
"Gathering Facts and Exploring Feelings" 

In this role play, you'll discover that what people say to you at first isn't necessarily 
always what is actually happening. People tend to carry two thoughts  about how they 
view themselves and their lives. 

For example... when you ask a closed ended question such as "Do you like what 
you're doing?", you'll get one of 3 replies... it will be either an emphatic yes I love it, 
or no I don't, or a vague yeah... it's OK! 

Regardless of what they say initially, it's important you get behind their first remark 
by asking them to elaborate on it...., and then do exactly the same thing with the other 
side to explore what solution is the strongest. 

For example... In speaking with a real estate broker who on telling me he LOVED 
what he did, gave me all the reasons why... such as the money, the fact that he lives 
in a nice place and it's paid for, he's got a great car, can go to fine restaurants without 
looking at the right hand side of the menu first... and so on. 

If I had left it there and hadn't explored another possible question and asked, 'Would 
you change what you're doing if you could?"... wouldn't have heard the complete 
story....  

The complete story started to unfold in his reply when he said... Like a shot I 
would." And on my asking him why, he explained that while he enjoyed what the 
money gave him, the work was very stressful, that it was a young mans game and he 
worried about how long he could keep it up. 

The real problem was that he didn't know what else to do that would give him the 
same money and freedom that he enjoyed! 

Can you hear how this works? You get the picture? The whole opportunity and all the 
potential possibilities could have been lost for the want of ONE question if I hadn't 
asked it... and that was... 'Would you change what you're doing if you could?' 

So it's important to remember to ask questions that explore both sides of what people 
say to you. 

In this role play, called "Gathering Facts and Exploring Feelings", 

© 2015 John Meatte



Begin the Dialogue with a potential business partner, by asking the question, "So, 
Nahomi, where about do you live?" 

Notice how in the span of under a minute that Nahomi responds to thirteen of my 
questions, each of which are drawn from her answers to my previous questions. 

As you'll see, asking these types of ' awareness' and needs questions uncovers 
massive amounts of information about the people you are talking with. 

Just like the clues in a good mystery novel, every bit of information you uncover 
reveals a small piece of the puzzle about their history, their needs and wants. 

And, if you're listening carefully, many of these clues, or 'sign posts', provides keys 
to how they are feeling about their current situation. As you Dialogue with others, 
be aware of what each clue is telling you, especially those that indicate where 
people might be stuck in their thinking...it's those thoughts and belief systems that are 
in fact preventing them from moving towards what they want in life. 

As the role play progresses, listen carefully how the different types of questions asked 
to Nahomi transition her through each stage of the Dialogue process as I discover 

1.  If her present situation is working for her and how she feels about it. 

2.  What she's done to get what she wants and what's stopping her from getting it, 
and 

3.   If she could get what she wants, is she still looking for solutions and is she 
prepared to make a change? 

Let's join the Dialogue... 

John: So, Nahomi, whereabouts do you live? 

Nahomi: Toronto. 

John: In Toronto? How long have you lived there? 

Nahomi: About 40 years. 

John: Forty years? Gee, that's quite a long time, isn't it? 

Nahomi: Most of my life. 
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John: Do you like Toronto? 

Nahomi: Yeah. It's a city. 

John: I've got a sense, though, that you would rather live somewhere else. 

Nahomi: Somewhere warmer would be nice. 

John: So, where would that be, then? If you could live anywhere you could in the 
world-? 

Nahomi: If I could live anywhere in the world? 

John: Yeah. 

Nahomi: Costa Rica. 

John: Costa Rica. 

Now, when I asked Nahomi that question, when I asked where she lived and I asked 
her if she liked where she lived, what was her response? 

Participant: No. 

John: It was a kind of "yes" response but it was leaning towards "no". Does 
everyone have that? 

: Yes. 

John: Okay. You will find that is the way you approach your questions. You talk 
with people in that way. How did Nahomis voice go up when she said "Costa 
Rica"? 

Participant: She got excited. 

John: Do you hear it in her voice? The intonation in her voice went up very rapidly, 
didn't it? 

: Yes. 

John: So, within the Needs Awareness Development Questions, you are going to 
ask these questions to start wrapping them up. You are going to say, "What would 
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you rather be doing?" or "Where would you rather be?" or "What would you rather 
be taking?" Some people, maybe for example are taking drugs to relieve their 
discomfort pharmaceutical drugs. You say, "Well, what would you rather be taking 
if you could take something else?" They will reveal some stuff to you. How would 
they feel if they could change? 

So, Nahomi, how would you feel if you could live in Costa Rica? 

Nahomi: I'd feel great. 

John: What do you mean by great? 

Nahomi: I think I'd be healthier there. I also would be happier there. It is all 
the things. I love the water. I love the mountains. I love birds. 

John: So, when you say healthier, do you find that you are not feeling very 
healthy at the moment?  

Nahomi: Its all the cold weather, hold my nose. 

John: You don't like that I guess? 

Nahomi: No. 

John: So, how does that make you feel, when you are in that cold weather? 

Nahomi: I get depressed. 

John: Really? What do you mean by depressed? 

Nahomi: I just sort of get down; don't want to do anything, a little lethargic. 

John: Yeah? Do you find that the warmer weather changes that for you? 

Nahomi: Yes, definitely. 

John: Did everyone get that conversation? 

: Yes. 

John: How many questions did I ask in there?  
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Participant: What? 

John: There were 8 questions that I asked in a space of what? How many seconds? 

Participant: Probably less than one minute. 

John: It was about half a minute. Did you get a pretty good picture about Nahomi 
and her feelings? 

: Yes. 

John: How is being in the cold weather of Toronto making Nahomi feel? 

Participant: Depressed. 

John: Depressed. Yes. 

Participant: Lethargic. And you could hear it in her voice. 

John: Yes. And, when we started talking about the warm weather, how did her 
voice change? 

Participant: It was up. It was positive. 

John: Did everyone feel that? 

: Yes. 

John: Everyone feel that? Okay. That's the reality for Nahomi. In fact, we're going to 
ask Nahomi right now. Nahomi, is that a real reality for you? 

Nahomi: Yes. 

John: It would be very different for you. 

Nahomi: Yes, definitely. 

John: So, something is preventing you from getting there, isn't there? 

Nahomi: {laughing} Yes. 
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John: Something is preventing you from getting there because if it wasn't, you'd be 
there probably, wouldn't you? 

Nahomi: That's right. 

John: Okay, we don't know for sure because it might be that you just had to come 
back to Toronto for a while or something like that but with a couple of more 
questions we can find out. But something is preventing you from getting there. 
So this is where we move into solution questions. We move from solution 
questions. So, just a quick recap of Awareness & Needs Development Questions: 

"Is your present situation working for you?" 

"Tell me more about your present situation." 

"Do you like what you are doing?" "Do you like where you live?" 

"Do you like this, like that?" 

"What would you change about it?" "What don't you like about it?" 

"What are the feelings that are coming out?" 

"Why don't you like it?" 

"Why do you like it?" 

"Tell me how you feel about that." "What would you rather be doing?" "Where would 
you rather be?" 

"How would you feel if you could change the present situation?" 

Do you think we pretty much, in a very short amount of time; we covered with 
Nahomi pretty much most of that stuff there. Would you agree? 

Participant: Yes. 

John: In a very narrow band, we certainly don't have a relationship going yet, but in 
a very narrow band we've got a good picture of Nahomi. So, now the thing is what 
is stopping her from getting what she wants and this is a solution question. So, let's 
ask that question. Say, so, Nahomi, what is stopping you from moving there, then? 

© 2015 John Meatte



Nahomi: I'm not able to make a living there. 

John: Oh, really? When you say, 'not able to make a living', what do you mean by 
that? 

Nahomi: In the present occupation that I have, there would be no demand for that 
there. I have to work on doing something else that I could actually make a living so I 
could live there. 

John: What kind of work do you do then? 

Nahomi: I work in the film industry. 

John: Really? What kind of work is that? 

Nahomi: I do makeup and hair for films and television. 

John: Makeup and hair? How long have you been doing that? 

Nahomi: Twenty-seven years. 

John: Twenty-seven? You must be fairly well known then in the industry. 

Nahomi: I just won my first Emmy. 

John: You did? 

John: Are congratulations in order? 

Nahomi: Yes, thank you. 

John: Did you notice what I asked? Did I say congratulations? 

Participant: No. 
 
John: I asked because who knows. You just don't know. 

Nahomi: Is it a good thing or a bad thing? 

John: There are some people who win awards and wish they never had won the 
award. Let me continue the line of questioning just for a moment to give you an idea 
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for the feel for what we are talking about. So, do you enjoy what you are doing now, 
Nahomi, after all of those years? 

Nahomi: Yes, I do. I enjoy what I do. 

John: What is it you enjoy? 

Nahomi: I enjoy meeting all of the people that I work with. I enjoy the different 
places that I get to go and travel. I don't enjoy the hours. 

John: Really? What kind of hours do you work? 

Nahomi: I average 14-17 a day. 

John: Do you? Is that a long day for you? 

Nahomi: Yes. It is a typical day. 

John: Is that what you mean when you say you don't enjoy them? 

Nahomi: Yes. 

John: So, apart from the hours, is there anything else that you would change about 
your work if you could? 

Nahomi: I sometimes find that I don't have a purpose when I'm doing it. You know, 
it's not brain surgery. I'm making movies and sometimes I need to have more of a 
purpose in my life. 

John: What do you mean by 'purpose'? 

Nahomi: To feel that I'm contributing. 

John: Contributing? You don't feel that you are contributing then within the film 
industry? 

Nahomi: No, we're having fun. 

John: Oh, okay, well. 

Nahomi: Sometimes you just need to feel better about what it is that you are doing. 
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John: What do you mean by 'contributing'? What does that look like to you? 

Nahomi: You know, like these people that have occupations like doctors and 
nurses and people who make a difference. I don't think doing makeup, hair and 
special effects in films is making much of a difference other than it may make 
people laugh or cry or whatever. But, I don't think I'm making huge differences in 
anybody's life. 

John: Let's stop here for a moment just to analyze. We've got two clues running 
around right now, haven't we? We've got lots of clues. What kind of clues have we 
got here? 

 Long hours and lack of purpose. 

John: Lack of purpose, yes. Doesn't feel worthy in herself, I think too. She wants to 
make a difference. 

John: Would like to live somewhere else. There is the health issue, here. There is the 
cold, feeling depressed and so on, a lot of stuff coming up. What are these, facts or 
feelings? 

 Feelings. 

John: I'm hearing a lot of feelings going on. I'm hearing a person who is basically, 
after all of these years, is stuck somewhere. I'm hearing a person that, if she had an 
opportunity, would rather be somewhere else, rather doing something else. She's got 
a great profession. She works long hours, unfortunately. She enjoys it in many ways 
because it gives her variety. She travels. She meets new people. 

What are these clues telling you: traveling, variety, seeing people, and meeting 
different people? Here are some clues here for you. Listen to all of these clues. 
Massive, massive clues in there. This is what is happening with Nahomi at the 
present moment. Would that be true, Nahomi? 

Nahomi: Yes, that's true. 

Nahomi, have you ever thought about doing anything different than what you are doing 
at the moment? 
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Nahomi: I have, but I'm at the point in my life where I don't want to investing a lot of 
money in another business and possibly having to work the same hours that I'm 
doing now. 

John: It sounds as though you have looked at things, then. 

Nahomi: Yes, I have. 

John: What have you looked at? 

Nahomi: I've thought about opening up a makeup store. I've thought about opening 
up a hair salon. I've thought about developing a makeup line. 

John: Have you looked into anything that wouldn't require a big investment or 
anything like that? 

Nahomi: No. 

John: What do you mean by 'big investment'? What is an investment of 
money to you? 

Nahomi: If I wanted to start my own makeup line, I would probably have to start 
with about a quarter of a million. 

John: To me, that's quite a lot of money to do something. It would cost that 
amount of money to start something? 

Nahomi: If I wanted to do like my company does or one of the other 
companies, yes. If I wanted to just have a little rinky-dinky store, no. I could 
probably do that for about $30,000-$40,000. 

John: That's still a fair amount of money, I guess, isn't it? 

Nahomi: Yes, it is. 

John: And so you feel that doing something like this would create the 
fulfillment that you are looking for from the point of view of giving you the 
variety and being of service to people? I know you didn't mention the word 
service you had talked about - 
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Nahomi: I'm looking more for means where I'm not standing out in the street 
in the middle of the night teasing and working 17 hours a day, but still have 
an income in something that I know something about. 

John: Have you thought of anything else that you could do? 

Nahomi: Win a lottery. 

John: {laughing} Yes, you and 15% of the rest of the world, I guess. 

Nahomi: That's right. Seriously, no. That's about it. 

John: Let me ask you, if something came along that allowed you to do what 
you wanted to do, to get that fulfillment, serve people and so on and 
eventually build up the ability to continue doing what you enjoy travel, going 
to live somewhere else, and so on, have all of those things that you want 
without the other stuff — do you ever still look for opportunities like that? Do 
you keep your mind open for that? 

Nahomi: Yes. I think my mind is open all of the time. Of course, it is all situational 
and is it something that I could really get interested in. But, my mind is open. I'll 
listen to what is out there. 

John: The reason I'm asking, is that there are a couple of things that you said earlier 
which peaked my interest. I'm doing something right now, which might be of 
interest to you. If you are interested, I'd be very happy to talk with you about that. It 
might be what you are looking for, or at least you could look at it and see whether it 
is or not. Would you like to do that? 

Nahomi: Sure. I'd like to hear about it, anyway. 

John: Everyone got that? 

: Yes. 

John: So, let's go through that. I went through seriously, I went through solution 
questions. I asked Nahomi what's stopping you from getting what you want, what 
have you done to date to get what you want. These are solution questions. What 
have you done? Remember, I asked her that? 

 Yes. 
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John: I asked her, what would you do if you could? Everyone got that? 

 Yes. 

John: What would you do? I'm not sure if I asked her how she would feel about that 
because she's already given me some ideas beforehand. Again, we can talk about 
feelings. All these are things. Could I have jumped in there at any time with my 
solutions? Yes? Did I do that? 

No. 

John: Did I ever talk about my solution? 

 No. 

John: Did I say what you should do? 

: No. 
 
John: No. I never said anything like that. What I did was continue asking her 
questions and finding out more and more and more. Those are very important 
questions that I asked there. Those are solution questions — asking her what she's 
done, what she would do, all of those sorts of things. Then, I asked her another 
question. I then moved into what we call qualifying questions. What did I ask 
Nahomi? 

 If she'd be open to looking at something different. 

John: That's right. I prefaced it by saying, "The reason I'm asking is that there are a 
few things you said earlier which peaked my interest and I was just curious. So, if 
something came along that allowed you to do the things that you wanted, to get the 
self fulfillment, to feel that you are serving people, and to be able to travel and live 
where you want and without that big investment. I mean if you are able to invest in 
something without that big investment, nowhere even close to $20,000-$40,000. I 
didn't say that, but that's another thing I could have said, right? 

Right. And, the time thing, too. 

John: Yes. Do you still look for opportunities like that? Do you still keep your mind 
open to things like that? Of course, you've got an idea that Nahomis is going to say 
yes or no from the conversation we've already had. 
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 Yes. 

John: She's going to say yes. I mean Nahomi is opening up to become a fairly good 
candidate to talk with, right? But, am I rushing in with my solution? 

: No. 

John: No. I'm finding out about Nahomi. How's Nahomi feeling about me right 
now? 

Participant: How are you feeling there, Nahomi? 

Nahomi: Relaxed. Interested. 

John: What else? 

 There's a trust level? 

Nahomi: Yes. I'm trusting you John and I'm interested in what it is that you’ve got 
because you listened to me and you now come back to me with the things that you 
asked me and found out about me. It's like I have told you things and youcome back 
to me and said, "Well, would you be interested in this because according to what 
you've said, I just might have something for you." 

John: Everyone got that? 

Yes. 

John: I mean this is the point where I bring you guys into the summary agreement and 
commitment stage. This is the point where most of you want to get to. Why is 
Nahomi going to listen to me? 

 Because you've listened to her. 

John: Because I've listened to her. I picked up on all of the things she said, the facts, 
the feelings. In the qualifying side, I'm asking her, "Are you still looking? Are you 
ready or prepared to make a change?" And I use the phrase if something came 
along that enabled you to get what you want." That was a qualifying statement. A 
lot of people look at that as a closing statement. I don't use that. But, "Are you 
prepared to make a change? Do you look at things like that? Do you seriously look 
at opportunities that come along?" Most people will say what? 
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Yes. 

John: Most people will say 'yes'. Let me ask you this. Is anyone going to say 'no' 
after they've told you all about their hardship and what they'd rather have and what 
they'd rather be doing? You say, "If you could get all of that, do you still keep your 
mind open to those sorts of things?" Do you think they will turn around and go, 
nah? 

Not usually. 

John: No, not usually. People's motivation to change is in direct proportion to the 
discomfort they have about their present situation. As I'm asking Nahomi these 
questions, how's Nahomis comfort level? Is she getting comfortable inside herself 
about her present situation or is she getting more uncomfortable? Nahomi, you 
answer that question. 

Nahomi: More uncomfortable. 

John: More uncomfortable and why is that? 

Nahomi: It's making me want to make the change even more because now I'm 
verbalizing it. 

John: There you go. 

Nahomi: It's not just something I'm thinking about. 

John: There you go. Everyone okay with that? So, listen carefully to how people 
respond for things that are working for them and things that are not, for things that 
they don't like or don't want and things they do like and do want. Especially focus on 
the personal side, the personal problems concerning their lifestyle, their inner needs, 
their security, their sense of fulfillment, their sense of wanting better health, a better 
environment and don't rush in with your solutions as soon as you hear a clue. Go 
slow to go fast. 

And you'll find in this conversation, I'll suggest to you even though we lengthened it 
out, we probably learned more about . If we had compressed the time of this 
conversation with , it would have been how many minutes, do you think? 

Participant: Five? 
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John: Yes, barely that, barely five minutes - probably less than that. What have we 
learned about ? 

 Lots of stuff. 

John: Yes, more than most distributors learn about anybody in their lifetime. You 
can do that. So, let's do a little wrap-up here — a couple of aha's for tonight, little 
things of service. What did you get, guys? Share with the rest of us. What was a 
light bulb moment for you? 

 Distinguishing facts and feelings as being problems coming in pairs. 

 Anybody else like to share something quickly? 

How about I'm quite fascinated with the idea that we're not sympathizing with them. 

John: Yes, it's just fairly matter of fact, isn't it? I was enjoying the conversation. I 
had some time there. I learned quite a bit actually about things. It was quite 
fascinating for me. It was difficult for me even to curb my enthusiasm to a certain 
extent because I wanted to say, "Wow. That's great." I mean even in that 
conversation, I was reforming what I was doing. But it's okay if you do. It's fine. It's 
not a big deal. Just be aware of what you are doing, that's all. 

A common mistake that so many Distributors make is to jump in with their solutions 
too early in the Dialogue. This creates the resistance they don't want. So keep your 
powder dry, hold yourself back until you feel that it's the right time to ask a 
qualifying question followed by a transition statement or question that will open the 
door to you giving a short presentation to establish interest for further Dialogue and 
discussion. 

In this role play, did you notice how I didn't launch in with my solution as soon as 
their appeared an opportunity to do so? I heard what she said and all I did was to 
make a mental note of it while probing for more information that might reinforce 
the changes she is looking for. 

Now this doesn't mean to say you have to string it out just for the sake of doing it. 
You do what feels right, and with a bit of practice it will come to. As  "Each 
conversation is unique unto itself". Some move quickly, some move very slowly... 
just let it go and let it flow! 
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After exploring Nahomi’s history with my Needs Awareness and Development 
questions, I just kept inquiring deeper to find out if she was open to looking at other 
options, but at no time did I rush in with my story or trying to tell her what she should 
do. 

I'd like you to remember these powerful phrases, and Qualifying and Transition 
Questions that will open the door and invite the other person in to explore YOUR 
world of potential possibilities for them. 

These questions and phrases are... 

"The reason I'm asking is there are a couple of things you said earlier the 
piqued my interest. I'm doing something that might be of interest to you, 
and if you're interested, I'd be very happy to talk with you about it. In fact, it 
might be just what you're looking for or, at least, you can look at it, and see 
whether it is or not. Would you like to do that?" 

As you review this role play, notice how the Dialogue process serves to build the 
relationship between Nahomi and myself, as evidenced by her remark, "I'm trusting 
him and what he's got because he listened to me." 

When you listen carefully for the clues and sign posts about what's working or not 
working in people's lives and what they want and don't want, people will tell you 
everything you need to know to set the stage for presenting your solution. 

And, who knows, your solution might be just the key that unlocks the flood gates of 
abundance they are looking for. Here are some different types of questions to keep in 
mind as you Dialogue with others... 

Gathering Facts through Needs Awareness Questions... such as 

What kind of work do you do, if any? 

How long have you been doing that? What did you do before that? 

Is that something you always wanted to do?  

Then you expand on the answers to these factual, logical questions by exploring their 
subjective reasoning and feelings behind what they said, and allowing them to 
reveal their "Why".... Because. would you agree with me, the time to help them 
uncover or rediscover their 'Why" is BEFORE they join you or buy your products? 

© 2015 John Meatte



This creates an anchor in their mind and helps in the whole process of 
transformation. Remember, you are as much a part of their transformation process 
as are famous speakers who talk about it. The difference is, YOU"RE doing it every 
day with people you meet! That's very powerful. 

And the way you do this is with the other types of questions in the Dialogue e-
mailed to you recently.... 

Needs Development Questions 

Do you like what you are doing? 

Why did you decide to do that...? 

What would you change about what you're doing if you could? What don't you like 
about what you're doing? 

What would you rather be doing? 

How would you feel if you could change what you're doing? Why do you like what 
you're doing? 

How do you feel about having to do that all the time? 

Possibility or Solution Questions... 

Have you ever thought about doing something different...? What would you do if you 
could...? 

What have you explored to get what you want? 

Consequence Questions 

What will happen if you just continue with what you're doing and nothing changes? 
How will you feel about that...? 

Qualifying Questions 

Do you look for opportunities like that? 

Do you keep your mind open for things like that? 
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If something came along that could give you what you want, would you be interested 
in looking at that? 

When you learn to effectively Dialogue with others using these types of 
questions, you'll discover that people will be much more attracted to you and 
interested in what you have to say ... without you having to persuade them ... and, 
they will be much more likely to embrace your solutions. 

When you focus on helping people get more of what THEY want, you 
AUTOMATICALLY get more of what YOU want! Remember, people have the 
answers; all you need are the right questions!
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