
 

 

CONVERSATION WITH MICHAEL OLIVER 

 

 

MIKE: 

 And I’m excited, jazzed up, pumped up.  If you’re 
listening to my voice right now you’re in for a treat,  you’re 
in for a treasure.  It’s going to be my pleasure to bring to 
you an individual who I’ve known now for about five-
years.  And I don’t use the word expert lightly, though the 
great Michael Oliver is an expert, a premier expert and has 
helped thousands of people around the country that are in 
network marketing and direct sales, and has shined a light 
on a path that has transformed so many lives.  We’ll go 
into it, this is a special interview, no holds barred 
interview, just for my great audience 
 So Michael, thank you very much for spending a 

few minutes with us here today. 

OLIVER: 

 Hi Mike, how are you doing?  It’s always good to 
connect with you. I think it’s actually been a bit more than 
five-years, but whatever, it’s been a great relationship, 
thank you. 
  
MIKE: 
 
 I think it probably has.  Listen, you’re known 
around the world for your natural selling concepts.  
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You’ve helped so many people for so many years. What 
I’d like to do here, Michael, is just lay a foundation here.  
 Why natural selling?  How did you get into it?  Lay 
a foundation here that we can develop over the course of 
our time here together.  What’s natural selling, why are 
you so passionate about it, what’s going on?  Tell us a little 
bit about a foundation of this concept. 
 
OLIVER: 
 
 Well let’s look at the foundational aspects. You 
said how did it come about?  Well it really came about 
many years ago, about thirty years ago when I started 
selling, and I was starting  solar energy systems in Los 
Angeles, California in the early 1980’s.  And the way that I 
was taught to talk with people was, in fact, to present the 
advantages and benefits of my product with clients, and 
this was both with domestic hot water systems and 
commercial hot water systems, and then start closing 
them, and then start handling any objections that came up. 
 And I liked the concept of selling from more of 
the view that we had a product that was useful, and that 
we could do all sorts of things with it; we could help 
people save money, we could reduce the amounts of fossil 
fuel energy that was being taken from the ground, etc, etc. 
I liked the whole concept, the idea that selling was about 
helping other  people.  
 What I hated was the idea of closing people, 
putting pressure on them, and then when they came back 
with questions, or with any concerns, treating them as 
though they were something to be overcome, handling 
them as objections. And I always felt there had to be 
another way. And at the time when I brought that up, ( I 
used to bring up my discomfort about this process), my 
mentors would say to me, “This is the way, this is the only 
way to do it. And you’re pretty good at it, so stick with it 
and just think of yourself as an actor,” because I was 
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concerned that I wasn’t really being me when I was doing 
all this stuff, I wasn’t comfortable there.  
 So think about being an actor, that you just go on 
the stage and you do your stuff and come off,  and I was 
thinking, I have no real compassion for being an actor, I 
don’t want to be an actor, I just want to be me. So, I really 
set out on a path to find out if there was another way, and  
 I discovered there was. And that way was, instead 
of focusing on presenting, to focus on asking questions.  
And so that’s how I progressed.  
 
MIKE:  
 
 Say that point again, that’s very important. 
 
OLIVER: 
 
 The way was:  instead of focusing on presenting, 
the way was to focus on asking questions.  
 
MIKE: 
 
 Now I want you to continue here, because that’s 
such a core concept here of asking questions in natural 
selling.  Some people listening right now, they’re in 
network marketing, they’re in direct sales or looking into 
it.    
 Expand more on this natural selling concept, this 
philosophy, this system, and how it differs from other 
selling approaches out there. 
 
OLIVER: 
 
 Well, most selling approaches, especially in 
network marketing and direct sales are based on the Tell, 
Show, and Close concept. In other words, tell people your 
story, or present your solution. Your solution could be 
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your business opportunity, could be a product, could be a 
service. But you’re to present your solution.  Then to close 
them, basically to pressure them, into buying or into 
joining.  
 Now, most network marketers don’t even get as 
far as the pressure site, because most won’t do it. That’s a 
statistical fact: most won’t do it. So that’s the basic model 
that is used.  
 The model that I’m talking about which is far 
more successful, and it’s far more comfortable, is instead 
of going through the Tell, Show, Close, is to go ask 
questions.  Demonstrate.  And then ask for the order. But 
in fact, you don’t really have to ask many times because it 
becomes self-evident to a person that they want to change. 
And the focus is very different.  
 So for example, instead of focusing on trying to 
get a sale, in other words trying to get someone to join 
you, trying to get someone to become a customer, which 
is your mental focus, drop all of that completely.  
Ironically, just drop it, and instead, focus on finding out if 
there is a sale to be made, first of all. And if there isn’t, 
you don’t present.  If there is, then you work towards 
presenting what it is that you have; the solution to help the 
other person get what they want.  
 
MIKE: 
 
Michael, let me jump in here. This is a total radical 
different approach.  The Tell, Show, Close is such an 
ancient, old, often pressure, if you’re not a born 
salesperson, there’s some anxiety probably in there, there’s 
some, “I need to close you.”  
 Now what you’re saying in here, in your model, is 
asking questions, demonstrating, and asking for the order. 
Now I want to stay here on asking questions. We were 
taught growing up “What, Who, How, Why, Where,” etc. 
Are you telling me, using the simple questions that we’ve 
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been asking our entire lives, that through this natural 
selling concept and starting with asking some simple 
questions, that 

1. We can figure out the question, is there a sale 
here to be made, and  
2. If the answer is yes, some simple questions can 
lead us down the path to both helping the 
prospect, helping the client, and in turn growing 
our business. Is that what you’re saying here?  

 
OLIVER: 
 
 Yes. I could expand on that if you want. 
 
MIKE: 
 
 Please do. 
  
OLIVER: 
 
 Let me ask you a question. Let’s kind of play with 
this, role play this for a moment. Are you okay on doing 
that? 
 
MIKE: 
 
 Absolutely. 
 
OLIVER: 
 
 Okay, it’s a form of role play, it’s not a real role 
play but it’s a form of role playing. It works like this. You 
as a person, Mike, let me just ask you a question. Who 
knows generally what you want out of life?  
 
MIKE: 
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 I do. 
 
OLIVER: 
 
 Yeah. And who knows why you want it? 
 
MIKE: 
 
 I do.  
 
OLIVER: 
 
 And who knows how you’ve been getting in your 
way from not getting it? 
 
MIKE: 
 
 Absolutely me. 
 
OLIVER: 
 
 Okay. You? 
 
MIKE: 
 
 Yes. 
 
OLIVER: 
 
 And who knows what you’ve done about getting 
it? 
 
MIKE: 
 
 I do. 
 
OLIVER: 



Mike Litman 's Conversation With Michael Oliver 
 

7 
 

 
 And who knows whether it worked or not? 
 
MIKE: 
 
 I do. I do. 
 
OLIVER: 
 
 And who knows how you feel about where you are 
or whether you’ve got it or not? 
 
MIKE: 
 
 I do. 
 
OLIVER: 
 
 And who knows whether you’re prepared to make 
a change to get what you want if there is something that is 
missing in your life? 
 
MIKE: 
 
 I would know that. 
 
OLIVER: 
 
 Yes. So who’s going to know the answers? 
 
MIKE: 
 
 Me.  
 
OLIVER: 
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 You see, that’s the irony, is you’ve got all the 
answers. Do you think it’s the same for everyone else, that 
they’ve got all the answers? 
 
MIKE: 
 
 I would think so too. Absolutely. 
 
OLIVER: 
 
 Yeah. They have all the answers. So if they have all 
the answers, why are we trying to tell them what they 
should do, or why we think something is really great for 
them?  When, in fact, if we ask them, they will tell us. 
They will tell us, and here’s the interesting thing: as they 
talk with us they will also tell themselves. They’ll reveal to 
themselves, sometimes for the first time, exactly what’s 
going on in their lives. In fact, if we know how to ask the 
right types of questions at the right time, which is one of 
the four natural selling principles, the right types of 
questions at the right time, they will come up with their 
history.  
 Many times that history that they come up with, 
and what they want in the present, is a formulation that 
for the first time they’ll see that for themselves. Many 
times they haven’t seen it. It gives them clarity. You might 
say, but this can take some time, and the answer is, not 
necessary.  
 If you learn and understand the concept behind it, 
it can be a very, very, rapid process. You can do it in a 
matter of one or two minutes, though if you can stand a 
bit longer the conversation tends to drive a person’s desire 
to make a change much deeper, because they’re talking 
about their own best subject: themselves.  
 
MIKE: 
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 I’ve got a few points I want to bring. If you’re 
listening right now, there’s a mindset shift that Michael’s 
sharing, that, while it will help you grow your direct sales 
and your network marketing business incredibly, the shift 
that he’s saying even goes outside of that. There’s a 
gigantic mental shift that transpires when you move from 
an old school or an ancient tell, “I’m telling you this,” 
versus an asking mindset. Because as Michael just shared 
with you, and I know this from my own experience, is 
when you ask, when you ask questions, so many times, as 
Michael said, the prospect reveals the answer to 
themselves.  
 And if you link that back, when Michael said, ask 
questions, demonstrate, then ask for the orders, and he 
said that many times you don’t have to ask for the order, 
because it’s just obvious to the prospect what they need.  
What Michael is saying here, and he’s saying it clearly, is 
that by following the natural selling system, which is the 
best system I’ve ever seen in this industry, (that’s my 
personal opinion), once you get good at his system, you 
don’t even ask for the order as often as you’d think 
because the prospect is saying “Hey Mike, “Hey Bob,” or 
“Hey Betsy, I want this.”  
 So the very important and, Michael, it’d be also 
fair to say that the tell mindset, it’s a very inward focus. 
It’s all about me, me, me as you said. And the asking focus 
is an outward focus, it’s more of a service focus, it’s more 
of a solution focus, is that the difference, am I explaining 
that correctly? 
 
OLIVER: 
 
 Yeah, you’re getting there. The telling focus is 
based on the model, for example, of the education system, 
where the teacher tells the student. And the student is 
expected to learn, but the student doesn’t really learn as 
rapidly as they would do if they were in a different kind of 
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teaching environment. If the teacher moved away from 
telling the student what to learn, and then sort of involved 
the student, because let me ask you this, when you tell 
someone something, do you think you’re involving them? 
 
MIKE: 
  
 Absolutely not. 
 
OLIVER: 
 
 No, you’re not involving them. The people love to 
be involved.  And the more you involve people, especially 
in themselves, the more you’re going to have their 
attention.  And the same thing with students; the more 
you involve students, instead of teaching them you ask 
them questions, you set it up, you act as the facilitator.  
And you have the kids who are participating interacting 
with each other, and you don’t tell them they’re right, you 
don’t tell them they’re wrong, or anything else.  You don’t 
condemn them to a life of drudgery because they have to 
stick up their hand three times, and you told them they’re 
wrong and they’re never going to stick up their hands 
again.  
 People get involved. So this whole process is 
exactly the same. So in a sense, the telling aspect puts 
people off. The presenting puts people off. When you 
present, when you tell people the advantages and benefits, 
or what you think are the advantages and benefits of your 
solution, you’re guessing. You’re totally guessing. Because 
what might turn you on to buy a certain product or service 
is possibly totally different from what could turn me on.  
 I mean what could turn me on would be the color 
of the package, for example. I mean sometimes it gets 
down to that: the color of the packaging might turn me 
on. I’ll give you an example. I was looking for a computer 
printer a while ago. Cutting a very long story short, it really 
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got down to two printers which I determined for myself to 
ask the salesperson questions. The questions he should 
have asked me. We got it down to two printers, and it 
came down to color. It came down to style. Because I 
wanted it to fit into my home office environment. And I 
said, “I’ll take that one.” And he said, “That’s a more 
expensive one.” He said, “Why do you want that one?” 
And I said, “Because it fits into my home office 
environment.”  
 And if he’d asked me the questions, he would have 
discovered that for himself. And he would have steered 
me toward that very same printer with very little effort. 
But instead, what he wanted to do was go through and tell 
me about all the different features, about all the different 
printers and what they could do and what they couldn’t 
do.  And most of those features I didn’t need. They 
weren’t what I needed.  
 And it’s the same with network marketing. The 
features of your business opportunity, the features of your 
product, mean different things to different people. And if 
you know how to listen, people will tell you precisely what 
it is to present.  
 
MIKE: 
 
 I’m going to make a statement here. I believe one 
of the reasons why a majority of people don’t succeed at 
the level that they hope is really hidden in this last three or 
four minutes.  
 If you’re listening right now, this is not a recording 
that you are going to want to get once, I’ll tell you that. 
This concept that I’m writing down is guessing versus 
revealing. And your metaphor of the computer printer, 
Michael, is so prominent in people’s minds. Because value 
is only what we perceive as value. And so often you might 
get excited over whether it’s a vitamin, or whether it’s this 
or whether it’s whatever the product you’re selling is.  And 
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you think, I’m going to analyze what Michael said here, 
you think the excitement about your feature is A, B, and 
C, where the prospect you might be talking to it might be  
X, Y, and Z that excites him.  
 You said a word here that I think has been a real 
cornerstone of some of my success I’ve had personally, 
and I have to think it’s a cornerstone of the natural selling 
philosophy, and the great thing about what I’m going to 
say here is that it’s free, it’s powerful, and it can put a lot 
of profits in your pocket. Would I be correct to say that 
listening with your ears, listening is a cornerstone to both 
service and profits using the natural selling system? 
 
OLIVER: 
 
 Repeat that again. 
 
MIKE: 
 
 Listening. Somebody is so self consumed, tell, tell, 
tell, I know the answer, they’re ears are closed. If I want to 
be able to make more money in less time and help more 
people, and  I can listen, won’t the prospect tell me how to 
best communicate with them?  
 
OLIVER: 
 
 Yes, they will. Absolutely.  As long as you are 
prepared to detach from the outcome.  A very key element 
of natural selling is the ability to detach from trying to get 
something, trying to get the other person to do something. 
 Here’s an example. There’s lots of things you can 
detach from. The first one is you detach from getting the 
sale. Detach from the idea that you must talk about your 
solution. Detach from the idea that you’ve got to get a 
business card in this person’s hand. Detach from the idea 
that your objective is to get them to a website or get a 
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DVD in their hands. Detach from all of that. All of that is 
totally irrelevant to the conversation. If you’re focused on 
that in your mind, do you think the other person is going 
to pick up on the energy, the vibration of it? Of course 
they will. Do you think the words that you use are going to 
be words which are designed to manipulate the person 
rapidly towards something that you want them to do. Of 
course they’ll pick that up.  
 They know people aren’t stupid. The people that 
we’re talking to right now. All of you listening. You’re not 
stupid either. You know when there’s a pressure on. You 
know when someone’s trying to sell something to you. 
You pick it up almost immediately. So that is the whole 
thing.  
 So this listening aspect is really important because 
you have to listen with an open mind. You have to listen 
with the idea that you’re not trying to think of the next 
question to ask. If you learn a certain series of questions or 
types of questions, while you’re asking them you will cover 
the bases of what you need to know. But the real joy is 
taking the answer to your question and developing it, 
expanding on it, instead of just coming up with a question 
and thinking that’s the question. Many times it's a question 
that will lead to other questions and lead the other person 
to think more deeply about their present situation.   
 And so again the focus is not on trying to get a 
person to do something, the focus is simply this 
determining and helping the other person determine 
whether the difference between what they have and what 
want.  If they have what they want you basically go no 
further.  If they don’t have what they want then you take it 
further.  And that is in essence, one of the core aspects 
that difference between natural selling and most of what 
most network marketers and direct sellers are taught. 
 
MIKE: 
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  I am just so excited that you are listening right 
now.  Because this information here detaching from the 
outcome it just relieves anxiety.  Detaching from the 
outcome and really developing .  You said something here, 
and I wrote down exactly what you said.  This process 
allows people to think more deeply about their present 
situation.  Let me say that again.  This process allows 
people to think more deeply about their present situation.  
I know from my own sales background that one of the 
things prospects are never shown is their own personal 
reality.  When you can use questions and you can help 
somebody come to the reality of, "I got a problem  or I 
have a problem or I need help in this area", and they are 
thinking deeply about their present situation that’s when a 
purchase becomes obvious.   
 I think I am right about that Michael.   Listen, if I 
have a problem and you know you have asked me, listen I 
see.  Let’s say I need to lose weight, do you have 
something that can help me?  You are right, it’s obvious 
that I need to do something here.  When that happens, 
you almost become in partnership with the prospect 
versus antagonistic versus the prospect.  Does that make 
sense?   
 
OLIVER: 
 
      Yes it does.  The key, if you want to use the 
analogy  of weight for example, if someone did declare 
that in fact they were overweight or they declared to you 
directly or whether you came up in conversation the 
natural tendency for most network marketers  and for 
most direct sellers is to immediately go to the solution.  Is 
to bring up the solution and basically say that I know of 
something that will do that for you.  Let me tell you about 
it.   
 What I suggest is you don’t go there right away.  
You leave that alone.  You already heard it.  It is clear the 
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person wants to lose weight.  So now talk about how they 
came to this point.  Talk about what they have done about 
it in the past.  And whether it worked or not.  If it did not 
work, why didn’t it work?   If it did, why did it work?  But 
if it did then obviously it didn’t because they are still over 
weight.  Allow them to talk about it.  Allow them to talk 
about why they dropped off and so on.  So it builds up, it 
helps them  build up the history of what went on.  Instead 
of being handed “Another Solution” on a platter which 
they are now supposed to go with, they are in fact 
convincing themselves that in fact it is about time to do 
something about their weight.   
 So the close is not sort of a big close at the end.  
Saying well, you know I think you should buy this, but it’s 
a series of mini-closes, if you want to use that word and 
we will use it at this moment, that a person goes through 
as they are answering their own question.  They listen to 
themselves speak, they feel what they are saying, and they 
come to their own mini-conclusion at the end  or the 
conclusion that, ghee I need to do something about this.  
 So when you ask the question, so let me ask you if 
there was a product that allowed you to lose that weight 
and overcame all those resistances that you were talking 
about is that something that would be useful to you?  
What are they going to say to that?  They are going to say 
yes, aren’t they?  They have to say yes.  Why?  Because it's 
exactly what they told you they wanted.   
 So as long as your product can deliver, as long as 
your solution can deliver what they said they wanted, and 
you can demonstrate that in both verbal form as well as in 
practical form you have yourself a customer for life.   
 
MIKE: 
 
      There is a whole chunk of information here guys.  
As your listening here I wish I could show you my piece of 
paper.  It’s a full page, and I really am taking notes.   
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 I have heard the metaphor Michael, about when 
you are fishing and get your bait in the water and if you 
pull out the bait and you pull it out of the water the first 
time you get a bite you lose the fish .  And what you said 
here is such the amateur move and I am not trying it’s just 
true.  It’s the popular move that once you get a little bit of 
a bite, once you get that interest, you jump on that 
prospect.  You know close or whatever I have the best 
thing in the world and it seemed to me here that you 
illustrated this whole chunk, this whole phase in this 
process where you’re not jumping at the prospect but you 
are asking some additional questions and they're 
convincing themselves.  You might go through some, I 
think your word was mini-closes or  mini-conclusions, that 
they come to.   
 It is such a peaceful natural, that is what it is called.  
This natural sales process, and if someone listening right 
now and if they are not a sales person this is the perfect 
process for you.  This is like taking a jolly walk in the park.  
You're not chasing, you’re not being aggressive, you're 
detached.   
 Am I right to say once you know you have a 
person there is a phase you talk about in your material that 
they can convince themselves where you’re asking more 
questions; where a sell becomes natural am I right about 
that? 
 
OLIVER: 
 
 100%.   
 
MIKE: 
 
 If you are listening right now, this is just 25-
minutes of extraordinary information.  If you’re in 
network marketing or direct sales, and today is such a 
business opportunity, so many tremendous companies out 
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there.  This is a training , that to me, is where you should 
be paying $100 for, but more importantly Michaels 
information.   
 I have been referring Michael to people for over 
five years.  The top information in the network marketing 
and direct sales industry.  To help you make more money, 
to help you serve more people, to help you build the 
business.   
 Now in these times, in this economy, you can’t be 
chasing your tail about who to mentor you, who to coach 
you, you don’t have the time for that. Your family has got 
too much to do and you have to many important things to 
do.  If you believe in your product or service, whatever 
that is, you must take advantage of this Natural Selling 
process, this natural selling system, this natural selling 
philosophy.   
 And I don’t know, I am not going to put my 
words the natural selling way of life, because the shift here 
is not only sales it is almost a mindset of personal 
development shift, and really going from an inward focus 
to a service focused, and from an aggressive focus to a 
detached focus.   
 Here let me ask you this Michael, we wrap down 
this last few minutes.   You are now, I believe I have read 
you are a Certified Chopra Center Trainer for natural 
selling.  You have got all kinds of stuff happening.  It 
seems maybe you can comment on that but it seems like 
there are so many different people that are attracted to this 
message because of the effectiveness of it, the heart of it 
and just really the efficiency of your message.  Is that 
accurate? 
 
OLIVER: 
 
      Mostly, yes.  I am a Certified Trainer with the 
Chopra Center and the Seven Spiritual Laws of Success in 
the work place.  So what I have done is take those seven 
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laws and transferred those to selling.  I do a program 
called Natural Selling using the Seven Spiritual Laws of 
Success.  And it is a demonstration of how you can take 
those Seven Laws, those seven natural laws, and manifest 
them almost immediately.   
 In fact, I spoke about one of them, the Law of 
Detachment; it’s about letting go.  When you learn to let 
go after you have set your objective, for example you set 
your intention and your desire which is another one of 
those laws, you set that and you make sure it is firmly in 
place.   
 We are going to talk about goal setting here, 
talking about something quite different, that once you’ve 
got that in place is then you detach from it, you let it go.  
The reason being is that you are handing it over in essence 
to a higher authority, call it whatever you want, a higher 
vibration, a higher energy, higher authority.   
 Most people would agree that there is a something 
like that going on.  And so that sort of part of the process 
and the whole thing blends in which makes Natural Selling 
if you like natural.   
 It wasn’t as though in fact I worked out Natural 
Selling before I got involved with the Chopra Center.  
When I first read Pikes book I realized why this worked so 
well and why people were resonating with it so well.  It 
was coming from a wellspring of a much deeper source 
than say the four principals, and the process.  The 
approaches, the mechanics, the approach so yes this is 
why this is so profoundly different in so many ways. 
 
MIKE: 
     
  As we wrap up here Michael, this has just been an 
extraordinary dance through this process.  It’s kind of like 
a sneak peek and that the people listening to my voice 
right now came with me 25 to 30 minutes here you are 
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going to want to dive into other information or resources 
that we have here on this webpage.   
 Any final thoughts to wrap up here today?  If 
someone is listening right now, maybe they have gotten 
burned in the past by the Tell, Show, Close method, or 
maybe they are a network marketer and we know the first 
year is the toughest year .  The dropout rate is very 
intense.  Any final thoughts here to that person listening 
who is hungry determined and who really wants to make 
this business work for them. 
 
OLIVER: 
 
 Yeah, why don’t we wrap it up this way.  In really 
saying, asking questions is really key to enrolling, 
sponsoring , or selling  your product.  There is virtually 
nothing to do with you, it has nothing to do with your 
story or your passion, or your convincing anyone of 
anything so you can get what you want.  It has everything 
to do with helping people get what they want, what they 
value, and what they want the most.   
 People make changes based on feelings of being 
dissatisfied with their present situation.  If you allow them 
to talk about how it feels first and then offer them your 
solution if it is appropriate to do so, then you will make far 
more sales, you will make far more contacts, you will make 
far more partners, you will have more people who will stay 
with you as customers, as partners as opposed to dropping 
out through frustration.   
 You will achieve what it is that you want to 
achieve much, much faster than if you take the other route 
which is trying to pressure or tell people what they should 
do.  Just remember that people have the answers, 
everyone has the answers, they all  know what they want 
and why they want it.  All you need is the right types of 
questions and that is really what this is about, it is 
understanding how to ask the right questions, when to ask 
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them, and what to listen for so you can respond 
appropriately.   
 
MIKE: 
 
 
      You have spent the last half-hour with us.  This 
information is life changing information.  I just want to 
really suggest you listen to this again.  There is probably 
some resources on this page when you listen to this from 
Michael’s that you really want to take the next step in his 
coaching and mentoring because understanding how to 
apply what you have learned here today will not only help 
your business today or tomorrow but in three, four, or five 
years from now plus you will be using the Natural Selling 
Philosophy the system to get to four or five figures a 
month in income, then getting a six figure income.   
 It is just dynamite stuff here what Michael has put 
together.  Hopefully we will have some additional 
resources here on the page for you to jump into.  
Michael’s stuff is really great, www.naturalselling.com is an 
incredible website, but I highly suggest you take advantage 
of the resources here because this information here is 
showing you the five-thousand foot view of this money 
making philosophy.  This money making system.   
 Now dig your heals into the rest of his coaching, 
the rest of his mentoring, and his products are incredible.  
It can really help you help more people and make more 
money.  Michael thank you so much for spending some 
time with my audience here today.   
 
OLIVER: 
 
      Thank you, Mike.  If I can just add one last note, if 
anyone listening to me goes through listening to this again 
will notice that you demonstrated a very keen 
demonstration of Natural Selling because you asked me a 
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question to which I then responded.  You then 
summarized it, you took what I said, you really 
demonstrated that you were listening to what I was saying.  
 Whether you agreed with it or not is irrelevant but 
you really listened to what I was saying, you feed it back to 
me, you asked me a question at the end to find out if this 
is right or not.  If it was I said yes and expanded on it a 
little bit more and if it wasn’t I adjusted it for you.  The 
whole conversation flowed really well.  Why?  Because 
Mike, you were listening.  You were listening to what I was 
saying.  There is not one mechanical thing, you were 
listening to it, you were honoring where I was coming 
from.  You allowed me to put it out there, and you 
allowed me to expand upon it.   
 This is exactly the process we are talking about.  
And guys, if you didn’t pick up on it right away then listen 
to this whole audio again, and you will see exactly what I 
mean.  Mike, you are a charm.  I really appreciate you.  
Thank you so much. 
 
MIKE: 
 
 Thank you, guys.  Make sure you take advantage of 
Michael’s material on his nice comments.  Just listen to 
this again.  Jump into Natural Selling.  Thank you, Michael 
very much for spending your time with us.  Michael, we 
will do it again.  Thanks so much.   
 
OLIVER: 
 
      Bye, Mike. 
 
MIKE: 
 
      Bye.   
 
 


