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8. What is the primary purpose of establishing sales territories in field selling?

a. To limit the number of customers a b. To increase competition among
salesperson has to serve salespeople within the organization

c. To efficiently allocate sales resources d. To creale geographical boundaries for
and target specific markets salespeople to operate within

9. Why is it important to periodically review and adjust sales quotas in field selling?

a. To punish underperforming b. To ensure salespeople are constantly
salespeople and enforce strict targets challenged and motivated

c. To arbitrarily increase the sales targets d. To discourage salespeople from
without justification pursuing ambitious sales goals

10. Why is regular evaluation and adjustment of sales territories important?
a. To prevent salespeople from exploring b. To ensure fair distribution of

new lerritories customers among, salespeople
¢. To maintain a consistent and d. To accommodate changes in market
unchanging sales territory structure conditions and customer needs
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