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A sale territory comprises a group of customers or a

geographic area assigned to salesperson. The territory may or
may not have geographic boundaries. Typically, however, a
salesperson is assigned to a geographic area containing

present and potential customers.



Why establish sales territories

1. To obtain thorough coverage of the market

2. To establish each salesperson’ responsibilities

3. To evaluate performance

4. To improve customer relations

5. To reduces sales expense

6. To allow better matching of salesperson to
customer’ s needs

7. To benefit both salespeople and the company



Elements of time and territory management (TTM)

for the salesperson

Account analysis

—

Set account objectives

and sales quotas

l

Territory-time

allocation
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The management of time

1. Plan by the day, week, and month
2. Quality the prospect

3. Use waiting time

4. Have a productive lunchtime

5. Record and reports
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