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Foreword:
Critical Distinctions — Two Truths

One way to change the impossible
is to change the climate.

After 22 years of being in the world of professional selling,
I have discovered there is a critical distinction between tradi-
tional selling and what I call Natural Selling®.

Traditional selling depends on techniques and systems
that persuades people to do what you want them to do (even if
you're coming from a place of wanting to help) while Natural
Selling® comes from an inner desire to serve and allow others
to persuade themselves, before presenting your business op-
portunity.

It's a distinction that, once understood and acted on, will
allow you to eliminate the personal discomfort and lack of de-
sire to talk with people about your business or your products
that usually comes from the fear of being rejected!

As a result, what you will learn in this book might change
your outlook on talking with people. It might strengthen the
way you talk with people if you already follow these principles
and methods, and more importantly, it might change your life!

This book will explore with you:

e Why selling in the traditional style can cause tension, for
you and the person you're talking with, and almost guar-
antee to bring resistance in the form of objections.

e Why traditional selling more often than not will cause
you to be rejected.

e How you can replace how you're communicating, or how
you think you have to communicate, with a different set
of behaviors that will make a difference in your ability to
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help others and substantially increase the results you're
looking for.

If you decide to embrace and vigorously act on the princi-

ples, and people skills, in this book, you will receive:

e More positive feedback from people — by having people
be attracted and relate to you as opposed to reject you.

e More positive results, as a consequence of changing from
a 'me' approach to a ‘you and I' approach.

e A greater sense of personal fulfillment and inner calm
and peace!

HOW TO SELL NETWORK MARKETING
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Overview
Natural Selling®

"WHAT Do I DO? WHAT DO I SAY?"

When you start as a distributor in Network Marketing, it's
likely you'll ask yourself two questions: “What do I do?” and
“What do I say?”

The first question, “What do I do?” is a left-brain, logical,
systematic question that has been superbly answered by com-
panies and their distributors with logical solutions. You follow
logical duplicable systems that are set in place for you to set
goals, create lead generation programs, internally communi-
cate, set procedures to follow, and so on.

The second question, “What do I say?” or, to be more pre-
cise, “What do I ask?” is more of a right-brain activity, which
deals with the issue of people skills of feelings and emotions.

You've probably heard the expression that people buy on
emotion (right-brain) and justify with logic (left-brain). While
the two are inseparable, they each require a different under-
standing and skill.

DOES A ONE-SIZE APPROACH FIT ALL?

Most Network Marketing companies and many distribu-
tors answer the training needs of this right-brain activity of
communicating (with all of its emotional variances), with a left-
brain logical approach.

How often have you heard these phrases: “No selling is in-
volved" — "Just give these tapes away and tell people that what
they hear on them will change their lives!” — "It's a numbers
game of speaking with as many people as possible and telling
your story” — “You just share your story when you meet peo-
ple!”

HOW TO SELL NETWORK MARKETING
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While this is an admirable attempt to keep things easy and
simple it appears to have a fatal flaw! It's not an acceptable or
a comfortable approach for the majority of distributors. The
logical approach of telling people things and systemizing a
highly personal and interactive activity can be impersonal and
adversarial for the person on the receiving end. The fallout
from this is a high level of rejection, resulting in increased ten-
sion for most distributors and potential customers, followed by
a lack of distributor activity and a high attrition rate.

CAN YOU DUPLICATE FEELINGS?

The question is, just because something can be systemized,
duplicated and works for a small number of people, does it
mean it will work for everyone? (In the next chapter, I talk
about the 20/80 Rule that discusses this.)

Also, do logic and/or systems create relationships, which
are the foundation of any successful sale and downline organi-
zation? Not really! People communicating with people create
relationships. To do it effectively requires people skills — skills
you either have or must learn.

Interestingly, while some successful distributors teach this
systematic logical approach, they don't always use it them-
selves! So why do they teach it? Because it's easy to teach and
easy to learn! Its weakness, however, is that most distributors
won't do it. Not that they can't — they won't. Of further interest,
even though it appeals only to a minority of people, it has
enough success to perpetuate the continuation of it.

SELLING IS NOT A LOGICAL ART!
The art of communicating effectively is not a logical activ-
ity. Most people base their decisions on whether to make a
change from what they are presently doing, or what products
they will buy, not from logic but from feelings and from emo-
tions. Logic very rarely helps people feel the need for things.

HOW TO SELL NETWORK MARKETING

vi



Natural Selling®

Having said that, using a combination of logic and feeling
can be quite powerful. For example, the answer to a left-brain
question, “What did you do next when your boss said that to
you?” would probably be a logical step-by-step description of
what happened next.

Asking a right-brain question such as, “And how did you
feel about that?” or, “How did that affect you and your depart-
ment?” will get you an answer that reflects the heart, soul and
emotions of the other person, because it's based on their sub-
jective feelings.

NATURAL SELLING® IS SELLING WITH SOUL

People skills are critical to your success in selling your
business opportunity (your solution). This is where Natural
Selling® can help you! Natural Selling® is a proven method of
communication and selling, drawn from universally based
principles that will allow you to learn the necessary people
skills and successfully apply them.

This book focuses on giving you a working understanding
of both the emotional (personal) and the logical (factual) rea-
sons as to why people change and what will internally motivate
them to want to partner with you for the long term.

PROSPECTIVE PARTNER OR PROSPECT?

I use the term Potential Partner throughout this book to re-
place the Iabel of 'Prospect.’ There is a saying that goes, “When
you label someone, you negate him or her.” Calling people
prospects implies your prospective partners are units of pro-
duction for you to use to achieve your objectives. People pick
up on this even though you might not be aware of it. Your
words are an extension of your thoughts and they create an en-
ergy you carry with you and that people intuitively tune into.
You can't escape this unless you change your thoughts!

If you want to create relationships with potential partners,
then what you say matters. Be careful of what you think and

HOW TO SELL NETWORK MARKETING
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what you say! I can remember during my early days of selling,
talking with a close sales associate about a customer in unflat-
tering terms. He asked me afterwards if I wanted to keep her
as a customer. I enquired as to why he asked me that. His re-
sponse was one that has always stayed with me. “Have you
ever thought that you carry the energy of the words you speak,
and that your customer will pick up on that?” You will discover
more about this concept in later chapters, which address the 4
principles upon which this book is founded.

REVERSING THE TRADITIONAL SELLING PARADIGM

Natural Selling® reverses the 'traditional pyramid' (see the
diagram below) that occurs in most classical sales techniques.
The traditional techniques that focus on presenting, closing
and objection handling, put the emphasis on you and what you
want rather than learning about your potential partner and
what they want.

These classical techniques are the core elements of tradi-
tional selling and, for the most part, can be uncomfortable for
both distributors and the people they talk with. This way of
communicating tends to be adversarial and confrontational,
which is unnecessary when you can actually learn how to sit on
the same side of the table as your potential partner from the
first moment you connect!

Traditional Selling Pyramid

10%  Build Rapport

20% Identify Needs
30% Presentations
40% Close

HOW TO SELL NETWORK MARKETING
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The Traditional Selling Pyramid illustrates the percentage
of time in front of the potential partner using traditional selling
strategies. The strategies focus only on presenting the distribu-
tor's interpretation of a solution, not on understanding the logi-
cal and emotional needs of the potential partner.

The Natural Selling® paradigm and pyramid in selling re-
distributes the communication components required and low-
ers the total time invested to get an agreement. This is accom-
plished by understanding your potential partner's problems,
needs and wants so you can make a customized and therefore
more effective presentation of your business opportunity as a
solution. This understanding allows you to recognize a per-
son's real motivation to change.

Natural Selling® Pyramid

Discovering
90% and Building
a Relationship

5% Presentation

5%  Commitment

By inverting the old paradigm, you focus greater energy
and more time on connecting and understanding the initial
part of the sales process.

How Do You ACCOMPLISH THIS?

Natural Selling® is based on 4 Principles and the use of
Dialogue to communicate. Dialogue has been mostly lost to the
modern world and yet was used extensively and effectively by
the ancient Greeks and many native Indian societies. Dialogue
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is perhaps the most powerful way of communicating that is
available to you whether in selling or in everyday communica-
tion. Practice it with good intent and it will create an energy
field of openness and understanding between you and your po-
tential partners with the end result being more positive than
you would normally anticipate.

The 4 Principles that form the foundation are:

1. Helping other people solve their problems.

2. Listening to what is being meant, not just what is being
said.

3. Asking the right questions at the right time.

4. Feeding back what you think you heard they want.

You communicate this by using Dialogue - 'Heart-to-
Heart' communication.

Dialogue is used within the five stages of a Conversation
Framework:

1. Connecting

. Discovering and Listening

2
3. Transitioning
4. Presenting

5

. Committing and Supporting

If you choose to adopt the universal principle that your
mission is to help others and thereby help yourself and expand
your business, then selling your business opportunity/solution
should be fun and profitable. You have an opportunity to earn
more money than at any other time in your life and achieve a
greater sense of fulfillment, while realizing your dreams for a
better future. If you're not having fun and not on track for
achieving your personal and income goals, work closely with
your mentors to determine where you need help as you take
the journey toward self-determination.

Remember, the roads you will take are for traveling, not for
destinations!

HOW TO SELL NETWORK MARKETING
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How To Use This Book

Your success will be as good
as the plan you make for yourself
to implement what you learn.

I have written this book with the idea that many of the
chapters can stand on their own. What this means to you is that
you can start with any chapter and have an understanding of
its content without having to read the previous chapters. Be-
cause of this there is some repetition. But as repetition is the
mother of success . . . |

I have also opted to introduce the possible challenges and
their causes you're possibly facing first; find out why they are
happening and then talk about the solution after. This gives
you a better understanding of why something might not be
working for you so that you will know what to do to change it.
It's also congruent with the way I suggest you talk with people.
Problems first — Solutions later!

SEVEN ACTIONS FOR TURNING THEORY INTO PRACTICE

1. Practice, Practice, Practice

Practice, practice, practice with real people all the time.
Practice one thing at a time in small steps. Notice how people's
attitudes toward you change as you progress. Observe others
responding to you differently. Do it and be it! ‘Doing’ and 'Be-
ing' create changes. That will take a little time. You might be
like that proverbial water faucet that hasn't been turned on for
a while —it's going to be a little rusty at first, but it will work.

2. Quantity Of Practice Is More Important Than Quality

The quality and deeper understanding will follow. This is
not a numbers game of 'How many people can you get through
and present to in a day.’ This is a numbers game of ‘How many

HOW TO SELL NETWORK MARKETING
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quality problem-solving conversations can you have in a day.’
The only way you can get good is to do it. Even as you start to
take mini steps, you'll find you’ll still be ahead of where you
were. Just a 15% improvement can turn you into the star you al-
ready are!

3. Keep Your Conversations Relaxed

It's not always what you ask or say, it's when you ask or
say it. Keep your conversations, well . . . conversational. Don't
let your enthusiasm overwhelm people.

Come from a point of really wanting to understand the
other person. It all starts with you and your intent. Be inter-
ested in people and what they're about. They will feel this and
you'll be amazed at how quickly most people will open up to
you.

4. Let Go Of Your Attachment To The Outcome!

While you do have an agenda — regard it as a conditional
agenda. This means your agenda only comes out when you
know it's appropriate to talk about it; when you know the other
person is open to looking for a change, and you believe your
solution is the right one for them. Let your objectives guide
you, as opposed to letting them manipulate the conversation.
Keep the conversation open. The outcome is a result of the in-
tegrity of the process. It's the process that will create the rela-
tionship and, ultimately, the sale. Let go of your outcome and
your income will increase!

5. Do Not Start ‘Selling’ As Soon As You ‘Glimpse’
An Opportunity!

You hear people say all the time, “I wish I had more
money." Or, “"The only way out as I see it, is to start my own
business.” How many times have you heard something like this
and jumped in with your solution only to be disillusioned with
a negative response? Most times this is not the time to jump in.
Presenting too early is the number one cause of objections and

HOW TO SELL NETWORK MARKETING
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rejection. Instead find out what is behind this kind of state-
ment.

6. Go Slow To Go Fast!

Take time. Look at it as a ‘journey of discovery.’ The more
time you invest in preparing, the easier it is to complete your
journey. A Chinese proverb says, “Wait long and strike fast.”
It's like climbing a mountain — the higher you climb, the more
you see and understand.

7. Invest Time In People

If you only find only one person a month, who joins you for
the right reasons, and that person is prepared to do what is
necessary to change their circumstances, and each person did
the same thing, and so on, all within the same 12-month pe-
riod, how many distributors would you have on your team at
the end of the year? 4,096! That's 4,096 motivated distributors
and customers doing the right things for the right reasons.

Here's the key. Find the right people who want to join with
you. People who want to make a difference in their lives — just
as you are doing. Your team will be strong, loyal and work with
you for a lifetime!

HOW TO SELL NETWORK MARKETING
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Objectives Of The Book

The objectives of this book are to:

e Help you change your thoughts and your approach to
‘selling’ and business, so you can get the positive results
you're seeking in less time, without using traditional
presentational, persuasive or manipulative techniques.

e Eliminate whatever anxieties or fears you might have
about connecting with people when approaching them
about your business.

e Learn how to ask skillful, non-intrusive questions that al-
low people to think about, and reveal to you, as well as
themselves, their real needs, and allow them to persuade
themselves to join you.

e Learn how to listen to what people say and don't say, and
what to listen for, that will motivate them to listen to you.

e Customize this communication to suit your own style and
personality.

HOW TO SELL NETWORK MARKETING
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Part 1

Chapter 1:
Introduction: A Personal History

Chapter 2:
The Cause Of Rejection!

Chapter 3:
4 Principles To Eliminate
The Cause Of Rejection!
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CHAPTER 1

Introduction:
Believe Nothing!

HOW TO SELL NETWORK MARKETING
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Believe nothing merely because you have been told it.

Do not believe what your teacher tells you merely out of respect
for the teacher. But whatsoever, after due examination and analy-
sis, you find to be kind, conducive to the good, the benefit
the welfare of all beings — that doctrine believe and cling
to and take it as your guide. — Buddha

FrROM THERE TO HERE

n 1979 when I entered the world of professional sell-

ing, I learned the techniques, the manipulative

phrases, the strategies, the systems, and how to use
persuasion, that was designed to make me successful. I bought
books on closing and objection-handling techniques and how
to negotiate to win. Within a year, I could handle up to seven
objections and continually bridge to a close. The money
flowed!

There were two problems though. The tension and the
anxiety that came with it was, at times, suffocating. Plus the
money flowed out as fast as it was coming in.

Outwardly, when presenting, handling objections and clos-
ing all the time, I looked calm. However, if you had observed
closely you would have noticed one arm trailing down the back
of the chair I was sitting on fiercely gripping the leg of the
chair to relieve the tension that was inside me.

So why was the tension there? Though I didn't know it at
the time, the reason was because I felt I was treating people in
a way that I would not like to be treated myself.

I stuck with it because I didn't know there was any other
way of selling, and the sales profession was the closest thing to
give me the freedom I was seeking. But the freedom came at a
price. While I had the relative freedom, the money and being
an independent salesperson gave me, my soul was compro-
mised by what was an adversarial approach of using traditional

HOW TO SELL NETWORK MARKETING
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sales techniques to get it. As I didn't know any other way, I ac-
cepted that way as a truth.

I saw others being successful at using the traditional ap-
proach as well. Many were more successful than me, and ap-
peared comfortable doing the same thing. This added to my di-
lemma. I felt there must be something wrong with me if I
couldn't accept the techniques and the systems as easily as
they could. You might find yourself feeling the same thing.

MIXED MESSAGES!

The inner conflict I was experiencing stemmed from the
mixed messages that classical sales training invokes. No mat-
ter how the sales training manuals cloaked it with their words
about serving the potential customer, in reality it was all about
serving the bottom line and profits. Nothing wrong with the
bottom line — as Peter Ueberroth, who led the 1984 Olympics in
Los Angeles said, “Be proud of profits, for without profits, there
is no growth and, without growth, there is no vitality."”

But taking a Machiavellian approach that the “"End justi-
fies the means" was hard to accept. An illustration of this is
when I re-read recently a ‘principle’ while thumbing through a
well-known sales training book I had used. “Don't give people
a chance to think, or the answers they come up with may not
be the ones you want.” This one sentence speaks volumes
about manipulation! It makes me shudder to think I had ac-
cepted this as being the right way.

Because of training like this, most people think that selling
is all about the art and science of manipulation as demon-
strated via the media, television programs, newspapers and
books. And they are right! Modern techniques of manipulative
persuasion have distorted the true essence of selling which is
to be of service. Most of us have first-hand experiences of this
manipulation from salespeople we allow to persuade us into
buying something we don't want: from salespeople who don't

HOW TO SELL NETWORK MARKETING
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listen or bother to find out what we are really asking; and, from
salespeople who respond to our questions based on what they
want to tell us.

BUILT-IN CONFUSION

Unfortunately, today's sales training methods haven't
changed much in that the message is still mixed. While they
still start by teaching you how to find needs, they then regress
into teaching techniques of how to ask manipulative questions,
how to ‘close’ the sale and how to ‘handle objections’ in the
event that the 'prospect’ might not be co-operative and show
some resistance. No wonder many distributors and salespeople
get confused and anxious when it comes to selling. The process
is one of contradiction!

The tragedy of this is that a distributor's focus is not on
finding out what a person wants, why they want it and then
providing it for them. Instead, the distributor's thoughts and
words are focused on how to handle the objections they have
been told will come up when they close, and thinking of tech-
niques of how to squash the objections, and how to deal with
the rejection that is surely to be there. Well, guess what? If
you're focusing on what you don't want, that's what you're go-
ing to get. What you don't want. Period. It's the law of Cause
and Effect kicking in as night follows day. Be careful of
thoughts because they have a habit of coming true!

To me, selling like this is contradictory, incongruent and a
complete oxymoron! Not only that, it pits people against peo-
ple.

DISTRIBUTORS WON'T Do IT!

Most distributors know all this! They have been on the re-
ceiving end of this type of behavior and don't feel comfortable
with the notion of selling. They have come to understand it
from their own experiences. That is why many of them won't go

HOW TO SELL NETWORK MARKETING
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out and sell or even entertain the notion of selling when the
idea of becoming a distributor is introduced!

MONEY AND HOw YOU EARN IT?

Using techniques in my early years of selling fed another
hidden subconscious factor that worked against me. I couldn’t
hang on to the money I was making. I never fully enjoyed it.
There was something missing.

I discovered later the money felt tainted because the tech-
niques I was using were in conflict with my soul. Subcon-
sciously I felt the money, which was supposed to be the reward
for my actions, was deceitfully obtained. While I accepted the
sales training I was given as the truth, at the same time it
caused inner turmoil. While it is a truth, truths come in differ-
ent forms if we are open to seeing them. I didn't see the ‘other
truths' at the time!

So, while the money came in, my own actions fulfilled the
prophecy of the many myths that most of us are brought up on
regarding money. “Money is the root of all evil." “Money isn't

everything,” making money is like, “Selling your soul to the
devil . ..." and so on. I wasn't able to intellectualize it. It was a
feeling, and feelings in our Western Society where logic pre-
vails don't count for much. So intellectual guidance for feelings
was hard to come by.

If you find you have the same issues over the money in
your business, this might strike a chord!

Now that's all changed. By discovering that selling and in-
tegrity are quite natural partners, I can now gratefully receive
and keep the abundant rewards that daily come my way. The
pie of abundance is unlimited. The pie is infinite. Making
money does not mean someone has to win and someone has to
lose. It's a natural exchange. If you're of service, expect to get
paid for it, and everyone is better off.

HOW TO SELL NETWORK MARKETING
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SEEK AND YOU SHALL FIND!

Eventually, after a few years of using the classical style of
selling, I went to a friend who was a successful sales manager,
and explained my dilemma. His response was to tell me that
selling is like acting. “Like an actor, you put on your selling
costume and go out onto the stage of the business world. Like
an actor you learn your lines and how to deliver them. Like an
actor, you deliver your lines with emotion so as to seduce the
audience and persuade them into a different state. Like an ac-
tor, you put on a ‘face’ that hides the real you from yourself and
others so as to do the job.” Besides, he added, “It's good for
you, your family and the country!"” That's what he said, almost
word for word.

His answer didn't work for me. It was unsatisfactory for
someone who was seeking some enlightenment. I didn't want
to be an ‘'actor.’ I wanted to be 'me,’ even though ‘me' was
growing and, by all accounts, had a long way to go! I felt there
had to be another way. There was! What we seek is always
there in front of us. The first step on any journey to find it is a
thought — an intention.

The Universe in its wisdom is kind. When the intention is
put into the universe, (the “infinite organizing power" accord-
ing to Deepak Chopra), it places in front of you the course to
take, if you allow yourself to see, choose and take it. It's like
buying a new car. Once you have set your mind on the make
and the color, have you noticed that suddenly you see them all
over the place? The truth is, they were always there. We just
had never focused on them before!

So by being open myself, I found the first of many doors
beginning to open. The first was a door to a counselor form of
selling, a method based on asking questions. I learned to ask
questions and got to understand more. I still presented a lot on
the front end of meetings, but I also asked a lot more questions;
questions that gave me a better picture of the other person;

HOW TO SELL NETWORK MARKETING
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questions however that ironically enabled me to use my ma-
nipulative skills more effectively at the time.

For example, a question I used to start most sales presenta-
tions went like this, “Before I start talking about my products
Mr./Mrs. Buyer, let’s focus on you and find out what you're look-
ing for, for example . . . .” and I would ask a series of prepared
leading questions that ‘self-served’ me to the sale.

I still ask the same thing today (this is still a great way to
start a conversation), but the intent is different. It's the intent
behind the question that is really important. People feel intent.
Those distributors who embrace a similar humanistic or more
soulful behavior toward their potential customers win, hands
down. This is not esoteric stuffl Eminent empirical evidence
such as the Lominger Studies and books like HeartMath prove
this.

For example, it's proven that the heart is an organ that has
feelings that affect the rest of the body. If you yell at someone
or treat them in an adversarial way, it can take up to eight
hours for the heart and the rest of the body to settle down into a
normal peaceful productive rate again. The heart knows, and
two hearts connected in harmony can go a lot further than two
heads disconnected by being in conflict.

By the way, don't throw away everything you learned in
the old school of selling if you were brought up that way; 85%
of it is still useable. Just change the intent!

TECHNIQUES ARE STILL TECHNIQUES

So while my ability to understand where people were com-
ing from, and my ability to make money increased, my discom-
fort still remained.

The problem was that the new techniques were still tech-
niques. They'd just been moved around. My focus was still on
getting the sale. The techniques didn’t seem to have any phi-
losophical foundation that went deeper than the logic on which
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they were built. They were built on quicksand, forever shifting,
and they still treated people as if they were objects of which to
take advantage.

Occasionally, it would affect my sales activity. I would find
other things to do, rather than face going out and finding new
customers or follow up on calls. My comfort level at best only
improved marginally.

A2 AM. WAKE Up CALL!

Then one morning I woke up about 2 A.M. and asked my-
self a question: What if I really believed that first statement
about wanting to focus on and serve the other person? What if I
believed it so much I was prepared to give up the manipulative
approach, and to really listen to what my prospective client was
saying, and was really prepared to let the sale go if I deter-
mined my solution could not meet their needs? Not only that.
What if I was even prepared to suggest an alternative solution
if I knew where there was one? I decided to let it happen and
went back to sleep.

IT HAPPENED!

Well, the universe can be perverse as well as kind, and it
took a while for a situation to come up. Two months in fact!
The time between the 2 A.M. resolution and happenstance was
long enough for me to have consciously forgotten about it. Yet,
subconsciously, it was sitting there, like water under the
ground, waiting for the right moment to be a spring.

So two months later, sitting opposite a prospective client, I
was staring my 2 A.M. question and resolution in the face. We
had come to a point in the conversation where I realized my so-
lution was okay but not what the client was looking for. I also
realized I was facing my own shadow. The devil on my right
shoulder urged me to go for the sale. “A little bit of persuasive
talk here and there, and it's in the bag. Remember your re-
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sponsibility to your company and to your family, go on, go for
it.” On my left was another voice saying very quietly in a sing-
song voice, "Remember your promise to yourself."”

It was hard. Years of ingrained habits and experience are
not easy to remove. I decided to go with the 2 A.M. commit-
ment, and said I didn't feel I had the right solution. On being
asked to explain why, I gave the reason based on what I had
heard.

And then the first of two most extraordinary things hap-
pened. The first was that the person I was talking with leaned
forward and asked what he could do to adjust the company's
criteria so as to use my solution. The inner conflict bounced
back, grounded from years of habitual use. The two opposing
voices sprung up again, one wanting to grab the opportunity,
the other reminding me of my commitment. It was a massive
internal struggle. I went for the 2 A.M. commitment and stated
again, that based on what they had told me, my solution was
not going to be satisfactory for them, and left!

The second extraordinary thing was how this action was
later returned in abundance. It came back in the form of two
contracts from people I had not approached before. One of
them was from an unsolicited referral given by the very person
I could not help. In terms of the spirit, though I did not know it
then, I had detached myself from the outcome — and my in-
come had increased! The outcome can manifest itself in many
ways. You have to be open to see it.

What also increased was my comfort level, self-esteem, un-
derstanding and the beginning of inner peace. There Is
strength in being open to the vulnerability of letting go. It was
also the continuation of a journey that finds me today still
questioning and sometimes overturning conventional practices
and discovering there are other 'truths,’ especially when these
truths are anchored by ancient philosophies that can answer all
our questions. In fact, I now look for the contradictions in life
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because, for me invariably, the contradiction is where the truth
is. It's usually where the opportunity is as well.

Seeing the truth in a contradiction can reveal that things
are not what they always seem. As a simple example, why do
we call modern medicine - ‘traditional’ medicine? It's not tradi-
tional, it's relatively modern and based on curing the disease
and using mostly artificial means to do it. The real traditional
medicine is based on the ancient wisdoms of herbs and natural
substances to prevent and cure ailments. The same traditions
and substances, by the way, that we destroy on a daily basis in
the name of advancement, which make us more dependent on
these artificial technologies.

While we're on the subject, here is another contradiction.
Why do we use the term ‘Traditional Selling’ when it's not? It,
too, is comparatively modern as a product of the Madison Ave-
nue advertising agencies. Perhaps we might want to call it
Modern Selling?

SELLING — THE ‘OTHER' TRUTH

The truth for me now is that traditional sales system based
on techniques, is no longer my truth. There is no judgment
here. If it works for you and you are comfortable with it, that's
fine. In the words of Hans-Peter Durr, a 77-years young Ger-
man quantum physicist, “This is not an Either/Or world. This is
an As Well world!"

The significance of the 'As Well' statement really hit home
to me a few years ago while attending a convention. As a cour-
tesy, I went to introduce myself to a distributor whom I had not
met before though I had trained some of his downline.

He informed me he saw Natural Selling® in conflict with
his own standard Network Marketing