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Overview

  

A territory design and capacity planning playbook using whitespace scoring and a quota-to-
capacity model to fix unbalanced patches, defend headcount asks, and stop reps quitting
over unfair territories.

How often should territories be redrawn? 

Annually is standard for most B2B motions; semi-annually only if your market or account
base is unusually fast-moving. More frequent than that erodes rep trust and discourages
long-cycle account investment, since reps start to doubt they'll still own the account by the
time it closes.

What's a reasonable capacity ceiling for an enterprise rep versus a mid-market rep? 

There's no universal number — it depends heavily on sales cycle length and deal complexity
— but as a rule of thumb, enterprise reps with 6-12 month cycles typically carry a low
double-digit number of core accounts, while transactional mid-market reps with shorter
cycles can carry several times that. Derive your own ceiling from historical touch-frequency
data rather than borrowing an industry rule of thumb wholesale.

How do we handle reps who lose their best accounts in a rebalance? 

Grandfather any late-stage active pipeline (typically 90-180 days), and where possible
phase the transition rather than an overnight cutover. Transparency about the whitespace
math behind the decision also matters as much as the mechanics — reps who understand
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why accept it more readily even when the outcome isn't in their favor.

Should quota be uniform across reps in the same role? 

No — quota should scale with each territory's whitespace value and realistic capture rate. A
uniform quota across territories with very different potential is what produces the wide
attainment spread this playbook is designed to fix in the first place.

What data do we need if we don't have clean firmographic data on our accounts? 

Start with what you have — even employee count and industry code from a CRM export is
enough for a first-pass whitespace score — and treat data enrichment as a parallel
workstream rather than a blocker. A rough whitespace score built on partial data still beats
no scoring model at all.

{ "@context": "https://schema.org", "@type": "FAQPage", "mainEntity": [ { "@type":
"Question", "name": "How often should territories be redrawn?", "acceptedAnswer": {
"@type": "Answer", "text": "Annually is standard for most B2B motions; semi-annually only
if your market or account base is unusually fast-moving. More frequent than that erodes rep
trust and discourages long-cycle account investment, since reps start to doubt they'll still
own the account by the time it closes." } }, { "@type": "Question", "name": "What's a
reasonable capacity ceiling for an enterprise rep versus a mid-market rep?",
"acceptedAnswer": { "@type": "Answer", "text": "There's no universal number — it depends
heavily on sales cycle length and deal complexity — but as a rule of thumb, enterprise reps
with 6-12 month cycles typically carry a low double-digit number of core accounts, while
transactional mid-market reps with shorter cycles can carry several times that. Derive your
own ceiling from historical touch-frequency data rather than borrowing an industry rule of
thumb wholesale." } }, { "@type": "Question", "name": "How do we handle reps who lose
their best accounts in a rebalance?", "acceptedAnswer": { "@type": "Answer", "text":
"Grandfather any late-stage active pipeline (typically 90-180 days), and where possible
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phase the transition rather than an overnight cutover. Transparency about the whitespace
math behind the decision also matters as much as the mechanics — reps who understand
why accept it more readily even when the outcome isn't in their favor." } }, { "@type":
"Question", "name": "Should quota be uniform across reps in the same role?",
"acceptedAnswer": { "@type": "Answer", "text": "No — quota should scale with each
territory's whitespace value and realistic capture rate. A uniform quota across territories
with very different potential is what produces the wide attainment spread this playbook is
designed to fix in the first place." } }, { "@type": "Question", "name": "What data do we
need if we don't have clean firmographic data on our accounts?", "acceptedAnswer": {
"@type": "Answer", "text": "Start with what you have — even employee count and industry
code from a CRM export is enough for a first-pass whitespace score — and treat data
enrichment as a parallel workstream rather than a blocker. A rough whitespace score built
on partial data still beats no scoring model at all." } } ] } 
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Tier target accounts into 1:1, 1:few, and 1:many programs, build whitespace-driven account
plans for your top accounts, and orchestrate sales, marketing, and CS
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Sales Enablement & Content Playbook

Map content and enablement assets to every stage of the buyer journey, build a certification-
based ramp curriculum, and track which assets actually correlate wi
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  Read playbook   
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Pricing Strategy & Price Realization Playbook (Value-Based, Dynamic)

Move from cost-plus to value-based pricing, install discount governance and a deal desk,
and track the list-to-pocket price waterfall to recover margin that dis
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  Read playbook   
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Author

Mithun A. Sridharan   

I'm Mithun A. Sridharan, Founder of this website - Think Insights - on Strategy, Management
Consulting, Leadership, Digital Transformation, and Data Literacy. Follow me on social
media or connect with me on LinkedIn for updates.
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