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C A N W E H E L P I M P R O V E YO U R R E S U LT S ?

GET IN TOUCH
Flume provide sales training, coaching and consultancy to clients in the media & events industry in the UK. If, like Incisive Media,
you think we can help your business address its sales challenges and make an impact on its teams and revenues, we would love to
hear from you.
To start the conversation or book a consultation, please contact:
Richard Myles
Tel: +44 (0)7831 622 146
Email: richard@flumetraining.com

MEET THE FLUME TEAM

Raoul Monks
Founder & Director
raoul@flumetraining.com
+44 (0)7523 951558

Joe Wilkins
Trainer & Coach
joe@flumetraining.com
+44 (0)7837 113 923

Richard Myles
Director
richard@flumetraining.com
+44 (0)7831 622 146

Raoul’s passion is sales. His goal is to
enable sales teams and commercial
leaders to thrive in today’s media and
events market.

Joe is committed to delivering
outstanding results to clients and is
an expert in tailoring and embedding
learning within sales teams to produce
outstanding results.

Richard’s core motivation is to ensure
Flume’s clients receive a first class
service at all times. He helps clients
drive change within their organisations
- holding key stakeholders to task to
make the greatest impact on results.

He is the founder and director of Flume
with a decade of experience in training
and coaching sales teams within the
media and events industry.

He has more than six years experience
training, coaching and managing sales
teams in the media and events industry.

He has over twenty years’ experience
heading-up sales teams in media
and events and leads the day-to-day
running of the business.
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