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Bluffton, SC — With the consolidation of dealerships in the industry and generational shifts happening at 

the leadership level, dealer owners and principals are encouraged to focus on transferring knowledge and 

insight to ensure the ongoing success of their business. This moment calls for not just passing down 

expertise, but also building strong, capable teams who can lead with confidence ensuring the business 

continues to thrive, even as owners gradually shift their focus or reduce their day-to-day involvement.

To help businesses navigate this transition, Solomon Coyle designed the Dealer Management 

Development Program, a three-month professional development course designed to help commercial 

furniture dealer principals and senior leaders to strengthen their financial, operational and strategic 

capabilities. Registration is now open with orientation starting June 17.

The program taps into Solomon Coyle’s decades of knowledge and seeks to bridge leadership and

management gaps, improve financial planning and margins, foster cross-functional alignment

and prepare for succession planning and strategic growth.

Program Core Areas Setting High-Performing Dealerships Apart

Grounded in Solomon Coyle’s industry benchmarking, the program focuses on eight essential areas that 

directly impact dealer growth, profitability, and long-term sustainability.

Here’s what leaders will master:

Strategy – Build a clear, actionable business model and execute with purpose.

Finance – Protect margins, track costs, and manage by the numbers.

Sales & Marketing – Align your team around sales goals and market presence.

Talent – Hire, retain, and empower the right people for the right roles.

Quote-to-Invoice – Streamline operations to reduce costs and boost efficiency.

Project Management – Deliver great client experiences while maintaining profitability.
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Design – Win with fast, accurate, solution-driven space planning.

WD&I – Optimize delivery and installation for better margins and client satisfaction.

Each area is directly tied to the five key success factors that define top-performing dealerships: 

strategy, model, finances, sales, and operations.

Registration is now open. Dealer principals, owners and emerging leaders interested in this program can 

visit https://solomoncoyle.com/education/dealer-management-development-2025 to register or learn more. 

For further details, contact Solomon Coyle at support@solomoncoyle.com.
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