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Continued on p. 3

How to Reframe Outdated Sales 
Operation Assumptions
Shaped by decades of conventional practice, these habits may do 
distributors harm more than they help.
Indian River Consulting Group’s Mike Marks 
argues that sales transformation cannot happen 
for a distributor without releasing these long-
held beliefs. 

By Elizabeth Galentine

business volume will then disappear with 

reorder whether that salesperson is there 

Examine Your Assumptions

“There’s pretty solid data right now 

that preparation gap between those 
who got a head start and those who are 
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ASSUMPTIONS
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Sales Transformation in Action

Continued on p. 4
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Four Levers to Reduce Costs

The Power of Competitive Advantage  
in Business Models
There is always a gap between what distributors 

Value Propositions in a Business Model

Marks noted a business model is not 

ASSUMPTIONS
Continued from page 3

The aim of marketing is to know 
and understand the customer so 

and sells itself. 
— Peter Drucker
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Friday November 20, hear real-time tactics distributors 
are using to navigate this unprecedented market shift — 
coming directly from a range of distributors and industry 
insiders who share what they are doing to stay future-
focused. Sign up to join us for our next free, live event 
at mdm.com/mdmlive.

Free Live Webcast

who turned out to be buying huge amounts 

Examining the Team

• What are they supposed to do to help you 

And that should go into how do you do your 


