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Introduction To The Special Report 
“Is This Network Marketing?” 

 

From The Desk Of: Michael Oliver 

 

 

 

Hi! 
 
This is Michael Oliver and welcome! 
 
In this special report you’ll find… 
 
1)  A brief introduction to the principles of dialogue and the “Power UP Your Dialogue” series of 
audio training programs. Understanding and being skilled with dialogue is central to using the 
Natural Selling approach to building your business without fear, anxiety or losing your friends! 
 
2) The transcripts of one of the role plays from the training program “Is This Network 
Marketing?”  In this role play (that starts on page 13), you have an example of how to use 
dialogue to respond when someone asks “Is This Network Marketing?”  
 
Study this special report carefully, apply what you learn and you’ll be well on your way to 
becoming skilled with dialogue.  When someone asks “Is This Network Marketing?” you’ll know 
exactly how to respond so that you have a positive and productive dialogue for both you and the 
other person. 
 
To really master the magic and power of dialogue in the fastest and easiest way, you’ll find the 
complete “Is This Network Marketing?” audio training program invaluable.  You can get the 
details here… 
 

http://www.naturalselling.com/rpnwm.html 
 
I trust you will find this special report helpful in building your business with greater success and 
less stress and anxiety. 
 
Best wishes 
 
 
Michael Oliver 
 
For the complete “Is This Network Marketing?” training simply click here… 
 

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

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

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

http://www.naturalselling.com/�
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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 
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… 

http://www.naturalselling.com/�
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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 
 
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 
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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. 
 
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. 
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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! 
 
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. 
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Is This Network Marketing? CD #1 - Role Play 

Your Best Defense Is Not to Defend  
 
In this role play, called "Your Best Defense Is Not to Defend", I pick up the Dialogue with a 
potential partner, Clenice, who has a very negative attitude about Network Marketing based on 
seeing a family member and one of her close friends go through some bad experiences.  
 
If you've been involved with Network Marketing for any length of time, you've probably met 
people like this and scratched your head on how to distinguish between people's 
misconceptions and genuine experiences… and how to effectively reply. 
 
Conventional sales training and techniques will either require you to manipulate these people to 
your way of thinking by using objection handling techniques, argue with them or even dismiss 
them out of hand… but there is another way! 
 
One of the key principles to successfully engage people with negative responses is to first 
ACCEPT where they are coming from and secondly, remain detached from allowing what they 
say affect or influence you. Also remove the need to tell them they are wrong or telling them 
your story to prove it.  They don’t care what you think and you’ll create problems more often 
than not if you try to tell them. 
 
Note, particularly, how allowing people to express their reality, their "Truth", if you will, and 
holding your intention of wanting to understand first, before saying anything, diffuses any 
negative energy and aggression they might have. 
 
By you holding a non-defensive posture, you’ll create a vacuum, a quiet and non combative 
space of inquiry and discovery that others will step into and become inquisitive and engaged 
with you. There is a saying that nature abhors a vacuum… I don’t believe that, I believe nature 
loves a vacuum and if you create one that is based on understanding and love that is what you 
will attract. 
 
You can usually uncover the source of any negativity and calmly discuss it with them.  By asking 
the simple question, "What if Network Marketing wasn't what you think it is? ...and asking for 
more information based on their responses and listening carefully,  
 
As you'll see, by attempting to understand instead of telling they are wrong, everything becomes 
so much easier to help THEM get to where THEY want to go in their life. Just simply focus on 
helping others question their own perceptions about Network Marketing, without trying to defend 
your own 
 
Let's join the Dialogue... 
 
Michael: 
So, who would like to role-play with me? 
 
Clenice: 
I will. 
 
Michael: 
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So, you asked me the question “Is it Network Marketing?” and I'll just reply.  I won't even ask 
you a question.  I'll say yes it is.  And you do whatever you like, okay?   
 
Clenice: 
And that's fine if I'm negative? 
 
Michael: 
You can be as negative as you want.  Okay, and if you are not very good at this, I'll find 
someone else who is even more negative than you.  How's that? 
 
Clenice: 
Okay. 
 
Michael: 
Who am I talking with? 
 
Clenice: 
This is Clenice. 
 
Michael: 
Clenice, okay, so ask me the question, please. 
 
Clenice: 
Is this network marketing? 
 
Michael: 
Yes it is. 
 
Clenice: 
I don't want anything to do with that.  I know people have been ripped off with that.  I don't want 
to hear anymore. 
 
Michael: 
What happened when you say you know people have been ripped off? 
 
Clenice: 
My brother did it.  He didn't make any money.  I know another lady that did it and she got ripped 
off for like $2,000.  They got stuff in their basement.  They go after people.  It is just - I can't 
even believe you are doing it.  It's like one of those things - it's just - I can't believe you are even 
approaching me.  
 
Michael: 
Forgive me for perhaps being a little forthright here but I'm not sure that I am trying to sell you or 
tell you to get involved in this anyway.  Wouldn't that be correct?  I just brought up we were 
talking about how there might be something available to you.  I was just telling you what I did. 
 
Clenice: 
Yeah, but that's coming. 
 
Michael: 
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Yeah, well, it might well be if it's something that could work for you but obviously you had an 
experience here.  I'm curious as you feel fairly strongly against this, what happened to your 
brother who lost money and also the lady who you say it cost her $2,000.00?  What happened 
there because that kind of stuff concerns me. 
 
Clenice: 
Oh, it was a great product and then the people all told them they would make all this money and 
then they have to pay all this distributor stuff.  And they have to be, like, qualified and it all goes 
away at the end of the month.  They tell them they have to go to these events and these 
conferences and all they did was take your money.  They didn't make any money and the 
people would call them and hound them and tell them they weren't doing it right.  It was just 
really bad. 
 
Michael: 
This is your experience with network marketing, through your brother and this lady you know, or 
have you had experience yourself? 
 
Clenice: 
I'm not going to do it.  I mean he already told me. 
 
Michael: 
But you haven't had an experience yourself.  It was with your brother and this lady? 
 
Clenice: 
Mhmm. 
 
Michael: 
Yeah, I can understand.  I know that sort of stuff goes on but would you agree with me that this 
kind of thing in different forms goes on everywhere including industry and including businesses 
and so on; that network marketing isn't necessarily the only industry where this kind of 
unfortunate circumstances happen.  Would you agree with me on that? 
 
Clenice: 
I would agree with you on that; however, the difference is in industry you go in and punch a 
clock.  At least you are not going after your family and friends. 
 
Michael: 
I can appreciate that.  I think that you are absolutely right with regards to that but at the same 
time it might not be you that is going to do that.  Could it also be that within certain industries, 
though, there is the same kind of, it comes in different forms, there is the same kind of rank.  
There are rotten apples in every single business, in every single industry that you can think of.  
 
Clenice: 
Yeah, but I'm not going to do it. 
 
Michael: 
No, that's fine. 
 
Clenice: 
At least I don't have to do it. 
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Michael: 
Okay, that's fine.  I'm sorry that your brother and your friend had that experience.  What did they 
do afterwards?  Did they continue or are they not doing it anymore? 
 
Clenice: 
No way. 
 
Michael: 
Well, let me ask you something.  We were talking about you and what you were doing and what 
you were looking for and where you were and how you were attempting to move forward in your 
life.  What alternatives do you see for yourself in order to achieve that?   
 
Clenice: 
Well, I'm going to keep doing what I'm doing because I don't see a choice.  It's either do what 
they did, which is get ripped off and be one of those people that goes after everybody or do 
what I'm doing.  At least I have integrity.  At least I can hold my head up and people in my 
neighborhood aren't going to run away from me. 
 
Michael: 
So when you say ‘continue what you are doing’, is that going to move you any further than 
where you want to go in your life by just doing what you are doing? 
 
Clenice: 
What do you mean by “any further”? 
 
Michael: 
Well, you mentioned earlier how you were pretty much stuck in where you were and that you'd 
like to move forward but you're not sure what to do but at the same time, you're saying you're 
going to stay where you are.  Is that going to be a real solution for you? 
 
Clenice: 
Well, I don't see any other solution.  It's either do that or do what you are talking about, which 
I'm not going to do that.   
 
Michael: 
Let me ask you.  What if, and I appreciate - I'm concerned about your brother, what if network 
marketing wasn't what you thought it was.  What if it was something entirely different?  What if, 
in fact, there are a lot of companies out there, which in fact are full of integrity - 
 
Clenice: 
See, I knew you were going to do this.  I knew you were going to do this.  I told you.  I told you it 
would come to this, that you are going to try and get me now.  
 
Michael: 
You have your own choice.  It's not a matter of me getting you.  You make up your own mind.  I 
mean, let me ask you this, do you think I look like a person who is going to rip people off, is 
dishonest and everything?  I mean, we have had a conversation now for about 15 minutes.  You 
make up your own mind.  Do I look like the kind of person who does that or gets involved in 
something like that? 
 
Clenice: 

http://www.naturalselling.com/�


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

 17 

No, but see, this is the thing.  People can put on a really good cover and then they get your 
money and then they leave.  They don't support you.  They've got their little commission check 
and they're gone.  That's what happened to my brother.  They didn't keep supporting him.  They 
were real nice at first.   
 
Michael: 
Okay.  Support is an issue. 
 
Clenice: 
Oh yeah.  I mean how, how am I going to make a change if there's no support? 
 
Michael: 
Okay, let me go back to my original question.  Do I look like a person, do I come across to you 
as a person that is interested in just a little commission check, or do I come across to you as a 
person who is interested in helping people like yourself to get what they want?  Do I look like a 
person that would be involved with a company without integrity or people without integrity? 
 
Clenice: 
No, you don't look like that; however, what can you do for me to show me that you would be 
there later once you get my money?  How can you tell me how you would be there? 
 
Michael: 
Okay, maybe I can turn it around.  What would be best for you?  How would you see that 
working for you so that you would have that kind of security?  Now let me suggest something 
here, okay.  You make up your own mind.  This is not something where I'm interested in you 
coming in and just joining me for the sake of joining me.  You need to want to do this.  You need 
to want to have the real desire to make that change.  All I'm saying is for me.  This is the way 
that works very well for me.  
 
I'm also aware of the stuff that you just told me about.  I'm also aware that it happens 
everywhere, so you know, the world is not a perfect place.  So you make up your mind but you 
tell me what are the criteria that you would base your decision on or how you would like to 
reassure yourself that I would be there to support you? 
 
Clenice: 
So, you want me to tell you what would be best for me? 
 
Michael: 
Yeah. 
 
Clenice: 
Okay, I want to be able to make $100,000.00 in a year. 
 
Michael: 
Okay, I can appreciate that but you are talking in terms of - if I can just bring you back again just 
a little bit.  You are talking in terms of wanting to make sure that I was going to be there for you 
to help you and support you and I'm asking you what the criteria is. 
 
Clenice: 
Well, yeah, that's what I'm telling you.  I'm saying if I want to make a certain amount of money, I 
want to know someone's going to be there to coach me, to tell me how to do it. 
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Michael: 
Okay, well, let me ask you this - 
 
Clenice: 
Why would I make a change if I'm on my own? 
 
Michael: 
Okay, I can understand that.  Well, let me put the question back to you, $100,000.00.  A 
moment ago you mentioned you're making $40,000.00 a year in your present work.  What kind 
of effort are you prepared to put into making that $100,000.00 a year? 
 
Clenice: 
That's a good question.  If I knew that it could really happen, I would put in 150%. 
 
Michael: 
150%. 
 
Clenice: 
And if it didn't work, you've never seen anybody madder! 
 
Michael: 
Okay, well, when you are saying it's not working, let's look at this just a minute.  When you say 
‘if it didn't work’, what are the criteria under which you would feel it didn't work?  I mean what if, 
for example, it was you that didn't make it work?  Say, for example, you decided that you 
wanted to go off for a month on an extended vacation and in fact, you could be furthering your 
business.  You could be furthering yourself.  What if that's on you?  Would you agree with me 
that you are putting, in fact, perhaps a little bit of responsibility on here onto me? 
 
Clenice: 
You know what?  I would agree with that.  I guess what I don't want to have happen is if I 
decided to do something and really put my heart and soul into it, I would not want you or 
anybody to expect of me that I have to go after my neighbors and I have to go after people.  And 
if I don't do it the way you think it's good, that you are going to start criticizing me and start 
calling me and telling me that I'm not doing it good enough.   
 
And that you are not going to teach me how to sell this so it's not just sitting in my basement 
and so I need someone who's going to show me how this works, someone who's successful, 
like you.  So, would you be willing to teach me how to do this? 
 
Michael: 
Well, let me ask you first before I commit to something like that; is this something that you feel is 
for you that you might want to do this despite the happenings of your friend and your brother?  
Do you feel that underneath it all that this is something that you could explore that you could 
probably make work for you? 
 
Clenice: 
Well, you are going to have to take some time and tell me what it is. 
 
Michael: 
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Okay, I understand that but based on where we are at the moment, do you feel that you have 
enough confidence in myself, in your life and overall, and enough desire that you would like to 
make it work for you; that, in fact, you'd like to commit to taking the next step.  Because you can 
appreciate, I can say anything I want to you.  I want to understand that, in fact, this is something 
that you want to do, as you mentioned earlier that you weren't getting what you want.   
 
You weren't going where you were going and I will repeat what I said is that I felt the same way 
myself a couple of years ago and being in the same position and I'm moving forward.  You 
asked me earlier have I got everything I want yet.  No, I don't have everything I want but I've got 
a lot more over the last two years than I have in the previous two years in a lot of different 
forms.  Whether that can be the same for you, you have to decide.  So, I'm asking you this, if I 
was to spend time with you, committing to you, is this something you feel at this stage, is 
something you'd possibly like to do? 
 
Clenice: 
You asked me if I have the desire to change.  You asked me if I have confidence in you.  That's 
what you asked me. 
 
Michael: 
I'm asking you if you have the desire to take action to make a change.  Are you willing to move 
forward from where you are to do something to make a difference in your life to helping others 
make differences in theirs? 
 
Clenice: 
If someone shows me how, I would be willing to do that. 
 
Michael: 
Okay.  Well, to the best of my ability, I will guarantee you all of the things you said to me, all 
right?  Only on one criteria, is that I'm not going to tell you all the things you should do.  You do 
what you do but you take responsibility for that.  You look at that.  I would suggest before we do 
anything, perhaps before we do anything, is that you spend some time exploring with me a 
number of things - look at the company, look at the products, come to some meetings, meet 
some people, interview those people, find out what they are doing, meet a variety of people.   
 
You might find some people that you don't particularly connect with.  You might find some 
people that you really do connect with but I suggest that you spend a bit of time searching that.  
I'll do that with you.  You can do that on your own.  I suggest we set a timeline on it so that we 
are very specific and if you are prepared to do that then, I'll look at exploring with you whether, 
in fact, I can help you get what it is that you want to do.  Does that sound fair enough? 
 
Clenice: 
So, you don't want any money today? 
 
Michael: 
Well, you can give it to me if you want.  I mean that's up to you but it's $25.00 to enter into this 
great program.  But quite frankly there's more than my time and money will allow to take your 
$25.00 from you.  You decide.  I'm not interested in your $25.00.  I'm interested in you moving 
forward and getting where you want to go and if that's something you want to do then are you 
prepared to spend some time exploring that?  You decide whether you want to buy into this.   
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You decide whether you want to get involved in here and I'll be quite honest with you too.  I will 
decide as well because if I don't feel you have the commitment, I don't have the time to spend 
time with you.  And I don't want to be blunt but that's where I'm coming from. 
 
Clenice: 
Well, that's fair. 
 
Michael: 
You think that's fair enough? 
 
Clenice: 
Yeah, that's fair. 
 
Michael: 
What step would you like to take next?  What would you like to do?  You set the tone.  There's a 
number of things we can do.  I can make some suggestions but what do you think initially you'd 
like to do next to explore whether this might be for you or not? 
 
Clenice: 
Well, I think you need to maybe tell me what the company is about. 
 
Michael: 
Okay, cool.  How would you like to do that?  Would you like me to tell you?  Would you like to 
look at some brochures?  Would you like to know about the web site so you can look at the web 
site?  What would be the easiest thing for you? 
 
Clenice: 
Don't you have some kind of a presentation or like brochures or something that tells me it?  I 
mean, I don't want you to leave me with a bunch of paper I got to read.  I want you to explain it 
to me.  You know enough to do that? 
 
Michael: 
Okay.  Yes I do and in fact, if I don't know certain things, then I can find someone else who can 
give that information to you.  I don't have anything with me at the moment so if you’re agreeable 
to set up a time and I'll bring some information and we'll start the process and you'll explore 
yourself.  How about that? 
 
Clenice: 
Okay, I don't want it to take more than a half an hour or so.  I don't want to spend a lot of time 
on it.  I mean, I'll know if I like it. 
 
Michael: 
Okay.  We'll get together.  We'll have half an hour together and I'm going to ask you then to 
make your commitment, okay?  As long as I bring the right stuff -  
 
Clenice: 
Whoa, whoa, whoa - why did you say I have to make a commitment after a half an hour? 
 
Michael: 
You set the criteria of half an hour.  What I want you to do is make a commitment only on the 
extent that this is going to be something that you'd like to explore further.  You don't have to 
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make a commitment on joining the business, joining with me and my business or anything like 
that.  I want you to then tell me whether, in fact, this is for you or not.  That if I give you - 
 
Clenice: 
Oh, okay, I can do that. 
 
Michael: 
I apologize.  I was perhaps not a little bit clear on that. 
 
Clenice: 
I thought now you were going after the money thing. 
 
Michael: 
No, no, no.  That's all I'm asking for.  Is that agreeable with you? 
 
Clenice: 
Yeah, that sounds good. 
 
Michael: 
Okay, so let's set a time.  Let's cut the conversation there.  Clenice, you were great.  Thank you.  
I don't think we can give applause over the phone.  That was great.  Thank you. 
 
Clenice: 
Yeah, that was very interesting. 
 
Michael: 
You gave me a good run for my money. 
 
Clenice: 
When you got to that part where you make up your own mind what would be best for you, I've 
been there, you told me that these things happen, what part were you in there? 
 
Michael: 
I was really in a summary stage.  It's a demonstration of listening to what you said before and 
feeding back to you.  See you're throwing stuff at me saying all this stuff at me, which I know to 
be true.  What you're saying - let's put it as a class - does this stuff happen in network 
marketing, guys?  
 
Participant:  
Very stupid. 
 
Michael: 
Yes, it happens.  I know that to be true.  It's out there but it's no different than any other industry.  
So draw a relationship beside this.  Why should network marketing be the bad egg in the whole 
of the world?  In my opinion, it's perhaps the best industry and perhaps the best thing an 
individual can do but there are people out there who perpetuate this kind of thing for whatever 
reason, again coming from fearish-like.   
 
But also at the same time, what I'm going to do is test your resolve and also to remind you that 
what you had told me earlier is that you are not doing any better than me.  And when you came 
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at me right at the beginning - and also, very few people would do this, but when you came at me 
and said, “I'm surprised you’re in that”, that tells a lot about the other person.  It's like insulting.   
 
Participant: 
Yes, it is. 
 
Michael: 
It's terribly insulting.  And the first reaction - 
 
Participant: 
It's judging. 
 
Michael: 
Yes, it is.  It's judging.  And in fact, what I did was to find a way to turn that back to you a little 
bit.  I did that with as much kindness as I could but also saying, “I haven't asked you to join me.  
All I've done is suggested I might have something.  I'm doing something that might work for 
you.”  When you snap that back to me, well, wait a second, I haven't asked you to join me, you 
know?  If you asked me what I do and I said I was a nurse, would you turn around to me and 
say “a nurse!  You've got to be kidding!”  Do you see where I'm coming from?   
 
And people won't do that.  What you're doing there, people will not do that.  Won't even be a 
fraction of what you did there.  Let's open this up a little bit for everyone just as - any questions? 
 
Clenice: 
Michael, are you saying people won't do to me what I did to you?  That probably won't happen? 
 
Michael:  
Yes, I am. 
 
Clenice: 
Oh, that's happened a lot.  I was using dialogue that I've heard people use. 
 
Michael: 
Then, Clenice, let me ask you, where were you coming from for that to happen to you?  If you 
think that someone is going to come back at you, what is going to happen?  They will.  
Guaranteed.  They are going to come back at you.  It's guaranteed.  Absolutely guaranteed.  I 
remember a time when I was working with a group I mentioned before.  It was in Jacksonville 
Beach.  I rented a car when I was there and a guy at the rental agency was talking to me, 
asking me my name and so on and he asked me questions so he can fill out the form and I 
thought this is fair game, you know.   
 
If he's going to ask me questions, I'm going to ask him questions, right?  So every time he 
asked me a question, I asked him a question.  And at the end of the day, I knew far more about 
him than he did about me.  I mean, basically he knew my telephone number and other stuff, but 
throughout all of that time I was with him, about 15 minutes, I was asking him questions.  I 
called him the next day.  His name was Brit.  I said Brit, this is Michael Oliver.  He said, “Oh, Mr. 
Oliver!  How are you doing?”  How did he know who I was? 
 
Participant: 
Because you showed an interest. 
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Michael: 
Because I showed an interest in him.  I said, “Brit, forgive me” I said, “but in our conversation 
you said a couple of interesting things.  You said – “ and I repeated it back to him.  And I said, 
“You don't know anything about me but there's something I might be able to help you with and if 
you are interested, I'd like to buy you a sandwich tomorrow or whenever's convenient for you 
this week, lunch, and talk to you about that.  Would that be convenient?”  “Sure”, he said.  And 
we set up the time.  I think we set it for two days later.   
 
He was at this sandwich place before I got there and he had exactly the sandwich for me and 
we sat down for an hour.  Here was the interesting thing.  He asked me a question - what was 
this all about, all right?  What was this all about?  So I asked him another question.  In 45 
minutes, I had finished my sandwich and he had taken two bites.  So what does that tell you? 
 
Participant: 
He was listening. 
 
Participant: 
He did all the talking. 
 
Participant: 
Either that or he didn't like the sandwich. 
 
Michael: 
Or that that he didn't like the sandwich - I caught that. 
 
Clenice: 
He asked you what this was all about and? 
 
Michael: 
I explained it on where he was coming from.  He was telling me all those things.  And in the last 
10 minutes, I said to him, “Well, Brit, this is something I might be able to help you.”  And I gave 
him a brief overview of what I did.  I said, “The best way for you to look at this further, if I can 
make a suggestion –.“  He said, “Yeah, that's fine.”  I said, “Why don't you come to a meeting.”  I 
said, “We're having a meeting on Tuesday evening where you can meet a bunch of other 
people and talk with them and take this next step and find out whether this might be for you or 
not.”   
 
And he said “yes”.  Well, at the next Tuesday meeting he turned up before I got there.  Okay, 
this is also telling us something, right?  We went to the meeting and this lady was up on the 
stage, going up and down, doing her damnedest to screw up everything that I had set up by 
talking about network marketing is not what you think it is and we got the greatest company in 
the world and we got the best products in the world.  We got the best compensation plan and 
we got the best this and, I mean, it was just throwing this stuff out at the audience.  I'm not being 
unkind.   
 
It's just that's what happened.  Anyways, I was observing Brit on the side there because I was 
thinking, gee, you know, this is a real test here because if I heard all this I probably would want 
to walk out.  It doesn't relate to me.  Anyway at the end of it, he kind of looked at me.  I nodded.  
I said, “Would you like to look at some of the products that are around here?”  And we had a 
look around the products and he asked a few questions.  And we looked at the compensation 
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plan and he stepped back and he said, “Is this network marketing?”  I said, “Yes it is.”  He said, 
“Hmm, cool.”   
 
Participant: 
After all that. 
 
Michael: 
See what I mean? 
 
Participant: 
That's great. 
 
Michael: 
And it's not like I was coming from any place of fear.  I wasn't trying to go “oh gee, it's not what 
that person said up there” or anything like that.  I just let it flow through and that's what he said 
at the end.  I let him come out with it.  And that's what he said.  Those were his words.  Cool, 
and he joined the distributor that I was working with. 
 
Participant: 
Michael? 
 
Michael: 
Yes? 
 
Norm: 
Norm here.  This has just been such an incredibly fun week for me and I've been comfortably 
successful but we still talk about paradigm shifts.  Maybe this is better for the summary stage 
but it still all comes down to the absolutely nucleic point of absolutely having no agenda for the 
other person.  And in your work with Clenice, who’s as brilliant as you are at that moment, I just 
saw that there's no point of being ruffled.   
 
There's always a point of questioning to understand and it always comes back to that and so it's 
the posture that we take or you take that allows us to be totally free because we don't have an 
agenda.  And until we embrace that honestly, we won't be as successful.  But at the other point, 
it is that free moment that allows us, I just see this amortized out in my life, how much more free 
I'm going to be in terms of my talking with other people.  It's just amazing.  I just have to keep 
coming back to that bottom line, larger view being that was played out that makes things so 
much easier, if not complete because we are literally learning.  We are taking an interest.  I just 
had to say that now, even though it's more of an "aha" or a summary item. 
 
Michael: 
Thank you, Norm.  I appreciate that.  Would most people in this class agree? 
 
Participants: 
Yes. 
 
Michael: 
It reminds me of another quote from the movie, Jerry McGuire.  If you watched Jerry McGuire, 
there's a guy who every now and then pops in who talks about what's happening and he talks 
about playing from the heart.  And Jerry McGuire says this; he turns around to Rod, the guy who 
wants the money, and this is the new Jerry McGuire, he says, “Play the game.”  This is what he 
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says.  He says “play the game.  Play it from your heart and I will show you the quan.”  The quan 
being everything - the money, the life, the happiness, the love and everything else.  “Play the 
game.  Play it from your heart and I will show you the quan.”  And it's the heart-based, if you 
like, way of communicating with people.  Is Charles on the line? 
 
Charles: 
I am. 
 
Michael: 
Charles, we had dinner a couple of weeks ago, didn't we? 
 
Charles: 
Yes, we did. 
 
Michael: 
Would you like to explain, very briefly, what happened at that dinner? 
 
Charles: 
Well, I suspect, Michael, that you are referring to the conversation you had with our server that 
evening. 
 
Michael: 
Yes. 
 
Charles: 
It was a real pleasure to witness Michael have this conversation with this young woman who 
was serving our food and he simply began by asking her if this was her full time job.  And by 
asking very unthreatening questions in a very open way, she began telling us her dream and 
her dream, well, let me back up for just a second.  First thing she told us is what she intended to 
do or what she had thought about intending to do.  But within two or three minutes of the 
conversation, we found out that what she really wanted to do was to pursue a dream and that 
dream was to live in Spain.   
 
And so within just a few minutes of really non-threatening, non-probing, non-interrogational type 
questions, she opened up and at the end of the conversation took one of my business cards 
and was considering giving me a call to find out what I had that could help her achieve her 
dream. 
 
Participant: 
Did she actually call you? 
 
Michael: 
No, she did not. 
 
Participant: 
I had that exact same experience many times.  I find people are, especially waiter and 
waitresses are really ‘up’.  They are very ‘up’ people because that's their job.  They are servicing 
you, same with the service industry.  Let's say go into a future shop or buying something, they 
are servicing you.  They are selling you.  They listen to you, everything you've got but I've never 
had one call me back on a card that came back that I handed out. 
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Michael: 
That is my experience too.  Why do you think that is anyone?  That might happen is because -? 
 
Participant: 
The personal connection wasn't deep enough. 
 
Michael: 
That's right because it wasn't deep enough.  The way that I found it, though, is that if there's 
enough time, I exchange telephone numbers. 
 
Participants: 
Yeah.  
 
Michael: 
And then I will call back and I will explore further then that's how you do it.  And we didn't do it in 
this case.  That's been my experience too that if it's just a one-way street, and you can tell too 
but we are talking about time.  You know, it's like I don't have enough time or this seems 
lengthy.  This is not a lengthy conversation.  That was four separate conversations of 
somewhere between a minute and two minutes each and it was so interspersed with activity.  
And so, a relationship was really made there.  Charles saw that.   
 
Relationship was really made but a real relationship comes later when you explore more deeply 
and you challenge the person and you find out what it is they really want to do because I'm 
really not interested in bringing somebody in on board with me, unless they are prepared to 
make the change themselves and that's where you get to.  Are you prepared to do this?  And 
there's a whole different energy that comes out then saying oh, please, please, please come 
and join my organization because I need loads of people.  And one day I might find someone 
that really is going to do the work for me and I'm going to be rich, happy, and famous and all 
that kind of stuff.   
 
Like, do the work on the front end and spend the time and it will bear you untold fathoms of joy 
to be able to do this.  And the more you do it, of not treating things as a failure but treat each 
one as a step towards finding people who really do, those people will manifest themselves in 
front of you.  This person does want something.  But I would suggest that if we had had her 
phone number, which we didn't go for, it might have been a different story. 
 
Participant: 
Would she have remembered him if he were to go back in there and approach her again?  
Would she remember him where he could carry on a conversation?  Was it that? 
 
Michael: 
I doubt if she would remember Charles but she would remember who? 
 
Participant: 
You. 
 
Michael: 
Me, yeah.  And perhaps if I had made the connection it might have been a little different but I 
was actually sort of handing it over and saying here is somebody that can possibly help you.  
So, there was another factor that came into that. 
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Participant: 
Could I inject a real small footnote here that what I found successful is I don't even pull out my 
card, I say how can I get back with you, instead of - as soon as we hand them a card, it kills it.  
But if we wait they can always say, “Oh, do you have a card?”  But at least you have invited 
them to give you some information on contacting them first.  
 
Michael: 
That's very true, an excellent way of doing it.  Yeah, absolutely.  My whole thing was just play, in 
fact, when I started talking with this waitress.  That was not my intention but as she answered 
me a couple of questions, I thought oh this could be fun.  And I just carried on going.  It's a fun 
thing.  I mean that's the whole thing.  It's not do or die.  It's a fun thing and the more fun you 
make it, the easier and the better it comes.   
 
The true "Art" of Natural Selling is in allowing others to persuade themselves to make a change 
and look at your solution (if it’s appropriate to do so) by asking the questions they would have 
asked themselves if they had known what to ask, and listening intently for the meaning 
underneath the words they use to describe their experiences, and feeding it back to them in a 
way that makes sense to them.   
 
When you remove your need to "Tell Your Story" or present, you give others the space and time 
to tell you why they think the way they do and then reinforce what THEY want and WHY. 
 
Natural Selling is a step-by-step process where, among other things, you simply help others 
explore how it feels NOT having what they want, despite their beliefs, and allowing them to talk 
about what they’ve or have not done to solve their problems, and how it WILL feel when their 
problems are solved.  You’ll notice the use of Solution and Consequence questions here. 
 
When your intention is to help, and if the other person is prepared to be helped and more 
importantly, you establish they are prepared to help themselves, and be responsible for 
themselves, everyone wins ... every time ... and every Dialogue you have will end in a positive 
outcome, whether in  the form of positive responses with zero rejection, a sale being made, or a 
feeling of personal inner fulfillment ... and most likely ... all three!  Here are 5 tips on how to deal 
effectively with initial negative responses... 
 

1. Observe if you get tense when someone makes what appears to be a negative 
comment. 

 
2. Quieten and calm your mind to lower your tension and consider  

their remarks carefully before responding. If appropriate, be silent for a second or two 
and gently nod your head in contemplation and acknowledgement… after all silence is 
what….?  Golden! 

 
3. Treat everyone -- and their concerns -- with acceptance, respect and understanding (not 

as an objection to be battled over). They’re entitled to their point of view 
 

4. Acknowledge every concern (listen to this role play again and note specifically how each 
concern was addressed). 

 
5. Make it fun and be curious about other people's points of view, and how they arrived at 

them. 
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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.   
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If you enjoyed this special report…  
…here’s where to get the FULL version of… 

“Is This Network Marketing?” 
http://www.naturalselling.com/rpnwm.html 

 

Also… 
 

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 Street 

Box #14321 Vancouver BC V6H 3Y0 CANADA 

+1 775-886-0777 or 800-758-6989 
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