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Chapter Four

The Yes Trap
Wasting Time Saying Yes

I can’t say no.

—RO D G E R S A N D HA M M E R S T E I N,  

S O N G F R O M OK L A H O M A

I t has been estimated that a typical salesperson has 170 interactions

every day.1 If you break this estimation down based on a 50-hour

workweek, the numbers are telling: 170 interactions per day multiplied

by 5 workdays per week equals 850 interactions. Divide these 850

weekly interactions by 50 work hours a week, and you find that you

have about 17 interactions every hour. Or, in other words, you have

about 3 minutes to focus on any one thing without interruption. Even

if you work 80 hours a week to catch up, you will still only have about

5 minutes to focus on one task without interruption. Not only is this

rarely enough time to get anything done right; it’s rarely enough time to

get anything done, period.

The problem is simple: most salespeople take on too many responsi-

bilities, and this not only increases their time on the job, it increases their

propensity for stress and oversights. One busy salesperson I read about

purchased tickets to the World Series for some high-profile clients. She

told the broker from whom she purchased the tickets that she wanted to
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attend a game on either Tuesday or Wednesday night, but preferably

Wednesday. Imagine her shock when she met up with her clients at the

gate on Wednesday night and was turned away because she held tickets

for the night before. In a flurry, she had forgotten to look at the date.2

The busyness dilemma shows up in many ways: tardiness, forgetful-

ness, inconsistency, inefficiency, frustration, stress . . . there are many

more, but busyness is rooted in only one thing: salespeople say yes too

often. As a result, they end up starting more tasks than they finish

every day, and the tasks they do complete are often riddled with errors

or inconsistencies. This is only the beginning of woes, as you know, for

when tasks are amiss, more time must be taken to revise or redo them.

Furthermore, if tasks are begun and not completed one day, they spill

onto the next day, compounding the workload and flooding your river

of responsibilities until you are forced to either

put in marathon days to “catch up,” or

concede to a whirling, flailing pace every

day. And we all know that catching up

is somewhat mythical, somewhat un-

attainable. It is being done by the super-

heroes of the sales world, who, legend

has it, move so fast their movements are

invisible to the naked eye. But is anyone nor-

mal catching up? Studies suggest that we aren’t.

A typical day in the life of Super Salesman

t i m e  t r a p s
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Busyness is rooted
in only one thing:
salespeople say yes

too often.

Josh Billings, 2004
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Now take a look at the breakdown of time use in the world’s most

prominent sales industries. Note the far left column, which indicates the

average percentage of time spent “actively selling” in each industry.
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Breakdown of Time Use by General Category

Breakdown of Time Use by Prominent Sales Industries



happen. While this is never the best use of your time, there are a few

ways you can spend less time on paperwork. Remember, the point of

the Admission Phase is regulating necessary tasks in such a way that

you can assess and act on them in a highly efficient manner.

The best way to accomplish this is to delegate your necessary

paperwork to an assistant or team member. I will discuss this solu-

tion in the next chapter, as it requires more explanation than we will

take time for here. For now, let’s assume that an assistant or team is

not yet an option for you. If that’s the case, just keep applying the

advice in this book and you will have a team of people helping you

before long. The next most effective way to regulate time spent on

paperwork is to block specific periods each day to deal only with

these tasks—this way you’re never interrupting your momentum on

more productive tasks.

t i m e  t r a p s
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Time Monday Tuesday Wednesday Thursday Friday 

9:00 Tasks Tasks Tasks Tasks Tasks
9:30 Paperwork Paperwork Paperwork Paperwork Paperwork

10:00 Tasks Tasks Tasks Tasks Tasks
10:30 Tasks Tasks Tasks Tasks Tasks
11:00 Tasks Tasks Tasks Tasks Tasks
11:30 Paperwork Paperwork Paperwork Paperwork Paperwork
12:00 Tasks Tasks Tasks Tasks Tasks
12:30 Tasks Tasks Tasks Tasks Tasks
1:00 Tasks Tasks Tasks Tasks Tasks
1:30 Paperwork Paperwork Paperwork Paperwork Paperwork
2:00 Tasks Tasks Tasks Tasks Tasks
2:30 Tasks Tasks Tasks Tasks Tasks
3:00 Tasks Tasks Tasks Tasks Tasks
3:30 Paperwork Paperwork Paperwork Paperwork Paperwork
4:00 Tasks Tasks Tasks Tasks Tasks
4:30 Tasks Tasks Tasks Tasks Tasks
5:00
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Example of a Schedule with Paperwork Time Blocks
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An  E x a m p l e  of  a  Su rv e y

Honest, critical feedback from you is the best way for us to stay in
tune with your needs.  Learning how we did after your order is ful-
filled is valuable, but as a team we feel it is more important to
understand how we are doing currently.  If we are off, we want to
correct our efforts now so that you have a good experience from
now on.  If we are on target, then we want to stay the course.  

Please take just a few moments to answer 7 very brief questions
using a scale of 1 (Poor)–5 (Best):

Have we done a good job of determining the right product
solutions for your specific needs?

1            2            3            4            5

Have we returned your calls promptly?

1            2            3            4            5

Have we answered your questions to your satisfaction?

1            2            3            4            5

Have we kept you informed of the status of your order?

1            2            3            4            5

Have you found everyone on our team to be courteous and
professional?

1            2            3            4            5

Are you pleased with the service our other departments are
providing?

1            2            3            4            5

Can you make any suggestions on how we might serve you better?

__________________________________________________________

__________________________________________________________

Thank you for taking the time to help us.  We appreciate you!
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(I know some salespeople who retrieve voice mails one last time on

their way home from the office, but I don’t recommend this, as it creates

unnecessary anxiety that decreases the quality of your evening time.) 

You can obviously raise this boundary up or down based on how

much of your business is conducted via phone and e-mail. But don’t

miss the point. By regulating your communication time, you increase

the quantity of time that you can spend on your most productive tasks.

Pr odu c t i v e  ta s k s

We will discuss how to increase your efficiency in prospecting and sell-

ing tasks in the coming chapters. For now, you simply need to under-

stand that productive tasks (green-light tasks) don’t need to be regulated.

These are the tasks in which you want to invest as much time as possible.

In other words, it is to these tasks that you always want to say yes. But

t i m e  t r a p s
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Time Monday Tuesday Wednesday Thursday Friday 

9:00 Communication Communication Communication Communication Communication
9:30 Paperwork Paperwork Paperwork Paperwork Paperwork

10:00 Tasks Tasks Tasks Tasks Tasks
10:30 Tasks Tasks Tasks Tasks Tasks
11:00 Communication Communication Communication Communication Communication
11:30 Paperwork Paperwork Paperwork Paperwork Paperwork
12:00 Tasks Tasks Tasks Tasks Tasks
12:30 Tasks Tasks Tasks Tasks Tasks
1:00 Communication Communication Communication Communication Communication
1:30 Paperwork Paperwork Paperwork Paperwork Paperwork
2:00 Tasks Tasks Tasks Tasks Tasks
2:30 Tasks Tasks Tasks Tasks Tasks
3:00 Communication Communication Communication Communication Communication
3:30 Paperwork Paperwork Paperwork Paperwork Paperwork
4:00 Tasks Tasks Tasks Tasks Tasks
4:30 Tasks Tasks Tasks Tasks Tasks
5:00
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Example of a Schedule with Communication
and Paperwork Time Blocks



Chapter Five

The Control Trap
Wasting Time Hoarding Tasks

Master carries heavy burden . . . Sméagol knows. Sméagol car-

ried burden many years.

—GO L L U M F R O M TH E LO R D O F T H E RI N G S T R I L O G Y

Whether a man is burdened by power or enjoys power; whether

he is trapped by responsibility or made free by it; whether he is

moved by other people and outer forces or moves them—this is

the essence of leadership.

—TH E O D O R E WH I T E

The man who is director of half a dozen railroads and three or

four manufacturing companies, or who tries at one and the

same time to work a farm, a factory, a line of street cars, a polit-

ical party and a store, rarely amounts to anything.

—AN D R E W CA R N E G I E

S everal years ago, I was the president, sales rep, accountant, mar-

keting rep, writer, and speaker of the Duncan Group. I had my

hands on everything, and the company was growing at a rate of 2.5

77
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ensnare us—eventually they take us down. If the scene ended there,

we might be left to assume that Sméagol was only a murderous thief

and the ring merely a valuable treasure. But there is more to the ring

and more in store for the one who holds it too tightly. If you’ve seen

the trilogy, you know that the ring Sméagol claimed as his own even-

tually begins to control him and ultimately destroys his life. It’s the

eventual fate of the control freak.

There are four basic reasons we maintain control even when it’s

detrimental to our success:

1. Ego—No one can do it better than me.

2. Insecurity—If someone does it better than me, I will look bad.

3. Naïveté—I’m fine by myself; I don’t need anyone else.

4. Temperament—Working with others is too complicated.

In sales, I understand that your business is your baby. You want to

have a firm grasp on its direction and on the things that dictate its

fate. But to realize your potential, you cannot hold on too tightly.

81
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level on your dam. But this level must have a spillway that allows some

productive tasks to pass through your dam—but not all of them. 

L e t t i ng  G o  a n d  L i f t i ng  Up  You r  Bu s i n e s s

When you’re a good salesperson, business can come in like a flood.

And when it does, you’re going to be gasping for air once again if you

try to handle it all by yourself. 

t i m e  t r a p s
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Diagram of Key Steps to Closing a Sale from Killing the Sale


