
Important intro for August 10th goDésana cal l .  

SESSION #1- 5 PATHS 

 

5 PATHS 5 STEPS 

How To Nai l  Every Goal You Set: The Best Advice 
You've Probably Never Heard to Gett ing Your 
Best Head Start in Bui lding Your goDésana 
Business.  
5 Paths Head Start in a Nutshel l :  I t  is 100% al l  about YOU!  Begins August 10th.  

After reading th is introduct ion to Part Two 7 Paths, you wi l l  be prepared for having a 
c learer understanding of what to expect when you jo in us for Step One Monday night. 

Five most frequently asked questions when beginning a home business, helping 
clar i fy your vision and your direction for what you want to achieve. 

*Number one most frequently asked question: [STEP ONE] 

Getting clear on the vision for your goDésana business. Helping you to understand where you have 
been in a business, success, failures, lessons learned. Why you changed or quit previous 
opportunities, how many times.  Work ethic. Liked and did not like and why.  Do you know your 
real why? Number of distributors brought on in each business over what period?    

As you explore the discovery, questions start by exploring and understanding precisely what logical 
problems and needs are. 

OUTER LOGICAL NEEDS. Whether you are talking with someone close to you or a complete 
strange, as a skilled goDésana product consultant and communicator, you can begin by finding 
out who your potential partner is and what they want. 

WHAT DO PEOPLE WANT? When you ask a person,  " What do you want?” the answer 
you get will tend to be factual as the question is a factual one. Sometimes people will tell you what 
they want voluntarily without you asking. These outer logical problems and needs are expressed in 



many ways, such as the need for: (More freedom, More money, More time, A residual income, 
Better health, Better results, Less stress, Less dept, Less cost, Fewer deadlines, Less politics, 
Less commute, Less work, Less effort.) You might be tempted to think that responses like “less 
stress and politics” are feelings and not facts! Do not be misled by this. Think about this 
expression. “The stress at the office with all the politics is just too much and I do not know what 
to do about it!” While this might be expressed with emotion, it does not alter the fact that you are 
only hearing facts-facts the person is under a lot of stress and not very happy. If your response is 
to suggest how they need to get out of where they are and make a change, you know by now you 
are likely to be met with a lot of resistance. 

FACTS ALONE HAVE VERY LITTLE PERSUASIVE OR EMOTIONAL POWER  
Attempting to satisfy logical needs-the ‘what’ that a person is looking for can be tough work. 
And that is what the majority of traditional marketers do. They only listen for and respond to the 
factual side of the problem. Facts such as “I wish I had more money.” Or, “I wish I had better 
health.” Even, “I wish I had a different job.” When hearing these logical needs, they immediately 
jump in with, “I can show you how to change that...” If you take this classical approach, you will 
waste time rattling off your presentation comprised of memorized features and advantages of your 
goDésana business opportunity, hoping that some of it sticks. It is like throwing mud at a wall. You 
do not know what clump will stick. 

The result in most cases is that your prospective partner will back away and reject you and your 
solution. They resent it. You have not respected the fact they have the background history, they 
know what circumstances were that brought them to this point, and they know what, if anything, 
they have done about it. They need to be involved in this conversation. “Involve me and I will 
understand.” By not involving people and getting behind the facts, you can inadvertently offend 
them. And here is the tragic part: if you do, you will not even know it. People will not say anything. 
They will just psychology withdraw. Think about how you felt, when someone told you what you 
should do! It can be irritating, can it? And probably went either quiet or responded a little 
aggressively. You are also missing out on an opportunity to allow them to talk about how they are 
feeling about their present situation and how it is affecting them. Involve them! Ask them and they 
will tell you. They will also tell themselves. They will remind themselves that perhaps this is time to 
change. They will sort this out internally. They do the work for you! 

INNER PERSONAL NEEDS: IT IS FEELINGS THAT INSPIRE PEOPLE TO CHANGE! 
Ask yourself, “Do people make major changes based on facts (logic) or emotions (feelings) 
?”The answer is that people make decisions based on feeling. Logic is very rarely an internal 
persuader! That is why goDésana customers-product consultants get rejected when only 
answering to facts. Responding to logic is talking from the head and rarely works. Responding to 
feeling is talking from the heart and this is where the relationship is made. 

BEHIND EVERY FACT IS A FEELING IF YOU CARE TO FIND OUT! The inherent 
weakness in responding only to the logical side of needs and problem solving comes not from not 
recognizing that the reason why someone has a need is based on what they did to cause it, and 
how they feel about it at this moment! It is their inner self, their feelings and thoughts that will make 
the final decision whether to change and look at your goDésana business opportunity. Behind 
every fact, there is a feeling if you care to find out.  



So the way you escape the monologue of having to present your goDésana business or tell your 
story is by asking questions to get behind the facts and find out how they feel about not having 
whatever it is they seek, and why they want what they do not have. (In the process, you will find 
that many people will surface problems that they have buried or forgotten they existed!) Discovery 
conversation is like an iceberg: 90% of an iceberg is submerged and only 10% is visible above the 
surface of the water. If you attempt to navigate to reach the 10% using only that 10% as your 
guideline, there is a good chance you will end up like the Titanic! You will be sunk by your lack of 
understanding of where the rest of the iceberg is. However, if you know where the depths and 
shallows are of the other 90%, you can navigate sage passage over it. 

In a similar way, 90% of some ones problem-the feelings, the emotions and the feelings-are 
submerged under the surface of most conversations. Even when these feelings and emotions are 
expressed, most marketers do not hear them. They are too focused on listening for and answering 
the 10% above the surface facts. Result?  Their ship is sunk because they did not ask questions to 
find out what is lying beneath the surface! 

Most people regularly talk about their feelings using words like, “I am not being fulfilled in my 
work,” “I feel stuck!” “My lack of self-esteem at work is carrying over into my life.” You just 
have to listen for these things and talk about them. This is very different from just addressing the 
external issues of wanting more money. And when the time to change comes from a burning 
internal desire to do so, the commitment is permanent. And is not that the way you would like your 
goDésana down line to be? Forever? Is not that the way you would like your customer base to be 
as well? Long term and committed? 

‘Many people assume without question that success is essentially material, that it can be 
measured in money, prestige or abundance of possessions. These can certainly play a role, but 
having such thins is no guarantee of success. Success achieved on the basis of struggle may bring 
good things to us, but the inner fulfillment we seek from those things will be lacking-Deep Chopra. 

So, look at the list of Outer Logical Needs again. You will hear these needs being expressed all the 
time. Add to this list all the things you hear people say they want. Keep adding to it. Facts belong 
to the world. Feelings belong to the individual. Let’s look at his more closely. 

BEHIND FACTUAL NEEDS THERE ARE FEELINGS Having looked at what people want, it 
is just as important to discover why a person wants or does not want something.  The why is the 
emotional or personal side of the needs equation. It is not what people want that is important, but 
they want what they want! Now it is time to look at turning the objective facts you hear in subjective 
reality! When people bring their current reality into the present and talk or think about what is 
missing in their lives or what they desire, it brings their feeling to the surface. These feelings are 
unique to each individual. We all respond and cope differently to similar situations.  

Many people in marketing never touch on these personal issues preferring to deal with the logical 
aspects of the problem solving equation. There is nothing wrong with this except we know people 
tend to make decisions based on emotions. Practically speaking from a marketing perspective, if 
you do not touch the ‘heart’ button of understanding, chances are people will not do business 
with you or, if they do, will not stay all that long. This is the reason why people will not even make a 
decision even if your solution from a logical viewpoint makes perfect sense. Whether people look 
closely at your solution will depend on whether they feel they understand them and their unique 
subjective inner realities. This is important to know, because it is the sum of the experience, values, 



and beliefs that form the core of their being. It is also important to the people you are talking with to 
know that you know. So what are people looking for emotionally and the things you need to listen 
for? 

INNER NEEDS/FEELINGS 

To be listened to-To be recognized- To be heard- To be appreciated-To be in control- To be 
challenged- To be validated- To be understood-To be acknowledged-To be part of something-To 
love and be loved-To be fulfilled- To be affirmed- To be respected-To be liked- To be among 
positive people-To have self-esteem-To have a sense of community- To have a sense of security-
To have excitement 

People are also looking for: 

Achievement- Power-Fun-Companionship-Sense of safety-Comfort-Inner peace-Assurance-
Stability-Harmony-Acknowledgment-Personal Satisfaction 

Listen for these words and observe these feelings. Sometimes you will get the feelings and not 
necessarily the words. Connect their feelings to words if they do not give you the words. Do this by 
feeding back: “I have a sense that you do not care for the experience of not being appreciated at 
work. Is that right?” This is said like a caring question and the response you get will affirm your 
hunch or you will receive the precise feeling in their words. 

Here is another example:   “When you say you are not getting the respect you want at work-what 
do you mean by that?” Depending on the replies, you can ask them, “So how do you feel about 
that?”  You will learn how to extend these types of conversations in our 5 Paths 5 sessions. 

Listen for what is not being said as well as what is being said.  Sometimes people will say 
something and you can sense through body language and/ or the intonation of their voice that they 
do not really believe what you said. Discuss it! “You do not seem too sure about that about?” 
“I have a feeling that you would like to be somewhere else if you could!” 

THE REAL NEED So what is the real need that wants to be satisfied? It is the personal feeling 
needs for things such as assurance, security, self-esteem, respect, because that is what they do 
not get from their present experience.  It is about to change how their present and past 
experiences are affecting their body, mind and spirit. By asking about what happened and listening 
quietly, you allow your potential partner to subconsciously remind themselves of the consequences 
of what they are doing at the present, and how they feel about it.  If it is uncomfortable enough, 
they will feel more inclined to move toward something else-and listen to your goDésana solution.  
The key thing to the whole process is that instead of you telling your potential partners what they 
should do; they tell themselves what they should do by listening to themselves as they talk about 
what they want and why.  They end up owning both the logical and feelings needs and will look 
seriously at your goDésana business opportunity because (1) it makes sense to do so, (2)and what 
they are really looking for before, and no-one has ever bothered to understand them before, and (3) 
no-one has ever offered them an opportunity the same way as you! 

People will explore and buy your goDésana solution not because they necessarily understand what 
it is and how it works, but because they feel you have listened to them and understand them as a 
unique person. 



People but solutions, products and services for their reasons not yours!  They buy for what it will 
do for them, and how it will make them feel and how it will make them look to others and so on.  
People also buy you, because you are part of the goDésana solution. 

If you appreciate, understand and can talk about this, the magnetic attraction it creates with your 
potential partner is profound.  The field of energy of connection can only be understood once you 
experience it. 

When you present your goDésana business opportunity later, you will be able to demonstrate you 
have listened to their logical and emotional world of reality, so precisely, that you will feedback (in 
their words), the goDésana philosophy of solving problems that will acknowledge exactly where 
they are coming from, what they are looking for, and why they want it, better than they can. 

Real live roll play will be in the audio from this call. 

5 paths dialogue Step One: “The how to” 

LIVE Roll Play with Carol Klingsmith 
Join the conversation for opening new doors of opportunity in working your goDésana business 
	  


