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Chapter Four

The Yes Trap

Wasting Time Saying Yes

A typical day in the life of Super Salesman

TN e

Sorry to add to
your plate but...

Josh Billings, 2004

Monday 9:01 AM Monday 9:02 AM Monday 9:03 AM




Breakdown of Time Use by General Category

THE YES TRAP
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Example of a Schedule with Paperwork Time Blocks

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




AN EXAMPLE OF A SURVEY

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 S

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 S

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!




Example of a Schedule with Communication

and Paperwork Time Blocks

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




Chapter Five

The Control Trap

Wasting Time Hoarding Tasks

Can I help you
with something?

©2004, B




Diagram of Key Steps to Closing a Sale from Killing the Sale

Target top prospect

‘ Prepare prospect with creative letter and/or referral call ‘
Y
Approach prospect using preceding letter
and/or referral as introduction
Y

‘ Set appointment to discuss business ‘

‘ Interview prospect to ascertain values, standards, and needs‘

Y
‘ Prospect does not meet your standards ‘ Prospect does
Y meet your
Thank prospect for his/her time. standards
Move on to next prospect L

‘ Present solutions to prospect’s expressed needs ‘
Y

‘ Survey prospect to ascertain and correct any problems‘

Y
/ Ask for business \
Prospect objects Prospect agrees
Y Y
Continue adding value for two years Deliver Product

or until prospect agrees to business Y
¢ ‘ Continue adding value ‘
Y

Build a mutually beneficial partnership
in which you have both agreed
to invest on a regular basis




