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Interview #3 
 

Michael: 

 

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

talking with one of my students whose name is Linda Cruikshank.  
And the reason I wanted to talk with Linda is that she has been 

very successful in her network marketing business using the 
Natural Selling approach.  And like some of the other interviews 
we’ve been doing, I think you’ll find it profitable to understand 

what she’s done and possibly how you can do the same sorts of 
things in your business.  So Linda, welcome. 

 
Linda: Hello Michael. 

 
Michael: 
 

Linda, let’s kick off with a little bit about your background and 
perhaps you could sort of answer a couple things for me.  How 

long have you been involved in network marketing, and how did 
you get involved in the first place? 

 
Linda: Okay.  Let’s see.  I’ve been involved with my company for about 

13 years.  And how did I get my start in network marketing?  I 

guess it kind of goes back to my background.  I’ve always been 
an entrepreneur my whole life, and I used to own and operate five 

skin care salons in southern California.  And I built those 
businesses up from scratch.   
 

So then when I moved, I knew what I didn’t want to do, and I 
didn’t want to own a sixth business like that traditional business 

with all the overhead and employee problems, etc.  And so when I 
found my particular company, it just was a great fit for me.  I 
could still be my own boss.  I could still teach and train and 

mentor and coach people, which is what I really thoroughly enjoy 
doing.  So it was really just kind of a great fit. 

 
Michael: So you’ve been with the same company for 13 years then? 

 

Linda: I have. 
 

Michael: Yeah.  So it was a clean start for you, is that correct?  Afterwards, 
did you sell your business, and it was a clean start or did you still 
have them? 

 
Linda: 

 

No, I basically, well there was one little transition for six months 

for the very last owner, but other than that, no, I stopped doing 
what I was doing as a business owner there.  And then the very 
next thing that I did was network marketing, which I had not 

been in before. 



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

  3 

 
Michael: Tell me a little bit about your early experiences, about how you 

went about building your business and also in particular what sort 
of approach were your using to talk with people? 

 
Linda: 
 

I suppose what I did was I used my business background because 
since I had built business before, I used the same skills, and that 

was to really connect with people and I mean it was very easy for 
me to be able to talk to people wherever I was throughout my 

day, throughout my lifetime.  You know?  It wasn’t difficult for me 
to do that, and so that’s really how I got started. 
 

And I did things like typical businesses do where you do either 
some trade shows and things like that to get different types of 

leads, but that’s how I started my business. 
 

Michael: 

 

And were you successful?  I mean, did you build your business 

fairly rapidly? 
 

Linda: 
 

No.  You know, I went through all the trials and tribulations that I 
think a lot of people in network marketing go through because 

this was a little bit of a paradigm shift.  I didn’t have a place that 
I went in to.  My other previous businesses, I was working 12 to 
14 hour days.  And you went in and you left.  This kind of leads 

you to your own devices, you know? 
 

So I had some struggles myself, and I also think that the 
company that I was with was in its infancy as well.  So we both 
kind of grew over time. 

 
Michael: 

 

When you say “struggles” did you have, I know you said earlier 

that you had, talking to people was quite easy, were you able to 
talk with people and to be able to build your business quite 
rapidly at the same time or was it initially a struggle?  What did 

that look like? 
 

Linda: 
 

Well I think, and this is when I got a hold of your book, this is 
where this kind of fell in place for me, I was always capable of 
striking up relationships with people.  That was just kind of a 

natural thing for me to do.  Yet, when I would bring people 
aboard, I didn’t always know how to teach it.  I didn’t know how 

to teach what I did.  Do you mind me sharing how I came across 
you or not? 
 

Michael: 
 

Yeah, please do. 
 

Linda: 
 

Yeah?  Okay.  It was just so weird because I can’t remember 
exactly how I got the book to be honest.  It was probably either 
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like a little teleclass or something that I heard.  I don’t remember, 
but I do remember purchasing the book before I went on a cruise 

with our company to the Bahamas.  I always take materials with 
me to read, you know, in the airplanes or whatever. 

 
So I was there reading How to Sell Network Marketing without 
Fear and Anxiety or Losing Your Friends.  I thought, “Well, that’s 

a great title.”  So I started reading it, and oh my gosh, I couldn’t 
put this down.  I really couldn’t put it down, and it was really 

difficult, and I was just so excited about the material because I 
used to say we all would tell brand new consultants that came 
aboard the first step is just go out there and you build rapport. 

 
And what is building rapport?  You know?  I knew what it was, but 

I just didn’t know how to articulate that.  And unless somebody 
could just follow you around all the time and maybe watch you, 
which isn’t always a practical thing, I wasn’t capable of getting 

that across.  
 

And also for some people out there, I mean I’m a fairly outgoing 
kind of high-energy type of person, not everybody is, and you 

don’t need to have that kind of personality to be successful.  
However, you know we can’t give people a personality injection 
either.  And so what your book has done for me and for my team 

is that your principles teach the skills that anybody can learn in 
order to kind of connect with people. 

 
And so I remember coming home from that cruise, and I stepped 
way, way out of my box.  To be honest with you, you are the only 

author in my entire life, of all the millions of books I read, that I 
actually picked up the phone and I called you. 

 
I don’t know if you even remember this.  This was five years ago. 
 

Michael: 
 

In fact, it was right about the time that I first published the book, 
wasn’t it? 

 
Linda: 
 

Yeah.  Probably, I’m guessing.  So I mean like how often do you 
call up the author?  You just don’t, but I was so inspired, and I 

really wanted to see if we couldn’t work something out for you to 
come talk with our group, etc.  And I was able to, the word, 

coerce you, to get out a teleclass for one of my conference calls, 
and I thoroughly appreciated that. 
 

And so I’ve been a proponent of your principles and teachings for 
well, it’s been probably about five years now because it aligns so 

much with the way I do my business. 
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Michael: 
 

So in effect then, what you’re saying is, is that when you first 
started, you started off fairly successfully, I mean, within the 

present company.  But your biggest problem was while you were 
successful, you weren’t able to really be able to demonstrate that 

success.  You have what we would call an unconscious 
competence, wouldn’t you?  In other words, you were good, but 
you didn’t now really why you were good.  You couldn’t really 

explain it too well.  Is that correct? 
 

Linda: 
 

That’s probably a really good way to put it.  Yes. 
 

Michael: 

 

And so what the book gave you was a conscious competence 

which revealed to you as to why you were good.  You could see 
from pulling out what you needed to from the book.  It revealed 

to you why you were good.  So that now gave you a better idea 
as to help other people to be good.   
 

So you came to a conscious competence, and I bet you, and I’m 
making a little bit of an assumption now, but I bet you, you are in 

fact into what I call a higher level of unconscious competence, 
which is that you could probably talk with people not even 

knowing what’s going on, very natural at it.  But if you need to, 
you can always duck back into conscious competence for a type of 
question or something like that that you might need to ask.  

Would that be correct? 
 

Linda: 
 

That would be absolutely correct because now I just sort of live in 
the moment, and I suppose, if I have to, if I’m standing back, I 
could pull out a question here or there that I needed to.  But 

yeah, I think you hit it right there. 
 

Michael: 
 

And did you make any changes once you discovered this and did 
you notice any change in your, two questions in fact, so did you 
make any changes and did you notice any change in results of 

your own or your team’s? 
 

Linda: 
 

I did notice a change in both - in both myself and the way I was 
able to explain and teach and train.  I also utilized you because I 
feel like you’re such a master at it, that I just send people straight 

to the resource, straight to the horse’s mouth, so to speak.  And I 
utilized that, and that’s made a big difference in my team.   

 
And I think the second thing that really popped out to me, when I 
went back and looked at my other businesses and everything, I’ve 

always been a very emotional type of individual.  And so when 
you translate that into network marketing, as soon as a brand 

new person gets their first business partner, they are just flying 
high as a kite.  Right?  And then as soon as something doesn’t go 
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really well or they fly off the face of the earth, then they’re as low 
as the ovaries on a hen, as our president said. 

 
So you’re always on that emotional roller coaster, and it took 

quite a bit for me to finally learn how not to be attached to that 
outcome, and that’s a principle that you employ quite a bit as to 
how to just release all of that and then just enjoy the process.  

And so I try to get that point across very early to my new people 
that if they can not be on that roller coaster, it’s going to save 

them a lot of heartache.  And that they can just enjoy the 
process.   
 

And that’s true even outside of business.  I’ve learned how to 
utilize your principles just with my husband or my sister or 

whoever, and that way it makes life a lot more peaceful inside. 
 

Michael: 

 

You actually harness that then, and you were able to fully 

understand the law of detachment by letting go of the outcome 
that most people are looking for and changing it into a bit of a 

different outcome, which has got nothing to do with trying to build 
your business or anything like that.  It’s actually looking at 

something differently and letting it naturally unfold.  And it 
unfolds a lot faster and a lot easier.  Would that be correct? 
 

Linda: 
 

That would be excellent, yes.  See how you can articulate what 
I’m trying to say? 

 
Michael: 
 

I’m just saying back what you told me. 
 

Linda: 
 

Okay. 
 

Michael: 
 

But thank you anyway.  So generally how have you got your 
leads?  And how do you go about finding people to talk with? 
 

Linda: 
 

How do I go about finding people to talk with?  Well, the majority 
of the people are usually referrals at this point for me. 

 
Michael: 
 

How did you then? 
 

Linda: 
 

When I was first beginning, I probably did different types of trade 
shows and things like that, and then I also, like I said, did your 

bump-in-tos, your everyday people.  And then when I stop right 
now and look back at my organization, the majority of my key 
leaders, they necessarily didn’t come aboard and become all the 

way to the top right at the beginning, but it’s years later that 
they’ve actually, it was the right time for them.  And so now they 

have become very successful, and those people are people I’ve 
known for a long time.  
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Michael: 

 

Interesting. 

 
Linda: 

 

Yeah. 

 
Michael: 
 

So from trade shows, just talking to people generally, people you 
know, and I guess just nurturing people, huh? 

 
Linda: 

 

Yes.  Definitely.  I’m kind of like a mother hen in a way because I 

don’t have children of my own, so for me, a lot of my teammates, 
I am nurturing all the time.  But one of the things that I seriously 
had to learn, and I’m still working on this one, this is something 

that is an ongoing process, but one of your other biggest 
principles is listening and just buttoning up my lip, as they say, 

and I have always been a solution person, a solution-oriented 
person.  You know, “Give me a problem, I’ll fix it.”  
 

So it was always just the first thing to do is to come up with a 
solution for someone.  And that’s taken everything in my being to 

learn how to not do that and to let the other person discover the 
solution on their own.  And so that one is constant, you know?  

Because it’s something that takes time and practice over and 
over. 
 

In fact, I read something just yesterday, and I pulled it out just 
for you because I know how you love to quote other people, but I 

read this yesterday and this just falls right in line with exactly 
what I’m talking about and this is by Mohandis Ghandi.  And he 
goes, “Silence of the sewn-up lips is no silence.  One may achieve 

the same results by chopping off one’s tongue, but that, too, 
would not be silence.  He is truly silent who, having the capacity 

to speak, utters no idle word.”  
 

Michael: 

 

Beautiful. 

 
Linda: 

 

And that’s exactly what you teach us.  There’s no idle words and 

just to learn how to use the best use of your questions in order to 
discover the other person’s needs, wants, desires, etc. 
 

Michael: 
 

Well, thank you.  I’d love to get that, if you would e-mail that to 
me. 

 
Linda: 
 

Sure. 
 

Michael: 
 

That’s the first time I heard that quote. 
 

Linda: 
 

Well, I just read it yesterday.  It’s one of those things that came 
in and then when I was thinking about zipping my lip, I’m going, 
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“I just read that.  Let me go find that.” 
 

Michael: 
 

I guess it’s one of those things we talk about, isn’t it? 
 

Linda: 
 

Kind of a law of attraction thing. 
 

Michael: 

 

It comes into your consciousness.  It’s whatever you bring into 

your consciousness, and there’s so much good stuff like that.  Let 
me ask you, what do you think are the two key things that 

contributed to your success or contributes to your success? 
 

Linda: 

 

Two key things that contribute to my success. 

 
Michael: 

 

You can have one if you want or you can have three, but you can 

go for two. 
 

Linda: 

 

Oh wow!  I suppose that whatever I’ve chosen in my life, when I 

go all the way back to five years old when I started to be an 
entrepreneur, I see something, I have a vision of something and I 

follow the course all the way out.  I take it to its natural 
conclusion, and I just won’t ever, I don’t veer off and get side 

tracked with other temptations here, there and every other where 
because it’s easy to do in this type of business.  So I have been 
very loyal to my company.  I’ve stuck with it with all the ups, 

downs, all-arounds, and now it’s just on top of the world, so I 
guess it’s just that perseverance and vision. 

 
Michael: 
 

And being focused too. 
 

Linda: 
 

Yeah.  And being focused.  Sure. 
 

Michael: 
 

Now you’ve had a great success using the Natural Selling 
approach both consciously and unconsciously.  What programs 
that come to mind, that spring to mind, do you think that you 

found most useful and what would you recommend to someone 
who is perhaps just starting out who wants to achieve the same 

sort of success as you? 
 

Linda: 

 

When you say which programs, are you talking about like the 

book? 
 

Michael: 
 

Yeah.  Books, CDs, yeah, things like that. 

Linda: 

 

Well, to me I find that so many people in this rush-rush world, 

they go, “I can’t read.  I can’t read.  I don’t have time to read.”  
However, I like to have it in black and white so that I can refer 

back to it, so that I can highlight.  That’s just the way I learn.  It’s 
also the way I’m able to teach, so the first thing you need to have 
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is the book.  Okay, that’s my recommendation.  Then after that, I 
loved, well you have different categories of conversations, you 

know?  I don’t know all the titles of them because I just pop them 
in. 

 
Michael: 
 

Twelve Ways to Start Effective Conversations Without… 
 

Linda: 
 

Right.  Those.  And those are fabulous going to your presentation, 
on the way to it, because it just gets you in the right frame of 

mind in your thinking about the way you want to be with your 
person that you’re going to be talking with. 
 

Michael: 
 

Yeah.  That CD there.  Of course, there’s the new audio out of the 
book itself. 

 
Linda: 
 

Of the book?  So I have that too.  So it’s not like I think it should 
be in either/or.  I think it should be all of the above. 

 
Michael: 

 

Well, thank you.  And sort of lastly, if you were to give one piece 

of advice to those who are listening to or reading this with regards 
to the business, let’s say a new person who came on board, what 

would that be?  What would that be, one piece of advice that you 
would give? 
 

Linda: 
 

One piece of advice.  Well, I suppose it’s kind of hard to wrap that 
up, but in the fact that taking yourself out of the whole equation 

and always focusing on other people’s needs without caring about 
what’s going to happen at the end.  You know?  That’s what I 
would suggest people do.  I think that’s really why I have always 

aligned myself with your materials because they align with your 
philosophies, your thoughts, your ideas aligned with mine.   

 
I not only feel that it’s a privilege to be on this call, but I welcome 
all of your influence to be upon my team because I can’t translate 

all of it myself, so for me, I just think it’s great that you can do 
that for us, to our team, and anybody else that’s out there just so 

that people can end up having a joy in the whole process of 
building a successful business.  Because, to me, that’s the bottom 
line.  It’s having a joyful time in your life. 

 
Michael: 

 

Well, one can certainly tell from the way you talk that you have a 

very joyful time, and it’s been a joyful time with you, Linda.  And 
I really appreciate you for joining me and sharing with us your 
thoughts there and your experiences and insight.  And I think 

people who are listening to this will find a lot of it very, very 
helpful.  And I would suggest that those who are listening and 

reading it that you might want to listen to it again, because there 
was a lot of hidden stuff in there, which I happened to pick up on 
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if you didn’t.  
 

So Linda, once again, thank you so much, and I look forward to 
being with you for the rest of my life.  How’s that? 

 
Linda: 
 

Oh, same here!  Thank you so much, Michael.  It’s been a joy. 
 

Michael: 
 

Thank you, Linda, thank you. 
 

Linda: 
 

Bye, bye. 
 

 

 
 

 
 
 

 
 

 



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

  11 

 
 

 

 
Includes: 

 Book 

 8 CD Training Set 

 2 CD Set  

 

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 

http://www.naturalselling.com/hsc.html?source=SpecialAskMay2006
http://www.naturalselling.com/ecourse.html?source=SpecialAskMay2006
http://www.naturalselling.com/?source=SpecialAskMay2006
http://www.naturalselling.com/?source=SpecialAskMay2006
http://www.naturalselling.com/?source=SpecialAskMay2006

