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The Agile and Adaptive Sales Territory 
Alignment: Managing Change Becomes 
A Strategic Advantage
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Optimization or Status Quo?
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Adopting an Agile and Adaptive Process
The continuous alignment approach requires that territory alignment be 

an integrated, rigorously managed on-going process within your 

organization.  It does not, however, demand substantial incremental time 

from sales management, or require significant additional resources. The 

agile and adaptive approach seeks to make territory alignment more efficient 

by making it a systematic, repeated process and integrating this process into the 

organization. Processes are clearly defined; change triggers, business rules, 

approval workflows and analytical tools are embedded into the organization; 

stakeholders are identified and channels of communication established; 

implementation steps are specifically outlined. Close integration with downstream 

processes is important and does involve investment. CRM, sales force 

automation, incentive comp and reporting systems must all be coordinated to 

support implementation of alignment changes.  After the initial investment to 

establish a robust agile and adaptive alignment process, the execution of 

any individual alignment exercise can proceed smoothly and efficiently.

Establishing an agile and adaptive process includes creating a change capability 

within the sales force.  This involves educating the sales force on the benefits of 

greater flexibility in allocating opportunities, and building change management 

skills among sales reps.  Sales reps must be 

skilled in taking on a new account opportunity 

and in transitioning an existing account 

opportunity.  Building a culture where change is 

expected and viewed as positive is critical if 

territory alignment is to become a strategic 

advantage.  This will only happen if sales reps 

see how they can personally benefit.  

Communication of the advantages will help; 

true buy-in will come when sales reps see a 

positive impact in their performance.

 

“The agile and adaptive 
process makes change a 
strategic advantage, 
empowering organizations 
to make frequent, granular 
level adjustments to 
territory alignments”
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Define 
Objectives
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