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Welcome to your Green Organics/goDésana  

7 paths – 7 sessions  

Support personalized just for you. 
When you present or tell your story as soon as 
you can to a potential customer or partner - do 
you think they really care about you and what 
you think? Rarely. People, just like you, know 
what they want and why they want it, and if you 
ask them, they’ll tell you! 

Save time remove the guessing, telling and 
educating out of your thinking, and learn how to 
turn what you know into asking the right types of 
questions at the right time.  

If you are really serious about growing your business and you would like to help yourself by taking 
advantage of the recommended Green Organics / goDésana 7 paths - 7 sessions, join John & 
Lorene Monday Night's, plus listen for your free personalized one on one support announcement to 
personally support you thru these 7 paths sessions ? Email gocares@centurylink.net, or call 1-520-
744-6796: John Meatte-Director of Training, Green Organics International. Better yet, call John for 
a three-minute test drive and feel the difference. 

Do You Make This Mistake When Talking With Potential Clients Or Partners? 

 Welcome to your 7 paths -7 sessions Green Organics/goDésana 

  

 

 

 

 

 

It is the intention and objective of this course to help you to discover 2 things: 

1. Why conventional sales thinking, techniques and systems based on presenting as soon as 
possible, closing and objection handling; 
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• Are ineffective and don't work for most Sales People and Network Marketers 
• Are the actual cause of objections and rejection 
• Is the reason for high customer attrition rate and buyer's remorse 

2. How you can reverse this if you’re using these conventional selling techniques, and how you can 
achieve the results you’re looking for much more quickly and effortlessly without the emotional 
wear and tear or having to build "rejection proof" walls! 

Each of the 7 sessions, you will receive a lesson and a short exercises to illustrate the lesson. (by 
e-mail) Encourage you to complete those exercises.  They will help you "absorb and understand" 
the ideas and concepts that are written here.  

 

OK, let’s begin! 

 

LESSON #1 

The Way You Think and Communicate With People Will Determine The Way They Respond To 
You 

Ask yourself this.  What is the greatest fear you have that holds you back from talking with people 
about your solution, (products, service, income opportunity)? 

If you are like most people it will be the anxiety that comes from the fear of rejection and objections 
or from not knowing what to say! 

And before we go any further, let’s differentiate between two different types of rejection. 

TWO DIFFERENT TYPES OF REJECTION 

1. The flat in your face "Not interested" or "You must be joking" or the blank stare type of 
resistance that feels personal and draining; and 
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2. The type where someone has looked at your Green Organics/goDésana solution with 
you and finds it doesn't really fit what they need. (And if you were really honest with yourself, 
the chances are that there are times you would agree with them!) 

The second type can be disappointing, but it doesn't necessarily feel personal. 

So this 7 paths Green Organics/goDésana support program is about how to eliminate any anxiety 
before or while talking with someone by understanding how to eliminate the cause of rejection (and 
objections) by talking with people in a different and far more effective way. 

It’s also about knowing what to say and when to say it in a way that means something to the other 
person. 

THE CAUSE OF REJECTION  

Life is full of choices and what you choose to think, say and do, will determine how other people 
will think, say and do in response to you. 

Presenting Your Solution Too Early 

The number one cause of objections and rejection is presenting your solution too early.  

Two key things to grasp:  

1. People do things for their reasons not yours. They are motivated by their personal interest and 
own subjective reasons. 

2. Most people resist being "told" what to do (even if they ask you!) or being persuaded to do 
things, and generally like to learn and understand before taking action on changing anything. 

So it’s important when you hear someone express a problem or need, want or desire, such as a 
need for money, good health, lower costs, more efficient system, etc., that you’re not tempted to 
launch in with a "fire hose" presentation. 

Presenting what YOU think are the correct features, advantages and benefits without finding out - 
makes it a GUESSING GAME. 

There is no such thing as a "one size fits all" presentation that basically "tells" a person what our 
solutions are and what they can do for them. 

Your customers are unique in how they see, hear and feel about things. Two people might have 
the exact same problem, but it’s almost guaranteed as to why they want to solve it and how 
it’s affecting them, is entirely different. 

If you take the one size presentation fits all view, (usually your view) then objections and rejection 
is usually the natural consequence of that. 
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The truth is, it doesn't matter much what you think about your solutions and whether they are going 
to work for someone.  What’s important is what the other person thinks.  

Observe your own experiences.  Have you ever been in a situation where you asked someone for 
a solution to a problem and they started with the words, "You know what you should 
do...?"  Did you feel resentful or annoyed, even though you asked for help?  

If you did, it's probably because you didn't feel involved and your own uniqueness and knowledge 
was not being acknowledged. It's the same for most people. 

People like to do things for their reasons not yours! 

So if you start your conversations by overpowering people and coming up with your solutions too 
early, most people will withdraw.  Then you have to resort to using conventional selling techniques 
of objection handling, closing and persuasion strategies to overcome the rejection you created in 
the first place! 

Doing this makes selling a "numbers game" of plowing through as many people as you can. It 
requires a great deal of mental and physical effort and time.  

Change your thinking and approach and it's no longer a numbers game. It’s a quality game! 

So it’s important to help people surface what they know and don’t know and what they want by 
allowing them to come to their own conclusions. And how do you do this? 

 

DISCOVER FIRST - PRESENT SECOND  

Discover not only what they want, but more importantly WHY they want it - and the history behind 
how they came to be where they are. In doing so, you allow them to paint a picture for themselves 
that you also get to see. 

They also get to listen to and feel their own responses to their problem which in turn strengthens 
their motivation to do something about it. (You don’t have to persuade people who have already 
persuaded themselves!)  

And the way you do that is to know what to ask, when to ask it and how to listen. "People have the 
answers. All you need are the right types of questions."  

You’ll soon have enough information to know exactly what to say and what to present so that it’s a 
winning presentation every time! 

GIVING AND ASKING FOR NOTHING IN RETURN  

Will give you more in return than what you gave.  "What you give is what you get."  
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Other people's actions and words are a reflection of your actions and words. It's like a smile. If you 
smile at someone they will usually smile back. This is Giving working for you. 

However, this can also work against you. If you put pressure on others by telling, presenting to 
soon or persuading people to do things you want them to do most people will pressure you back. 
How? By one or more of four ways: 

1. Rejection 
2. Objections 
3. Passive Aggression. (When people say they will do something and don't!) 
4. Buyer's Remorse 

When helping people solve their problems, if you want the Giving to work for you and have people 
listen to you and your solutions, then listen with the intent to understand them first. 

Next week we will look at how you can do this and build your customer base and team with 
effortless ease based on solid principles and methods that work... all the time!  

See you next week!  

Exercises 

1. Reflect on how you feel when a salesperson, charity solicitor or telemarketer tries to get you to 
do something. 

2. Think about your reaction when you see an advertisement on TV or in print.  If you paid attention 
to it, why is that? 

Doing these 7 sessions will help you understand and use the material we will be discussing over 
the next 6 sessions 

~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~ 

You might want to consider... 

your free personalized one on one support, to personally support you thru these 7 paths sessions ? 
gocares@centurylink.net, or call 1-520-744-6796: John Meatte-Director of Training, Green 
Organics International. Better yet, call John for a three minute test drive and feel the difference.	   

  

  


