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Introducing our distribution of expense as shown in,
Chart I, we are able to produce information of comxd—
erable additional value.

Deducting these expenses all across the line, we ar-
rive at the real net earnings of each territory and locate
our real red and black balances.

Of course we do not judge the temtory by a single
month’s performance, so we show the “year to date,”
or six or twelve, or any other desired number of
months’ record, and our final totals glve us a real com-
parison of utmost value.

Chart III shows a comparison of results by months
for an individual territory. A sheet of this kind should
be kept for each territory.

INDIVIDUAL TRRRITORY ACCOUNT BY MONTAS

. JaN. 758, MWRCR  AFRIL AT JURE
1 auota potnts 136, 16. 116. 116, 16, 131
Sold pointa 212 158 325 110 61 160
per oent of Quota 1554 1368 280% 94 528 1
Value Sold 5470.75 4007.95 0679.50 2020, 1560, 3690
Grosy Profit 1551, 1123.56 2562.83 723,25 356,50 1003.50
salemmen's Cau. 764.27 56178 1281.17 361,63 177,26 552,90
Balance 766.73 56178 1261.16  361.62  177.25  450.60
sal - — i p — —_—
Total Revewme 766,75 561,76 1281.16  361.62  177.26  460.50
Offtce Bxpanse . 13666 116,76  190.11 116,90 126,35 126,63
Selling Expense 40,03 108,51  307.25 212,98 198,07  160.25
Total Expenso 175,69 227.27 49735  3g8.18  322.42 266,88
Profit or Los 334,61  765.80  35.44  (146.17) 163.72
Tor cent to Talue sam o L0838 090 014 [ J093) .04

ACCTUULATIVE RECORD

Quots votnts 136 262 368 484 600 731
s01a Points 212 370 695 808 866 1026
Por oont of Quota 155§ 1468 189% 166% 1448

Value 30ld 5478.75 9486.60 10166, 20486, 22046, 25736,
Gross profit 1551, 2674.56 b5236.99 | 5960.14 6314.68  7318.14
“Salomen Com. 784.27 1246.06 2627.22 | 298885 3166.10 3719,
Salanoe 768.73 123851 2609.67 2971.29 3148.54 3599.14
salar:

Tota1 Reveme © 766,75 1258.51 2609.67 2371.29 346,54  3599.14
orfice Bxyense 135,66 256.42  444.53 . 560.43 664,78  611.41
Selling Exponse 40.03  148.54  455.79 668,07  866.14  1026.39
Total Expemss - 175,69  402.96 900,32 122050 1650.92 1637.60

Por oent P & L to N
Value) S01d .10 097 093 085, 072 068
Hot Profit or Loss 691.04 926,55 1709.35 1742,79' 1597.62 1761.34

Resorve Camae 2661 Ba6.66 191673 149613 126710 1644.22
prawing & Miso Aso. (1487.32) (1476.30) (2398.57) (2206.65) (2282.57) (2480.32)
Yot Pr;ln. to

proteot (370.77)  16.91 122651 100988 562-16 828.24
Nota, Pigures {n paronthescs are red-ink f! '

Chart III. Individual Territory Account.

The upper part of the sheet contains the record of
cach month and should be wide enough to cover twelve
months.

The lower part is an accumulative record of great
value. :

Looking across the “per cent of quota” line, we
ascertain the “tendency.” In the illustration, there is
a steady decrease after the third month.

The line “net profit or. loss” shows, no appreciable
gain after the third month. )

The line “per cent of profit to value sold” shows a
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steady downward tendency from the start.
Such indications are most significant and point their .

own moral.

It is not enough, however, to determine net terri-*

torial profit or loss.

T want to know whether the profit shown is protected .
or partly dissipated by excessive drawing and expense
accounts. '

Assuming that we have a practical and fair “com-
mission reserve” policy, we are able to enter at the
end of this form, from our books as they stand on the
last day of the month, the territorial “reserve” and the
state of the territorial drawing account.

At the end of January the profit has all gone to the
salesman and more. The territorial “profit” is an
actual deficit. In February, the net profit is without
protection. In March, a protected profit is shown, but
is less than the profit earned. The figures shown are
used to illustrate how an excessive drawing account can
readily dissipate fancied profits, and how exact figures
portray the all-important tendency.

Chart IV' is a comparison of territories for a con-
siderable period. Some of the columns cover partial
periods only, due to personnel changes.

A “total” column for proof purposes, and an “aver-
age” column,-can also be used.

Note that the net profits in territories 1, 3, 4, 5, 7
and g are fully protected. Territories 2 and 6 show
profits not sufficiently protected. Territories 8, 10
and 11 are in bad shape and can be rescued only by
reducing or cuttmg out the drawing account and pay-
ing part commission as new business is brought in, the
balance gradually reducing the evident loss. These
figures are exaggerated, but a condition like this may
arise if records such as these are not kept.

If such records are kept, corrective measures are
possible at a much earlier date than otherwise.

A territerial comparison like this shows where to
“operate,” but the operation must be made soon enough
to save the patient many long hours of illness that might
be prevented.

In closing let me say that records like these are also
of great value when corrective measures are to be
taken, because they are “cards” that can be “laid on the
table.” They can help to apply remedies without fric-
tion, and with real understanding of the necessities of
the case.

These charts are made up from no printed form.
These exact forms are not in print. They are-sugges-
tive only. . .

February, 1922

What I have told you this afternoon is no stereo-
typed process. What I have shown you is the product
of actufl personal experience, and as such is offered to
you for just what it may be worth to you. If you find
something in it that you can use, I shall be glad.

(Following this paper, Mr. Staubach answered questions for
an h:{ur or more on the charts, their application in various
directions and on the quota subject as a whole. The sesswn
was one of keen intercst and evident appreciation.)
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that the Taylor Society itself recognizes the fact that
nrone of these suggested changes should be put into op-
eration unti] they have been fully explained to the sales
people and other people concerned, and until a general

acceptance of the plan is secured from.those about to.

operate it. In other words, while no particular mention
of this fact has been made, and while perhaps- it has
been a fair. criticism to state that too much time has
been devoted to technique: and methods, it has been

Per cent P or L

x x
X Partial Period.

ACCUNULATIVE TERRITORY COMPARISORS
Wo. 1  Ho. 2 Ro, 3 Fo. 4 Bo. § Ho. 6 Fo. 7 Ho. 8 . Ho. 9  Ho. 10 ¥o. 11 .

Points Quota 632 2094 991 2154 1586 827 '
2404 691 292 1614
Points Jold 678 2153 536 2867 1522 554 2064 388 245 839 fgiz
Por cent of Quota  107% 1024 544 133% . 854 ©  56% 534 514
Value gold 17061.38  54228.77 13859,83 71845.08 37909.28 14677.75 $2217.34 9984.09 6411.35 21113, 26828,42
Org! s Profit 4873.62  15658.39  4058.49 21332.82 10926.15 4227.27 15199.29 2956,73 1758491 6000, 785862
3521::2:1; Comme Zgg-g 8158,15 2205.33 14148.13 6739.61 1611.08 9996,89 1125.74 1172.60 3952.60 3723.96
Pt o 7?00.24 1853.16  7084.69 4186454 2616.19 5202.40 1830.99 586031 2047.80 4134.66
lary . i s15. 585,
Total Beveﬁe 2436.80 750024  1853.16 7084.69 4186454 230,19 5202.40 1245:99 586431 2047.80 ;2122:66
Office Rxpense 720.34 2054,57 840,45 2129.57 .1669.08 927,76  2352.65
o o . o ' 3 622,37 293.51
Selling Expense 674,88 2327.44 388,65 2022,06 '1106,06 1018.94 1743.85 433:09 182,05 lgami::g :202115::15

Total Bxpense 1395.22 4362001 2229.10 4151.63 2775.14 1946069 4096.50 1055.46  475.57 2420.48. 4314.37
. !

€0 Value Sold <061 57 <045 <0408 037 #024 021 :
. o o 019 <017 018 .
Fet P or L 1001150 DN8.23 634,05 2905.06, 141140 3550 110590 190,08 10ms  (37ees) (1198eot)
Reserve Com. 2881 983.84  562.91 866,49  905.83  95.16 1269.60 25
o o N 2,48 26094 840, 2
Draw & Mso doo.  (6.59) (2378.17) (883.97) (416,05)  {870.13) s (ome
¥et to protect " ! '
wrofit I 1061.80 1923.90  1166.97 3797.55  1433.26 33,61 2375.58 {447.12) 137.68  {15616.79) (2082.00)

Note: Figures in parentheses are red-ink figures.

X X

Chart 1V.  Accumulative Territory Comparisons.

‘ ' DISCUSSION

H. R. WeLLman* (Chairman’s opening ' remarks) :
Before discussing the subject assigned for the after-
noon conference, perhaps it would be well to clarify
some apparent misunderstandings regarding the appli-
cation of scientific management to sales planning or
to sales engineering, if you please.

In all the discussions up to this point, it has seemgd
advisable to dwell particularly upon the method and
technique of the planning rather than upon practical
example or practical application. This has seemed to
be necessary, due to the fact that the study itself is, of
course, in its mfancy The practical apphcatlon is
being approached through a study of the general

However, I am quite sure that I am representing the
Taylor Society when I make the unqualified statement

* Professor of Markttm
Collega Sor oof Mas g, Amos Tuck School, Dartmout‘h

clearly in the minds of the committee interested in this
subject, that the first move in attempting the installing
of any methods of this kind must involve whole-hearted
acceptance by the people involved. .

We have been told that production can no longer fur-
nish the necessary economies to bring about the neces-

sary reduction in prices to meet competition. We have |

been told that of all the unorganized, wasteful, extrava-
gant, and generally useless branches of business, sales
occupied the front seat. The lamentable part of it is,
the statement itself is fairly accurate, However, in
situations of this sort it is particularly pleasing to pro-

duce as a witness for the defense, a man and a business

whose house has been put in order for a great many
years, whose use of the quota and intelligent planning
methods for sales and salesmen has been a landmark
for the last ten years at least. Mr. Staubach, after his
thorough and practical demonstration of the Quota
System at Springfield, needs no further mtroductwn to

e



