¨ Setting sales targets


	To set the sales targets for one area it is important to work out how many 	possible outlets in which the item can be old and then these outlets have to be 	looked at in terms of size, the size of the outlet has a big difference on the 	amount of time spent selling to it, the bigger outlets normally buy in bigger 	quantities and so are a better sale. After working out the present sales and 	possible sales only then can the targets be made, each sales target is made 	under the experience of the salesman, he must evaluate the market to see how 	many more outlets he can sell to and there purchasing size. Quite often the 	targets are set with distance to the outlets in mind. The salesman must consider 	he distance between each of the outlets before he sets the target, a larger 	distance will mean the target is lower as the contact time with that outlet will 	be less. 


	The best way to set the targets is to put the easier targets on the top of the list 	and work down as this gives the salesman a sense of achievement  and it will 	make him more motivated (see next section, fulfilment). The other method 	would be to put the harder sales targets on the top and so the work load will 	ease off, this is done by more competent and experienced salesmen who then 	use the easier work load to give them selves time to do the paper work. 


	But when setting these targets one other thing must be kept in consideration, 	the existing outlets have to be maintained, or expanded, this can also be used 	as its own target, i.e. to expand existing sales in outlets by 10%.


