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Interview #4 
 

Michael: 

 

Hello everyone.  This is Michael Oliver and today I am going to be 

talking with one of my past students, and his name is Alan 
Nettles.  And the reason I want to talk with Alan is that he has 

been very successful in his direct sales business using the Natural 
Selling approach.  And not only himself, but also his team.  He 
has a rather large team.  And I think you’ll find it very helpful to 

understand what he’s done, and how you can do the same sorts 
of things in your business. 

 
So Alan, welcome and thank you for being on the call with me 

today. 
 

Alan: It’s a pleasure to be here, Michael. 

 
Michael: 

 

Let’s kick off with a little bit about your background.  How long 

have you been involved in this type of business, in direct selling?  
How did you get involved in the first place? 
 

Alan: Well, I’ve been involved for about three years now, and really 
prior to that, I never had any experience in network marketing, 

direct sales.  I worked at power plants for 25 years.  I actually got 
to the point where I was traveling 90% of the time and working 
15 to 18 hour-days, and there was not an endpoint in site.   

 
I ran across an ad quite by accident.  I wasn’t even looking for it.  

And I said, “Wow, a business you can start up in your part-time 
and then grow it in and replace your income.  I don’t have any 
other options, so I’m going to take a look.”  So I got started about 

three years ago. 
 

Michael: 
 

And you became after a period of time consistently one of the top 
income earners in your company, is that correct? 
 

Alan: 
 

Yeah.  Actually I guess I was pretty fortunate not having any 
experience in this industry because when I saw it, I saw 

something that was just simple.  It was easy and it was for 
everybody.  So I was the guy who would go out and call people 
and talk to them and show them what I had.  And I was just 

really able to connect with people right off the bat and had really 
great results and became one of the top income earners within 

my first year there. 
 

Michael: 

 

And then something happened, didn’t it?  You actually no longer 

became the top income earner, you took, not so much a plunge, 
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but it came down a bit.  Something happened, what was that? 
 

Alan: 
 

Well, once I built a team, it was time to really start training them.  
And then instead of really looking at what I had done and training 

them on how to talk to people that way, I listened to what the 
company taught, what the people that had been around forever, 
and I started teaching that.  And I actually took on that type of a 

conversation, which was more of a direct, in your face, are you in 
or are you out type of a call.  And because that’s what the 

company was teaching, I saw that format, I started teaching that 
as well and taking it on myself.   
 

My results plummeted.  My team’s results plummeted.  So it 
really just drove it right down, and I didn’t really realize what was 

it that caused that.  And then actually what turned that around, I 
had a guy join on my team who had been a student of yours.  And 
this guy joined up and just started having results five times better 

than anybody in the company and bringing in sales. 
 

I asked him, “What do you do?  What is it you’re doing that’s 
different?”  And he told me that he’d been trained by Michael 

Oliver when he was working for a different company.  So he 
introduced me to Michael and then actually got into Natural 
Selling and learning what Michael was doing.  And then I realized 

really quickly, “Man, this is exactly pretty much what I used to do 
just naturally.”  And wow, the light bulb moment, look what I had 

done. 
 
I had taken something that I was successful with filling it out, 

because I didn’t really understand.  What do you call that, 
Michael?  

 
Michael: 
 

It’s called unconscious competence. 
 

Alan: 
 

Exactly. 
 

Michael: 
 

And of course, when you’re referring to Michael in a third, you’re 
referring to me, of course. 
 

Alan: 
 

Yes. 
 

Michael: 
 

So in a sense, you came from unconscious competence, which is 
as I mentioned before on another interview, is that you were 
good, but you really didn’t know why you were good.  You were 

just good.  Right? 
 

Alan: 
 

Right. 
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Michael: 
 

And you built your team and then of course you then started 
training your team in a different way and as far as you had to 

help your team but you then starting using the mentor of the 
time, which then caused your sales to plummet and your success 

probably, I’m assuming here a little bit, your confidence as well, 
didn’t it?  If it went down, something was going on there. 
 

Alan: 
 

Yeah.  Yeah.  Whenever things start diving, your confidence starts 
going away too. 

 
Michael: 
 

Yeah.  Okay.  And then you discovered through one of my 
students and one of your people there as well is that they were 

using the Natural Selling approach.  I know the conversation that 
we had and that you, in fact, we went into some coaching 

sessions with a small group there, didn’t we?  And from that, you 
built up then and understood the actual process.  So you came 
from unconscious competence to conscious competence.  In other 

words, you came back to being good again and understanding 
why you were good and being able to actually explain it in a little 

bit of a more coherent way.  Would that be correct? 
 

Alan: 
 

I think you missed a step in there.  It was unconscious 
competence to unconscious incompetence to conscious 
competence. 

 
Michael: 

 

Oh, okay.  Did you say unconscious incompetence or conscious 

competence?  I missed that. 
 

Alan: 

 

I think it was unconscious incompetence. 

 
Michael: 

 

And then brought it to conscious competence. 

 
Alan: 
 

Yeah. 
 

Michael: 
 

Excuse me.  That’s great.  So basically then you just continued 
doing what you were doing originally except that you now knew a 

little bit more about what you were doing and why you were doing 
it, the questions you were asking and why you were asking them, 
that type of thing.  Correct? 

 
Alan: 

 

Exactly. 

 
Michael: 
 

And the results, did they go back to the same level as you had 
when you originally entered into the business? 

 
Alan: 

 

I think it depends on how you look at results, but when you talk 

about the number of people you talk to and the number of 
conversions you get, it actually went up a lot higher. 
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Michael: 

 

Yeah.  And your income, did it maintain those sale levels or did it 

go up and enable you to be happy with the level that you were 
getting? 

 
Alan: 
 

I’m very happy with the level that I’m getting in my income. 
 

Michael: 
 

So what do you think were the one or two things that had the 
most impact on you then in this process?  One or two things that 

come to mind.  What really turned it around?  I know the Natural 
Selling Process did, but anything in particular? 
 

Alan: 
 

Anything in particular, I’d say probably one of the biggest things 
is to really focus and being able to remember that it’s about 

listening to somebody else.  Really I think that was the key, that 
you’re focusing on whether or not they have a problem and the 
only people that know that is them, so you have to let them talk.  

You listen to them.  And that is the biggest switch to flip that hey, 
it’s not about me and what I’m looking for.  It’s about them and 

what they’re looking for.  And the only way to find that out is to 
listen. 

 
Michael: 
 

Anything else come to mind? 
 

Alan: 
 

Detachment.  That’s always a key.  It was something that being 
detached from the results.  When you’re brand new, you’re very 

attached to the results obviously, and when you go through a 
slump, you become very attached to the results.  No matter what 
it is.  And then to be able to reset and bring that back and say, 

“Look, I’m detached from the results of this conversation 
completely.”  That’s when things just right there click over. 

 
I can distinctly remember the day that it was like, “Wow, I’ve 
been trying to push and really work hard to get those sales and 

was attached to it and now I can just sit back and have a 
conversation.”  I remember the first conversation that I realized 

that, and it was a big light bulb moment.   
 

Michael: 

 

So where did you learn the detachment?  After you had 

discovered Natural Selling or before? 
 

Alan: 
 

People had always talked about it, but I really didn’t understand it 
until we had gone through the training session in that small group 
that we had.  I think it was a series of maybe five classes? 

 
Michael: 

 

Yeah.  There were four classes.  So you learned that before.  You 

kind of intellectually knew about it but didn’t really understand it.  
Now would you say that when you first started and you rose quite 
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quickly to the top, would you say that that took a lot of effort 
from the point of view.  Let me rephrase that, I’m sorry.  Were 

you using the law of detachment at that time or not?  And part of 
that question is did it take a lot more effort than what it takes you 

to do now? 
 

Alan: 

 

Well, I was detached at that time, but I was detached for a 

completely different reason than being knowledgeable about be 
detached.  I just generated so many leads that I had people to 

talk to.  So it was like if this one doesn’t start, the next one will.  I 
got to get through the numbers.  So I was completely detached 
because I knew I was going to make all the sales that I wanted to 

make.  So I was detached from any single person that I was 
talking to just because of the fact that I had so many people to 

talk to. 
 

Michael: 

 

I see.  So it wasn’t the detachment that you learned nowadays, 

whether you have two leads to call or two hundred leads to call.  
It’s at that time you were detached because you had the 

confidence that it was a numbers game for you, but it’s no longer 
a numbers game.  It’s a quality game. 

 
Alan: 
 

That’s right.  When you’re looking at the difference it’s like, 
“Okay, well I can make a hundred phone calls to make myself 

detached or I can understand that I need to be detached and 
make 20 calls and have the same results.”  What do you prefer? 

 
Michael: 
 

Okay.  Thank you.  I appreciate that.  What other key things do 
you think contributed to your success?  You know, just overall, 

anything else come to mind? 
 

Alan: 
 

Let’s see.  When you look back at it, you definitely realize there’s 
a lot of things.  For me, there was a lot of things that I now know 
are things you should do that at the time, I just did naturally for 

some reason.  It was really about helping other people.  For me, it 
was always that way.  So even when the people would get 

started, hey, I worked with them.   
 
And you learn about giving back as you go through personal 

development and personal growth.  You learn that that’s just one 
of the natural laws.  The more you give, the more you receive.  

Everybody has heard that, but they don’t really apply that in their 
lives.  And when you do it by accident and you can look back at it 
and say, “By helping other people, I helped myself.” 

 
Michael: 

 

And there’s a way of doing it of course. 

 
Alan: Yeah. 
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Michael: 

 

Yeah.  I mean you’ve had great success using the Natural Selling 

approach.  I mean, you were a great success beforehand, before 
you went into that slump because you were using a different 

approach, following the company and other distributor’s lines, as 
they were.  But what of the programs of mine, you know 
products, books, CDs that might come to mind that you found 

most useful, that you would recommend to someone who’s 
perhaps just starting out and wants to achieve the same sort of 

level of success as you? 
 

Alan: 

 

Well, I started off obviously with the free course and immediately 

bought a package that included CDs and the book.  And for me, I 
really liked the book.  I like to sit down and read things slowly, 

but I also like to listen to things over and over again.  So it was a 
very good combination. 
 

That obviously, there were some really ah-ha moments and then 
progressive from that right into going into some coaching.  It’s 

just kind of a real natural flow.  Start at the beginning and work 
your way through to the end, I guess is the way I look at it. 

 
Michael: 
 

You’re talking about the Home Study Course, which is the book, 
the CD, Twelve Ways to Start Effective Conversations Without 

Fear, and then the eight CDs, which has to do with the fast track 
teleclasses, which accompany the book, right? 

 
Alan: 
 

Exactly. 
 

Michael: 
 

Yeah.  Long titles. 
 

Alan: 
 

They are.  I don’t think I could remember them even now that 
you just said them. 
 

Michael: 
 

So if you were to give advice to someone who’s just starting and 
maybe someone who has been doing this for quite some time and 

wants to achieve greater success, what’s the first thing that 
comes to mind?  What sort of piece of advice comes to mind? 
 

Alan: 
 

The first thing is to actually be open and really take something in 
that’s new and different and not just try to use it to adjust what 

you’re already doing.  Really come in and understand the concept.  
That’s really the most important thing.  It’s to understand the 
concepts that are involved in this and not just the mechanics of it.  

And to do that, it is a progression.  You read the book, you listen 
to the CDs, you get some coaching, whatever it takes to get to 

the point where you understand the concepts and then you’ll 
apply the concepts. 
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Michael: 

 

So what I’m hearing you say then is if I can draw an analogy here 

in the whole process is it’s not just about asking questions, it’s 
understanding the reasons why you ask questions so as to make 

the questions themselves more powerful and to understand that 
as to why do you ask certain questions at certain times, that type 
of thing.  Would that be sort of a reasonable analogy? 

 
Alan: 

 

Well, that’s a great analogy because if you give somebody a list of 

questions and say, “Ask these questions,” they don’t always 
makes sense if you’re not listening to the answers.  You ask a 
question.  They say something and then you go and ask a 

question that they just answered in what they were responding 
to.   

 
It’s not just about a list of questions.  You have to understand 
why you’re asking the questions and how to progress.  It’s 

impossible to give somebody a standard list of questions.  Ask 
these, 1, 2, 3, 4.  You got to understand why you’re asking them 

and listen to the responses. 
 

Michael: 
 

Thank you, Alan.  That’s been great.  I really appreciate your 
sharing that because I think there were a lot of golden nuggets in 
everything that you said there, and I appreciate your being a part 

of this study in success series because it really helps other people, 
as we discovered, to stop finding clues.  Or as Kevin, one of the 

people who works with me says, “success leaves clues” and you 
certainly left a lot there.  So I really appreciate the time that 
you’ve taken with us today and look forward to continuing our 

ever-deepening relationship. 
 

Alan: 
 

Well Michael, I appreciate everything you do and anything we can 
be of assistance in helping people in this industry.  It’s a great 
industry, and the more people that understand that and get into it 

and are successful, it grows the business and the industry for all 
of us. 

 
Michael: 
 

Yeah.  Well, thank you, Alan.  Talk to you soon. 
 

Alan: 
 

Thank you. 
 

Michael: 
 

Bye. 
 

Alan: 

 

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  
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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 
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