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Problems and Solutions Come In Pairs 
(A 20-minute discovery conversation) 

 
"Problems and Solutions Come In Pairs"...In this role play,  Dialogue with the question, "So, 
Roberta, where do you live?", and will immediately turn the Dialogue over to you Go product 
consultants  on this Monday night call to let you practice your listening for clues and questioning 
skills. 
As you listen, notice that Roberta is asked a number of background needs awareness and needs 
development questions that begin to surface her story, her needs and wants as she 
responds to each question. 

There are always two sides of people's challenges that will surface in most of your Dialogues.  
In response to your questions, people will reveal the facts about their situation, which represent the 
logical side of the conversation, and then there is the emotional or subjective side, which reveals 
how people feel about the facts surrounding their circumstances, or why they think the way they 
do. 

It's important, as you'll see, to understand that people make decisions to change their situation 
based mostly on feelings and subjective reasoning that is from the emotional or subjective side, 
and very little from the logical side of the problem solving equation.  Though once having made 
the emotional decision to do something, they will justify it logically. 

The best way you can be of service to others, in terms of helping them solve their problems, is to 
listen carefully for the facts and personal things they reveal about themselves, and then to use 
only those relevant facts and subjective reasoning's when later presenting the features, advantages 
and benefits of your business opportunity. 

Let's join the Dialogue... 

John: Roberta, you ready to role-play with me. 

Roberta: Sure, I am. 

John: Roberta, I have a very simply question.  Where do you live? 

Roberta: Grand Prairie. 
 
John: Do you like living in Grand Prairie? 

Roberta: Not particularly. 

John: What don't you like about it? 
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Roberta: It's a little far from where I want to be. 

John: Anything else? 

Roberta: I didn't move far enough south. 

John:  How many answers did we get overall?  

Roberta Two. 

John: Two.  What were they? 

Roberta: Where she lives and that she doesn't like it there. 

John: She doesn't like it there and then I asked a question why. 

Roberta: She would like to live farther south. 

John: Further south, and - 

Roberta: It's not where she wants to be. 

John: It's not where she wants to be.  There are two answers in there, right?  It's not where 
she wants to be and if she had the chance, she would have moved further south.  Is 
everyone okay with that? 

Roberta: Right. 

John: So, those are two signs now, aren't they?  You've got the sign post — she doesn't like where 
she wants to live.  Now, you've got the two signs.  The sign is she would rather have moved 
farther south.  It's not really, where she wants to be.  What can we do with that, now? 

Roberta: What would you do if you could move to another place or where would you go if you 
could move to another place? 

John: You could do that.  The question is do you know what she means? 

Roberta: No. 

John: No, you don't know what she means.  It's just a statement, isn't it?  So, you can what?  You 
can. 

Roberta: Ask her another question. 
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John: So, you can ask a question.  Someone ask a question. 

Roberta: Why would you want to move further south? 

John: That is a good question.  You can ask that.  That is the question I would ask, "When you say 
'further south', Roberta, what do you mean by 'further south'?" 

Roberta: I mean closer to an international airport and closer to my family. 

John: I'll bet you that was a different answer than any one of you expected.  Because you expected 
her - I'll bet you any money you like, you expect her to say that she wanted to be in a warmer 
climate. 

Roberta: Yes. 

John: It might be that she wants to be in a warmer climate, but what's her answer?  She wants to 
be by an airport, near international airport and she wants to be closer to her family.  Now, what 
have you got just here?  You've got another signpost that's come up and what?  How many signs 
on it?  Two signs on it, right?  You are already getting some clue as to where she is coming 
from, just minor clues.  So, just taking one of those signs and the original signpost, we've now got 
two more signs. 

So, you've got a choice.  You can go either with the international airport, which is possibly going 
to give an indication about what about her? 

Roberta: That she like to travel. 

John: It could be that she likes to travel.  What else? 

Roberta: She could have family in other areas. 

John: It could be what else?  I'm only guessing, but it could be something to do with her job, 
couldn't it? 

Roberta: There are more people living closer to an airport.  So, she would have more customers. 

John: It might be all sorts of things, but these are things that pop in our minds.  Why don't we ask her?  

John: Why would you like to live closer to an airport, an international airport? 

Roberta: Because I like to travel into warmer climates for short periods.  I also like to see the rest 
of my extended family and the airport we are close to, it usually costs the same amount that it 
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costs to fly to other places from an international airport.  So, I'm sort of paying double the airfare 
every time I fly. 

John: Okay, What kind of question was that when we asked her why she would rather live near 
an international airport? 

Roberta: Needs awareness? 

John: Yes.  Needs awareness, needs development question.  I'm not worrying so much about the 
category of the questions.  Roberta is just giving us an idea of what the picture looks like.  Is 
everyone okay with this? 

Roberta: Yes. 

John: That's how we can start bringing Roberta to, if you like, the current reality of where we are.  
If you don't mind, Roberta, we're going to continue the conversation with you.  You okay with 
that. 

Roberta: Oh yeah. 
 
So, let your agenda, let your business opportunity, let all of the features of your business 
opportunity guide you in your questioning.  So, let's look at her for a little bit more.  Roberta has 
just spoken about a number of factors about being near an international airport.  List them off and 
write them down, if you can.  What are those factors?  One of them is an extended family.  
Interesting that she would use word 'extended family'.  Do you know what she means by 
'extended family'? 

Roberta: No. 

John: Anyway, it's an interesting thing.  What else has she said? 

Roberta: She likes to travel. 

John: She likes to travel.  Yes.  What else? 

Roberta: She mentioned the cost of traveling out of the other airports.  Money must be some 
concern.  

John: It could be money.  So, it's double the money, isn't it?  That type of thing. 

Roberta: It's also more time. 

John: It takes longer to get there, is that what you are saying? 
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Roberta: Yes, because you have to wait at each airport and then you have to fly to the next one.  So, 
that takes quite a long while. 

John: So, we've got a number of different signs here with a number of different things that we can 
talk with her about.  Do you think any of those that we are talking about have any potential 
relevance to how our goDesana business opportunity might be able to help her?  In other words, 
from the point of view of discovering some things where we might be able to present our business 
opportunity as a way that could be useful to her. 

Roberta: The family.  If she has any reasons, that any family members are sick or so that she wants 
to be able to visit them more often. 

John: Do you feel like talking about the family a bit, then? 

Roberta: Sure 

John: So Roberta what do you mean by 'extended family'? 

Roberta: Well, I've got a blended family and I've got sons that are all the way from Whitehorse that 
are all the way through to White rock.  Then, I've got in-laws and outlaws that live all over 
Canada and the U.S.  And I like to go visit them. 

John: What do you mean 'outlaws'? 

Roberta: Former marriage relatives that I still stay in contact with. 

John: When you say 'blended family', what does that mean?  I'm not sure what you are saying. 

Roberta: I'm on a second marriage. 

John: Continue — there are some clues coming up here.  Good clues, some ideas. 

John: Roberta, you talk about traveling to see the people.  Do you get to travel very often? 

Roberta: Not as often as I'd wish. 

John: Why is that? 

Roberta: My job holds me down.  You have to clear it with them before you leave, you 
know. 

John: So, are you working for someone else right now? 
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Roberta: Correct. 

John: Have you been working with them for very long? 

Roberta: About three years. 

John: Are you happy with them? 

John: Can I stop here for second?  This is what I would do? We just found out that 
Roberta is working, but she's also talking about her family.  She's giving us some clues 
about the family first. What has she told us about what she's not able to do? 

Roberta: She's not able to visit them. 

John: She's not able to visit them. Does she like visiting them? 

Roberta: Yes, she does. 

John: Can she visit them as often as she wants to? 

Roberta: No. 

John: No. She can't do that. What else? 

Roberta: Well, it's a time problem because she has to work and it may also be a money 
problem. 

John: It could be time. It could be money, but stay on her family for a moment. The fact 
that she is unable to go and visit them as much as she'd like to is what? Is perhaps making 
her what are we getting into now? We're getting into. 

Roberta: Unhappy? 

John: Yes, what are we talking about?  Which side of the equation? We're talking about logic or 
feeling? And so, we're talking about emotion here. You are very close to it. We are right on she 
edge of getting into the emotions there. Why do people start thinking about their lives and start 
thinking about changes based on logic or emotions? 

Roberta:  Emotions. 

John: Emotions. Good question to ask about the job. But, I'd leave the job alone. Notice how we 
gravitated towards the job. It was like, "Ah, job, got it! Let's find out more about it." Even the phrase 



 

© 2015 John Meatte 

of our question was "Are you working for someone else?" Think about that question. That was a 
loaded question, if you think about it. Why did we ask that question that way? 

Most people would ask? 

Roberta: What do you do? 

John: Yes, what kind of work do you do?  We might explore that.  And it was a reflection of 
possibly, on what? 

Roberta: The person who asked the question. 

John: Yes, why is that? 

Roberta: It's a judgmental question. 

John: It could be. But, it's a reflection on? 

Roberta: Feelings though, too. 

Roberta: her agenda. 

John: It's a reflection on marketers agenda, on where they coming from. You can't escape  
thoughts and your mind because your words will give you away every single time. Because t, 
even though Roberta might not pick up on it at this time, she might later as a clue that we are 
angling in on her . It's always best to stay very neutral with words as much as you can. It gives the 
agenda away. You are still focused on who’s agenda. Get off your agenda. Let go of your 
agenda. 

 Let your agenda guide you as opposed to dominate you. Picture that, everyone? So I would say 
something like, "Roberta, it appears to me that your whole family is pretty important to you. Is that 
right?" 

Roberta: That's right. 

John: Do you see where I'm going with her? How do you feel, then, that you can't get to meet them 
as much as you'd like to? 

Roberta: Well, I don't have as close of ties as I figure that I should have. 

John: When you say 'figure that you should have,' what do you mean by that? 

Roberta: I mean that I miss not being able to attend things like family reunions, etc. 
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John: Oh, I see, well like holidays and so on. 

Roberta: Yes. 

John: Do you see what we've got here? Roberta, are you playing her for real? 

Roberta: More or less. 

John: Thank you, I appreciate that. How more or how less? 

Roberta: It would be really neat just to sort of show up to these family reunions sort of 
unannounced. 

John: The reason that I ask that Roberta is that I want to make sure that she is somewhat real but are 
you picking up on  her intonation in Roberta's voice at that moment, everyone? 

Roberta: Yes. 

John: Yes? What are you picking up? 

Roberta: It seems that she is more interested in the questioning. It just seems that she would have 
had a closer relationship. 

John: Yes. How did she inflection of her voice go as she started answering that? 

Roberta: Wistful. 

John: Yes, wistful. What else? 

Roberta: A little bit of sadness. 

John: A little bit of sadness. Was she coming back with a rapid-fire answer like she did before or 
was she slowing down? 

Roberta: She was slowing down. 

John: She was slowing down here a little bit, right? So, perhaps we can ask Roberta if she would 
share that. Roberta, can you connect those feelings as to when you answered that? Can you 
remember anything inside yourself as to how you answered that? What were you thinking or 
how you perhaps felt? 

Roberta: There was quite an emotional feeling behind that. It's more of a gut feeling. 
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John: Now, did Roberta say anything? Did she tell you that I'm unhappy or I'm feeling sad or 
anything else like that? 

Roberta: No. 

John: No, she didn't say that. But, if you sense it and you listen to the intonation and so on and I'm 
bringing that up because I talk about process. You go through these feelings when you ask these 
types of questions. here we are analyzing her as we go. If we were to take out all of the analytical 
bits and just do a straightforward stream of questions, we probably have found that we asked 
about nine or ten questions and we are already into feelings. Any questions? 

Roberta: You know you can keep on asking questions forever. When do you draw the line? It 
sounds like we are asking a lot of questions, which we want to do to find out more information, 
but when does your presentation come into the picture? How far do you let her go? Just 
continually or what? 

John: Well then Roberta, how do you see it? 

Roberta: I think you have to let go of the outcome myself personally. 

John: Okay and what do you mean by that? 

Roberta: Not really worry about that because it will come if it's meant to be. 

John: Are you saying then, in effect, that you will get a good feel for it, you'll get a good picture, 
you'll sense when the time is right to transition into offering that there might be something for you to 
change your position at the present time, your present situation? Is that what you are saying? 

Roberta: Yes. I see it a little better, now. 

John: That would be my answer. It's different strokes for different folks. There is no one set 
answer. Someone you can do it very quickly and another person might take two years. It is all to do 
with your agenda because if it is going to take two years, then it takes it — picking up on 
conversation every now and then. All you are doing is planting seeds. Those seeds have a very, 
very nasty habit, read that word as 'great' habit, of surfacing. They come up in front of you. Here 
is where you sow these seeds of abundance, as it were, these good feelings, without rushing to 
your agenda, with letting go of the outcome, knowing when to back off and when to move 
forward. 

It is all to do with your feelings. Come from your feelings — your gut inside. Make the proposal. 
Make the transition. If it doesn't feel that it is right, back off and leave it alone. It will come up 
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again unless you are talking to a total stranger that you'll never meet again. Does that answer your 
question for you? 

Roberta: Yes. 

John: Roberta do you want to go any further on the family and the feelings issue, do you think? 

Roberta: No. 

John: I don't think so. I think we've gone far enough. Can we go further maybe at a later stage? 

Roberta: Sure. 

John: Yes, we've got a little touch here. We've already established now something else. We asked 
her a question and she was talking about her job, wasn't she? Let's start going into that now. Let's 
start looking at the job. Let me do the transition for you back to there. I spoke to Roberta. She gave 
me some things about her family and I might say something like, "I'm sorry you can't get to see 
them as much as you'd like to though, Roberta. Tell me, what kind of work do you do then? Do you 
work in Grand Prairie?" 

Roberta: I work in the hospitality industry. 

John: Really? Off you go, someone. 

Roberta: What do you mean by 'hospitality'? 

John: Cool. 

Roberta: I'm a manager of a restaurant. 

John: By the way, that question, "What do you mean by 'hospitality'?" — what is that - background 
question, needs awareness, development question? 

Roberta: Background. 

John: Background question. Someone else come up with a question. What did she just say she 
does? 

Roberta: She's the manager of a restaurant. 

John: Of a restaurant — wealth of information there. So, now we know another signpost has come 
up. We’ve got a sign there. 
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John: Do you enjoy that kind of work, Roberta? 

Roberta: I enjoy it very much. I've been doing it for the last 35 years. 

John: What do you particularly like? 

Roberta: Meeting the people. 

John: Can I make a suggestion there? 

Roberta: Sure. 

John: The "like" bit — I'm going to move back from that a little bit more. Do you have enough about 
her interest? She says, "Yes, I've been doing this 35 years." Great question. Great question but I'm 
going to suggest that we broaden the base just a little bit. Hang onto that question, "What do you 
like about that?" Yeah, sure. I've been doing that for 35 years, she says. What's the question? 
Let's start from the beginning, or start from where we are right now.  It sounds like you've been 
doing that most of your life then, Roberta. 

Roberta: Yes, that's true. 

John: How did you get started? 

Roberta: I actually started off to be a music teacher and ended up not doing university very well so 
I took the next best thing that I liked doing which was cooking and became a certified chef to 
cuisine. 

John: Here is amazing kind of information you can get, right? So, are you still a certified chef, 
Roberta? 

Roberta: Yes, I am. 

John: Really? What kind of stuff do you enjoy cooking. 

Roberta: I specialize in Thai and Italian Cuisine. 

John: Is that where you are currently working, in a Thai...? 

Roberta: No, I'm working in a family restaurant. 

John: A family restaurant. Do you run the place or are you-? 

Roberta: I'm the General Manager. 
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John: Do you get your hand in to do any cooking, at all? 

Roberta: No, not as much as I used to but that's okay. 

John: You've moved on from that, I guess? 

Roberta: Yes, I quite like being out front. 

John: So, what kind of restaurants have you worked at over the last 35 years? 

Roberta: Anything from a five-star dining to a catering facility that catered up to 5,000 people. 

John: Whereabouts? What kind of places? 

Roberta: I've worked all over Canada from Toronto to Saskatcshewan to Whitehorse to Alberta. 

John: What was your favorite place? 

Roberta: I guess the Bess borough in Saskatoon. 

John: The what? 

Roberta: The Bessborough Hotel in Saskatoon. It was an old CN hotel. 

John: Why was that? 

Roberta: Just because of the variety I got to do and I guess maybe the position that I did at that 
particular time in my career. 

John: When you say 'position', what do you mean by 'position'? 

Roberta: I guess where I was in the pecking pole or whatever you want to call it. 

John: Have you ever wanted to do something else? 

Roberta: Oh, yes. We've looked into doing other things. I have actually had a couple of small 
businesses that I've done that had nothing to do with the hospitality industry. 

John: Before that question here is another question. That's a great question and here is her journey. 
When you ask those questions, by the way, do you necessarily go in the same direction as I 
would go in from here to Chicago? 

Roberta: No. 
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John: There is a different route. There is your journey. There is nothing wrong with your route, 
at all. But if you will just indulge me a moment, I would leave that question for just a little bit, but 
again, it's up to you. And there is a question I would ask. So, what brought you to Grand Prairie 
then, Roberta? 

Roberta: Work, mainly. It also allowed me, at the time, to move closer to both of my mother's 
because I had one that lived in northern Alberta and one that lived in  southern Alberta.  was sort 
of halfway in between the two of them. 

John: How can you have two mothers? 

Roberta: One is a mother-in-law. 

John: Oh okay, I've got you now. You threw me there for a moment. So, you moved there what, 
three years ago, I guess to do that, is that about right? 

Roberta: Yes. The kids all left the home, too, so we're empty nesters and it was time to leave. 

John: When you said you'd rather live somewhere else, do you enjoy living there? Do you see 
where I'm going here? Why did I say, "So you said earlier you'd rather live somewhere else and 
I said, do you enjoy living there?" Why would I ask that question, anyone? 

Roberta: Going to feelings? 

John: Why would I refer to she fact that she said she'd rather live somewhere else? I didn't say the 
international airport, but rather some where else. Because she said that, didn't she? Why do I refer 
back to that? To demonstrate -? 

Roberta: To demonstrate that you were listening? 

John: That we were listening! That we were listening. Throw these things in there - that we were 
listening. Ask the question. Say something like, "Roberta, you mentioned earlier that you'd rather 
live some where else, so what keeps you here apart from your mothers. What keeps you in 
Grand Prairie?" 

Roberta: Really, not a whole lot of anything. I haven't really decided what keeps me in Grand 
Prairie except, I guess, a job. 

John: Roberta, did you say that it's just a job that keeps you there? 

Roberta: Correct.  
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John: So, what is it about the job that keeps you there? What is so good about the job that has such 
a hold on you? 

Roberta: It provides a decent income. 

John: So, that's important to you, is it? 

Roberta: Oh, yes. I guess I'm getting closer to retirement, but I'm not to that stage yet. I don't know 
if I even ever really want to retire. 
 
John: So, is there something else about the job that you like besides the income? 
 
Roberta: Well, just the people. I like meeting new people. That's why I decided to go 
from the kitchen, and sort of not be an executive chef anymore and manage a restaurant 
because I thought that it would put me in front of a lot of people. 
 
John: What do you like best about people in general? 
 
Roberta: I like the stories they tell. 
 
John: So, you must be a good listener. 
 
Roberta: Well, I guess I am. 
 
John: Do you have people returning to your restaurant after they've had the opportunity to 
meet you and eat the food? 
 
Roberta: Oh, yes, because of the food and because of the service. I'm very, very particular 
on how I run my restaurant. The service has to be top notch. If the service is lousy, it 
doesn't matter how good the food is, the food would be bad too. Service is of utmost 
importance to me. 
 
John: So, why do the people think your service is good? 
 
Roberta: Mainly, I think more so because of the friendships that are struck up between 
the waiting staff and the customer. There is a good rapport that goes on. 
 
John: Do you train your wait staff, as well? Is that part of your job? 
 
Roberta: Correct.  
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John: When you interview someone to be a waiter, what qualities do you look for in that person? 
 
Roberta: I look for life in their eyes and their voice. They've got to be quite chipper, very friendly 
during the interview. I look for people that are trainable. 
 
John: What do you mean 'trainable'? 
 
Roberta: Well, an awful lot of people have been trained how to "waitress" in other 
establishments and I find that most establishments don't train them the way that I train people that 
work for me. So, I look for people that are coachable. 
 
John:  So  were you going down that path? 
 Because I really wanted to know, she said that people come back to her restaurant because 
of good service. Then, I sort of threw the good food comment in at the end but I wanted to really know 
why that was more important than the food. It obviously wasn't just Roberta doing all of the work, there 
was something else going on. She must inspire something in her staff. So I wanted to know what that 
something was. In effect, here is an example of you using some of she knowledge or some of the 
ideas in the back of your head. Instead of making statements, you asked what? Everyone? 
Questions. Ask questions based on your own experience, your own knowledge, whatever. here is 
an example of turning your knowledge and your experience into questions.  got a great amount of 
information, yes. Did everyone else get that? 

Roberta: Yes. 

John: Is Roberta sounding like someone you want on your team? 

Roberta: Absolutely. 

John: Roberta your fill in, excellent questioning skills there and also good  listening skills on 
picking up on the signs that she was giving you. She was throwing up all of these signposts 
with these signs on them and you're following the Yellow Brick Road to Chicago right now, aren't 
you? Roberta, how are you feeling about these questions, so far? 

Roberta: On some of them, I was feeling maybe somebody was prying a little bit, I guess. But, 
when started talking about the job, then that feeling totally left. 

John: Now, I'm going to steer the conversation just a little bit here and just show you how you can 
do this. Your conversations are your own, guys. But here is how I'm going to transition and 
taking in slight a different direction. Now I'm going to say to her. Roberta, I got a sense from 
something you said earlier that actually you'd rather be living somewhere else, is that right? Or 
you'd rather be somewhere else if you could? 

Roberta: That's true, yes. 
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John: Everyone along with that, okay? Now, I'm going to go to solution question. Remember, 
solution questions - very powerful questions. And let me ask you, why are solution questions 
powerful? 

Roberta: Because they give the individuals choices or options. 

John: Yes, that's one answer. 

Roberta: Lets you know if they are looking for an answer. 

John: Yes, lets you know, but even more than that, solution questions are powerful because what? 

Roberta: It lets them answer it for themselves. 

John: It lets them answer it for themselves. It's them telling you. Make a big, heavy, mental note of 
this. Your sales will go up at least 25% if you ask solution questions. That is a fact. That is not 
me making up numbers. In fact, the precise figure done under research so far is 27%. Your sales 
will go up that amount if you ask solution questions. There is a reason we do that. It allows the 
other person to tell you what she perceived, what she perceived advantages and benefits are of 
them making a change. 

Advantages answer the logical side. Benefits answer she emotional side. Reflect on that. Okay, 
reflect on that. I asked Roberta a question, I've got to sense that. Roberta, let's try it again and give 
a little bit more expanded answer than "probably." So, Roberta, I got a sense that you'd actually 
rasher live somewhere else than Grand Prairie despite a job that you enjoy and your parents and so 
on. Is that right? 

Roberta: Yes, I definitely would like to probably live quite a bit closer to an international airport so 
that I'm not paying so much to go out. In fact, I could probably end up making that many more 
trips per year if I didn't have to pay so much for airfare. 

John: So, here is she solution question. What's preventing you from doing that, Roberta? 

Roberta: Nothing, I guess. I haven't really explored any options. I guess I'd have to go search for a 
new job. 

John: Is that an option for you? 

Roberta: Definitely. 

John: Have you ever thought about doing anything else apart from what you are doing now, 
Roberta? 
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Roberta: As I said, I've had a few part time businesses on the side over the years. I guess I'm open 
to look at anything. 

John: What kind of businesses? 

Roberta: I definitely wouldn't go into the hospitality industry because it is sort of a dying down 
industry right now. But, I guess if I went into anything, it would have to be somewhere in 
healthcare because that seems to be something that you hear an awful lot of and being a baby 
boomer myself, I definitely know that I would like to have my youth back. 

John: But, you say it's a dying industry. Hospitality industry is a dying. Why are you staying in it, 
I'm curious? 

Roberta: I guess because I haven't done anything else. Once you get a label, it's pretty hard to 
change that label. 

John: And the healthcare industry offers you, as you said, possibly other opportunities. 

Roberta: I guess if I found the right thing in healthcare, yes. 

John: I'm curious as I've been talking with you - what if you could do something, Roberta, utilizing 
your skills that would allow you to be with people? Perhaps, start changing the direction of what 
you are doing that would allow you to be with people and to meet with people, interact with 
people, train people, that type of thing? 

Would that move you into an industry where you will be helping people as well - as going to  
wellness natural health industry and would, actually, over time allow you to live wherever you 
wanted to live. If you could do something like that, would that sound like a dream come true to 
you based on what  you were sharing? 

Roberta: Yes, yes, it would. I would be very curious about it. 

John: The reason I was asking that is because I'm doing something right now that might be what 
you are looking for. I work with a all natural organic 100% medicinal grade, USDA approved 
company as an independent distributor. I'm not going to go any further than that, but you see 
where I'm going to go with her. I'm now going to give a brief description to Roberta about what it 
is  we do. This is where I get to say my little piece to Roberta. Let's go back a little bit here and 
see the little sequence of events that came in here to be able to get to that particular point. Is this 
fairly clear to everyone, the journey? 

Roberta: Yes. 
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John: We've reached Chicago, in other words. Before I started describing that I'm an independent 
distributor with Green Organics  International Company, we had reached Chicago. What was at 
Chicago? What did that look like to you? Was she looking for something? 

Roberta: Yes, willing to. 

John: She was looking for something. From a scale of 1 to 10, 10 being she was burning to get out 
of where she wanted to go, what number would you give. 

Roberta: Five to a seven 

John: Yes, five, six, seven. She's tipping the scale towards that way, right? Far enough for me 
because we can have further conversations and we'll determine in fact whether she'll tip the 
scale further or whether she'll go back. We still have lots of times to have conversations. We are 
just introducing the idea now that we have something for her. We are treating her as a stranger, 
per se. Let's look at the second component, the willingness to change, she want to change. One to 
ten, where would you put that number? 

Roberta: Eight: 

John: Pretty high, wasn't it? How did you get that, by the way? Where did you get that from? 

Roberta: She seemed quite keen on changing when it was suggested to her. 

John: Yes, she seemed quite keen. At that point, I wouldn't have asked the question. All I'm 
doing now is testing whether she would make a change and whether she has the willingness to do 
so. At the other point, I had already known whether my solution could be a viable one for her. She's 
given me all the clues: health, meeting people, wanting extra money, doesn't feel she's going to be 
retiring soon but you've got a sense that she would like make some money, would like to live 
somewhere else. All of these sorts of things, we can offer her. 

These are all features of what we can offer her. There are some advantages there, as well. All of 
the clues - I'm gathering all of the clues together. I did that in my summation. So, Roberta, what 
if you could work with people and get involved in training people and make some money and live 
where you want to live and be involved in the health industry in some form? See how I gathered all of 
that stuff together? There is a lot more stuff, but I just gathered what I felt were the most important 
pieces and dumped it on her lap. 

She said, "Yes. I'd look at that." I said, "Well, it's interesting you should say that because I happen to 
be involved in something like that that might be something of interest to you." 
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Roberta: What would you have said, John, if she had said, "No, I'm not interested"? Or what would 
you have done, not said? 

John: At her stage, she would never have said that. It's like it didn't even come into my mind 
because I would never have asked her the question if I thought she was going to say that. Even if 
she did, I would be very, very surprised if she did. All I am looking for now is the fact that she 
wants to change and secondly, what's that level of commitment? She'd mentioned that she has it. 
She's already told me. where we go back into the whole thing of her is where it is sold because 
Roberta has already answered her own question. She says that what? She wants to? 

Roberta: She wants to change. 

John: She wants to change. She's already said that. She's talked about the hospitality industry 
being a dying one. She's looking at health because that seems to be a growing one. She was open 
to ideas — that type of thing. She's already answered the questions. She's answered them herself... 
to herself. Everyone got that? That is what I mean again. This is where it is sold. And who's sold 
on the idea of change? 

Roberta: She is. 

John: She is and during the process, did I ever mention about business opportunity? 

Roberta: No. 

John: No. So what is being sold, then? 

Roberta: You are. 

John: Yes, I'm being sold because there is a relationship that's being developed there. A 
relationship of trust and understanding as I've listened to her but is Roberta selling herself on the 
idea that what? She wants to? 

Roberta: Change. 

John: Change. offering her the potential of beginning to make that change. That is the process 
then. We went through, if you like, the discovery stage (the most powerful stage, in my opinion, of 
all of the stages that we do). Very, very powerful. We can stay within there and we can revolve it 
in there. 

You know if Roberta comes up with new information, all we are doing is basically dodging 
around between background questions, needs awareness, needs development, and solution 
questions, we are staying in that ballpark. Anything that comes up, those are types of questions 
we are asking. Feeding off of the answers that Roberta gives us. Looking and listening for the 
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signs, going off in certain directions, exploring, getting into feelings, listening for feelings, coming 
back, picking up on another sign post, going off in another direction, getting a broad base — look 
at what Roberta is all about. 

We are going to have conversations more with Roberta. We bring it to the first conclusion. The 
first conclusion is that we have reached Chicago. We know what Chicago looks like before we 
even ask she question. Chicago looks like that Roberta is prepared to look for change. She has  a 
lot of reasons why she would want to change and her enthusiasm is such to change is pretty 
high. Now, I can talk about how I might have something for you. I'd like to talk with you a little bit 
about what I do. 

I'll do it in the very low-key way that we've been talking so far. I hope that was useful. What I'd 
like to do for the benefit of tonight is end up again with two or three ah-has. What did you get out of 
today's session? 

Roberta: How important the questions are. I mean putting your whole emotions into them and just 
constantly asking questions and really feel what they are feeling. I can see where she questioning 
is so important without thinking of yourself at all. 

John: Good, thank you. 

Roberta: When I started to play both rolls of marketer and prospect the questions and really listening 
to myself, I really wanted to know more. It wasn't just that I was asking the questions to participate 
but I really wanted to know more. 

John: Fascinating, isn't it? It's a fascinating picture. Here is one of the beautiful things about it, in 
my opinion is that each journey that you take with people is unique unto itself. You don't have to 
learn canned speeches. You don't have to learn things by note, you know presentation stuff 
because it's all there for you. You can sort of make it up as you go, but you are not really 
making it up. You create a skill. The more you do it, the stronger the skill comes. The more 
interested you become in people. 

And if you come to a place where I get to more and more each day, I become less interested in 
myself than I do other people. Let's have one more. 

Roberta: Even though we haven't seen Roberta and she's very far away, we have become a lot 
closer to her because we have learned so much about her life and what she likes and what she 
doesn't like and what she's doing. It makes her seem closer to us. 

John: Do you feel closer to us, Roberta? 

Roberta: Oh, yes. 
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John: It works both ways, doesn't it? 

Roberta: Definitely. 

Again let’s emphasize the importance of leaving your personal agenda of attempting to make 
someone do what you want, on the doorstep when you enter into other people's lives with your 
questions...Instead of using the process of persuasion, use the process of discovery to help both 
of you discover, first, if they have any problems that your solution might help them solve, and if 
they do, secondly, why do they want to solve them, and thirdly, the degree of their desire to make a 
change. 

It's in THAT process that the other person will persuade themselves to change if change is what 
they are looking for, by listening and feeling she words they say to you. 

So make sure your intent... your THINKING... is based on discovering and not on selling 
them something, because as I stated in the role play, "You can't escape your thoughts...because 
your words give away what your real intent is...every single time!" 

If you're focused on your own needs and wants, your agenda will dominate you and, in 
fact, will give off such an energy that it literally causes people to resist or flat out reject 
you. 

Instead, keep your focus on serving and helping others, and let your agenda guide you only 
in terms of discovering if you can be of help and if they want to be helped. The rest will 
take care of itself. 

 


