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Interview #5 
 

Michael: 

 

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

talking with one of my students whose name is Donna Pedrick and 
the reason I want to talk with Donna is that she’s been very 

successful in her network marketing business using the Natural 
Selling approach.  I think you’ll find it very helpful to understand 
what she’s done and how you can perhaps do the same sorts of 

things in your business.  Donna, Welcome. 
 

Donna: Thank you.  It's great to be on this with you. 
 

Michael: Well, I appreciate you taking the time to talk about your success 
and also the history behind it.  And that’s what I’d like to do is 
actually, is just kick off with a little bit about your background.  

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

 
Donna: Well, we have a very dear friend, we’ve been friends for thirty 

years, and many years ago they took a leap of faith and moved 

out of the state that they were living in and from that point on 
were making their living totally in network marketing and he would 

introduce us to different products.  About six years ago, we were 
in a situation.  We were actually in the television industry, my 
husband and I, in the production end of things.  My husband was 

an online editor, and I was an associate producer for a television 
production company.  And the stress of living in Los Angeles and 

having a job like that where the deadlines are yesterday it was 
just crazy.   
 

We just decided that we wanted out.  L.A. had just gotten way too 
crowded.  So, we too moved, and we moved close to our friends 

again.  At that time, we needed another source of income.  So, we 
started networking at that point.  We’ve done a few different 
companies, different products, all in the health field, all in the 

wellness industry.  You know, some we were fairly successful, 
others, we weren’t that successful.  I have to say for probably the 

first four years, for me, it was more like school because I really 
had no idea what I was doing and I was just kinda muddling 
through things and that explains my success ratio right there.   

 
I guess it was, oh maybe about two years ago, we got introduced 

to your method of Natural Selling.  At the time, it just really 
resonated with me.  Yeah, this is the way to do it.  I mean if you 
really just can kind of extract from a person what their goals and 

their desires are, you can see kind of where they’re at with things, 
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and if this is even a prospect that you want to pursue and take 
time with, because a lot of times they’re not.  And with the Natural 

Selling it really crystallizes that for you.  And before that I was 
probably in that vat of networkers that you grab onto anybody 

who has a pulse.  You throw up all over them.  Everything that 
your product does and your business does and how it’s going to 
help them whether they want it or not.  Basically, they just want 

to run screaming down the street away from you.   
 

Michael: When you started doing this were you doing it full-time or part-
time? 
 

Donna: When we lived in Los Angeles I kind of started it part-time but 
once we moved, which was six years ago, it was full-time. 

 
Michael: It was full time.  So, in that first four years, where you mentioned 

that you were struggling with the whole process and you kept on 

going, how were you going about building your business and what 
sort of approach were you using to talk with people?   

 
Donna: Well, at the time, fax blasting was very popular but that was 

before the “Do Not Call List" and once that came into effect the 
amount of really good prospects really diminished.  But, but at the 
time we were more successful with the fax blasting.  We did get 

some pretty good leads from that.  We tried other lead generation 
sources as well.  Some were okay.  Some were not.  It was kind of 

hit and miss with that as well.  But, I wonder, now that I think 
about it again, if I had been using the Natural Selling it might have 
been quite different.  It might have been my approach too, at the 

time too, that turned people off. 
 

Michael: So, you said something interesting in there.  You said you had 
various sources of leads and you said the leads were pretty good.  
Is that correct?   

 
Donna: Some were.  Some weren’t. 

 
Michael: Yeah?  Okay.  So, do you think then, as you said, if you had 

reflected back, if you could talk with those same people again in a 

different way, if you could magically transfer or transport yourself 
earlier, do you think you would have gotten a different response 

from those people?   
 

Donna: I think so. 

 
Michael: Yeah?  Why’s that? 

 
Donna: The thing with the Natural Selling is that you really engage a 
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person.  You really dig into them and listen to them and I think, if 
I can kind of interject a big turning point for me with the Natural 

Selling, was about a couple of years ago actually.  For the first six 
months or so with Natural Selling I kind of tried to work with it as 

best as I could but it didn’t really slap me right between the eyes 
until about two years ago.  We were at a conference with another 
company.  I’m a vocalist.  I’m a singer.  I’m a songwriter.  I have 

been doing this for years, since high school really.  It’s my 
passion.  It’s my love and it’s kind of one of the reasons that I do 

networking is to get the income that I can work on my production, 
and my songs and record.  At this conference I had the 
opportunity to sing a song that I had written kind of for the 

company.  It was the opening song of the whole conference.  And 
afterwards I had so many people come and say, people that I had 

known for a long time and had networked with, and they said, oh 
my God!  Donna, that was so great.  I had no idea that you sang.  
I thought to myself, why is that?  We’ve known each other for five 

years.  How is it that you don’t know the thing that I am the most 
passionate about?   

 
Michael: [Softly laughing] 

 
Donna: I turned it both ways.  It’s like wait a minute, I probably don’t 

know a lot of what’s in their heart either.  And I’m standing there 

in the back of the conference hall looking at hundreds of people 
and I’m thinking, you know what?  I bet if you took a survey of 

everybody in this room and asked them how many felt that they 
were truly heard, that most people would raise their hands and go, 
No.  No, I don’t feel that.  This is my whole train of thought that’s 

happening in the back of this conference room at this conference.  
That I’ll bet a lot of people feel that way because as a society 

we’ve gotten into a non-listening mode.  We just yack about 
ourselves, and what we’re doing, and, I mean, that’s okay but it 
has to be a two way street too.   

 
Michael: One of the many things that, I mean you’re talking about many, 

many years, is that when a subject comes up of talking with 
friends and associates, is that ask yourself do you really know your 
friends?  Because my experience is that our friends tell us things, 

but we never listen and we never go deeper with what they tell us.  
And here’s an example that you bring up, which is that your 

closest friends never even knew your greatest passion.  And it’s 
amazing how, for example, how at workshops and role plays that 
we do, where two people are talking with each other, and if they 

happen to know each other, and there’s a certain way that I train, 
is that they come up with just the most amazing stuff.   

 
In fact, I’ve had one lady a few years ago who stood up abruptly, 
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her chair fell over and she just screamed.  I was a bit concerned.  
I said, are you okay?  She said, I have known my friend Mary for 

twenty years and I had no idea that she…  And then explained 
what Mary was doing.  I can’t remember the actual thing now 

because it was a few years ago but she was just absolutely 
shocked about that.  So, it’s the same sort of syndrome there 
that’s quite incredible.  Isn’t it?   

 
Donna: Yeah, it is, and in this metamorphosis moment that I was having it 

dawned on me if you can allow a person to be heard and make 
them feel like you have heard them, you have listened to them, 
you have heard what they’re saying, you have heard what they 

are feeling, you hear what’s in their heart.  I bet you they’d follow 
you anywhere. 

 
Michael: So, once you’ve discovered that, so, in that two and a half years 

ago you discovered Natural Selling, two years ago you had this big 

“A-ha”; this personal “A-ha!” 
 

Donna: Exactly! 
 

Michael: How rapidly did things change when you used the process, when 
probably that clicked into place for you and then you started 
listening and started asking in a different way, and so on?  How 

rapidly did things change, your business change?  
 

Donna: I think part of the situation why it didn’t change immediately was 
because of the company that we were with.  They were having 
some major problems.  They had no clue what they were doing 

and so we ended up actually moving to another company.  It just 
happened.  We weren’t looking.  It was just presented to us.  And 

once we were lined up with the right vehicle, with the right 
product, with the right company, everything just exploded.   
 

Michael: So, this happened about a year ago then, didn’t it? 
 

Donna: This is about a year and a half ago now that we’ve been with the 
other company, with the other company. 
 

Michael: Okay. 
 

Donna: It’s just been amazing.  And the new people that we have gotten 
on board I have absolutely used this technique and what 
transpired after this conference.  I really utilized that “A-ha” 

moment that just you mentioned.  That was it.  That was the 
turning point for me; and I realized that I don’t listen as well as I 

should either.  So, I started to.  I just started to and a lot of my 
conversations with people…people will bring their people to me for 
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three-ways now, and my first thing is I talk to them.  What are 
you doing?  Why do you like this?  What do you like about the 

product?  What are your goals?  I really just let them talk.   
 

Whereas in the past if somebody had come to me, I probably 
would’ve started with the litany of why our company is great, and 
why our product is great and you’re gonna make a whole bunch of 

dough.  I don’t do that now.  I don’t do that now.  I mean 
eventually in the conversation we get to that subject; but in the 

beginning it’s all about them and it should be.   
 

Michael: So, are you saying then, the importance here is not about what 

necessarily the products will do for them by telling them directly, 
or how the business opportunity will change their lives, or 

anything about the company?  Are you saying it’s more to do with 
where they are presently and how their life is working for them 
right now?  How their health is working for them right now?  

Allowing them to talk about it so that they come to their own 
conclusion perhaps things aren't quite so good and that they will 

change?  I don’t want to feed words into your mouth, but I get 
that a little bit… 

 
Donna: You’re pretty much hitting the nail on the head.  You’re pretty 

much hitting the nail on the head with that.  Yeah!  I think the first 

point is that you have to connect with somebody.  You have to 
connect with them and you do that by listening.  And then at that 

point, really, you get a very vivid picture painted of what type of 
person that you’re talking to.  Some you really want to pursue and 
others you can see right off the bat, that this is going to fail.  It’s 

that simple.   
 

Michael: So you see that person is going to fail, or you think it’s going to 
fail for some reason in the conversation that comes, how do you 
respond?  What steps do you take or not take after that? 

 
Donna: Well sometimes I actually just try to get off the phone as quickly 

as possible because I see it’s going nowhere.   
 

Michael: Yeah. 

 
Donna: And it’s not going to.  You kind of develop a sense about it, I think, 

the more you do it and the more experience you have.  Other 
times I will ask other questions to try to work through what their 
objections might be. 

 
Michael: Yeah. 

 
Donna: Again it's questions and basically you’re not telling them anything.  
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You’re asking the questions that they will tell themselves what the 
answer is and then you both know. 

 
Michael: Okay, so would it be true that you’re not attached then, 

necessarily, to the outcome?   
 

Donna: No.  Not at all.  Not at all.    

 
Michael: So what’s your focus then?   

 
Donna: What is my focus?   

 

Michael: When you’re having the telephone call.  I can sense you’re not 
attached to the outcome of trying to get a sale, or trying to get 

someone to do something or go to a website.  So, what are you 
actually looking for?   
 

Donna: I think I’m just trying to get to know a person and see if there’s 
that click there, that resonance between the two of us.   

 
Michael: Can you be a bit more specific as to what it is?  I mean… 

 
Donna: I think if the person has the same goals maybe, in regard to 

product. 

 
Michael: Well, how can you tell when it’s not going to work with a certain 

person?  I mean that might give us a bit of a hint as to what it is 
that you’re looking for.  What are the things that a person might 
convey to you that you go; I don’t think this is really going to work 

for them or for me necessarily? 
 

Donna: Well, if they’re not receptive, if they’re very negative about things.  
The other day I was actually speaking with a woman who was 
already in the business and I had been three-way’d in to offer 

support; and she gave me a whole list of reasons why this wasn’t 
going to work.  She rarely took the product.  She didn’t like talking 

to people.  She wasn’t going to get on any conference calls.  She 
hated networking.  What can I tell you?  She didn’t really give 
many reasons why it was going to work.   

 
Michael: Okay.  When you get on the calls and you talk with people, do you 

ever get people that are rude with you, slam down the phone, tell 
you that they’re just not interested or anything like that?   
 

Donna: The types of leads that I have worked lately, it’s pretty much 
people who have responded to an ad or something like that.  So, 

they have already asked for this.  In the old days of the cold calls, 
yeah, I guess when I first started to work with the Natural Selling I 
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was doing some cold calling and it did make quite a difference.   
 

Michael: But, you have had in the past, with people who will, for whatever 
day they’re having, will just sort of put down the phone on you.  Is 

that right? 
 

Donna: Oh, in the old days, yeah.  Oh yeah.  Oh yeah. 

 
Michael: Okay and how did you feel about that?  Did you let it effect you at 

all?   
 

Donna: This was many years ago and even though I didn’t want it to, yes, 

it effected me.   
 

Michael: Okay and what about now?   
 

Donna: Well now I don’t really get that.  

 
Michael: Okay. 

 
Donna: But, I think if they did…and sometimes I talk to somebody who’s 

rude and I just think, oh well, because I am not going to go there.  
I refuse to go there and let that churn inside of me and ruin my 
day because it’s not ruining theirs.  And I don’t want to be the 

victim of this.  I don’t want to be a victim at all.  Another big 
moment for me was when you had hosted a call where your guest 

was Michael Losier, the Law of Attraction gentleman, and man, 
that was another one.   
 

That was another big, huge transformation for me because I 
followed his practice of making a list of the things that I wanted 

and to determine that quite often you make a list of the things 
that you don’t want.  That’s what I did.  I took that very seriously 
and I made a list of all the qualities that I want in somebody 

calling me in a prospect or in a business partner and of course, to 
do that I had to first list the things that I didn’t want.  I got very 

specific with both things and I said this is the type of person that I 
want to attract to me.   
 

This is the type of person that I want.  And quite often in 
screening calls it saved me a lot of time and a lot of heartache 

because I would ask questions and find out exactly where a person 
was at physically, financially, emotionally, goal-wise, work-wise.  
What is their work ethic, that type of thing?  All of these questions 

that I would ask of them and I would find out right away if this 
was a person that I wanted to work with or not.   

 
Michael: So, by doing that then you were very, very focused and you 
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actually knew what you wanted.  You weren’t afraid to go in depth 
with a person, and so consequently, you were able to make a 

better connection to be very clear about how you wanted your 
business to grow, the type of people you were looking for, and so 

on and so forth.  
 

Donna: Exactly.  Exactly, because if they weren’t that type of person then 

would say, hey, here’s a Website; if you’re interested, get back to 
me.  But, after that I would not spend a lot of time, if any, even 

talking with them again because that’s what I would do in the 
past, Michael.  Basically it was myself that was getting beat to 
death because I kept going back to these people that weren’t good 

prospects.  They were never going to do anything.  But, my 
husband has great insights quite often and we were talking about 

this situation one day, and he said, you know what?  Be aware 
because sometimes people just cannot tell you "No".  They cannot 
tell you no.  So, I had to develop a sense of wait a minute, is this 

a no that is coming to me without actually using that word?  And 
that’s when things helped as well.  That’s when things turned 

around as well because then I knew not to spend a lot of time with 
the person.   

 
Michael: Any particular question that comes to mind that you would use to 

discover whether a person was actually saying no to you?  Does 

anything come to mind, any incident? 
 

Donna: Nothing specific.  Maybe the more we talk, maybe I’ll remember 
something, but nothing… 
 

Michael: Well, sometimes these things happen, yeah.  Would it be true to 
say though that you would ask a question or some questions to 

actually hone down to allow the other person to say it’s okay to 
say no, even though they don’t want to say no?   
 

Donna: I think, a lot of it Michael was just almost me saying no to them.   
 

Michael: Okay.   
 

Donna: Because I would realize, this is not the type of person that’s gonna 

do anything with this.  So, at that point it's not like I would slam 
down the phone on them and say I want nothing to do with you.  

It would never certainly be that, but I would leave it just at giving 
them a website and letting them look at it because maybe I’d be 
wrong and maybe they would call back.  But you know what?  I 

wasn’t. 
 

Michael: Yeah. Yeah.   
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Donna: I never had anybody call back.   
 

Michael: So, what do you think, if anything, were the key things, one or 
two key things, that contributed to your success?   

 
Donna: Well, first of all, after having a company and a product that 

deliver, after that it would just be finding the person that you want 

to work with.  You know, first of all, as a networker you kind of 
have to ask yourself, number one, am I the type of person I’d 

want to recruit?  You know, am I the type of person I want on my 
team, and if you’re not, then you have to become that person.  
You have to evaluate what you’re doing and the type of person 

that you are and you have to make adjustments in yourself and 
you know, there is kind of a learning curve to this.  People think 

networking, oh I’m just gonna get in there and I’m gonna get that 
big networker under me and they’re gonna make me a lot of 
money.  (Laughter)  Boy.  That really happens. 

 
Michael: Yeah, I think you bring up a very strong clue there.  One of the 

things that I talk about is that in the Natural Selling process is 
you’re looking for someone who really has a desire to change.  You 

have the conversation focusing on different things.  One of them 
is, does this person really have that strong desire to change and to 
make a difference? 

 
Donna: Exactly. 

 
Michael: Whether it’s part time or full time.  And so the add-on to that is to 

say, well you have to ask yourself that if you’re asking people that 

question, do you actually have the desire to change?  Are you 
prepared to do, not necessarily what it takes, because you have to 

be very careful with that expression; but to do the work and to do 
the studying and to do the learning, and so on to be able to move 
from where you are to where you want to go.  And if you don’t 

have that intrinsic desire then how can you ask other people to 
have it? 

 
Donna: Exactly.  Exactly and for some reason I think with net-working, 

people think that they, quite often, they can just come in and just 

do it and be successful.  You can’t just come into this and not 
know what you’re doing.  You have to learn what in the world 

you’re doing.   
 

Michael: Would you say, considering from that, that in your opinion that 

people probably are better off, or are perhaps looking for how to 
go about talking with people, or how to structure and build that 

business, more than getting an immediate payment; or do you 
think people are looking for an immediate payment?  Which do you 
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think is more powerful there?  (pause)  That someone’s starting 
their own business, someone starts in your own business, do you 

think it’s important to have something, have a payment in that 
person’s hand right away, or do you that it’s more important to 

give them some training?   
 

Donna: Oh, I think there absolutely has to be a balance of both.  Yeah, 

because if people aren’t making money they’re not going to stick 
with it.  Why would you?   

 
Michael: Okay, I was just curious as to what you were thinking. 

 

Donna: But, also, they need to have the desire to learn what they’re doing 
and become the best that they can be so that they can get the 

bigger paychecks.   
 

Michael: So, you’ve had great success using a Natural Selling approach.  

What programs come to mind that you found most useful that you 
would recommend to someone who if perhaps just starting out and 

wants to achieve the same sort of success as you? 
 

Donna: Any of your tele-classes, I think, are just wonderful.  "The Magic 
Questions That Turns 'No' Into 'Yes'", I think, and forgive me if I’m 
not getting the titles right, Michael. 

 
Michael: Yeah.  Those are the CD’s right?   

 
Donna: Yes. 

 

Michael: The "Power Up Your Dialogue" CDs. 
 

Donna: Yes.  The "Power Up Your Dialogue" CDs.  Any of those are nectar, 
they are gold because I particularly like, I like listening.  I 
especially like the role-plays.  The role-plays are like gold because 

you can hear how you turn a conversation around.  It’s interesting 
because you can when the person is responding you kind of have a 

thing in your head of what you would say, and then we hear what 
you, Michael, would say, and it’s like Whoa!  I never even thought 
of that.  That’s brilliant!  So, you really get a very vivid example of 

how this works.   
 

Michael: So, you’re actually talking about the one called "The Magic 
Question That Turns 'No' Into 'Yes'"?   
 

Donna: Yes, yes.  That was a big one for me.  I listened to that many, 
many times.   

 
Michael: We have to be very clear.  The yes isn’t necessarily a sale; it’s just 
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turning things around, looking at the other side of the coin and 
allowing the other person to reveal something that would probably 

never be revealed if we didn’t ask the question.   
 

Donna: Exactly. 
 

Michael: Yeah.  That’s very good.  Thank you.  I appreciate that.  Okay, so 

any advice that you would give to a beginner?  What big advice if 
we have a beginner listening on this audio here?  Any big advice 

that would you just give to a beginner, first time? 
 

Donna: I would say just be open to learning, to realize that you don’t 

know everything in the beginning and that’s okay.  You certainly 
don’t have to beat yourself up about it but be aware that it is a 

process.  And it’s really a glorious process if you take that attitude 
with it.  You will be successful.  Don’t worry.  Just learn what 
you’re doing and you want to ask yourself questions too.  I think 

that’s important.  Yeah, just be open to learning new things, be 
open to developing yourself and working with yourself, because 

you’re the one who’s going to make the difference.  You’re the one 
who’s going to draw the people to you and water does seek its 

own levels.  So, you want to draw the best so you have to be the 
best.   
 

Michael: Wonderful.  Donna, thank you so much for joining me and sharing 
with us some of your secrets and your process.  It’s always very 

illuminating.  I appreciate the time and I think people listening to 
this will find it very useful.  So thank you… 
 

Donna: Oh, I’m glad.  I'm glad.  Well, thank you Michael.  Thank you for 
inviting me and thank you for your courses, for your concept of 

this.  I mean, this has just made such a huge difference and 
believe me, we tell everybody in our downline about your courses.   
 

Michael: Thank you, I appreciate that. 
 

Donna: This is part of the training, Natural Selling.  So, so thank you. 
 

Michael: Okay and we’ll talk again soon.   

 
Donna: Alrighty.  Thank you Michael.   

 
Michael: Thank you Donna. 

 

Donna: Bye-bye. 
 

Michael: Bye-bye. 
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