In an industry where firms often rely on experience, intuition, and anecdotal insight, objective performance
data is rare but increasingly essential. Solomon Coyle’s benchmarking is not a ranking system or
scorecard. It is designed to function as a performance intelligence tool, helping leadership teams operate
more effectively, align decision-making, and improve profitability throughout the year.

The firms that gain the most value from benchmarking are those that use it to guide planning, clarify
priorities, and strengthen operational discipline across the organization, rather than just reviewing it
annually.

While Solomon Coyle provides the framework, many firms are actively applying it in practice. As Fabio

Malagisi, EVP/CFO at Red Thread, shared in a recent discussion, the real value comes from treating
benchmarking as an ongoing management system rather than a static report.

What Solomon Coyle Benchmarking Provides

Solomon Coyle benchmarking delivers standardized operational and financial performance data across the
contract interiors industry. It allows firms to compare their performance against:

Industry averages

* Best-practice operators
* Similar company profiles
* Peer group participants

Metrics cover critical operational and financial dimensions, including revenue and margin performance,
operating expense structure, sales productivity, design utilization, staffing ratios, service mix, cost-to-serve
indicators, and profitability drivers.

The data is blind, aggregated, industry-specific, and consistently structured, providing leadership teams
with an objective foundation for evaluating performance.

As Fabio noted, this level of visibility is rare: “I was absolutely floored... this rare opportunity to actually
have benchmarking across the industry.”
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Use Benchmarking to Identify Focus Areas

Benchmarking is most valuable when it helps leadership teams understand where attention is needed.

Solomon Coyle’s approach emphasizes comparison over absolutes, focusing on how a firm performs
relative to peers and best-practice operators. This creates a clearer picture of where performance gaps
exist and where improvement efforts should be prioritized.

As Fabio puts it, “We focus on comparison data... where do we stand vis-a-vis our peers.”
Each KPI should be evaluated through two key lenses:

* Comparison to dealer profiles most like the company (revenue, margin, service mix, market size).
* Insights from peer groups that provide additional context (where others are investing, common
challenges and how they’re being solved).

This comparison highlights variance, the gap between current performance and industry benchmarks, or
best-practice operators.

Rather than jumping to conclusions, this variance becomes a starting point for deeper analysis. It helps
leadership teams identify where performance is out of line and where improvement efforts should be
focused.

Anchor Leadership Conversations in Data

Objective benchmarking strengthens leadership alignment by providing a neutral, external reference point.

Solomon Coyle positions benchmarking as a way to move leadership teams beyond anecdotal decision-
making and toward shared, data-driven understanding.

As Fabio notes, “It's really helpful to have objective external data that doesn’t have bias in it.”
Leadership teams can use it to:

* Move beyond anecdotal decision-making
* Reduce internal bias

* Align around shared facts

* Set realistic expectations

Understanding what high-performing dealers achieve allows executive teams to make informed decisions
on cost structure, staffing models, sales productivity, margin targets, and operational efficiency.
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Benchmarking helps clarify where to focus, while deeper analysis determines how to act.

Translate Benchmarks into Targets and KPIs

Benchmarking becomes actionable when data is translated into internal performance expectations.
Each metric includes:

* Your current performance level
* The relevant benchmark comparison
¢ Defined targets that bridge the gap between where you are today and where top performers operate

This structure ensures benchmarking is not just informative but directly tied to measurable KPlIs,
accountability, and continuous improvement.

Evaluating Leadership and Operational Performance

Benchmarking provides insight into overall leadership effectiveness and operational alignment. Metrics
reveal patterns in:

* Organizational productivity

* Alignment between revenue generation and support structures
* Design and project management utilization

* Cost-to-serve efficiency

* Design and project management utilization

* Cost-to-serve efficiency

* Margin performance relative to structure

¢ Staffing ratios and operational capacity

* Sales leadership effectiveness and sales force productivity

The real power emerges when data is pushed deeper into the organization.

By cascading metrics to business units and even to the individual customer or account level, Red Thread
identifies what Fabio calls “Pockets of opportunity.”

He explains: “When you take good benchmarks and good targets and drive them down and then compare
internally against each other, it allows you to get to answers much quicker.”

This ensures benchmarking is not just an external exercise but embedded in operations.

From Annual Exercise to Continuous Discipline

Learn how we can help you.

SolomonCoyle

solomoncoyle.com | info@solomoncoyle.com | (703) 574-9100


https://www.solomoncoyle.com
mailto:
/home/customer/www/solomoncoyle.com/public_html/tel:(703) 574-­9100

Although benchmarking is delivered annually, its impact increases when used consistently throughout the
year.

High-performing firms integrate benchmarking into planning cycles, leadership discussions, and

operational reviews. Over time, this creates a culture of data-informed decision-making, where
performance is continuously evaluated and improved.

Pairing Benchmarking with Peer Insight

Benchmarking provides quantitative clarity. Peer interaction adds a qualitative context.

Solomon Coyle’s peer group model allows firms to interpret data in context and learn from others facing
similar challenges.

Fabio highlights the uniqueness of this model, “To supplement that with the peer groups... where you have
a cohort of dealers you can lean on and have those conversations with that, you're not competing with is a
very rare thing.”

Together, benchmarking and peer insight help firms understand not just what the numbers show, but how
to act on them.

A Deeper Look: Client Perspective

While Solomon Coyle defines the framework, firms like Red Thread demonstrate how it can be applied in
practice.

Fabio Malagisi shared how benchmarking is used internally to guide decision-making, align teams, and
uncover opportunities across the business. His perspective reinforces a core principle: benchmarking
creates clarity, but value comes from how organizations act on it.

We will be sharing more of Fabio’s insights in an upcoming podcast on our website, where he dives deeper
into how benchmarking drives operational performance at Red Thread.

SCi3: Enhancing Business Analytics

Solomon Coyle’s core benchmarking delivers structured, annual performance insights. SCi3 extends this
capability by enabling deeper and more dynamic interaction with the data.

SCi3 supports more frequent analysis, deeper internal exploration, and ongoing performance tracking,
allowing firms to move beyond static review and toward continuous operational intelligence.
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