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Territory Design
How do we get there efficiently?



You can’t effectively do Value (Needs) Based 
Selling without time spent on the Customers 
floor.
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What are some formats used by you?
● Geographical
● Account Specific
● Major Accounts
● Combination
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What is the recipe?
● Consists of 4 concentrations of 

Customers/Prospects in your territory.
● Each concentration has 5 smaller segments 

called Territory Management Units.
● The territory management system now has 

20 small territories within your territory 
boundary.

● You can now begin to set up your call 
pattern to accommodate the 20 segments.
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How do we set up the System?
● Break down your Data Base by zip code.
● The goal is to have an approximate equal number 

of customers and prospects in each of the four 
concentrations.

● Locate the zip code on a map and enter the 
number of customers and prospects in it.  

● Do this for each zip code in your territory and then 
through visual analysis determine what boundaries 
within your territory will give you four balanced 
concentrations.

● Identify the 4 concentrations, for example [a b c d]
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● When possible. try to  get a balanced 

distribution of A and B accounts in your 
concentrations and individual Territory 
management units.

● This process can be done manually as 
described or through the use of MAPPING 
SOFTWARE.  
● Real World exercise tomorrow

● Regardless of the  set up method, 
execution of the plan is the KEY!



Territory Design



Territory Design



Territory Design
● Within each concentration, a numerical notation for 

each Territory Management Unit (TMU). 1 2 3 4 5 
● For example concentration A would have 5 TMU’s

● a1 a2 a3 a4 a5.  
● The same for b1 b2 b3 b4 b5
● So on for c and d.

● A field should be designated in Contact 
Management System (e.g. Goldmine) to identify 
the proper TMU for each Customer and Prospect.
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● To get on the “Path to Success” set up your 

calendar for the month with a systematic 
rotation through the 20 TMU’s.
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Outcomes
● Maximizing use of your selling time.
● Maximizing time spent with the 70% club.
● Managing your relationship with all 

customers and prospects more effectively.
● Getting more efficient output from your 

support people with better scheduling of 
needs and fewer crisis calls.

● Urges you to look at progress being made 
with strategically important prospects.

● Helps you control your market.
● Helps you bring order to your personal life.
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