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Ground Rules
• Everything said in the group is 

confidential. Please do not share with anyone 
the names or stories you learn in this meeting.

• No one is required to speak during the meeting, 
although we very much welcome you to share 
your challenges and seek advice.

• When a person speaks, please listen actively, 
with the goal of relating the speaker’s 
experiences to your own. Please mute your 
microphone unless speaking. To be called on to 
speak ask in the chat box or raise your hand.

• At times there may be silence during the 
meeting. This provides a moment to reflect on 
what has been shared. No one needs to feel 
anxious or responsible to break the silence.



Sales structure grid

Sales team structure you use % of 
total 
sales 
now

% of total 
sales in 
future (you 
decide time 
scale)

Direct

Your own Field Sales team

Your own Inside Sales team

Your own online/ecommerce site

Indirect

Channel partners: other companies that distribute or 
resell your offerings, e.g. wholesalers such as Musgraves

Sales outsourced to 3rd party sales providers 
e.g. InsideOutSales, Salessense, Motarme

Marketplace/3rd party platform e.g. eBay, DoneDeal



























Questions for Darragh?

How does this compare with your experience?

What sales or marketing challenge are you facing that the 
group can help with?

What advice would you like from our mentor panel?


