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Putting sales first
6:00 am My alarm goes off at 6 each
morning. I always have a suit ready in
the car the night before together with
my gear bag for the gym. I have a quick
breakfast before leaving the house. 

06:10 am I drive to David Lloyd
Riverview gym which only takes about
ten minutes. 

6:30 am I spend approximately 45
minutes working out every morning
Monday to Thursday taking a break
from the gym on Fridays and over the
weekend. I find working out early in the
morning puts me in the right frame of
mind for the day. 

7:45 am I leave the gym and drive to
the office grabbing a coffee and some
fruit on the way and get to my desk just
after 8 o’clock. The first thing I do is
scan the papers and then check my
emails, which despite having a
blackberry seem to have built up
overnight. 

8:30 am My first meeting, if not out of
the office, will typically be at 8.30.
Usually I would have meetings
scheduled right through until lunch
time. I have six direct reports and very
often my meetings are with them.

Our business is broken up into four
specific regions and there is a regional
sales director responsible for delivering
the business objectives in each region;
East, South, West and corporate. The
head of marketing also reports to me as
does the senior administrator
responsible for sales operations.

A portion of my time during the day
is spent in meetings with each of these
direct reports discussing issues
particularly in the area of distribution
development and sales growth. My first
meeting is with the sales management
team where we discuss progress on a
number of the specific projects we are
currently working on at present. These
include the establishment of a captive
distribution channel.

The broker market is changing rapidly
at the moment with a significant
amount of mergers and acquisition
activity. This is presenting both an
opportunity and a challenge for life
insurance companies and something
myself and the management team are
actively involved in at the moment. We
are also currently focused on a sales
development resource project with a

Eunan O’Carroll, sales director at Friends First, details the different
regional and in-house meetings that fill his day. He also describes the
level of client interaction and travel involved in working as a
sales director. 

Eunan O’Carroll joined Friends First in 2007 as Director of Sales & Marketing. Joining
from Canada Life where he held the position of Executive Director of Sales & Marketing
since September 2004. He was formerly Managing Director of Gunne Residential.

Educated at Blackrock College, O’Carroll has also held senior roles with Hibernian and
Prudential where he became Regional Sales Director around the time of the acquisition by
Irish Permanent. With extensive experience in mergers and strategic business positioning, his
role in Friends First will focus on developing the company's distribution capability in Ireland
and growing its’ market share.
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view to establishing real
business partnerships with
select brokers and
distributors providing access
to our resources to assist
them in the sale of new lines
of business and premium
income growth. 

11:00 am I also have in-
house meetings with other
key members of staff
following up on issues such
as product development,
marketing, finance and
budgeting. I try to operate,
what I refer to as an ideal
week, where all meetings and
reports are done in a very
structured way. We have a
significant number of

ongoing projects within our
business at present. Given
the changes that have taken
place within the economy, a
lot of time at the moment is
dedicated to business
development. We are
currently reviewing our
product offering and
marketing strategy for next
year. A number of key people
in the organisation are
specifically looking at how
we as a Life company, can
provide tangible and
meaningful support to our
brokers in what is a difficult
business environment. 

1:00 pm Typically, I try to
schedule lunch with clients a

minimum of twice a week,
very often more. If I’m not
meeting clients for lunch, I
tend to grab a sandwich for
lunch at my desk and very
often I find myself following
up on emails. Typically, I
would have five meetings per
day, depending on the time of
the week and month and my
reporting schedules. 

2:00 pm -5:30 pm Just after
lunch, I have a follow-up
meeting with my assistant
and check the status of all
outstanding issues. Again in
the afternoon, I would
generally have meetings
scheduled until 5:30 pm.
Very often, my afternoon is
focused on client meetings
with brokers and our key
distributors. The focus of
these meetings is to review
progress against plan based
on a specific partnership
with these clients. Items
discussed would include
marketing initiatives, product
campaigns, client
communication and product
development. These meetings
are usually attended by one
of our Product Specialists,
Marketing Executives,
Customer Services
Managers, or other Senior
Managers throughout the
business. We very much
work as a team to a set
agenda, which allows us to
tangibly deliver real added
value to our clients. 

I tend to be out of Dublin
at least once a week in Cork,
Galway or Limerick. Usually
when going to Galway and
Limerick, I drive due to the
poor flight schedule. This
means leaving the house at
5:30 am, getting me into
Galway or Limerick before
9:00 am. My first meeting on
these trips would be with our
Regional Manager in the area

and members of the sales
team. I tend to have at least
four meetings with clients
including a lunch meeting
and aim to leave to return
back to Dublin around 6:00
pm - My trips to Cork are a
lot less time-consuming as I
usually fly, which means not
having to leave the house
until 06:30. I try to stay over
in one of the locations at
least twice a month, which
allows me to spend some
quality time with clients over
dinner in the evenings. 

6:45 pm Following an
afternoon meeting, I have a
final follow-up meeting with
my assistant and leave the
office at around 6:30/6:45
pm. When I’m not away, I
like to be home before seven
to spend time with the
kids and have dinner with
my family.

9:00 pm Following dinner,
once the kids have gone to
bed, I might go for a walk to
clear my head or find at least
an hour to myself to relax. I
like to read autobiographies
and if possible, I will spend
at least 20 minutes a couple
of times a week catching up
on my book.

Currently, I am enjoying
Ronan O’Gara’s
autobiography, which gives a
good insight into the
dedication required and
success that can be enjoyed
as a leading Irish sportsman.
At least two evenings a week,
I tend to be out with clients,
mainly brokers, either for
dinner or very often a quick
drink on the way home. I am
lucky enough to live quite
close to the office and very
often can be found in one of
my favourite haunts, Bistro
One in Foxrock or Gleeson’s
in Booterstown Avenue. 
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Two more triggers
towards a turning point

By Tony Keogh
Risk markets are at, or very
close, to a turning point in
my view. Two further triggers
have now emerged:

1.The ratio of the price or
value of an individual share
(or the stock markets as a
whole) to net assets, at
replacement costs. Their ratio
is often referred to as Q and
derives from the work of
James Tobin, a Nobel
Laureate economist.

2.The P/E or price earning
ratio where earnings is the
denominator, on a ten year
moving average basis, on real
terms (thus ironing out
cyclical peaks which are
often unsustainable and
subject to changes in
economic conditions). This
ratio is referred to as CAPE –
the cyclically adjusted
P/E ratio.

Today’s valuations are
considerably below average
for the first time since 1988
and 1991 on Q and CAPE.
This of course does not mean
they could not fall further

and in bad conditions they
are likely to do so and this
brings us back to the same
question ‘how bad will the
world economy get?’. The
markets have already
discounted a near mid-70s
(the first oil crisis) slump. So
unless one is expecting
another Great Depression
this is a good time to
continue to dribble funds
back into risk assets.

China, and India to a lesser
extent, remain my favoured
markets. Others strongly
favour the US as their
preferred choice. Rational
people should give serious
consideration to buying back
in at present and it may be
some months yet before
upward movement takes
place. Of course this is a
risky strategy since it is quite
possible the world economy
may deteriorate further than
is anticipated.

The good news is that in
the US (still the number one
driver of the world economy)
President-Elect Obama has
unveiled a first class
economic team to drive the
economy toward recovery

and together with the existing
Fed Governor Ben Bernanke
(in my opinion a real
economist of the highest
calibre, unlike his
predecessor) may well do so.
Bernanke’s aim of driving
longer term interest rates
down to whatever is required,
has great appeal in its
simplicity and common sense
in my opinion.

On the other hand US and
global economic conditions
remain at the very least

challenging. The bad news is
that the recovery is not in
sight and is unlikely to be for
some time. The question
though is “is there no
recovery?” or no recovery
because of our limitations,
not being able to see the
ingredients, being prepared
for its making. I am seeing
the bottle half full.

Tony Keogh is CEO of Trinity
Financial Services Ltd.

Executive selection made easy

Deloitte & Touche, Deloitte & Touche House,
Earlsfort Terrace, Dublin 2.

BEST

For Five Years Running

You’ll like what you see
Deloitte Executive Selection provides executive search, and recruitment
and selection strategies with over 20 years experience. We offer specialist
recruitment services to the Financial Services sector.

For more information please contact:
David Hannon, Manager, Executive Selection
on 01 417 2830 or email dhannon@deloitte.ie
or visit www.deloitte.com/ie/executiveselection

Citibank’s new financial services project at the Titanic Quarter in Belfast was
recognised as one of the key deals of 2008 in Northern Ireland, as was the
Titanic Centre itself, at the Irish Property awards in Dublin. Pictured are (L-R)
Yvonne Hogan, property editor, Irish Independent; Fintan Tierney, managing
director, DTZ Sherry FitzGerald; Pat Power, Development Director Harcourt
Developments who developed the Titanic Quarter; Michael Graham, Director of
Corporate Real Estate, Titanic Quarter, and broadcaster Gráinne Seoige. 
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Chances are what people without the proper guidance take. At Goodbody Stockbrokers, sound advice is 

just one of our strong points. In fact, we offer a wide spectrum of investment know-how and experience - 

in all sorts of areas.

Goodbody Stockbrokers is regulated by the Financial Regulator and is a member firm of the Irish Stock Exchange and the London Stock Exchange.
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