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Introduction 
 

This diagnostic is designed to be used by sales people or account managers who want to 

improve their territory management and personal productivity.  It can be used as: 

 

 A powerful personal development tool which can be incorporated into coaching or 

mentoring sessions 

 

 Part of the Performance Review Process  

 

 A contributor to Sales and Account Management Training Programs 

 

 An inclusion in Sales Team Working or Sales Team Building workshops/events 

 

 Part of the Sales Planning Process 

 

 Part of Assessment Centre exercises 
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Territory Planning And Personal 
Productivity-Maximizing Your Sales 

Success 
Introduction 

Territory planning is not always easy.  It is difficult to give sales people a precise set of 

instructions or guidelines to ensure success. 

 

Very often the only difference between those sales people who achieve better results than 

others is their determination to succeed, their desire to create new sales opportunities, and 

their concern for their customers, and their problems. 

 

Unless a sales person has these qualities it is doubtful whether all the processes and techniques 

of territory planning and management will make any difference to the results gained. 

 

Territory planning is not therefore a matter of following a few simple rules, it is really about a 

desire to succeed. 

 

The Process of Territory Management  

The process of territory management consists of a logical sequence of events as follows: 

 Map your territory. 

 Define your measures of success. 

 Define your territory management objectives. 

 Plan actions to deliver critical activities. 

 Carry out those actions in the most efficient way. 

 Assess your results and change your plans and activities to improve those results. 
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Territory Planning And Personal 
Productivity-Maximizing Your Sales 

Success 
The Skills of Territory Planning 

The skills of territory management include: 

 Knowing your territory. 

 Assessing the relative importance of activities. 

 Planning to maximise time in front of customers. 

 Prioritising responses to events and re-planning activities. 

 Making the right decisions, using personal judgement. 

 Using your lap-top efficiently and managing customer information. 

 Networking to spot new business opportunities and competitor threats. 

 Managing internal departments and your organization’s staff in the most effective way. 

 

Territory management will always require you to be both pro-active and reactive.  It’s knowing 

how to do both well that’s the key to your success.   

  

 


