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Interview #1 
 

Michael: 

 

Hello everyone, this is Michael Oliver and today I’m going to be 

talking with one of my students whose name is Jeremy, Jeremy 
Miner.  And the reason I wanted to talk with Jeremy is that he’s 

been very successful in his network marketing and direct sales 
business using the natural selling approach.  And I think you’ll 
find it profitable to understand what he’s done and how you might 

be able to do the same sorts of things in your business.  And I 
want to mention as well that just recently his company had a 

major competition and he tied for the top prize!  So Jeremy, 
welcome and congratulations on winning.   

 
Jeremy: Hey, thank you very much, Michael.  And it’s, I appreciate the 

opportunity that I can be here on the call today.  

 
Michael: 

 

Oh well thank you.  I appreciate the time that you’re putting in.  

Let me kick off by, with a little bit about your background, for 
example how long have you been involved in network marketing 
and direct sales?  And how did you get involved in the first place? 

 
Jeremy: Well, Michael, I come from a corporate background, I was a 

regional vice president for a major Inc 500 company.  And I’m 29 
years old now, I’ve been working at that company since I had 
been through college, university.  And, you know, after about five 

or six years I was making a good income, well over six figures.  I 
just, I really got burnt out of that type of lifestyle, working 60, 70, 

80 hours a week, being away from my wife and children and not 
really knowing who they were.  I was approached by a friend of 
mine who was in network marketing, and this was a little bit over 

a year ago, little bit over a year ago, Michael, I actually got 
involved in network marketing.  And, it’s been great ever since.  I 

can’t, I have nothing but good things to say.  
 

Michael: 

 

So tell me about your earlier experiences.  How did you go about 

building your business?  In other words what sort of approach 
were you using to talk with people? 

 
Jeremy: I’m glad you asked me that.  It was very different when I first 

started.  Like I said I started in network marketing probably about 

14 months ago.  And, when I first started my sponsor, and this is 
because this is the way he was trained by the company, you 

know, he got me involved and I was all excited and he said, 
“Look, Jeremy, just go out and pass out these tapes, these flyers, 
speak to as many people as you can.  Most everybody is going to 

tell you ‘no’, but you’re looking for that one ace, that one person 
out of every 100 people.”   
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You know what?  I just did what he told me to do, I went out and 

I started passing out tapes and flyers and trying to bring people 
into meetings.  I did that straight for about two or three weeks, 

and after about two or three weeks nobody had joined me, got all, 
a bunch of rejection, I was just like, “Goodness, there must be a 
better way.”  I couldn’t see doing this the rest of my life, it just 

seemed pretty hard.  So my first experience in this industry was 
not a good one.  I had kind of a sour taste even after three weeks 

and it was mainly the way I was doing things.  
 

Michael: 

 

Some people could say, Jeremy, that after two or three weeks, 

perhaps if you sort of went longer doing this, that you might have 
had better success.  Why didn’t you sort of persevere at it?  The 

parts that you were told about? 
 

Jeremy: And that’s a good question.  What I realized is that with my 

corporate background I had a lot of success, I was a top producer 
in corporate America with what I did.  And, I looked back and I 

said, “Why was I so successful?  Why was I so successful in 
bringing on new business for the company?”  I realized that when 

I went out to find new clients for the company, that I wasn’t doing 
that; it wasn’t a numbers game, I wasn’t going out handing out 
flyers, tapes, speaking to as many people as I could and getting 

all this rejection.   
 

I was going out, I was asking questions to these clients to really 
find out first and foremost if they had problems, and then if they 
did it was only natural after I found out what those problems 

were, for me to say that I might know of something that might 
help them get what they want.  I looked back at my experiences 

and said, “What if I took what I did in corporate America with that 
success, over to network marketing?  What if I did that?  What 
type of better results could I have?”   

 
Michael: 

 

Okay so without, and I know that without knowing anything about 

Natural Selling at that particular time, you were in effect 
implementing the process of asking questions and listening in 
your corporate life, is that correct? 

 
Jeremy: I was.  I had read many different books on like question-based 

selling, how to listen to people, which all played very important 
factors in my corporate career and having that success.  I just, I 
said to myself, I said, “What would be the difference?  Why 

couldn’t I just take those same principles over to network 
marketing and have that same success?”  But, my only problem 

is, Michael, is I really didn’t know what questions to ask in 
network marketing.  I really didn’t know that.  So how did I find 
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Michael Oliver?  I simply went to the internet… 
 

Michael: 
 

That was going to be my next question actually.  
 

Jeremy: …Went to the internet, I went to the Internet, Michael, I got on 
the Google search engine and I typed in “sales training, network 
marketing,” and guess who pulled up? 

 
Michael: 

 

Yeah, I remember you talking about that now when we first met, 

because you and I did some personal one-on-one coaching for 
quite some time.   
 

Jeremy: Yeah.  You pulled up, Michael, I called you, got you on the phone, 
I listened to what you had to say, and I was like, “This is a perfect 

match.  If I just learn the right questions to ask in network 
marketing, and how to ask those, and really listen and understand 
people, and really become unattached, then I can have that 

success that I’ve always dreamed about.” 
 

Michael: 
 

And did you? 
 

Jeremy: I did, Michael.  It’s been a fabulous experience.  I mean, we got 
started with this company just a little bit over one year ago.  To 
this date I have made a little bit over $500,000 dollars in our first 

twelve months.  And it’s really just the beginning.  We’re on our 
way of doubling that income this next year, we’re helping out 

other people, they’re learning how to do Natural Selling.  And, I’ll 
tell you that’s the reason why we’re having so much success is 
because of Natural Selling.   

 
Michael: 

 

Well, I appreciate you bringing up the income.  I don’t normally 

like to talk about that because so many people use that as a 
measure and it is a measure, there’s no doubt about it.  And I 
know from being in regular contact with you and tracking you 

over the months that this has actually been a steady growth for 
you, and hence you tying for that top spot as it were.  The 

motivation is probably sort of different, not just the money, 
there’s something else that’s going on, isn’t there?   
 

Jeremy: There is, there is, Michael.  You know, when I first got into 
network marketing my main goal was to not only have time to be 

with my family and make a good living, you know, to be able to 
have financial freedom, but I really got involved for the main 
reason of helping other people that were in my situation.  If we 

look around at all the people in the world, how many people do 
we know that have problems?  How many people do we know 

want to make more money, that want to have more time, 
freedom, to be with their family, and want to have more 
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fulfillment in their lives?  I know pretty much everybody I know is 
in that situation, and I have something that can possibly help 

them fulfill their dreams, really do what they want to do in their 
lives.   

 
But, if we approach them in a way that we’re trying to recruit 
them or make money, or make a sale and do all that stuff, what 

do most people do?  They turn us down, they reject us.  But, if we 
honestly come to them in a point like Natural Selling teaches us, 

that we’re here really to find out what this person is doing, what 
their present situation is, do they like their present situation and if 
they don’t what are the problems that they’re going through in 

their life and what have they done about it?  What have they done 
about finding something that would give them what they want?  

And then proposing that you might know of something that might 
help them.  When you approach people in that manner, people 
are very attracted to you, they respect you, they trust you, and 

not only do you help them fulfill their dreams financially, but you 
make long-lasting friendships, and that’s the most important thing 

to me, Michael.  
 

Michael: 
 

I can believe, by the way you say it, you feel pretty good about 
doing that, don’t you?  Not just making the money, but also the 
fact that you really are helping people to move forward or make 

changes in their lives.  
 

Jeremy: 
 

You know, Michael, I wouldn’t be in a business where I couldn’t 
help other people.  When I was in corporate America I thought 
about starting my own corporation, you know, competing with 

these other companies, and I just looked at all the people that I 
would be hiring, doing those things, and you know, I looked at the 

way I felt about it and I’m like, “How can I do that to other 
people?”  Now I know we have to have corporations, we have to 
have companies because that’s the way the economy works, but I 

really didn’t want to drag people through that process.  And really 
network marketing was the only place where I could be a business 

owner, not have employees, and I could really help back, I could 
really give back to other people.   
 

Michael: 
 

Now you qualify leads, don’t you?  Tell us about your conversion 
ratio of leads to someone joining you before you started using 

Natural Selling, and now.  
 

Jeremy: 

 

Well, I would say before I started using Natural Selling, Michael, it 

was probably maybe one percent, maybe one out of 100 people 
that I talked to would actually join the business.  And some 

people might even say that’s high, I don’t even know.  Since I’ve 
implemented Natural Selling, that’s gone up to about 10%.  One 
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out of every 10 people that I take through a dialog process, you 
know, they’re ready to make that change in their lives, and they 

join the business.  That’s obviously why our income has been 
great.  

 
Michael: 
 

You’re talking about joining, you’re not talking about someone 
just looking at it or somebody going into the next step.  You’re 

talking about going through the process and actually doing it, one 
in ten now? 

 
Jeremy: 
 

One in ten now, and Michael, that’s going up.  By no means have 
I mastered Natural Selling, it’s a continual process.  I go to the 

gym every morning, try to stay in shape and, Michael, I feel like I 
talk to you everyday because I’ve got your CDs in, I’ve probably 

memorized every CD you have.  It’s something that I’m looking 
forward to more information that I can use to help other people 
get where they want to go.  

 
Michael: 

 

Interesting.  So what do you think then, sort of one or two things 

out of what you’ve learned had the most impact on you?  If you 
have to sort of think of one thing for example, what would that 

be? 
 

Jeremy: 

 

Well, the main thing here with this, which is the most important 

part of Natural Selling is really the way you’re thinking, your 
mindset.  If you approach people, you know, just like you say in 

your book, when you focus on you and your agenda, trying to 
make a sale, you increase your anxiety.  But, when you’re 
focusing on other people and what really they’re looking for, to 

see if you can help them, you really decrease your anxiety.  And 
with that mindset when I go into really honestly, honestly 

listening to people, finding out what their problems are to see if I 
can help them, and I’ll tell them, I’ll say, “Look from what you’ve 
told me I’m not sure what I’m doing is going to help you.  I don’t 

think I can help you.   
 

I appreciate you calling me back but I really don’t think that what 
I have is going to fit for what you’re looking for.”  And you’d be 
surprised at the people that say, “You know what?  I really 

appreciate that.”  It’s like they were stunned because they’ve 
went through this process before of people trying to sell them, 

and it’s like they’re stunned, they’re like, “I thank you so much, 
you know, I really appreciate you telling me that and being 
honest with me about that.”  I’m fine with that.  This business 

that I’m in, it’s not going to fit in to what everybody is looking for, 
I know that, and that’s why not a 100% of the people join.  But, 

you can really help out a lot of people, and this business does fit 
into what a lot of people are looking for.  When you really focus 
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on people and really seeing if you can help them that is the most 
important part of being successful in this industry.  

 
Michael: 

 

So to recap then you’d say that Natural Selling is part thinking, 

part changing the way that you think, or the way that you think, 
and also part process, part pragmatic application. 
 

Jeremy: 
 

It is, it is.  The main part is really changing the way you’re 
thinking because if you’re still thinking of you and your agenda 

while you’re asking those questions, you know, what type of 
energy is that putting out to that person?  They’re going to pick 
up on it that you’re really trying to sell them something instead of 

really being an advisor to them, seeing if you can help them.  So 
it really is your mindset, most importantly.   

 
Michael: 
 

Any particular program that comes to mind that you particularly 
like of the ones that you have in mind, you know, their products 

and so on, anything that sticks out that you constantly use? 
 

Jeremy: 
 

Well, I have to be upfront with you, I really like everything, but 
the main things that I really like and this is probably just because 

I’ve studied it the most because I received it when I first started a 
year ago is your tele-classes, I think it’s, I think 12 CDs of 
teleclasses that you have.  I also like "12 Ways on How to Start 

Effective Conversations Without Fear".  And first and foremost the 
book is my favorite, "How to Sell Network Marketing Without 

Fear, Anxiety or Losing Your Friends".   
 

Michael: 

 

You remember all the titles. 

 
Jeremy: 

 

Yes I do.  I am a student and I am continually learning this 

process.  Like I said by, in no measure am I where I want to be 
and I’m continuing to learn because when you’re not moving 
forward you’re just moving backwards.  

 
Michael: 

 

Anything else that you’d like to add, Jeremy, that comes to mind 

before we wrap this up? 
 

Jeremy: Yeah I would.  You know, Natural Selling what you have is great.  

Everybody should have Natural Selling.  If you’re serious about 
having success in this business, you can have it understanding 

these principles.  But, it’s also about putting in the effort, putting 
in those action steps to learn Natural Selling.  You’re not just 
going to listen to one CD and become a super star, it’s a process 

that you have to learn.  When I first got your books and CDs, 
after I went up there to do some personal coaching with you for a 

day, I came back, I really, I went through those materials over 
and over and over again, I got some flash cards out, I wrote down 
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different stages of the dialog from background questions to 
solution questions to qualifying questions, and I just really put in 

the effort to know what the questions were and really when to ask 
them at the right time.  I really studied the process thoroughly 

and it’s paid off in dividends.  I mean, I can’t thank you enough, 
Michael.  You’ve changed my life and my family’s life and many 
people’s lives, thousands of people’s lives that we’re going to help 

in the near future.  
 

Michael: 
 

Well, I appreciate that, thank you, thank you very much.  I 
remember you saying some time ago how you had the questions 
literally plastered around the walls of your den so you could 

glance at them and see what ones came up, and that was 
fascinating for me.  

 
Jeremy: 
 

Now, Michael, I still do.  I’ve got, I’m looking, I’ve got about 12 
sheets taped on my wall.  My wife came in here the other day and 

she said, “That looks really tacky taped on your wall.  You need to 
get some type of board and pin those on.”  I’m kinda lazy, I 

haven’t done it yet, I like the way the tape looks on the wall.   
 

Michael: 
 

It was like a mind map, I guess. 
 

Jeremy: 

 

It’s a mind map, I can’t change my mind, it’s right there in front 

of me.  
 

Michael: 
 

Well, to be quite frank with you, that’s what I did when I first 
started working on the power of asking questions and listening is 
just stick the questions up and as new ones came to me, stick 

them up, it was like a mind map.  And I just, my eyes would just 
roam over them, just fractionally and then I always seemed to fall 

upon the one that I needed at that particular time.  But, after 
awhile I didn’t have to use them anymore, but it was great.  
 

Jeremy: 
 

Yeah, you could hit me on the head at 3:00 in the morning and 
ask me to name six solution questions and I could wake up out of 

my dead of my sleep and name those off to you.  So it’s a process 
and by all means I’m still going through that process, learning 
even more.  

 
Michael: 

 

Well, Jeremy, thank you, I appreciate you joining me and sharing 

your experiences.  I know it’s been a wonderful successful ride for 
you, and it will be continuing to do so.  So continued success to 
you and I really appreciate you sharing your experiences and 

insights and I certainly think people listening to this or reading 
this will find it very helpful.  Many thanks to you, I appreciate it.  

 
Jeremy: Michael, I thank you.  Like I said you’ve really helped me and my 
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 family and thousands of other people in this process, I really 
appreciate it, from the bottom of my heart. 

 
Michael: 

 

You’re welcome, thank you.  
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