
 
 
( Helping yourself to identify what skills need upgrading, agreement, and commitment.)  
There could be certain skill sets that would benefit you in order to achieve better results.  
For example, are you a teller or an asker?  
 Leadership skills, time management skills, listening skills, excuses.  Hours per week.   
And as you master these skills how you can use you them to help other people help themselves? 
 
Listening skills 
Here is a glimpse of how “SKILLS” works. 
 
BACKGROUND DISCOVERY QUESTIONS. 
 
You ask the question. “What do you want?” 
 
You listen to every word, as there are clues in their reply on which you ask more questions!  
 
You discuss what you were told.  
 
You then ask another question,  
 
“Can I ask you why you want that?  
 
You discuss this.  
 
Later you ask, “Why is that important to you?” 
 
 The response you get will give you the personal inner needs. 
 
Another example: 
 
“If only we had the money to (get what they want to buy?” 
 
“How long have you been in this situation?” 
 
“:What does not having the money prevent you from doing/having?” 
 
“How do you feel about that?” 
 
“How would having more  money make your life different?” 
 
“Is that important to you?” 



 
“How would that make you feel if you could do that?” 
 
[When you look back at these questions they are they kind of questions people most often ask 
themselves. Listening to the ‘heart buttons, not the hot buttons. 
”Feelings are more powerful than facts, and even more powerful than thinking,  
“You can not think without feeling!. You can feel without thinking. 
 
Time management skills: Work ethic, hours worked. 
If you ever want to know how much time you waste every day, take a day and write down how many 
minutes you spend doing each task, accounting for every minute of the day. Every! If you are 
completely honest with yourself, you will discover how unproductive sitting in front of a computer 
screen is among other things. The average person wastes 3-5 hours a day. it paints a picture you can 
do something about. 
 
Excuses most people realize is a bad habit, yet most people love this bad habit, as it provides a 
distraction from what you need to be doing. 
If you can plan your day and work your plan you will find a solution. 
 
Dialogue example of leadership, while each conversation is unique and yet the process is the 
same. 
At the end of discovery after fully exploring the logical and emotional needs you will know if they have 
recognized the need for change and if they possess the desire to make a change. If they do, you 
have reached the moment to ask for permission to reveal how you can help them solve their problem. 
If they are not ready you don't preset and you don't get rejected. You just saved your ego a kick in the 
butt… 
 
And hopefully you have only asked a few "Manipulative questions to l 
get the answers you want, as they rarely get you  the answers you 
need?" 
  
In just the last decade Corporate America conventional selling  was focused on asking 
questions that are designed to get people to do the things corporate America wanted 
them do, such as to get the sale. Today, due to consumer education, people know and 
feel this?  This is why the resistance to this standard approach. Yet toady marketers  are 
still taught and most people ask manipulative questions without even taking into 
consideration what they are saying, as it’s their agenda and whatever it takes attitude. 
What has made the difference is the education of the consumers to buy “benefits”. 
 
You best advantage in today’s market is to be different and ask so people see you 
differently and realize you understand them and are interested in them first. And it’s 
easy as it’s all about asking the right types of questions that allow the person you’re 
talking with to influence themselves to look at your solution with no external persuasion 
from you. 	  
	  	  
 
 
 
 
 
 



Example of how you can adapt-apply this simple process to any conversation. 
 
"Are you presently working?" 
 
"Yes I am." 
 
"What kind of work do you do?" 
 
"I work full time as a home décor specialist." 
 
"How long have you been doing it?" 
 
"About 22 years." 
 
"Was this your first job?" 
 
 
"Yes I started straight from receiving my Bachelors degree at Art Institute Architectural Design in 
Chicago...” 
 
"What drew you into this type of work?" 
 
"I enjoyed putting things together that made a statement and figured I could travel the world as a 
designer as I mastered it." 
 
"Do you still enjoy doing it after 22 years?" 
 
"I love it on one hand, but well, you know how it is!" 
 
"What part of the job did you like most?" 
 
"Well, I like the fact that my work is appreciated and 
people appreciate my concepts and ideas.  Especially putting the pieces together like a puzzle that 
provides people the answers they are looking for." 
 
"I sense that's important to you?" 
 
"Yes, it's nice to be recognized for the effort I put n." 
 
"Anything else you like about it?" 
 
"Yes freedom to create what ideas and designs I like!" 
 
"Sounds interesting.  What in particular do you like about that?" 
 
"Well, it gives me a feeling of independence and creativity." 
 
"Is that important to you?" 
 
"Yes, it is! I think having self-worth is always important, don't you?" 
 
"Yes. I do! How do you find it makes you feel when you have that?" 



 
"A sense of achievement-pride, I guess!" 
 
"Would you change anything about your job as a designer if you could?" 
 
"I sure would- the long hours, and the money.  
The money is very good, but there is never enough to pay off past debts I have." 
 
"How do you feel about that?" 
 
"Trapped! I can't afford to leave, because the working conditions wouldn't change much elsewhere, 
so it’s a little frustrating and not so fulfilling anymore." 
 
"Is there anything else you would change?" 
 
"No!  That's pretty much it, I think." 
 
Is being a designer still your passion or would you rather be doing something else if you could?" 
 
"Actually, the truth is I would rather get out of the business. My heart is in working with young people 
who are looking for answers for a career, something different and I’ve been doing free classes to help 
them find there dream. 
I've heavily involved in for the past few years. It is a special needs group for inner city children in 
Chicago,  and I'd love to be able to raise funds and build a self help center for them." 
 
"How would that make you feel if you could do that?" 
 
"Wonderful! It's a real passion of mine. There's nothing better than helping and watching those kids 
pick themselves up and making something of themselves." 
 
"So what's stopping you from getting what you want?" 
 
"I can't afford it and I've no ides how to get beyond that." 
 
CONSEQUENCES QUESTIONS 
 
"What will you do if you can't realize this dream of yours?' 
 
"I don't know! I worry about it a lot. I'm moving on in years and I can't imagine being a designer for the 
rest of my life." 
 
SOLUTION QUESTIONS 
 
"Have you looked for any work that would give you what you're seeking-the extra money and more 
time?" 
 
"Yes, but I haven't found anything that is flexible enough to fit my irregular hours." 
 
"What would you do if you could?' 
 



"I've no idea at this point-like I said, everything I looked at doesn't give me the flexible- it's a little 
frustrating!" 
 
What's preventing you from making a change or doing it right now, apart from not finding the right 
thing?" 
 
"Nothing except there seems to be nothing around and I don't think I have the skills do anything else." 
 
QUALIFYING QUESTIONS 
 
"Well, let me ask you something.  If something came along that fitted in with the hours you are 
working and allowed you to get the extra money you wanted, so you could pay off your debts and feel 
you were moving toward achieving your dream of building the care center- would you look at an 
opportunity like that?" 
 
"All the time! Why? Do you know of something?" 
 
 
While each conversation is unique and yet the process is the same. 
At the end of discovery after fully exploring the logical and emotional needs you will know if they have 
recognized the need for change and if they possess the desire to make a change. 
 If they do, you have reached the moment to ask for permission to reveal how you can help them 
solve their problem.  
If they are not ready you don't preset and you don't get rejected. 
When you analyze this dialogue you will see how easy it is to apply to almost any conversation. 
 
"Let go of the outcome, and you’ll increase your income"   
	  
Understanding and applying The Law Of Detachment is the key essence in solving 
problems versus selling.. Letting go of your own needs, and letting the needs of the 
person you’re talking with develop, without you getting in the way, is a skill that will 
increase your ability to enroll ten fold! It will also fold over into your personal 
relationships as well! ”	  
	  	  
	  


