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LEARNING OUTCOMES 

After completing this module, you should be able to:

• Detail the five consecutive stages involved in self-leadership.

• Highlight the significance of meticulous and efficient planning 

processes.

• Recognize the four tiers of sales objectives and elucidate their 

interconnectedness.



LEARNING OUTCOMES 

After completing this module, you should be able to:

• Outline two methods for categorizing accounts based on their 

characteristics.

• Elaborate on the implementation of various strategies for routing 

territories effectively.

• Analyze the practicality of diverse sales technologies and automation tools.

• Specify six essential competencies for fostering internal relationships and 

team cohesion.



THE 3 Ts OF SALES SUCCESS: TASK-ORIENTED
PLANNING, TECHNOLOGY, AND TEAMWORK

• Tasks are broken down into categories

• Utilizing automation technology

• Developing strong salespeople



EFFECTIVE SELF-LEADERSHIP

• Self-leadership—a critical requirement for success

• Expending valuable time and resources, salespeople

• Must establish priorities in the form of objectives



source: Ingram, et.al. (2008)  Professional Selling A trust-based Approach 4th edition. pp 263



Stage One: Setting Goals and Objectives

What Makes a Good Goal?

• Realistic, Yet Challenging

• Specific and Quantifiable

• Time Specific



Working with Different Levels and Types of Goals

• Personal goals

• Territory goal

• Account goal



Stage Two: Territory Analysis and Account Classification

• Territory analysis

• Many sources offer intelligence

• Information can be plotted to develop 

detailed territory maps



Account Classification

Account classification places existing customers and

prospects into categories based on their sales potential and

assists salespeople in prioritizing accounts for call planning

and time allocation purposes.



Single-Factor Analysis

• Single-factor analysis, also referred to as ABC analysis

• Accounts with the highest potential are traditionally 

sorted into category

• The simplicity of single-factor analysis is a prime 

contributor



Portfolio Analysis



source: Ingram, et.al. (2008)  Professional Selling A trust-based Approach 4th edition. pp 268



Stage Three: Development and Implementation of 
Strategies and Plans

Establishing and Implementing Selling Task 

and Activity Plans

• Do them, and do them in writing.

• Keep it current and flexible



Establishing Territory Routing Plans

source: Ingram, et.al. (2008)  Professional Selling A trust-based Approach 4th edition. pp 271



Straight Line

source: Ingram, et.al. (2008)  Professional Selling A trust-based Approach 4th edition. pp 272



Cloverleaf

source: Ingram, et.al. (2008)  Professional Selling A trust-based Approach 4th edition. pp 273



Circular routing plans begin at the office and move in an expanding 
pattern of concentric circles that spiral across the territory

source: Ingram, et.al. (2008)  Professional Selling A trust-based Approach 4th edition. pp 274



The leapfrog routing plan is best applied when the

territory is large and accounts are clustered into

several widely dispersed groups



source: Ingram, et.al. (2008)  Professional Selling A trust-based Approach 4th edition. pp 275



Major City

source: Ingram, et.al. (2008)  Professional Selling A trust-based Approach 4th edition. pp 276



Stage Four: Tapping Technology and Automation

• Selling technology and automation

• Exemplary selling technologies



Computers

• The center of virtually every selling technology

• Analyzing customer accounts

• Convenient option to catalogue



Internet and World Wide Web

• Internet instantly networks a salesperson with the world

• Many sales organizations are setting up intranets and extranets 

• based technologies shorten the sales cycle by allowing sales 

meetings and presentations



Pagers and Cell Phones

• Innovations in portable communication

• Cell phones have also experienced a tremendous 

increase in technological advances

• Ability to use two-way communication



Voice Mail

• Demands on people’s time

• Using voice mail to notify

• Mastering the ability to use voice mail



High-Tech Sales Support Offices

• High-tech sales support offices

• Points of access to the various networks

• Full access is available to company networks



Stage Five: Assessment of Performance 
and Goal Attainment

• Process of self-leadership

• Involve more than a simple check

• Evaluation should also consider



INCREASING CUSTOMER VALUE THROUGH 
TEAMWORK

Internal Partnerships and Teams

• external relationships

• internal relationships



• Sales Partnerships

• Marketing Partnerships

• Design and Manufacturing Partnerships



• Administrative Support Partnerships

• Shipping and Transportation Partnerships

• Customer Service Partnerships



Building Teamwork Skills

source: Ingram, et.al. (2008)  Professional Selling A trust-based Approach 4th edition. pp 283



• Understanding the Other Individuals

• Attending to the Little Things

• Keeping Commitments



• Clarifying Expectations

• Showing Personal Integrity

• Apologizing Sincerely When a Mistake Is 

Made



SUMMARY

• Explain the five sequential steps of self-leadership

• Discuss the importance of thorough and effective planning.

• Identify the four levels of sales goals and explain their 

interrelationships.

• Describe two techniques for account classification.



SUMMARY

• Explain the application of different territory routing techniques.

• Interpret the usefulness of different types of selling technology 

and automation.

• Delineate six skills for building internal relationships and teams.
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The End 


