
 
Michael: 
Redevelop or visit the relationships. 
 
Participant: 
Further, yeah. 
 
Michael: 
Yeah.  If you’ve already gone through the process, and you already know why they got 
involved, you know the reason that they got involved.  You know where they’ve come 
from, then what can you do?  You can what?  You can - 
 
Participant: 
Revisit, restate. 
 
Michael: 
Revisit what they’ve said.  Ask them questions.  And say something like, “Terri, I see that 
you ‘re getting a little bit discouraged here, and I’d like to talk with you about it.”  And 
start off with that saying, “Can you tell me why that you aren’t doing as much as you 
used to, or your sales are falling off, or your motivation is falling off.”  Talk with them 
about it.  Bring it right out in the open.  That’s the first thing to do because you don’t 
really know why.  And go about it as a friend, not as a sales manager trying to motivate 
or push them forward.  Find out what’s going on because there might be some things 
happening that you don’t know about.  And they might be feeling a bit bad, or they might 
be feeling a bit down.  And you can help them there just by reaching out as friend.  
Everyone okay with that? 
 
Participant: 
Yeah. 
 
Michael: 
And then the other thing is, is that if they say, “Well, I don’t know.  It’s just been down a 
couple of weeks,” and so on and so forth, ask them questions and say, “Well, do you 
expect it to be up every single week?”  And they might say, “No”.  Say, “Would you 
agree that perseverance is perhaps the key to anything if you’re going to succeed at 
something?”  I’ll say they’re going to agree with that.   
 
There’s another question you can ask.  You can say, “Let’s go over why you’re doing this 
because last time we spoke, or the first time we spoke, you told me that….”  And you 
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repeat back to them what it is that they told you, the reasons why that they wanted to get 
out of where they were and moving forward.  Is this all pretty common sense, everyone? 
 
Participant: 
Yes.  Yeah.  Definitely common sense.  
 
Michael: 
Terri, and I don’t mean to put it back on you, but really and truly if you listen to all of this, 
it’s all common sense, isn’t it?  We just sort of tend to not do these things.  Me as well.  
I’ve fallen into the same things as well, so nothing to do with you. 
 
Terri: 
I think it’s when I’ve talked to them before, and I have a pretty good rapport with several 
of them, they’re often - the big thing is money.  They don’t have money to do mailings.  
But we get off on other things.  But this would be good to ask them, get them back to 
their goals and why they’re doing this originally. 
 
Michael: 
Okay. So, let’s do that.  If they think they might not have enough money to do mailings, 
and if they say that, “I don’t have enough money to do mailings,” what can you talk about 
there? 
 
Terri: 
Well, I suggested to one gal that she lessen her hundred-and-fifty dollar a month to 
maybe a hundred dollars a month or hundred dollars to fifty dollars a month until she got 
some downline underneath her and then up her direct ship, just trying to give her some 
ideas to save a little bit of money here to put that into mailings later. 
 
Michael: 
Okay, can I suggest something?  Don’t tell her.  Ask her.  Ask what we would call a 
solution question.  What do you think that might be, anyone in the class? 
 
Participant: 
How much are you able to invest on a monthly basis? 
 
Michael: 
How much you’re able to invest.  Okay. 
 
Participant: 
Would you be interested in learning about other ways that she could build the business 
without spending so much money? 
 
Michael: 
Good question.  Put the focus on them a little bit because that’s a bit more qualifying.  
Good question.  Yes?  Anything else? 
 
Participant: 
How much money do you think you need? 
 
Michael: 
All right. Okay, good.  That’s good.  Yeah. 
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Participant: 
I guess depending on where you’re going to go with it. 
 
Michael: 
You’re absolutely right.  Yeah. That’s good. What else could we do?  Here’s a good 
solution question you can use.  Put it back on them, saying, “I can appreciate that money 
might be an issue.”  Acknowledge what’s going on.  “I can appreciate that money might 
be an issue.  How do you see resolving it?”  Everyone okay with that? 
 
Participant: 
That sounds good. 
 
Michael: 
How do you see resolving it?  You might have a lot of ideas.  Your job is to be a what?  
A solution provider, but allow them to come up with their solutions first, if they have any.  
Because if they have any ideas themselves, it’s remarkable with what people will come 
up with.  Who owns the solution?   
 
Participant: 
They do. 
 
Michael: 
They do.  Yeah.  Another one.  Ask them, say, “What avenues do you think then that you 
might be able to take, apart from the mailings?”  I mean, it might be a real issue.  Money 
might be a real issue here.  They don’t have any money.  So what avenues, other 
avenues, do you think that you might take, apart from the mailings? 
 
Participant: 
Along that line, you could ask them, “Can you think of some other ways that you can 
follow up with people besides mailing them?”  See if you can solicit from them possible 
suggestions they could do some follow up with people they haven’t contacted. 
 
Michael: 
Yeah.  Let me suggest something to you guys.  You guys been doing this for a while, 
right?  Yes? 
 
Participant: 
No. 
 
Participant: 
Yes. 
 
Michael: 
Okay, some of you have been doing it - 
 
Participant: 
Some of us. 
 
Michael: 
Some of you have been doing it for a while.  You’ve already got leads that didn’t turn out 
to be…  How can I put it positive from the point of view of them joining you as 
distributors?  Would that be true? 
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Participants: 
Yes.  That’s right.  A whole bunch. 
 
Michael: 
But they did reply to your ad. They did request information, okay?  Think about this.  
Could it have been that the reason they didn’t go any further was because of the way 
that you approached them? 
 
Participants: 
Yes. 
 
Participant: 
What if you went back in this way that we’re talking about, in the more Natural Selling 
way?  Do you think you could revisit most of those leads? 
 
Participant: 
Sure. 
 
Michael: 
Yes?  Absolutely.  Do you think some of you on the calls know each other?  Yes or no? 
 
Participant: 
Yes. 
 
Participant: 
Do we know each other? 
 
Michael: 
Yes.  Do you think you could exchange some of those leads that didn’t work out? 
 
Participant: 
Sure. 
 
Michael: 
You see where I’m coming from? 
 
Participants: 
Yeah.  Oh, yeah.  Good point.  That is a good idea.  Come from a different approach. 
 
Michael: 
Get creative.  Yes, everyone got that?   
 
Participants: 
Yeah. 
 
Michael: 
When I phrased that to you, those ideas, how did I phrase that? 
 
Participant: 
Questions. 
 



©Natural Selling/Michael Oliver, 2006. No Duplication. All rights reserved     
www.NaturalSelling.com 

  29 

Michael: 
Every single time I put something out there, see how it came out?  It came out as a 
question, not a statement saying what you guys should do is.  Did I say that? 
 
Participant: 
No. 
 
Michael: 
Did I infer that? 
 
Participant: 
No. 
 
Michael: 
No, it came out as a question.  See how that works, everyone?  Same thing with your 
people.  Use your knowledge to ask questions.  Use your knowledge to ask questions.  
So there are a few ideas that came up there.  Hope those were useful.   
 
Just going back to Terri, thanks for the question, Terri, but essentially find the hot button.  
Find out why they’re stuck where they are and why they want to move forward.  Just 
revisit the past, or if you haven’t visited the past and what their future vision is, then start 
all over again with them and do that with them.  You okay with that? 
 
Terri: 
Yeah, thank you. 
 
As you can see, there is tremendous power in asking solution questions!   
 
When you ask solution questions, you don't have to tell.   
 
When you ask solution questions, you allow others to come up with their own answers 
and reasons to motivate themselves, thus making your job as coach and mentor much 
easier.   
 
The way you approach potential customers and business partners...even Distributors 
who may have temporarily lost their way...will determine just how far they--and you--go 
in your business.  
 
Natural Selling is a process of approaching people in a way that allows them to surface 
their own reasons, their own inner resolve and their own motivation to succeed in their 
business and their lives. 
 
You can even use this process to revisit leads who may not have responded positively to 
your previous offer, so take this opportunity to become a great problem solver, use your 
knowledge to ask great questions to help people find out where they are stuck in life, 
and help them move forward with your solution questions.   
 
Here are some questions you can use to release the magic and power of the Dialogue 
process: 
 
'I see that you're getting a little discouraged, and I'd like to see how I can help.' 
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'I see you are not doing as much as you used to, and wonder if there is a way I can 
support you?' 
 
'I see that your sales are falling off, and would like to offer my assistance.' 
 
'I see that you're not as motivated as you used to be, and wondering if there's something 
going on I can help you work through?' 
 
'Would you be interested in learning other ways in which you could...?' 
 
'I can appreciate that..., but how do you see resolving this?' 
 
'What avenues do you think you might take in solving this problem?' 
 
When you learn to effectively Dialogue with others, you'll discover that people will be 
much more attracted to you and interested in what you have to say ... without you having 
to persuade them ... and, they will be much more likely to embrace your solutions.   
 
 
 
 
 
 
Hello this is Michael Oliver again. 
 
I hope you enjoyed these three role plays and found some things you can use in your 
business right away. 
 
This free edition called "Role Plays – The Special Selection" is from the "Power Up Your 
Dialogue" series of audio programs available on CD.   
 
There are five other titles that you can listen to called, "Talking With Friends", "Is This 
Network Marketing?", "The Magic Question That Turns 'No' Into 'Yes'", "Calling Leads" 
and "Introducing Your Business And Products".   
 
If you liked "The Special Selection" you can get the details of the other programs on my 
website at www.NaturalSelling.com. 
 
Thank you once again for your continued interest in "Natural Selling" helping you get 
what you want by knowing how to help others get what they want. 
 
I wish you a peaceful and prosperous 2007! 

 

Michael  

http://www.naturalselling.com/
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If You Enjoyed "Role Plays - The Special Selection" 
Here's More Information About The Other Titles  
In the "Power Up Your Dialogue" Series 

 
Whether your friends will listen to you depends 

entirely on the way you approach them.  It will make 

all the difference between success and failure with 

your business opportunity and products. 

 

In this 3 CD program, I demonstrate through role 

plays how you can talk with your friends the "Natural 

Selling" way. 

 

After listening to "Talking With Friends" you'll know 

the secrets to talking confidently and easily with your 

friends about your business.  You won't be held back 

by fear of saying the wrong things and perhaps 

embarrassing yourself. 
 

To get your copy of "Talking with Friends" 
http://www.naturalselling.com/rpfriends.html 

 

  

 
The secret to success with your business and 

products is all in the way you speak with people. 

Done correctly, you'll find that more people will join 

you and you will sell more products.  

In these role plays, I demonstrate how to build a 

successful business the "Natural Selling" way – 
quickly, easily and without stress. 

What you learn in this program will make every 

conversation an opportunity to propel your business 

forward towards your goals. 

 

To get your copy of "Introducing Your Business and Products" 
http://www.naturalselling.com/bp.html 

 

 

http://www.naturalselling.com/rpfriends.html
http://www.naturalselling.com/bp.html
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"Calling Leads" is a special extended edition and 

contains 4 CDs and well over 3 hours of in-depth 

information to help you get full value from every dollar 

you spend on leads. 

 

The result you get from calling leads depends entirely 

on the way you approach them. It will make all the 

difference between a lead program that's a 

tremendous success and one that's a disappointment. 

"Calling Leads" will show you the most effective way to 

connect with people from a genuine lead list so that 

more of the right people say "Yes" to you and your 

business opportunity. 

 

To get your copy of "Calling Leads" 
http://www.naturalselling.com/rpleads.html  

 
Many distributors and network marketers dread 

hearing the question… "Is This Network Marketing?" 

They break out in a cold sweat just at the thought that 

this will come up. 

 

Well, there is no need to fear these words. In fact, 

many of your most productive conversations will start 

off when you hear this question. 

 

On 3 CDs, you'll hear a series of role plays. In different 

ways they show how to answer this question.  Once 

you've mastered these secrets, you'll never fear the 

words "Is This Network Marketing?" again.  

 

To get your copy of "Is This Network Marketing?" 
http://www.naturalselling.com/rpnwm.html  

 

 

http://www.naturalselling.com/rpleads.html
http://www.naturalselling.com/rpnwm.html
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When you get to the heart of what's really important to 

someone, they will be open and receptive to your 

business and opportunity. 

 

And there is a simple question that provides the key to 

doing this. Through a series of role plays I show you 

exactly how to use this question. 

 

Best of all, you can do this in a way that's easy and 

relaxed.  And all you really need to remember is this 

one 'Magic Question' ".  

 

 

To get your copy of "The Magic Question That Turns 'No' Into 'Yes'" 
http://www.naturalselling.com/rpmagic.html   

""MMaakkee  MMoorree  MMoonneeyy  BByy  MMaakkiinngg  OObbjjeeccttiioonnss    

aanndd  RReejjeeccttiioonn  aa  TThhiinngg  ooff   tthhee  PPaasstt!!""  
 

FREE E-Course  

"7 Steps to Natural Selling" 
 

These 7 daily emails show how you can eliminate objections  
and rejection. Result? You make more money with 

less stress and less anxiety. 
http://www.naturalselling.com/ecourse.html 

www.NaturalSelling.com 

email: info@NaturalSelling.com 

103-1496 Cartwright St - Box #14321 

Vancouver, BC, V6H 4J6 Canada 

Phone/Fax: 604.608.4828 or 800.758.6989 

 

 

 

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

