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Interview #2 
 
Michael: 

 

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

talking with one of my students, whose name is Michael Leroux.  
And the reason I want to talk with Mike is that he’s been very 

successful in 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 he’s done it and how you might be able to do the same 

sorts of things in your business. 
 

I also mention, as well, is that recently Mike was in the top five of 
the competition, a very major competition and I’d like to 
congratulate you on that, Mike, and also welcome you to this little 

interview.  Thank you. 
 

Mike: Well thank you, very much, Michael. 
 

Michael: What I’d like to do is just, can you talk a little bit about your 

background?  In other words, how long have you been involved in 
network marketing and direct sales and how did you get involved 

in the first place?  What was the motivation of getting involved in 
the first place? 
 

Mike: Well my background is, I spent over 20 years in a career in law 
enforcement and I guess as many people, working people, I was 

working pretty well, 60 - 70 hour weeks and I have a family.  And 
that certainly took a lot of my time, not being able to spend with 
my family, being at work all the time and I really got tired of that.  

And I could see that there had to be a better way out there. 
 

I got attracted to the home business industry and I researched 
many different opportunities for quite some time, and it took me 
about three months.  And I got started in the industry, the direct 

sale industry, in November of 2004.  I hadn’t had any previous 
experience in this industry, whatsoever.  And really started 

applying, basically working, rolling up my sleeves and really 
working a system, with some good success, but some limited 
success at the same time. 

 
I was exposed to you, Michael, in Natural Selling, in December of 

2005, which is almost a year after I got started in the industry 
and really became interested in Natural Selling.  I read the book 
and listened to the tapes and the CD’s that you were offering and 

I could see it was a really good match for me, because of the, 
really because of the natural aspect of Natural Selling and the 
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guidelines and the principals it’s founded on. 
 

I took about a month to really study, study the Natural Selling 
and the principals and it certainly made a huge difference, in my 

business, the way I was approaching the people that I was 
dialoging with on a daily basis. 
 

Michael: 
 

Good.  Tell me about your earlier experiences.  You know, you 
mentioned that you were following a system and so on and you 

had limited success.  You know, what were you doing, I mean 
how were you going about building your business and how did you 
feel about that? 

 
Mike: 

 

Well it was more like following some sort of a script and you 

know, just a simple one-page script that the leaders in the 
business, that I was involved with, were basically teaching, which 
involved a lot of posturing and this kind of thing and I really didn’t 

feel totally comfortable with that approach. 
 

I saw my results, basically, like basic being very average in the 
industry.  We’re talking about a two or three percent conversion.  

So for every 40 people or so I was talking to, 35 - 40 people, one 
would get started in the business I was involved with. 
 

So, it took a lot of time, I mean you needed a lot of leads, 
basically to be able to sustain a profitable business.  And I found 

myself having to go through 100 - 120 leads per week, just to get 
one or two people started with my business, per week.  So it 
became a lot of time consuming, at the same time I felt a lot of 

rejection because a lot of people were hanging up the phone.  It 
was just this kind of thing. 

 
So it was basically, more became a numbers game and to me I 
didn’t feel very comfortable doing that or going through that.  So 

there had to be a better way. 
 

Michael: 
 

You mentioned about rejection.  Why do you think and we’ll go 
talk about what you’re doing today a little bit later, but what is it, 
you got a lot of rejection in those days, do you think? 

 
Mike: 

 

I think it was more like because you can from a place of wanting 

to sell people and you was just picking up the phone, going 
through a very short script, asking some very pointed questions 
and immediately, without really dialoguing with people, you 

weren’t even listening to basically what they had to say, as long 
as you were going through the script and they were saying a 

couple of key answers that you basically prompted out of them, 
by asking very specific questions.   
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But really you were suggesting exactly what the answers you 

were contemplating.  You ended up putting people through the 
system, the system that we had with the company that maybe, 

perhaps, were not prepared to and you’re probably putting the 
wrong people through.  
 

So therefore people weren’t ready, really, to go through this 
information and, as a result you would follow up with them or get 

back to them and there were simply a lot of no answers or just, 
there was no connection made with that person, whatsoever.  So 
I felt a lot of rejection myself, because I felt they were rejecting 

me more than anything else. 
 

Michael: 
 

And so, let me ask you this, if you were to go back to those same 
100 - 120 people a week, go back to a couple of years, when you 
first started this, do you think you would get a different response 

from a majority of those people now? 
 

Mike: 
 

Oh absolutely.  Absolutely.  I feel… 
 

Michael: 
 

Why is that? 
 

Mike: 

 

Because of the, just because of the principals.  The principals 

involved in dialoguing with people, the conversational skills that 
you build up, just having to connect with people, instead of asking 

or trying to sell people, I realize now that you have to come from 
a place of service.   
 

I mean people respond to your advertisement looking for a better 
way to get out perhaps of their job, to get out of perhaps what 

they’re doing and looking to improve their lives. 
 
So they have a story to tell.  And, just by applying some of the 

principals about listening, listening better, and really let them tell 
you why, the reason why they want a better life, by asking better 

questions, obviously and if you improve your listening skills, just 
by listening to what they tell you, somehow you come up with, 
perhaps, a solution for them.  And I think a majority of the 

people, you’re not trying to sell something, but you come from a 
place of service, wanting to help them. 

 
So it’s a very, very, big difference.   
 

Michael: 
 

How did you come across Natural Selling? 
 

Mike: 
 

I was introduced to Natural Selling, actually, through a group of 
entrepreneurs that I was affiliated with and working with and 
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that’s how I came across…It was in December of 2005.  I had 
never heard of Natural Selling before, as I said, being new to the 

industry.  And that’s how I cam across Natural Selling and you, 
Michael. 

 
Michael: 
 

And the results that you got, were they, once you discovered 
Natural Selling, and I know you and I did some personal coaching, 

and were the results immediate, where they gradual, how would 
you characterize them?   

 
Mike: 
 

Well they were gradual, but immediately I saw an improvement.  
I took about a month to really go over your book, go over your 

CD series and really sat down, I would say about a couple of 
weeks I really studied it hard and developed some sort of a 

guideline. 
 
And I put my personal touch into it, following the guidelines and 

the principals.  And then I started practicing.  Practicing with, well 
people obviously, calling people that responded to my 

advertisement, but I saw immediately an improvement, right off 
the bat. 

 
Michael: 
 

An improvement, just to clarify, an improvement of how people 
responded to you, not necessarily an improvement in monetary 

results.  So I’m sure that did happen…started gradually 
happening, but it’s the way people responded to you, would that 

be true? 
 

Mike: 

 

Correct.  Correct.  Exactly.  The reception, the response of people 

was a lot better.  The conversations were a lot more higher 
quality. 

 
I started having really a better time, a good time, actually talking 
with people, dialoguing with people and I could see the response 

at the other end, which was much better.  People were not on the 
defensive so much and really opened up.  It’s amazing when 

you’re asking a few questions to people, how much information 
they’re going to tell you about themselves, about their lives, 
about where they want to be and who they want to become. 

 
Michael: 

 

And of course results are important because ultimately you have 

to get something out of it.  How soon did those results, financial 
results start following? 
 

Mike: 
 

The financial results started within a couple of months.  I really 
started improving my conversion ratio, if you want to call it this, I 

kind of hate to use that word, but yeah, the people, the response 
I was getting with people was a lot better because of the 
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connection, the rapport we were building.   
 

Actually even people who weren’t interested in the business I had 
to basically offer it to them, were calling me back to thank me for 

the opportunity and really thank me for the conversation that we 
had, so that was amazing, that was really a first for me. 
 

So, but the results, as far as the monetary results, started really 
in a couple months and it gradually got better as the months 

progressed. 
 

Michael: 

 

So it didn’t happen very quickly.  Would you say that sticking with 

it, the commitment to staying with the program, to learning, and 
relearning really helped you through, and for the sake of our 

readers and listeners so that they can get an idea of what you 
went through over those two months.   
 

Mike: 
 

Absolutely.  It’s a continual learning experience because I 
certainly even though I’ve been practicing the Natural Selling 

dialogue methods for close to a year now, I still haven’t arrived 
and it’s always something that I’m just going to get better at, 

after more and more I do it.  Then it’s amazing because you start 
not only implementing those principals when you’re talking on the 
phone with people, but also when you’re dialoguing with friends 

and family and people that you meet on a daily basis.  It’s just 
amazing the results that you get and the connection that you 

make with people, using these kinds of principals.  People are 
more attracted to you. 
 

Michael: 
 

You talking about the same thing as results and you get most of 
your leads by, mostly the people that you talk with, through 

qualified leads, don’t you? 
 

Mike: 

 

Yeah.  I guess most of my leads are through qualified leads, 

through my own advertisement. 
 

Michael: 
 

And through other sets of qualified advertising as well.  But tell us 
about your conversion ration of, and conversion is fine, you know, 
of leads to someone joining you.  Because you mentioned that 

before you discovered Natural Selling, the end of 2005, that you 
were calling 100 - 120 people and maybe bringing one or two 

aboard to join you. 
 
What’s your ratio now? 

 
Mike: 

 

Well my ratio now has dramatically approved, according to the 

industry standard.  Like I said, before I was talking with every 35 
- 40 people, I would talk to, really talk to, one would get started. 
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Well as the months progressed, within two or three months after 

starting, using the Natural Selling, my ratio went down to one out 
of fifteen people I was talking to would get started with my 

business. 
 
And to a point, at one point, I got it all the way down to about 

one out of ten or one out of nine people would get started with 
my business.  I was absolutely amazed at the results. 

 
Michael: 
 

I gather you were pretty happy with that. 
 

Mike: 
 

Absolutely, I was ecstatic with that because it served a lot of 
different purposes.  First I didn’t, I was not as busy on the phone 

calling 120 leads a week. 
 

Michael: 

 

Oh really.  So it took you less time then? 

 
Mike: 

 

Absolutely.  It’s a… 

 
Michael: 

 

What I call about less effort, putting less effort into it, getting 

more, putting less effort in. 
 

Mike: 

 

Absolutely.  Now, instead of having to talk to like a 100 people a 

week or making a 100 phone calls a week, now I was down to 
perhaps talking to 20 - 30 people a week, but I would get two or 

three started with the same result. 
 
My conversations with people initially started maybe about fifteen 

minutes per person, but I got it down to maybe five, between five 
and ten minutes.  So it really didn’t take me that long and if I 

would talk to ten good quality people, have good, ten quality 
conversations a day, my prospecting time was literally down to an 
hour, about an hour, between an hour or two a day and getting 

some amazing results. 
 

Michael: 
 

What you’re saying is, while it took a little longer, at the 
beginning to go through the process, to learn it, at the end of the 
day, that you, between five or ten minutes, you could pretty 

much find out the three things that I talk about which is, what 
people want, why they want it and also their level of desire to 

make a commitment to change, or something like that.  Would 
that be true? 
 

Mike: 
 

Correct.  Exactly.  I was able to pinpoint my questions very 
quickly and make that determination very quickly, early on in the 

conversation.  And sometimes my conversation would last a little 
longer, with the right people, because I actually enjoyed having 
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the conversation with people.  And some people were very 
interesting, had some very interesting story to tell. 

 
So it was certainly a pleasure for me anyhow to have discussions 

and dialogue with them. 
 

Michael: What would you contribute the key things to, that contributed to 

your success?  What are the first things that come to mind that 
you found important? 

 
Mike: 
 

First thing that comes to mind is a different mindset.  It’s to come 
from a place of service and not coming from a place of needing to 

make a sale.   
 

I think, that’s to me that was a big paradigm shift in my mind, to 
really come from a place of service.  Because people need, the 
people that respond to your advertisement, they have a problem.  

They have a problem that needs to be solved and that’s why 
they’re responding to your advertisement. 

 
So, when you contact them and you have a conversation with 

them, it’s really to explore that problem that they have.  At the 
same time you certainly need to establish if they, do they want to 
change their current situation and also if they have the desire or 

commitment to make that change. 
 

But, to come from a place of service is much, much different in 
your head than coming from a place of wanting to make a sale.  
It’s, to me that was a huge, that’s what I enjoy the most, is 

coming from a different place.  Looking at it from a different 
perspective and it certainly attracts, you attract a lot more, 

somehow a lot more quality people. 
 

Michael: That’s a good thing.  Are there any particular products that come 

to mind, Naturally Selling products that particularly helped you, 
that you favor, that you use the most, for example. 

 
Mike: 
 

Well the product that I use the most in Natural Selling is certainly 
the CD’s, the CD series that you provided and your book.  Your 

book certainly assisted me…I first read the book and then I 
listened to the CD series.  These two…I think these two have 

certainly provided me a lot of insight and a lot of knowledge on 
how to apply and understand the principals of Natural Selling. 
 

Michael: And if you were to give one piece of advice to those who are 
listening to or reading this, what do you think that might be? 

 
Mike: It certainly, it’s just a paradigm shift.  It’s really about sitting 



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

  9 

 down, going through the information that you provide, and it 
doesn’t take that long, you can do that within a week or two and 

constantly, if you use the technique or if you use the principals, 
give yourself some time, some time to practice it.   

 
It doesn’t take long to really improve your skills, but the first 
most important thing is to really change your mindset.  Come 

from a place of service instead of a place of needing to make a 
sale.  Makes a huge difference. 

 
Michael: 
 

Well Michael thank you.  I appreciate the time that you put into 
this, that you’ve given us.  And I’m sure that your words will give 

some encouragement to a lot of people who are just started or 
are using Natural Selling.  And understand that there are two 

things that are going on.  It is a difference in thinking and it’s a 
difference in being and feeling, as well as applying the principals 
in a pragmatic way, to get the results that everyone is looking for. 

 
Would you agree with that? 

 
Mike: 

 

I totally, totally agree, 100%. 

 
Michael: 
 

Well thank you.  Congratulations on your success and I look 
forward to continuing our relationship together then.  I want to 

thank you for your time. 
 

Thank you very much, Mike. 
 

Mike: 

 

Well thank you, Michael, for all you do. 

 
Michael: 

 

All right. 

 
Mike: 
 

Bye-bye. 
 

Michael: 
 

Bye-bye. 
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This breakthrough program the "Natural Selling Home Study Course" is the 

quickest and easiest way to learn the critical skills of communicating quickly 

and effectively with potential business partners and customers. It's also the 

quickest and easiest way to get the results you're looking for. 

 

To get your copy of the “Natural Selling Home Study Course" 
http://www.naturalselling.com/hsc.html  

""MMaakkee  MMoorree  MMoonneeyy  BByy  MMaakkiinngg  OObbjjeeccttiioonnss    

aanndd  RReejjeeccttiioonn  aa  TThhiinngg  ooff   tthhee  PPaasstt!!""  
 

FREE E-Course  
"7 Steps to Natural Selling" 

 

These 7 daily emails show how you can eliminate objections  

and rejection. Result? You make more money with 

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

www.NaturalSelling.com 

info@NaturalSelling.com 
 

1.800.758.6989 
1.604.608.4828 

 
103-1496 Cartwright St, Box #14321 

Vancouver, BC, V6H 3Y0 
Canada 
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