HOW SHOULD SALES MANAGERS DISTRIBUTE
B2B SALES TERRITORIES?
Great question! In fact, this subject has been debated among sales managers for years, and will continue to
be for many years to come. The reason is that there are as many ways to distribute B2B sales assignments as
there are sales managers!
The best way to distribute your b2b sales assignments is situation specific. It really depends on the
products or services that your company sells, the geography that you cover, the type of customer base you
have, and the job description of your sales representatives.
For example, if you have many products that you sell, you could assign the sales of each product to a
different sales representative. This works extremely well in situations with complicated products that have
long sales cycles. Each representative becomes a product specialist, providing better sales results and
improved customer service.
If your company covers a very large geographical territory, one of the best ways to assign territories is by
postal code or zip code. Simply divide all the postal codes available among all the sales representatives on
your team. When using this method, it is important to ensure that each representative has approximately
the same number of businesses in his or her territory. The information you need to do this is available from
your local post office or their website as they use this information for their direct mail marketing services.
Another common way to assign territories is using vertical markets. If your product uses a different sales
process to sell to government accounts versus commercial accounts, for example, or if your customers who
are lawyers have completely different needs than accountants, vertical market assignments can work very
well.
Lastly, you have to consider your sales team and the job you want them to do. If you expect them to be
“hunters”, then perhaps a geographical territory would be best. On the other hand, if you want them to be
“farmers”, then a vertical market or even specific names accounts is a better system. Some companies
prefer that their more senior sales people handle the company’s biggest accounts. Depending on the skills
of your team, perhaps you need to use a combination of all the assignments options.
Regardless of how you distribute assignments to your sales team, it is critical that they be clearly published,
and that you be willing to enforce them, no matter what. The moment you bend the territory rules for one
situation, your sales team will expect you to do so again whenever it suits them. Your assignments should
also be written down and distributed to everyone in the company. That way there is no confusion as to
where a sales lead should be forwarded. The last thing you want is there to be any gray area as to who can
sell where, or to have one sales representative selling in another’s territory.
For a complete discussion on how to effectively manage your sales team, check out Action Plan For Sales
Management Success.
Aim Higher!
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Susan A. Enns is managing partner of B2B Sales Connections, an online sales training website with free sales
resources, a specialized job board & free resume listing services for business to business sales professionals.
She has a proven track record of success, with over 22 years of direct sales, management and executive level
business to business experience. Her accomplishments include consecutively being the top sales rep in
Canada, managing the top sales branch, and achieving outstanding sales growth in a national channel sales
organization.
She has written the Books Action Plan For Sales Success, Action Plan For Sales Management Success, and
Daily Motivational Quotes, created numerous automated sales tools, and she writes and edit the company’s
newsletters. Her work has been published in several locations numerous times and has sold on four
separate continents.
Susan has served on the Leadership Executive of the Sales Professionals of Ottawa (SPO) since 2008, and is
currently the association's Past President. She has also been a guest lecturer at the School of Business at
Algonquin College as well as a guest speaker for SPO. For more information, visit
www.b2bsalesconnections.com or contact Susan directly at www.twitter.com/SusanEnns, or
www.linkedin.com/in/susanenns.
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