
A PROOUCT OR SERVICE'S USP, OR UNIQUE 

SELLING PROPOSITION, DIFFERENTIATES THE 

OFFERING FROM ITS COMPETITION. 

A QUOTA, OR SALES GOAL, IS THE AMOUNT OF 

REVENUE A SALESPERSON IS EXPECTED 

TO GENERATE OVER A GIVEN PERIOD OF TIME, 

AND MEASURING IT IS THE EASIEST WAY TO 

DETERMINE COMMISSIONS. 
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