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The PRICE of POOR
SALES TERRITORY PLANNING

Poor territory design can hurt your bottom line. According to a 2018 survey by the
Sales Management Association, organizations that are effective in territory design
perform 14% higher than the norm. Organizations that are ineffective at territory
design have over 15% lower performance than the average!

DO YOU USE TERRITORY DESIGN

The most successful organizations use territory design to drive business success, sales objective
achievement, and as the foundation for sales performance management.

31% INEFFECTIVE AT TERRITORY DESIGN.

Organizations that were ineffective in their territory design had
-15% lower sales objective achievement than average

MOVE BEYOND MANUAL PROCESSES

Organizations with heavy spreadsheet usage had lower sales achievement than the average.

DRIVE SALES ACHIEVEMENT BY USING

Using technology to design territories improves performance by 10%,
yet most organizations still use spreadsheets and little automation.
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TOP GOALS WHEN DESIGNING SALES TERRITORIES

Respondents experienced a gap between achieving their top goals for territory
designh versus how they ranked the importance of the goal.

Cover existing customers Balancing salesperson workload

Cover potential customers Travel-efficient territories
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SOURCE: Sales Management Association, 2018 Research Update: Optimizing Sales Territory Design

Xactly delivers a scalable, cloud-based enterprise platform for planning and incenting sales organizations, including sales quota
JOB TITLES: sales operations 62%, senior sales leader 19%, sales manager 14%

and territory planning, incentive compensation management, and predictive analytics. Using this powerful sales performance
management (SPM) portfolio, customers mitigate risk, accelerate sales performance, and increase business agility.



