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This may be unpopular, but the dealer is not your customer. The dealer is also not your employee.
The dealer is your partner in a mutually beneficial relationship. Everything you do in managing
your dealer relationships needs to be bedded in the foundation of mutual benefit.

Not the Customer

Many manufacturers and territory reps fall into the trap of treating their dealers like customers
that need to be sold to. This is flawed because the dealer does not want your product. The dealer
wants the proceeds they will get from selling your product. The dealer wants to purchase your
product and sell it as soon as possible for a profit. The shorter the time, the smaller the effort and
the less problems that arise in selling your product, the more attractive the relationship is and the
more willing your dealer will be to sell your product.

Not Your Employee

The second most common trap we see manufacturers fall into is thinking the dealer works for the
manufacturer and will do what they are told without question. This philosophy gets perpetuated
in good times when it seems the dealer is “behaving”. Often it appears the dealer is doing what
they are told when in reality the behaviors are producing mutually beneficial results, products
being sold. Then the manufacturer gets a rude awaking when they try to implement behaviors
that are not mutually beneficial and get push-back. Why isn’t the dealer doing what they are told?
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It is because they are an independent business working towards their own good. If you get push-
back from your dealers on new initiatives, you may need to step back and ensure what you are

asking of them is going to be mutually beneficial.

Mutual Benefit

The ideal manufacturer relationship is setup so that no one party can be successful with the other
party also experiencing success. This happens when the dealer purchases product at the target
profit of the manufacturer and sells it to produce the target profit for the dealer. Every decision
that is made needs to consider the mutual benefit the manufacturer and dealer.

The Dealer is Your Partner

They are often successful local businesses full of creative, ambitious professionals that are
standing by to help move your product. When the partnership is structured correctly there is no
more powerful sales team than a robust dealer network.

P.S. If this message hits close to home, let's talk. We work directly with manufacturers to
strengthen dealer relationships and build scalable, mutually beneficial sales channels. Reach out

anytime—I would welcome the conversation.

Build stronger OEM-Dealer results through clarity, alignment, and measurable performance.
Explore additional Connect Channel insights, field sales tools, and dealer development resources at

www.Connect-CSCC.com
You can also subscribe for future editions and updates.
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