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"At First It's Not Always What it Seems" Roll Play 
 

In all of your Dialogues with people, it's vitally important that you find out 
what is working in people's lives as well as what's not working. The reason being, 
is that people tend to want to move away from what they don't want as well as move 
toward to what they do.. and one of those two will initially be stronger than the 
other. 
  
Through the Dialogue process, you listen for this clue to surface to discover 
which one is most prevalent, as well as their degree of desire to change their  
present circumstances and whether your solution can help them realize their goals. 
  
Part of the process of mastering the art of listening, as you'll hear, is a simple matter 
of learning what types of questions to ask, and then asking them at the right time to 
discover this. 
  
In this role play, called, "At First It's Not Always What it Seems" I'll be playing 
the part of a  Product Consultant speaking with a potential business partner, Carol, 
who seems content with her present situation. However, it becomes apparent that 
this contentment is a mask and that things may not quite be what they appear to be 
on the surface when I ask her, 'What would you change about your job if you 
could?' 
  
As you listen to this role play, notice how my questions serve not only to paint a 
picture of Carol’s REAL present reality, her needs and wants, and dissatisfaction, 
but also helps her surface her outer and inner desires as she begins thinking, 
speaking, hearing and feeling her own answers. 
  
As she mentally processes her own information she is revealing to me, notice how 
she becomes more aware of what she truly wants and is motivated to move towards 
her goals. 
  
Let's join the Dialogue... 
Each of you then bring something to the whole table because while they might 
have a potential problem, you might have a potential solution. It is just a matter of 
discovering whether this is the case. If you really listen to people and you ask them 
the right types of questions at the right time, what will happen is you will hear what 
is going on in their life. You will hear their joys, their dissatisfaction’s. It's important 
to find out both. It's very important to find out both. 
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Why is it important to find out what is working, what people like in life in relation to 
what you might offer them? 
Because then you would know how to show them what you have or how to relate to 
what they need. You would be more clearly defined of who they are if you knew both 
the positive and the negative. 
It’s important to find out what they like because there is no point in offering them 
something that they are not going to enjoy. Is that fair enough, everyone you see the 
point here?. 
It is important to find out both sides. If someone says for example, when you ask a 
question, "Do you like your work?" and they say, "I love my work," most 
distributor’s jaws would do what? 
Drop. 
Drop to the ground because do you think that what you want to hear? No. 
It's not necessarily what you want to hear, is it? For example, I'll demonstrate how 
it doesn't matter that someone says that. It doesn't matter that they love what they 
love. It is just their or, what I would call, part of their truths coming out. Carol, what 
kind of work do you do? 
Carol: I'm a massage therapist. 
John: A massage therapist? Do you really enjoy your work? 
Carol: I do really enjoy my work. 
John: Can I ask you? What is it that you enjoy? 
Carol: I can make people feel good. I enjoy that I have a license to touch people, 
which is so scarce in our society right now. I like that when they are done, they 
show real appreciation of the enjoyment that I've given them. It makes me feel 
good. 
John: So, you feel good. You like to be able to touch people. There is something 
energetic about it, I would imagine. 
Carol: Yes, if I go to work and I'm feeling kind of tired myself or maybe I had a bad 
morning, at the end of my day, I always feel better. 
John: What would you change about your job, if you could, if there was anything? 
Carol: Well, the one thing that I used to want to change is that I didn't want to do 
anymore billing or insurance. So, I don't do that anymore. To be really honest, the 
only thing I guess I would change is to have my own place and design it the way I 
would like it to be. 
John: If you could do anything different, I mean if you could do something different, 
entirely different from massage therapy, would you do that if it were possible? 
Carol: Other than this other network marketing business that I'm doing, I would do 
that, which I'm doing but probably not. 
John: Would you do your network marketing business exclusively and leave massage 
therapy if it was possible? 
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Carol: You know, I don't think - I keep saying that I don't think I will but I don't 
know. I'm not there yet. But I just can't imagine myself never quitting - even if we go 
to workshop, you'll see me rubbing the shoulders of the person that's in front of 
me. I guess I have a real desire to do that, probably, not as much. 
John: Let's just leave it there for a moment.  Now, we are going to go and analyze 
it. Carol said that she liked being a massage therapist, is that right? Yes. 
Did you feel that this was true, when she was saying it?  Yes. 
Then I asked her, "So, why do you like being a massage therapist? What is it about 
massage therapy?" She said, it makes me feel good. It gives me a license to 
touch people which is very, very rare". So, she also has an energy there and she 
also what? What else did she say? Can anyone remember her words? 
She said it makes her feel better.  Yes, it makes her feel better but there is also 
something else. She likes to get the real appreciation from people who are feeling 
good. Did you pick up on that? She really likes that, doesn't she? What I've 
discovered in life is that people carry two thoughts  with them. Most people don't 
like 100% or love 100% of, basically most people, of anything. There is usually 
some part that isn't working for them. So, what wasn't working for her when I 
asked the question? And, what was the question that I asked her? 
"What would you change if you could?" 
Yes. Is there anything you would change about your work and she said - what did 
she say? 
The environment. She wanted to change the way the place was set up.to have her 
own workplace. What else? She doesn't want to do the paperwork. She doesn't 
want to do the paperwork. She doesn't want to do the billing, right? Right. 
She doesn't want to get involved in the insurance. In essence then, here are some 
clues for you as to how your solution might fit in to what she is looking for. 
Making sense? Yes. 
This just gives ideas, here. Now it is important that you don't jump with all of your 
stuff at the moment because there isn't really very much established. And I didn't 
also set it up with Carol that we'd go back in time before she joined network 
marketing, before she became her own independent business owner. What I'm 
wanting to do to demonstrate here is that people carry with them two thoughts. Some 
people will say, "I love (or I like) what I'm doing." It's very important to talk about, 
sometimes at length if necessary, about what they do. 
Then, ask a question by just saying, is there anything you would change about your 
work? Is there anything you would change about where you live if you could?" 
So, the questions that we asked aren't always just for ourselves. They are for who? 
: For them. 
John: For the other person. Everyone got this? 
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Ok, so here’s a formula to write down, if you like. The formula is this: The degree 
that a person will change from what they've got and haven't got or where they are or 
aren't, what they are taking or not taking, especially for products for some of you, 
what a person is taking or not taking, the degree that a person will change is 
dependent upon two things. 
The degree of discomfort they are feeling in the present moment as they are talking 
and thinking about it; the degree of discomfort they are feeling in the present moment 
as they are talking and thinking about it and also the degree the person will change is 
dependent upon the degree of desire that they have to make the change, desire to 
move towards what they want, in other words. Are you okay with this, GO product 
consultants? 
If you let go of trying to control things and just observe, you will find that you'll 
notice it, as well. You will notice the whole thing. The whole thing is this, and here 
is the key for you. Here's one of the biggest, or one of the biggest keys for you. I 
mentioned earlier that the reasons you ask questions is not only for you, it's for who? 
Absolutely: For them. 
It's for them. As Carol or anyone answers my questions, who's thinking about their 
answers? 
The person who is talking. 
Carol is. The person who is answering the questions is thinking about them.  
They are thinking about them and -? 
Speaking them. 
Speaking them, yes. But, there is something else. 
Feeling them. 
The next step is easy. Summarize what they want and why…Asking if they are 
open to their options 
If something came along that would give you what you want would you be 
interested in looking at that. 
Tonight's tip. The person who is talking is telling you what they want. 
	  


