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5 Part Series on Michael Oliver 

  
Mannaquest 2008: we are almost there! 
New Replay available – Learn about Bounceback from  Dr. Sinnott 
 
Business Approach:  Part 1 is Michael Oliver “How to sell Network 
Marketing without fear, anxiety, or losing your friends” 
 
Series:  5 weeks through the book  
Your next step: go to www.naturalselling.com

1.  Opening Premise:  There is no “One Way” to do network marketing 

 and take the free 7 day 
Ecourse    

 a. What do I do? 
  This is a left-brain, logical systemic question.   
 b. What do I say? 
  This is more of a right brain and deals with the people issues of  
  feelings and emotions. 
 People buy on emotion and justify on logic. 
 c. So when we say one size fits all like: 
  “Just share your story… 
  “It’s a numbers game so just talk to as many as possible… 
  “No selling is involved… 
  “Just give them these tapes and tell them what they hear will  
  change their lives… 
 This does not work…systematizing a very personal and interactive 
 activity can be impersonal and adversarial for the person on the 
 receiving end.  Result:  fall out, rejection 
 d. Building relationships is at the core of any good sales organization.  
 People communicating with people create relationships…not systems. 
 So, let’s work on BUILDING RELATIONSHIPS. 
 
2.  What you say matters! 
 a. What do you call the people you approach: prospects or potential 
 partners? 
 b. Your words are an extension of your thoughts…so, control your 
 thoughts.  Think how powerful they are!  You are what you eat?  Well, 
 you are what you think as well.  So, what should I do with that 
 stinking thinking? 
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 c. Turn the traditional marketing pyramid upside down… 
  90% on discovering and building a relationship 
  Historically, 10% on building rapport with 70% on presentation  
  and close. 
  
3.  Natural Selling is based on 4 principles and use of DIALOGUE to 
communicate. 
 a. The four principles: 
  1)  Helping other people solve their problems 
  2)  Listening to what is meant not just what is being said 
  3)  Asking the right questions at the right time 
  4)  Feeding back what you think you heard they want 
 b. Dialogue used within the 5 stages of a Conversation Framework 
  1)  Connecting 
  2)  Discovering and Listening 
  3)  Transitioning 
  4)  Presenting 
  5)  Committing and Supporting 
 
4.  Seven Actions for Turning Theory into Practice 
 a. Practice, practice, practice 
 b. Quantity of practice is more important than quality 
 c. Keep your conversations relaxed 
 d. Let go of your attachment to the result 
 e. Do not start selling as soon as you have a glimpse at an opportunity 
 f. Go slow to go fast 
 g. Invest time in people 
        
5.  Objectives over the next 4 Weeks as we conclude the Michael Oliver 
Book: 
 a. Help you change you thoughts and approach to selling the business 
 b. Eliminate whatever anxieties or fears you might have when 
 approaching people about your business 
 c. Learn how to ask skillful, non-intrusive questions that allow people 
 to think about and reveal to you their needs, and allow them to 
 persuade themselves. 
 d. Learn how to listen to what people say and don’t say and what to 
 listen to that will motivate them to listen to you 
 e. Customize this communication to suit your own style and 
 personality. 


