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Class Transcript - Listening and Responding 
 
I've gotten permission from Barry to give you the transcript of the role play I had 
with him on a TeleClass.  There are two reasons you're receiving this.  The 
second reason was an accident (if you believe in such things - I call it 
serendipity!) is a gem, and gift from Barry.  Read the first one first! 
 
(1) The Transcript will give you the flow of the conversation as to how a word like 
'security', that Barry used, can mean something entirely different than what you 
think it might mean. And it's only through Dialogue (and letting go of your own 
interpretations and/or eagerness to jump forward to solve problems based on 
your own assumptions of what you think he meant), that you will achieve the real 
relationships through understanding ANYONE that you meet! 
 
In this context of the class this week, the word 'security had both a logical and 
feeling interpretation behind it.  The logic we discovered was not "owning his own 
home" which gave him a feeling of being "less than adequate." 
 
Here's the transcript.  Study it. Also study how I made a qualifying question at the 
end. 
 
 
"What are some outer logical needs or problems that people are looking for?" 
"What are people looking for?" 
 
"Looking for Security" 
 
"Let's take that for a moment. Is that logical or is that feeling?" 
 
"Feeling" 
 
"It's actually begins with logical. 
Can I role play with the gentleman for the moment that said "security" 
Is that OK with you?" 
 
"Sure" 
 
"Ok, so let's take that word security for at the moment... it is just a fact.  It can 
also possibly lead to a feeling... and in my book I talk about it being a feeling (and 
we have to uncover that) 
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Could I get your name?" 
 
"This is Barry" 
 
"Barry, when you say security, is that something (listen to my words here 
everyone) you are looking for?" 
 
"Yes" 
 
"Can I ask you what you mean by security?" 
 
"Knowing that waking up and going to sleep that things that I need/want will be 
there if I need/want them." 
 
"And Barry can I ask you if you are presently getting that?" 
 
"I think for the most part yes... it's a qualified yes" 
 
"OK" 
 
"There are some things that I need and want, but I feel relatively happy." 
 
"And the things that you say you do want and are not getting, how important is it 
for you to be able to get those?" 
 
"Not to the point of being obsessed with it." 
 
"How does it feel it that you're not getting them at the present time?" 
 
"Less than adequate." 
 
"When you say "Less than adequate" can I ask you what you mean by that, I'm 
not quite sure?" 
 
"I would much prefer to own my house than rent it." 
 
"Oh, I see, so have you been renting for sometime then?" 
 
"Fairly recently.  Last year." 
 
"Yeah" 
 
"I own another house that someone else feels adequate in!!!" 
 
"I'm curious, why do you feel less than adequate?" 
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"The pretences or what we've been programmed to: go to school, work hard, buy 
a house, have children... and this is off that horizontal line in the plan of life, that 
you have as a preconceived script or scripting that you sort of have placed in 
your mind or accepted as someone else's truth now becomes yours." 
 
Ok, (now listen to this everyone) 
 
"So, Barry, let me ask you this. If there was a way that you could round it all out 
and get rid of that sense of inadequacy by being able to own your own house, 
perhaps faster than you projected, have you ever looked at ways of being able to 
do that?" 
 
 
Notice these things... 
 
I never once made a statement or judgment (even a comment of support can be 
a judgment).  Everything that came out of my mouth was a question. 
 
The last question was not focused on me being able to present my opportunity. 
 
The last question was a Qualifying Question (look at your Natural Selling 
Conversation Framework). 
 
The last question was also a Solution Question. It was based on finding out 
WHAT HE HAS ALREADY DONE ABOUT HIS PRESENT CIRCUMSTANCES, if 
anything.  He has the history.  Involve and enroll. If you don't, you might end up 
telling him something he has already done. 
 
You notice I bring the logic... 'owning your own house' and the feeling... 'get rid of 
the sense of inadequacy" into it at the end.  It 's to confirm and clarify that I got it 
right. 
 
You also notice, I did not say "I", such as in, "If I could show you...".  If I did, 
where would the focus shift? 
 
 
 
(2) Here is the gift from Barry.  
 
On asking for his permission to use the transcript Barry wrote back: 
 
"I'm OK as long as it is clear that I didn't say, "I am inadequate". I caught that 
coming back from several people in their attempt to rephrase what I was saying 
as well as their attempt to capture what I was meaning. 
 
I believe that what I said was "not owning my own home makes me feel less than 
adequate" The statement meant to reflect my own feeling that I wasn't measuring  
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up to myself when viewed from the externally programmed script that is 
drummed into our heads - work hard, go to school, marry a nice girl, buy a 
house, have kids... you know the "American dream"." 
 
My comments: 
What does Barry mean?  It means he felt he wasn't being heard! When I spoke to 
Barry about this, he said he felt that he was not being listened to and understood 
by those who rephrase what he said.  Whether he was or not, doesn't matter!  It 
was his perception and his perception is King! 
 
There is a massive lesson here. In the class, if you remember, I said that if you're 
going to feedback something to someone, use their words not yours... especially 
when they express their feelings. Make sure you use them in exactly the same 
way as they are said to you.  Otherwise you are in danger of being seen as 
misinterpreting and offending. If you use your own words and you do offend 
someone, they are likely to withdraw from you and you'll never know it, because 
they will never tell you.  This is the gift from Barry. 
 
One last thing… thanks to those who did the 'rephrasing'! You also gave us a gift. 
 
Have a peaceful and prosperous week... 

Michael 
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